RAMANA
Mail: ramana.124476@2fremail.com   
Dear Sir,

Please find attached my Resume, I'm particularly interested in openings, which relates strongly to my over 25 plus years of experience in Sales Operations and Business Development in FMCG / Retail / Consumer Goods and Building Material industries.
As a Branch Manager with DANUBE BUILDING MATERIAL (No 1 in Middle East), (Retail)I believe I meet all the essential criteria of the position. Highlights of experience and demonstrated talent I would bring to your organisation. 
· Demonstrated excellence in devising and implementing strategies for generating sales through non-conventional channels, joint marketing and innovative initiatives to achieve targeted new customers.
·  Distinguished for successfully conducting market surveys and analyzing the same for understanding the market trends and competitor schemes.
· A keen communicator with honed interpersonal, problem solving and analytical abilities
My competencies include developing marketing strategies, business development, excellent customer relationship, channel management, and distributor management.
I am a keen planner, strategist and implementer.  I have worked extensively in FMCG and retail sectors with companies like Amrutanjan, Amul, Britannia, Wrigley`s, Pepsi, Subhiksha, Nilgiris 1905.
My ability to identify challenges and capitalize upon opportunities to expand revenue growth has been my strongest asset to my employers.
The attached resume will give you details of my experience and achievements. I would appreciate the opportunity for an interview at your convenience. Thank you.
Sincerely,
Ramana 
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RAMANA                                                                                                
E-Mail:  ramana.124476@2fremail.com 
Seeking senior managerial assignments in Sales Operations and Business Development with an organization of high repute in FMCG/Retail / consumer Goods / Building Material sectors preferably in Gulf and African countries.
          
                                                       KEY SKILLS
Sales & Marketing | Business Development | Market Insight | Strategic Partnership Management. | Aggressive product promotion strategies | Merchandising|Product Promotion Strategies | S.K.U Management | Training Identifications | Short-Long term Forecasting |Channel Management.
PROFILE SUMMARY
· A dependable leader with over 31 years of rich experience in Sales Operations and Business Development in the FMCG/Retail & Building Material sectors.
· Well networked with an influential approach to achieve sales, business and market share
· Demonstrated the necessary management expertise in creation of new market opportunities, expanding distribution and introducing new products in the market 
· Strong business acumen with skills to remain on the cutting edge, streamlining channel networks, implementing product promotions, etc. 
· Deft in handling profit centric operations, generating business from the existing & new accounts and achieving profitability for the organization
· An effective communicator, reliable individual with strong analytical and people management skills.
· Sound knowledge of SAP-Sales & Distribution, Material Management module.
AREAS OF EXPERTISE
· Monitoring distribution networks to ensure availability of the product at all times
· Guiding and training partners to accomplish set revenue and business targets
· Implementing business practices and deploying company strategies and assisting the channel   partners to meet their business targets
· Generating new ideas, overseeing market research and marketing analysis related to the same
· Conceptualizing & implementing systems & operating procedures for ensuring optimization of resources
· Initiating and developing relationships with key decision makers in corporate for business development
· Assessing requirements & conducting negotiations for providing need based products to the key clients
· Ensuring speedy resolution of queries & grievances to maximize client satisfaction levels
· Providing excellent customer service in order to increase client satisfaction
· Business development: Identifying markets potential, establishes pricing and market strategies, estimate potential sales, introduces market, and distribution/channel issues.
· Distributor / Channel Management: Skilled in developing / building strong channel partners and ensuring Superior performance. Ability to manage distributors, dealers, depots and route agents, to ensure effective Market reaches.
· Excellent client relationship management skills leading to high customer retention and maximizing of Revenues.
· Managing product pipeline: Formulating product strategy focused for diverse markets and customers.
· Adept in mapping competitor's track in understanding how competitors are positioning their products For the target markets & competitor strategies and fine tuning company sales/marketing moves
· Team Management: Imparting /organizing training programs for new recruits for achieving pre planned Business targets. Leading, training & monitoring the performance of team members to ensure efficiency in sales operations and meeting of individual & group targets
EMPLOYMENT DETAILS
 Dec’ 2011 – Apr’ 2018 with DANUBE BUILDING MATERIAL COMPANY LLC. (NO 1 BUILDING MATERIAL COMPANY IN MIDDLE EAST)(Retail)  As Sr.Branch Manager
Highlights: 
·  Played a stellar role in devising and implementing strategies for generating sales through non-conventional channels, joint marketing and innovative initiatives to achieve targeted new customers.
· Holds the distinction of identifying gaps in terms of market  coverage, penetration & distribution and opened new customers on the basis of the same 
· Dexterous in implementing innovative incentive schemes and ensured their participation for business growth
· Ensured the resolution of the technical and non technical complaints of clients, employees and customers  in an effective manner 
· Imparted on the job and offline line training to the subordinates and ensured the same to cascade the below staff for improving the overall service standards.
· Received the best Branch Manager Award for 2013 and 2014 among  the UAE Branches
Apr’ 2010 – Dec 2011   with JALEEL HOLDINGS LLC. (J. MART SUPER MARKET DIVISION)
 As HEAD OF BUYING & OPERATIONS
Highlights: 
· Systematically Finalized and managed the Product Master
· Especially Frozen sales increased from 16000 Aed 69000 Aed Sale per day.  Frozen institutional sale introduced and got excellent results from the segment. Operated so many frozen consumer schemes  its reflected the purchase capacity from cartoons to containers.
· Played a stellar role in providing excellent customer services through SKU Management.
· Designed many  in-shop product promotions and formulated strategies for customer pull
· Able to complete 275 vendor agreements in 50 Days on war foot basis
· Designed 39 Leaflet promotions within the given budget and successfully run the programmes
· Opened two outlets in the span of 45 days time with catchment analysis.
·  Increased back end revenue per sft 25 % more than earlier.
·  Collected More than 90 % than earlier in Display and space Hiring. 
Apr’ 2008 – Apr 2010   with NILGITRIS 1905 (The only organization in India successfully running under franchisee system in supermarket Division) 
As   Franchisee & Operations Manager.
Highlights: 
The Company is a Bangalore based Bakery Unit and ranked No.1 in Bangalore and tied up with Actis - German Giant to launch its new retail chain venture across South India with emphasis on selling Grocery, staples, fruits, vegetables and bakery related products.
· Achieved success in identifying new properties, negotiation with landlord for price and also completing the entire documentation activities 
· Identified the best who are having goodwill with great financial back ground as franchisee to run the business across the state 
· Played a stellar role in providing excellent customer services 
· Handled in-shop and out – shop product promotion and formulated strategies for customer pull
· Pivotal in franchise and outlet expansion
· Demonstrated excellence in achieving the targets  increase in sales and outlets 
· Enhanced the business by initiating 52 No. franchise outlets 
· Attained 14% saving or returns over the cost 
•    Able to make agreements with 90% of vendors under franchisee rules.
•    Conducted and participated events in state level for promoting the brand  and Christmas cake promotion
•    Handled the operations of interaction with vendors and identifying reliable, quality and low-cost vendors 
      for merchandize for new stores
Sep’ 2006 – Apr 2008   with SUBHIKSHA Trading Services.  (The Company was the largest supermarket chain in India) 
As   Business Development Manager.
Highlights: 
•    Successfully opened 36 outlets from the scratch and maintained with very low cost in the tenure 
•    The award has been for the best leaflet designer and the best Language converter in 2007
Apr’ 2003 – Sep 2006   with PEPSI  
As   Rural Development Manager.
· Managed sales & distributions operations of Pepsi and handled a turnover of 12crores. Per annum for Vishakhapatnam region with 12 executives and 82 route agents.
· Developed business significantly by tapping newer market of Bar and Entertainment Industries and achieved on overall growth of 27%.
· Developed outlets and increased the reach from 5400 to 7200.
· Enhanced the vehicle infrastructure to 90 from existing 72 and met the increasing demand with efficacy.
· Achieved the all time record of market share in September 2004 and highest distribution to retail segment on October 2004.
· Holds the distinction of implementing national initiatives & product promotions plans
· Pivotal in handling event management, merchandising and vendor management in an effective manner
· Essayed a vital role in organizing India/Pakistan Cricket Match in Vizag 
Oct’ 1999 – Apr 2003   with BRITANNIA  
As   Area Sales Manager.
         •     Handled the CFA operations as well as distributors across AP State
· Successfully launched the products like Britannia Tiger and Little Hearts (new pack)
· Successfully maintained two Brands i.e. Kwality and Nutrine in one umbrella
· Instrumental in securing growth of territory by 12% 
Oct’ 1997 – Oct 1999   with WRIGLEYS  
As   Sales Officer
•      Accomplished territory business growth of 9% as compared to the state growth of 5% 
June’ 1992 – Oct 1997   with AMUL – (G.C.M.M.F.Ltd)  
As   Sales Officer
· Achieved business growth in the assigned region of 30% which is double of State Growth
      •       Served as Kaizen Coordinator for Visakhapatnam depot
· Served as TQM Leader in State Level
· Conducted Train the Trainers programme in State Level for continues Two Years. 
  July’ 1986 – June 1992   with AMRUTANJAN  
As   Sales Representative
· Best Representative  Award for Sales Performance – 1988
· Best Sales award for Amrutanjan Gripe Mixture in All India Level -1889 & 1991.
ACADEMIC CREDENTIALS
        • PG Diploma in Sales & Marketing, Bharathiya vidya Bhavan, Bombay. 
        • Bachelor of Arts, Kakatiya University
IT
· SAP - Sales & Distribution
· SAP -- Material Management 
TRAININGS ATTENDED
• Received training on Kaizen, Housekeeping, Hoshin Kanri, Market Management program, TQM, team Leader Programs, Internal Consultants Development program organized by Eicher Consultancy Group
PERSONAL DETAILS
• Date of birth: 9 February 1966
• Languages: English, Hindi, Urdu and Telugu 
Having UAE and Saudi Driving License 
