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Senior level assignments in Channel Management, Business Development, Branch Operations and Marketing with a frontline organization




THE BUSINESS SKILLS 
· Effective Channel management of distribution by extensive penetration in secondary markets
· Manage Branch and CFA operations within the operating expenses budgeted by the company.

· Ensure budgeted revenue achievement through smart selling and product placements

· Provide direction to the team by implementing and monitoring progress of the yearly and monthly budgeted plans, Growth schemes, and other target linked reward schemes rolled out by the company

· Partnering with various media channels (TV,Radio and Print) to launch a product by organizing events and BTL activities.

· Manage various high-end clienteles for generating response business for reputed Foreign Trade / Business magazine
· Monitor competition and develop strategies to maximize market share. 

· Monitor, coach and mentor team members to ensure high levels of competence in the team.

EMPLOYMENT PROFILE

Presently working with METRO TYRES LTD. As Regional Manager – W. Bengal & N. East 

The Growth Path


Joined as “Senior Area Manager” for North East in May’15, based out of Guwahati

Promoted to “Regional Manager – W. Bengal & N. East” in Apr’21, based out of Kolkata
· Presently responsible for both Top Line and Bottom-Line Growth of four (4) branches - Kolkata, Asansol, Siliguri and Guwahati for Cycle Tyres, Tubes and Chain
· Responsible for Production Planning of Cycle Divn Tyre and Tubes for all the four branches on a monthly basis

· Key responsibilities include Weekly Review for Planned Sales, Collection and Inventory levels with all Branch Managers, regular follow up and visits with Key Dealers and Distributors throughout the Region, organizing Dealer and Sub Dealer meets in key cities / towns
· Presently leading a team of 4 Branch Managers, 1 Sales Executive, 9 Sales Officers and 4 Accounts Managers
· Previously responsible for organizing all the Sales, Marketing and Administrative activities of Guwahati Branch for both Cycle and Auto Division.
· Achieved a Year On Year growth of more than 35% in Auto Tyres (2&3 wheeler) segment in North East by plugging gaps in distribution and appointing 2 Consignee Agents for the states of Assam & Tripura 
· Manage Channel sales and distribution for the “Continental” brand of 2&3W Auto Tyres & Tubes and “METRO” & “VELO” brand of Cycle / Rickshaw Tyre, Tubes and Chains throughout the North East region.

· Effectively planned and executed Dealer Meets in Guwahati and Agartala and started for the first time in Metro Tyres Ltd. Kiosk Campaigning of Auto Tyres & Tubes. 
· Conducting Daily / weekly sales meetings with sales team for monitoring and achievement of budgeted targets Auto & Cycle Division

· Monitoring Growth / Target Linked Schemes on a Monthly / Quarterly basis for the entire dealer network and motivate dealers to achievement of their Goals
· Rapidly increasing the dealer network in Auto segment for higher penetration of CONTI brand Tyres & Tubes

· Led a Team of 6 Pay-roll employees including 1 Branch Manager, 3 Sales Officers, 1 Accounts & Admin Manager and 1 Godown In-Charge cum billing clerk 
· Major achievements include: “Certificate of Merit – Auto Divn for FY 17-18”, “Certificate of Merit – Guwahati Branch for FY 18-19”, “MD’s Challenge Award – Auto Divn for FY 18-19”, “Target Achievement Award – Cycle Divn for FY 18-19”
Worked with “The Dollar Business Magazine” (Vimbri Media Pvt. Ltd.) from Sept’14 to April’15 as AVP - Brand Activation & Response - North
· Establishing “The Dollar Business” brand as a contemporary magazine on foreign trade and international trade
· Driving consumer engagement and awareness of The Dollar Business magazine throughout all industries covering both manufacturing and services sector
· Single-handedly negotiated tie – ups with major exhibitions and events like “India Warehousing Show”, “Cold Chain Show”, “The Carpet Expo 2015” and “Private Labels Products Show” to leverage the acceptability of the brand across B2B clients in North India, as India’s only magazine on exports, imports and logistics services 
· Generating advertisement revenue for THE DOLLAR BUSINESS for the magazine, digital & online and E- Newspaper from varied industries spanning from banking to real estate and airlines to hospitality chains
· Spearheaded key account development programs and launched the business throughout North region.

Worked with MoserBaer India Ltd. from October’2010 to August’ 2014 

The Growth Path


Joined as Area Sales Manager of Rajasthan in Oct’10

Given responsibility of Branch Head – Delhi & Rajasthan  in Jun’12 
· Manage Delhi & Jaipur CFAs and ensure operations within opex budget for the respective branches

· Manage distribution, channel sales of pre – loaded pen drives, memory cards, DVD/VCD and ACD formats to optimize the business of the company.
· Actively planned, promoted and executed Van Sales Campaign throughout more than 30 sec B and sec C class towns covering approximately 250 retailers and 40 wholesalers on a regular beat plan thereby augmenting sales by more than 15% in Rajasthan. 

· Appoint exclusive Distributors and outsourced team to specifically perform Van sales Campaign in Rajasthan

· Appointed and managed a set of Non-Traditional distributors in Delhi for exclusively distributing our products in the various temples and religious institutions in and around Delhi NCR thereby achieving budgeted growth for the “Devotional” segment of products.

· Managed the very critical Delhi wholesale market with 5 bulk wholesalers which was very crucial for the overall business in North region 

· Leading sales team of on roll and outsourced to achieve the budgeted figures.
· Have acquired Rajasthani film content for the first time to be exploited in audio and video content.

· Conceiving new Rajasthani regional products.
Worked with Reliance Entertainment Ltd. (ADAG) From June’07 to Oct’10 

The Growth Path


Joined as Product Manager in June’07


Handed over additional responsibility of Sales Head – East since September’2009
· Had achieved a growth of more than 15% in the overall turnover of the company in Eastern region.

· Responsible for achieving budgeted sales targets of Warner, Universal, Paramount and DreamWorks’ International Studio Products.

· Responsible for acquisition of regional films and audio products for achieving budgeted revenue projections of East region. Implemented proper evaluation process of products.

· Evaluated and acquired the Home Video rights of 65 (sixty-five) Bengali films including new films, old classics and recent super hits.

· Major products for Home Video include nine Satyajit Ray films and creation of a brand – “Satyajit Ray Signature Collection”. 

· Major audio projects include Lopamudra Mitra’s first children’s project, Chandrabindoo’s - “U/A” and A Progressive Rock album – “Aami”.

· Responsible for planning and executing marketing initiatives of all regional products.

· Major achievements include successful and gala product launch of Sandip Ray’s film - “Kailashe Kelenkari”’s home video. For first time electronic media (Star Ananda) launch was executed in Bengali Home Video industry which was very well appreciated by the crème de la crème of the Bengali film and music industry.

· Responsible for executing marketing tie – ups with corporate houses, Radio stations and Television channels for various product launches and promotional shows.

January’04 to May’07: Saregama India Ltd – RPG Enterprises
Area Manager
The Growth Path


 Joined as Depot Executive - Rajasthan in Jan’04

 Promoted to Area Manager – Home Video, New Delhi in July’05
· Responsible for both bottom line and top line growth of the Home Video Division in North Region
· Conducted various marketing activities in tie – ups with retail partners and malls for successful release of the “BARBIE”, “HARRY POTTER” AND “TOM N JERRY” franchise in Home Video.
· Responsible for retail penetration of Home Video sales & merchandising in Delhi-NCR region. 

· Responsible for preparing Sales Plan, Inventory control for Home video of entire North Region.

· One Sales Executive (wholesale), one Sales Officer (retail) and Three Sales Representatives were reporting to me.
· Responsible for overall sales, channel management and budgeted top line performance of the Jaipur Depot
Oct’01 to Dec’03: Zee Records (A Divn Of Zee Telefilms Ltd.)
Asst. Manager - Sales
The Growth Path


Joined as Sales Executive in Oct’01

Promoted to Asst. Manager - Sales in Aprill’03
· Responsible for single handedly setting up the distribution network throughout West Bengal, Bihar, Jharkhand, Orissa and North East for Zee Records.

· Manage CFA activities of Kolkata depot.

· Responsible for achieving budgeted sales targets of audiocassettes, CDs and DVDs of the Zee Records brand in the eastern region. (W.Bengal, Assam, Orissa, Bihar & Jharkhand)

· Responsible for inventory control & overall administration of Kolkata & Patna depots.

· Conceiving and sending Bengali audio project proposals for Bengali products.

Oct’98 to September’01: Saregama India Ltd. – RPG Enterprises
Sales Officer
The Growth Path


Joined as Sales Trainee in Oct’98

            Promoted to Sales Officer in Sept’99

· Responsible for handling the dealer network and distribution chains of entire South Bengal territory

· Achieving weekly sales and collection targets from the distributors and wholesalers of South Bengal.  

· Assisting the Sales Officer in handling the distributors of Durgapur, Bankura and Suri.
ACADEMIC CREDENTIALS
2000: Post Graduate Management Programme
Indira Gandhi National Open University
1998: Certification Diploma in Windows Application, MS Office, Lotus, MS Access & Tally

IBM, Kolkata

1998: Bachelor of Commerce (Honours in Accountancy, Economics, BM & Mathematics - Statistics)
Seth Anandaram Jaipuria College, Calcutta University
1995: Higher Secondary

Seth Anandaram Jaipuria College, Kolkata

1993: High School

S.T. Xavier’s Collegiate School, Kolkata

DATE OF BIRTH: 7th January 1976.

A result oriented professional with more than 20 years of hardcore experience in Sales & Distribution management, Branch / CFA operations, Business Development, Product Marketing, Media Sales and events.





Presently working with METRO TYRES LTD. as Regional Manager – West Bengal & N. East and leading a dynamic team in a fast-paced market





An excellent performer with consultative style, negotiation skills and keen client assessment aptitude. 





Experience of working in various geographical regions of Delhi, Haryana, Rajasthan, West Bengal, Bihar, Orissa and North East. 





Excellent communication & presentation skills with demonstrated abilities in mentoring motivated teams towards achieving organizational goals.
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Key Account Development





Branch / CFA Operations





Team Building & Leadership





Product Management





Events & Product Launches
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