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OBJECTIVE
To work as a Marketing & Sales professional in an organization where I can contribute to its profitability and at the same time to learn and grow as a professional.

PROFILE SUMMARY:
· 10 years of experience in Modern Trade, Institutional sales and Channel sales management.

· Motivated, target driven with a desire to meet new people and travel new places.

WORK EXPERIENCE: 10 Years

Pan India Enterprises








           July 13- Till date
Area Handling –Chennai
Handling Furniture & interior business 
Procter & Gamble India                                                                                                                    Oct 11- July 13
 Key Account Executive – P&G Beauty & Grooming

Roles & Responsibilities
· Area Handling – Mumbai-Bandra, Juhu, Andheri ,Goregaon, Malad, Kandiwali & New Mumbai.
· Brand Handling- Wella

· Managing Salons business and generating sales through them.
· Managing Primary and secondary sales through distributors.

· Managing distributors outstanding.

· Managing distributors stock planning and deliveries to customers.
· Achievement of monthly and cycle sales target through Salons.

· To insure deployment of POSM materials and Branding at Salons
· Managing the team of DSRs,and tracking their sales.

· Managing sales promotions schemes.

· Organizing trainings for Stylist through technical team.

Achivements
· Managed to grow the sales of western Mumbai by 30 percent.
· Organized technical trainings and cracked new key accounts.
HCL Infosystems Ltd                                                                                                                          Apr 07 – Sept11
 Key Account Executive – Modern Trade  

Roles & Responsibilities:

· Area Handled – DELHI NCR & PUNJAB 
· Brands Handling-Kodak Digital cameras, Apple Ipods, Nintendo Gaming consoles, Hcl ME Gaming consoles,

Scandisk memory cards and Nokia GSM Handsets
· Managing the Telecom Retail Chains such as Wal-mart, Reliance Digital, FVRL, PRIL, NEXT, Aditya Birla Retail, Jumbo, Croma, The Mobile store Ltd, Hotspot Retail Pvt. Ltd, Planet M and Music World and generating sales through them.

· Achievement of monthly & quarterly sales target through organized retail chains

· To insure deployment of POSM materials and Branding at retail stores.

· To train & motivate sales promoters, route trainers and store sales executives and drive sales through them.

· Focus on the the width of the distribution.

· Managing the team of FFASMs and driving sales through them in promoter’s outlets.
· To role out sales promotional schemes for end consumers and sales executives.

· Organizing product training meets for store sales executives through tech gurus and roué trainers.
· To insure availability of stocks in stores and also to maintain the stock level at each store.

· To maximize visibility of Nokia products at each and every stores.

· To insure delivery of materials at retail chains warehouses.
· To supervise DOA of handsets and service issues.

· Promoting and establishing close business relations with Regional heads and BDMs/AOMs,store mangers of  Sales and Commercial Staffs of concerning  Retail Chains.

· Managing business relationships with the category managers for getting purchase orders and placement of stocks.
Achievements

· Got first position in north level Organized Trade contest and awarded by NOKIA RGM. 
· Organized Nokia environmental campaign at wal-mart Ludhiana store and because of Nokia, Brand promotion nokia share was increased and also received the award at North OT meet.
· Got second place in a North OT contest and had managed to drive the sale through pushing our five star and four star models, lost to Rajasthan with very nominal difference.
· Deployed  nokia glow sign boards at up country markets like pathankot and Jammu as these, stores           

      were in wind up condition but after installations of nokia glow sign boards stores walk-ins  has improve      and now the stores are stable and driving good value and volume  business
Godrej & Boyce Mfg. Co. Ltd.
                     






                                             June 04 - Mar 07

Senior Executive – Institutional Sales (Locks Division)

Roles & Responsibilities:

· Area handling – Delhi NCR, Haryana & Punjab.

· Identifying New Market –To provide & develop long term business opportunities.

· Key Accounts – Managing the key accounts & generating sales through them.

· Achievement of monthly, quarterly & yearly target through direct and distributor sales.

· Conversion of Sales Representative leads.

· Training of Sales Representatives.

· Suggestions on products and prices.

· Selection and appointment of distributors and training of distributor’s salesman.

· Promoting and establishing close business contacts with customers like Builders, Architects, contractors, Hotels, Petroleum companies, and power generation companies.

· Supervision and control of outstanding & adhering to collection targets.

· Handling a team of 4 sales representatives.

· Managing promotional events like Exhibition, Instabooth activities to enhance brand image & market credibility.

Achievements

· Part of the team which achieved the highest bill sales among all India.

· Responsible for managing the major key accounts of business like HPCL, IBP, BPCL & IOCL for business generation.

· Responsible for getting first order of electronic card lock in north zone from hotel Clark Inn and its installation.

EDUCATION:

Master of Business Administration from St. Mary’s School Of Management Studies (University Of Madras) (2001-2003) 

Bachelor of Business Administration from S.I.V.E.T. College (University Of Madras) (1997-2000)   

PERSONAL DETAILS:

Date of Birth

:   29th June, 1979

