AMIT KUMAR
Mobile : 7979787772
E- mail: amit4kmr@ gmail.com

Job Objective

To work in a challenging business environment and to excel in all assignments that takes up in my professional career so as to make a meaningful contribution to the organization.
Synopsis
· 15 yrs. of experiences  in Marketing Telecom,IT Hardware, Consumer Durable, Herbal & Medicated products across Bihar and other States.
·  Currently designated as Area Sales Manager – Adorris Beauty Care Pvt. Ltd.
·  Experience in new business & market development, product positioning and Handling distribution network.

· Strong leadership qualities and ability to coach and mentor others.

· A self starter with flexible and detail oriented attitude.
· Proficient in designing strategies to build relationship, which helps in achieving designated goals.  
· Excellent in managing, building & motivating team.

Organizational Experience

From 1st May 2018 to Till Date

Working  with Adorris Beauty Care Pvt. Limited which deals in Herbal & Medicated products.
Joined this company as Area Sales Manager based at Patna and looking after whole Bihar.
Key Responsibilities
· Got the opportunity to launch The Company in Bihar.
· Has got the opportunity for building the team and develop the capacity of team related with forward marketing of HERBAL & MEDICATED PRODUCTS.
· Currently Managing a team of 8 employee of channel sales..   

· Working for cost optimization and productivity standards..
· Have to establish the distribution channel by identifying the right person from the mass.
· Supervision of day to day operation of centres for smooth operation and growth.

· Strategize and implement action to launch products and services.
· Try to develop the channel for hassle free financial transaction for the organisational growth. 
· Instil company Values and motivate team members to achieve higher performance levels
· Has got the opportunity to groom the team by mentoring & coaching them to give their 100% for organisational benefit and to get the higher responsibilities. 
· Conduct Business reviews to monitor the performance against organization financial demands.
· Laying down the long term strategy for positioning of the products related to organization for profit maximation.
· Ensuring that all the schemes for end user as well as the channel partners should reach to the right person on right time, so that we can get the maximum benefit of the same
· Making a reach to the Rural Segment of the society to enhance the consumption at the house hold level.

· Manage relationship with strategic partners to ensure steady pipeline of resources.
Achievements
· Appointed Super Distributor in 10days only.    
· Bihar monthly sale crossed to  50lacs/Month.
From 11thFeb 2015 to 30th April 2018 

Worked  with Telenor India Services Pvt. Limited, a service provider of telecom products.
Joined this company as Dy. Manager based at Ranchi.

Key Responsibilities
· Handling prepaid sales through distribution channel with a team of 6persons.
· Ensuring visibility of the brands at all retail outlets
· Awareness camps organised at the Block/Panchayat level in the rural areas of Jharkhand to make them aware about the uses of mobile technologies for interaction with outside world.

· Established the concept of Garmin Mitra within the organization to identify the rural person  as a partner the in the process for enhancing  the share the market.
· Keep an eye on the competitors activities, like promotional schemes, margin given to stake holder as well as upcoming plans etc.

· Prioritising the product distribution to maximising the reach and the organizational benefit.
· Focus on customer complaints in coordination with customer care department for building a fare & strong position of brand in the mind of customer.
· Ha the requisite experience of addressing the grievance of the Stake Holders related to the performances of the product.
· Preparing Bucket-wise Daily sales report & updating daily required   rate for activations for meeting the monthly target
· Got the opportunity of Launching 4G service as well new BTS in Ranchi for giving the more facility as well as benefit to the end users.
From April 2013 to Jan 2015.
Worked with Kevin Power Solutions Ltd., Joined this company as   Manager –Sales   based at Patna.

Key Responsibilities
· Managing channel sales as well as direct sales through distribution channel & direct team.

· Managing & grooming a team of 10 employees of channel sales.
· Worked towards making the sources of energy (Battery, Inverter etc.) available at an affordable cost to the urban and rural section of the society.
· Work on cost optimization and productivity standards..
· Liasioning with Stake Holders like Distributors and Retailers to make the product positioning among the urban & rural sections of the society.  
· Analyze market shares across verticals and product offerings and benchmarking against competition to devise strategies for achieving market leadership

· Strategize and implement action to launch products and services.
· Also get in touch with govt. officials for govt contracts.
·  Engage the customers through client engagement programs and being a consultant to them creating an exciting environment to maximize every customer visit.
· To build an achievement oriented team of committed and motivated manpower. .
· Periodic conduct of performance reviews done by me to achieve the targets put as Annual Plan.
· Always take care of customer complain for the smooth product positioning & marketing.

· Marketing promotional schemes provided to the stake holders time to time for keeping the product in the top of their mind.
Achievements
· Appointed consignee very first across the North & East India.    
· Bihar monthly sale crossed to 1.5cr.
From 16July 2010 to April 2013
Worked  with Unitech Wireless (Tamilnadu) Pvt. Limited, a telecom service provider.
Joined this company as Dy. Manager based at Muzaffarpur on 16th July 2010 and transferred   to Hajipur in the month of March 2012.

Key Responsibilities
· Managing organizational financial demands  through distribution channel 
· Had the responsibility of company brand visibility across the area by any means of visibility promotional products.
· Has got the opportunity to develop the liasioning with rural masses for spread of services associated with the organization. Due to mechanisms were laid down to make a reach to the rural segments and ensure continuous interaction for bringing awareness about the product.
· Developed the channel of marketing of the company products for achieving the organizational monthly financial requirements.
· Did the marketing promotion as well as product positioning in the market keeping in mind the competitors activities, like promotional schemes, margin given to retailers, upcoming plans etc.

· Build the team in what a way that there will not get the problem in hassle free primary, secondary & tertiary..

· Ensuring that the schemes for the month should reach out to the retailers form distributors end.

· Preparing Bucket-wise Daily sales report & updating daily required   rate for activations for meeting the monthly target
· In all my assignments, i always took the challenge of establishing system for a new organization and had been successful in the end reason.
From Sept 2008 to to 15TH July 2010
Worked  with “Aircel Limited “A Leading GSM mobile service operator with pan India licenses.
 Joined  in this company as an Asst Manager- Prepaid Sales based at Chapra and looking after whole Chapra Dist.
Key Responsibilities

· Accountable for building up the infrastructure (i.e. Appointment of Distributors, DSE & LMP.) as per the company policy.

· Actively involved in implementing marketing activities for enhancing brand visibility/ coverage & reach.

· Identifying and networking with Retailers/ Dealers/Distributors, resulting in rural market penetration and reach.

· Supervising the team and imparting training to them time to time, so that they can give the optimum output in the organizational benefit.
· Assisting the team in achieving target.

· Ensure high impact merchandising.

· Implement promotional activities.

· Identify and directly cover key retail outlets.

Achievements
· Chapra was the 1st District in Aircel (BTC), who achieved revenue of Rs 1.34cr and activation 25000 in months.
From Feb’2007’ to Sept ‘2008’

Worked with “Bharti Airtel Limited” is the flagship company of Bharti Enterprises. Bharti Airtel offers GSM mobile services in all the 23-telecom circles of India and is the largest mobile service provider in the country, based on the number of customers (100 million), joined in this company as Sr.Executive-Prepaid Sales based At Aurangabad.
Key Responsibilities

· Sourcing and selection of Stockiest as stake holder of the company in the market to positioning of the product in market to develop the organization business.
· Educate Stockiest on inventory Management and Monitor that Assessment of Potential.

· Laid the stress on capacity building of the team members by organizational different types of training.
· Helping  team acting as a master resource person in achieving target.

· Plan coverage and implement coverage and Distribution plan.

· Implement promotional activities.

· Detailing to Retailers/Dealers.

· Tried to get the maximum output by cost occurred on the merchandising.
· To maximize the organizational benefit tried to reach the end user directly to promote the product.
Notable Accomplishments

· Successfully handling turnover of 30crores of revenues (SIMs and RCVs)

· Added Net subscribers of 80 thousands in a short span of 10 months.

· Increased revenue by 150% during my tenure.

· 90% retail penetration of Easy Charge with 94% transacting retailers.
 JULY 2003 to Jan 2007.

Worked with Wipro e Peripherals Ltd as Customer Relationship Officer based at Mumbai.

Roles And Responsibilities.

· Handling a team of 5 Executives and arranging leads for them.

· Handle and arrange Database for the Tele-Marketing Executives

· Responsible for Collection and Revenue Growth from New as well as existing client base.

· Handling entire sales & service process of given territory.
· Responsible for overall customer satisfaction 

· Watching competitor’s strategy and data analysis.

· Handling Promotional Campaign, Participating in Exhibition.
Major Customers handled 

Biostatic, Contract Advertising, Accenture, Blue star, Emerson Network Power Ltd., SBI, Videocon etc.

 August 1998 to November 2000.
Worked with Automation Systems as Sales Executive based at New Delhi.

 Roles And Responsibilities.

· Responsible for selling computers & related peripherals to the private as well as government organizations.

· Maintaining the updates of the Government organizations as the major sales of the organization was by way of tenders.
 

Professional Courses
MBA (Marketing) from Dr. BAMU

Diploma in advertising and public relation from Welingkar Institute of Management.

Academic Credentials

· B.A (History) from Nalanda College, Magadh University. 
· I. Sc (Biology) from A.N. College, B.I.E.C.1992-1994
Mind Set

Believe in sincerity of purpose and the fact that strong will power with sustained effort yield result.
Personal Details

Father’s Name
: 
Sh. Bhuvneshwar Singh
Date of Birth

: 
1st March 1978
Marital Status

: 
Married

Hobby


: 
Interacting with people.

Language

: 
Hindi & English

Correspondence Address
: 
C/O Sri Bhuvneshwar Singh,

                                            
C-22, Road no -1, Vijay Nagar,

Hanuman Nagar, Kankerbagh,   Patna-20                                                         
DECLARATION

I do hereby declare that all the above information furnished by me is true & correct with best of my knowledge and belief.
AMIT KUMAR
