SRINIVAS 
Srinivas.371615@2freemail.com
SENIOR MANAGEMENT PROFESSIONAL

Sales & Marketing -Business Development - Channel Management - Advertisement - Team Management

A multi-faceted professional, skilled in blending creative intellect / insight and sharp planning skills for managing business operations & meeting top / bottom-line objectives

Seeking challenging assignments in Sales & Marketing / Business Development / Channel Management with an organization of repute
PROFILE SUMMARY 

· M.B.A. in Marketing with over 20 years of experience in: 
Sales & Marketing 



Business Development  


Channel Management

Advertisement  



Sales Promotion  


Reporting & Documentation 
Retail Operations  



Showroom Management 


Team Management 
· Gained significant experience in managing  Sales & Marketing of Paints, Tiles, Sanitaryware & Faucets through Trade and Institutional channels
· Exhibited prowess in overcoming complex business challenges and make high-stakes decisions using experience-backed judgment, strong work ethic and irreproachable integrity
· Exposure in development & implementation of promotion plans and handling communication for brands including all above the line and below the line activities
· Championed creative sales & marketing initiatives, enhanced business volumes and promoted products in the segment
· Expert in carrying out analysis of market trends/ requirements, collating market intelligence reports and thereby chalking out measures for countering competition
· Expertise in identifying with reliable channel partners resulting in deeper market penetration & reach
· Demonstrated excellence in spearheading new business through the key accounts and successfully established partner relationships to enhance revenues
· A result-oriented individual with excellent interpersonal skills 

CORE COMPETENCIES 

Marketing Initiatives
· Developing marketing management plans based on consumer preference and drive volumes; IDENTIFYING and establishing strategic alliances / tie-ups with suitable channel partners, resulting in deeper market penetration and reach for achieving profitability and increased sales growth.

· Conceptualising bold growth initiatives, creating innovative product concepts and pioneering entry into new & challenging territories

Business Development

· Conducting competitor analysis by keeping abreast of market trends and competitor moves to achieve market share metrics; evaluating marketing budgets periodically including manpower planning initiatives and ensuring adherence to planned expenses

· Monitoring monthly new product launch results and recommending action for addressing any forecasted variances to volume budget; conceptualizing and executing promotion schemes to increase the brand visibility
Distribution / Channel Management

· Building strong distribution network with reliable Channel Partners, Dealers & Stockist; ensuring optimum exposure of products through channels and improving investment levels of trade partners

· Appointing distributors in non-performing areas, developing infrastructure for new channels and optimizing performance levels of channel partners

ORGANIZATIONAL EXPERIENCE 

April’17-Present 
Al Amana Building Materials Co., UAE, (a group company of DAMAC) as Regional Manager. 
Al Amana Building Materials is a joint venture between DAMAC, UAE and Best Gulf Trading Company, Oman. Al Amana is one of the leading suppliers of Tiles/Sanitary ware/Construction Chemicals/Fire Protection system/Tapes and Adhesives of leading Brands and has strong presence in both Retail and Institutional market segments across Sultanate of Oman.
Role: 

Managing UAE operations
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Dec’11-Jan’17
Bahwan Building Materials, Suhail Bahwan Group Holding, Muscat as Senior Manager (Head of Sales & Marketing- Hardware Division)
                                                  Suhail Bahwan Group was formed as Proprietorship Company in 1965 and today ranks as one of Oman’s foremost business houses. It has interests in engineering and construction, manufacturing and industrial investments, Information technology, trading and specialized services among others. The Group comprises of more than 40 companies with a combined currently annualized turnover of more than US$ 4 billion and employs over 15,000 personnel. Many of the Group companies are market leadership their field, not only in Oman but in the entire Gulf Region.

Bahwan Building Materials LLC:    Bahwan Building Materials are the pioneers in Building                    Materials and they are often called “Largest Construction Materials Hyper mart in Oman” with whole array of building material supplies all under one roof. Portfolio of products offers Consultants, Contractors &amp; Customers an unrivalled range of quality products from worldwide major manufacturers with a system of comprehensive in depth stocking such that requirements can usually be met immediately &amp; delivery executed from the multi nodal warehouses and stockyard facilities. The company is structured into three Strategic Business Units Basic Building Materials, Electrical and Hardware Divisions,   all operating in Oman. 

Hardware Division caters to requirement of Tiles/Sanitary ware/Faucets/Waterproofing/Paints etc... of leading Brands.
Role: 

· Managing Twelve showrooms, Channel and Institutional Sales across the country with a team of Sales Managers.
· Accountable for identifying potential new products
· Controlling inventory as per the optimum levels to enhance sales without any bottlenecks
· Coordinating with principals on costing & delivery schedules
· Supervising pricing for various products and making necessary changes as per market trends
· Handling the movement of stocks and implementing schemes and discounts to liquidate non-moving and obsolete items
· Overseeing advertisement and promotional activities of the division
· Submitting the sales reports to the top management.
· Responsible for P&L of the division.

Well versed with end user Oracle ERP    

Growth Path 
Dec’11-Jan’15

Retail Manager




Jan’15- Jan’17

Senior Manager                                                                                                                         
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Sep’06-Nov’11 
Roca Bathroom Products Pvt. Ltd. (Formerly Parryware Roca Pvt. Ltd.), Hyderabad, as Area Head (State Head-Sales & Marketing)    

Roca Bathroom Products Pvt.  Ltd.  is India’s  No.1 Sanitary ware company,  a  joint  venture  (50:50)between  ROCA  (Spain),  World’s  largest  manufacturer  of  sanitary ware;  Parryware,  India’s  largest manufacturer of Sanitaryware, one of the companies of Murugappa Group with a group turnover of Rs.15000 Crores. In the month of Aug’08, Roca Group has completed the purchase of additional 47% shares from E.I.D parry. With this Roca Group holds 97 % share in Parryware Roca Pvt Ltd. Roca Group has 65 production units across the world
Role: 
· Managed Channel (Primary & Secondary) and Institutional Sales of Roca, Parryware and Johnson Peddar Brands
· Organised Dealer/Retailers /Architect/Builder meets
· Handled dealer/retailer and consumer schemes
· Interacted with:

· Logistics, Marketing, Accounts, Production and Customer Care Departments
· Company’s Advt. Agency for in shop branding /Hoardings/Creative/Artwork
· Product Managers of Sanitary ware/Faucets/Wellness Products
· Sales Team on monthly basis
Highlights:

· Played a vital role in achieving threefold increase in sales in a span of four years by enhancing Dealer, Retailer network and Showrooms in Andhra Pradesh
· Successfully launched ROCA brand in Andhra Pradesh and opened more than Ten exclusive world class showrooms and twenty ROCA Xpress retail outlets
Well versed with end user SAP ERP
PREVIOUS EXPERIENCE 
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Aug’04-Aug’06

SPL Limited (Somany Tiles), Hyderabad as Area Sales Manager (State Head)    
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Aug’03-Jul’04 

Kajaria Plus Limited, Hyderabad as Area Manager 
May’95-Jul’03 

Killick Nixon Limited (Snowcem Division), Visakhapatnam as Sales Executive  

Highlights: 

· Holds the distinction of handling sales through trade & institutional channels, collection & promotional activities in Visakhapatnam, Vijayanagaram, Srikakulam & East Godavari districts of Andhra Pradesh
· Successfully achieved threefold increase in sales by maintaining good relationship with Dealers, Architects, Builders, Contractors, Govt. Dept. Civil Engineers & Institutional buyers
· Deftly conducted product presentations & demonstrations for Architects, Govt. Dept. Civil Engineers, and leading Builders & Contractors

· Coordinated with IHC Holland, Holland; Aqua Signal, Germany; Schottel GmbH & Co. KG., Germany with Dredging Corporation of India, Visakhapatnam Port Trust, Hindustan Shipyard Ltd., National Ship Design & Research Centre
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Jun’93-Apr’95

Goodlass Nerolac Paints Ltd., Hyderabad as Sales Representative                                     
Nerolac Paints - Architects, Builders, Contractors & Govt. Dept. Civil Engineers in Visakhapatnam, East Godavari, Viziayanagaram & Srikakulam Districts

Growth Path 
Jun’93-Oct’94

Sales Promoter




Oct’94-Apr’95

Sales Representative 



EDUCATION 
· M.B.A. in Marketing from Sri Krishna Devaraya University, Ananthapur in 1993 with first class
· B.Sc. from Osmania University, Hyderabad in 1989 with first class 
· 12th from St. Mary’s Centenary Jr. College, Hyderabad in 1986 with first class
· 10th from St. Mary’s High School, Hyderabad in 1984 with first class

ACADEMIC PROJECT 

· H.M.T Lamps Limited, Hyderabad
PERSONAL DETAILS 
Languages Known: 
English, Hindi and Telugu
Driving License:                  UAE Driving License.

