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In quest of career enrichment in the domain of Sales & Marketing/ Business Development/ Market Communications with a growth oriented organisation of high repute 


PROFESSIONAL SYNOPSIS




CAREER CONTOUR



Jan’13-Aug’ 14                 Fresh Fruits Company                                                                         Key Account Manager

 June’10-Dec’ 12   
Pepsico India Ltd



                           Account Development manager
Jan'06 – May’10     
Hindustan Coca Cola Beverages Company Pvt. Ltd., Kanpur     Sr.Executive 

Significant Highlights:

· Handling the key area of PRICING and DISTRIBUTION of fruits in Fresh Fruits Company across UAE, OMAN, QATAR.
· Handling Promotions for Carrefour and Spinneys which include planning of quantity and resources.
· Achieving KRA’s within budgetary limitations and provisions, monitoring focus pack & and keeping an eye on competitor activities.

· Key clients handled are CARRERFOUR (UAE, OMAN, QATAR) SPINNEYS, CHOITHRAM, and ALMAYA in FRESH FRUITS COMPANY (UAE). Spencer (O.T.), Dominos, and regional organised trade in Pepsi and Coca cola.
· Handled primary & secondary sales in Coca Cola 
· Handled key area of merchandising, looked after trade related issues in the market, Led a team of 9 account executives & monitored their efficiencies in Coca Cola.

· Led a team of 7 Sr.Executives, 15 PSRs and 2 Marketing Executives in Pepsi.

· Enhanced visibility by placing pop at strategic points in Coca cola and improved PET bottle sale (under jo dikhta hai wo bikta hai event) from 30 cases to 78 cases per day therefore improving the gross profit.

· Launched New product in Coca cola “, running a van and organising lucky draw 

· Selected appropriate locations for BTL activities, keeping in mind the brand recall and visibility.

· Recruited, selected and trained sales representatives to provide in depth knowledge of company’s product and to achieve high level of performance in shortest possible time.

Key Deliverables: 

Strategy Planning & Management

· Establishing short / long term budgets in tune with corporate strategies for achieving business targets, especially through Marcom.
· Planning, forecasting and assessing the revenue potential in business opportunities. 
· Analysing & reviewing the market response / requirements and communicating the same to the sales teams for accomplishment of the business goals. 
Sales & Marketing / Business Development 

· Overseeing the sales & marketing operations and methods of promotions thereby achieving increased sales growth.
· Utilising client feedback & personal network to develop marketing intelligence for generating leads.
· Identifying streams for revenue growth & developing marketing plans to build consumer preference. Conducting competitor analysis by keeping abreast of market trends & achieving market share.
· Developing promotional strategies and implementing the same in a cost efficient way, thereby enhancing profitability.
Key Account Management

· Developing relationships with key decision-makers in target organisations for business development.
· Interfacing with the clients for suggesting the most viable product range and cultivating relations with them for securing repeat business. 
· Managing activities pertaining to finalisation of deals for smooth execution of sales & order processing.
Channel Management 

· Identifying and networking with financially strong and reliable channel partners resulting in deeper market penetration and improved market share. 

· Developing and appointing channel partners to expand product reach in the market and coordinating to assist them in promoting the product.

Team Management

· Leading, mentoring & monitoring the performance of team members to ensure efficiency in process operations and meeting of individual & group targets.
· Creating and sustaining a dynamic environment that fosters development opportunities and motivates high performance amongst team members.
INDUSTRIAL TRAINING



Organisation

:
Bharti Televentures Pvt. Ltd., Lucknow
Title


:
Retail Mapping
Duration

:
2 Month

Responsibilities
:


· Identified problems of the retailers and analyzed the level of information availability with channel partners.
· Found out the position of the same vis-à-vis competition.
ACDEMIC CREDENTIALS



2006

MBA (Sales & Marketing and Information Technology) from Amity Business School, Lucknow.

2004

Bachelor of Tourism Administration (B.T.A) (Tourism) from Lucknow University, Lucknow.

ACADEMIC PROJECTS 



Organisation
: 
Hughes Escorts Communications Ltd., Lucknow 

Title

: 
Potentiality of Broadband and Education Business in Lucknow

Duration
: 
15 Days

Description
: 
The Project dealt with search and analysis potential and prospects for new Business ventures by 




studying feasibility of each prospect and provided solutions whether to opt for the specific 




prospect.

Organisation
: 
Sify Ltd., Lucknow 

Title

: 
Potentiality of Broadband Internet Services in Lucknow City.

Duration
: 
4 Days

Description
:
The project dealt with search and analysis potential and prospective service providers of Cable 




Television, feasibility and standing in the market as well as analyzed the state of competition in 




the city.

IT FORUM



· SAP SD certified consultant from SIEMENS INFORMATION SYSTEMS LIMITED,NEW DELHI- Jan,2009

· Well versed with the concepts of MS Office (Word, Excel & PowerPoint) and Internet Applications

PROFICIENCY MATRIX


�


Core Marketing


Marcom


Trade Marketing


Sales Operations


Channel Management


Training & Development





A dynamic professional with more than 8 years of rich experience in Strategy Planning & Management, Sales & Marketing, Business Development, Key Account & Channel Management and Team Management.


Worked with FRESH FRUITS COMPANY, as Key Account Manager in UAE.


Handling Business across UAE, OMAN and QATAR.


Possesses sound knowledge of Trade Marketing & Marcom and expertise in Retail Channels, marketing and mapping promotional activities.


Well versed with brand management sales promotion product launch as well as ATL/BTL Activities.


A keen planner, strategist & implementer with demonstrated abilities in devising sales & business related activities and accelerating the organisational growth. 


Possess excellent business acumen with skills to remain on the cutting edge.


Track record of consistently achieving the projected targets, building dynamic sales teams & identifying high-yielding services and products during the career span. 


An effective communicator with excellent relationship building & interpersonal skills; strong analytical, problem solving & organisational abilities.








