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PROFILE SUMMARY

· 25 years Sales and Marketing experience in Trade Channel, B to B sales and Key Account Management.

· Managing a team of 15-20 employees constituting Regional Managers, Technical, Accounts and sales. Guiding and motivating team for achievement of Channel and institutional targets.

· Strategic planning and Policy framing based on market intelligence, Competition analysis and vision of Management.
· Prior Industries handled- FMCG, Grey Cement, Bio fuel, Plywood, TMT bars.
· Problem solving approach based on facts and figures.

· MIS reports, Business plan for achievement of assigned volumes and growth avenues. Product demos and interaction with key decision makers, convince and closing the deal. Customer centric approach and activities to ensure customer satisfaction.
Employment Chronicle

Present Profile
· As Senior Consultant- Strategy formulation and Business Development with Discount Master since July 2023. Its a retail chain into Fashion clothing and accessories.

· Plan potential new retail outlets based on demographic potential and feasibility.

· Suggest improvements in aesthetics, modus operandi, stocks and manpower.

· Digital Marketing improvisation and online presence.

· New avenues of procurement, tie ups and cost reduction.

· Customer centric focus and promotional plans.

· Competition analysis and new ways to improve.
· AGM with Shyam Energy and Power Ltd. from May 2021 to Sept. 22. The group is primary producer of TMT bars with factories based at West Bengal and Orissa. Brief KRA:

· Managing trade and Institutional sales of Company in Rajasthan state

· Brand Building and ATL and BTL activation

· Guiding, Supervising the team for network expansion and closing the deal.

· Network expansion and distributor Management

· Credit Control and receivables Management, Accounting issues

· Logistics streamlining
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· Branch Manager-Rajasthan  with Mayur Ply Industries Pvt. Ltd.  from Mar. 2018 to April 21. Brief KRA:
· Managing sales of Rajasthan branch through team of ASM and SO.

· Taking care of promotional aspects to boost sales.

· Meeting with Architects, Project Engineers to promote the brand.

· Regular interaction with distributors to ensure market update and specific issues, if any.

· Taking care of accounting issue like Credit notes, extra discounts, complaints.
· Optimum Team utilization. 

· Competition analysis and counter strategies.

· As Sales Head  with My Own Eco Energy Pvt. Ltd. from Oct. 2016 to Feb. 2018 taking care of bulk vertical of Rajasthan. The Company was a STARTUP in fuel industry importing EURO VI norms compliant bio-fuel. Key deliverables: 
· Target setting 


· Team Management 

· Plan and manage Marketing activities.
· Liaison with Government officials. 
· Logistics Management
· Manager Marketing with Binani Cement Ltd from April 2011 to Sep. 2016. Taking care of grey cement sales in 15 districts with sales and technical team. Key deliverables:
· Achieving Channel and Institutional targets of the territory with sales and technical team.

· Planning ATL and BTL activities to ensure Brand presence.
· Logistics planning and management at Primary and secondary level.

· Monitor Competitor prices and activities and plan accordingly.
· Ensuring optimum revenue generation by minimizing additional costs (like freight and rents).
· Manager-Marketing with J.K.Lakshmi Cement Ltd. from Jan 2006 to March 2011 based at Rajasthan taking care of Sales, Promotional activities and Brand building initiatives. Key deliverables:
· Apart from sales, responsible for trade promotion activities of entire Rajasthan. 

· Planning Schemes for influencer, consumer, channel partner to ensure their continuous interest in the brand.

·  Asstt. Manager-Sales with Varun Beverages Limited (PEPSI) from Dec 2004 to Dec 2005.
· Achieving primary and secondary sales through distributor management.

· Ensuring brand visibility and smooth distribution, proper flow of trade schemes.
·  Sales Officer with Godfrey Phillips India Ltd. from Dec. 1997 to Nov. 2004.
· Achieving primary and secondary sales through distributor management.

· Rural penetration, Brand promotion through rural fairs (Haats).

· Proper utilization of supporting brand promotion and conversion team

Contd. 3
(3)
PERSONAL PROFILE

Born and brought up in Rajasthan. I have been staying in the state for past 40 years. I have travelled the entire state for surveys and business expansion of the associated Companies. Good contacts with reputed and sound business class of the associated Companies in past experience. Prompt decision making by assessment of facts and figures, analytical approach. Believe in timely planning and execution of Management vision through effective utilization of team and resources.
FAMILY BACKGROUND
Father being a Civil Engineer had been associated with Infrastructural projects.

1 brother and one sister. 

Brother based at Guwahati having own business.

Sister based at Bhubaneswar, Brother-in-law is Sr. Vice President with Cement Company.

Wife working as TGT (Physics) at St. Xavier’s, Jaipur. 
Two kids- Daughter pursuing MBBS at Jaipur and son student of class XII. 

EDUCATION

· 2 Year full time MBA from Amravati University in 1997 with specialization in Marketing.

· B. Com. Hons from University of Rajasthan in 1995 Accountancy and Business Statistics

INDUSTRIAL TRAINING

· Pratap Rajasthan Special Steels Ltd. JAIPUR

· Ranbaxy Labs. Ltd. NEW DELHI

PROJECT UNDERTAKEN

Feasibility Study for entry into Herbal Products Segment (Conducted for Ranbaxy AHC Division)
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