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In quest of challenging senior managerial assignments to provide expertise gained in the domains IT & Telecom Business Management with a growth oriented organization and ensures top line profitability 

by making optimum utilisation of the resources

SNAPSHOT


· Rich Global experience of 20 years and 8 months in Liquor, Real Estate, IT/Telecom, BPO with specialization in ERP, SAP and Business Architecture.
· Presently associated with Radico Khaitan as Deputy General Manager Punjab State Head- Sales, Marketing and Strategy.
· Expertise lies in leading creating, developing and leading teams to deliver ERP projects to clients in Europe & North America.

· My Strong business acumen lead me to also handling sales revenues, exceeding targeted goals, developing profitable & productive business relationships and building an extensive client base wherein distinction of accomplishing multi-fold revenue increase.

· Exceptional expertise in operations, ensuring effective management to accomplish overall corporate objectives: 

· Negotiating / finalization of deals for smooth execution of sales & order processing.

· Providing service support to clients and resolving their issues / concerns.
· Exploring new businesses from diversified industry sectors for procurement and maintenance of varied processes with defined functionalities. 

· Delivered dramatic improvements in quality, market positioning, and business growth.

EMPLOYMENT RECITAL

                               July’2017 to till date with Radico Khaitan, India

Presently designated as Deputy General Manager Punjab State Head (Sales, Strategy, Marketing and Planning)
Company Profile: Radico Khaitan is a leading business conglomerate that has expanded across industries to create a niche for itself. The integral beliefs of the Group are founded on hard work and team spirit. It has been steered by the long term vision of Dr. Lalit Khaitan and Mr. Abhishek Khaitan. Today, Radico boasts of an impressive portfolio in liquor business, including IMFL such as vodka, whiskey, rum, brandy and ready to drink brands, distilleries & breweries at various locations across India. Radico’s policy has been to efficiently and effectively optimize its diverse range of brands and maximize output by participating in all aspects of business. This has resulted in exponential growth in company’s productivity, it’s ability to transform industries and in creating opportunities for entirely new market segments. The business mode has evolved significantly through strategic investments in services and technologies, ensuring that Radico maintains its competitive advantage in liquor sector.

Purpose: To ensure achievement of Sales Strategy in the States/region under control, as allocated by the company, by successful management and development of the team.

Job Responsibilities :

- Provide the direction and leadership to the team for achievement of the business goals

- Responsible for execution of the annual and monthly business plan of the company

- Establish close working relationship with all the functions to maximize efficiencies and ensure timely execution

- Any other task as may be delegated by the reporting Manager or Senior Management

Key Skills : 



Operational Responsibilities :

Sales Planning :

- Sales and Inventory Forecasting for achievement of the monthly and annual sales goals

- Planning targets for the team

- Route allocation for the team

- Coordination for ensuring Label registrations

- Suggest on discounts/schemes over and above the budget


Business Development :

- Exploring new markets within the region

- Identifying and proposing new opportunities

- Adding new customers

- Propose new products based on market


Sales Booking : 

- Approval of orders and discounts as per the DOA

- Request for Allocation of stocks to the central SCM team

- Direct the team to ensure On time order confirmations, follow up for permits and other required documents with customers

- Follow up with the SCM team for ensuring deliveries on time

- Monitoring budget Vs spends

- Ensure that the BD representatives visit the customer regularly
Collections :

- Supervise the credit limits for the customers handled

- Monitor collections and follow up with customers for collections wherever required

- Monitor C Forms collections

- Monitor EVC collections

- Reconciliation of distributor balances, provisional spend statements with the accounts team


Trade Marketing : 

- Actively work with the marketing team and share market intelligence and completion activities.

- Suggestions on trade marketing concepts

- Provide assistance to the Business Head & Marketing team for execution of Trade marketing plans


Relationships :

Maintain relationships with Customers: Both external and internal Trade Principals 


Team Related Responsibilities : 

- Team management and second line creation across the structure below

- Develop and guide the Sales Heads for respective states in your region to manage their role & responsibilities efficiently.

- Ensure the team is motivated and contribute to their maximum

- Conduct appraisals of the team directly reporting

- Monitor assessment scores and suggest areas for improvement

- Provide feedback for training and development for the team

- Ensure adherence to the HR policies of the company

- Ensure attrition is kept minimum and suggest ways for staff retention

- Approve travel plans and settlements


Other Admin Responsibilities (wherever applicable) : 

- Approve petty cash payments as per the DOA

- Monitor attendance and staff related discipline issues in the region

- Monitor logistics team on the day to day execution

- Manage general office administration
                                     October’2013 to June ‘2017 with Wave Infratech, India

Presently designated as General Manager (Sales, Strategy, Marketing and Planning)
Company Profile: Wave Group a leading business conglomerate that has expanded across industries to create a niche for itself. The integral beliefs of the Group are founded on hard work and team spirit. It has been steered by the long term vision of Late Mr. Kulwant Singh Chadha, since 1963. Today, Wave Group boasts of an impressive portfolio of businesses, including sugar manufacturing, distilleries & breweries, real estate, malls and multiplexes, beverages, sports, education and entertainment. Wave Group’s policy has been to efficiently and effectively optimize its diverse businesses and maximize output by participating in all aspects of business. This has resulted in exponential growth in Group’s productivity, it’s ability to transform industries and in creating opportunities for entirely new market segments. The business mode has evolved significantly through strategic investments in services and technologies, ensuring that Wave Group maintains its competitive advantage in every sector.

Key Deliverables:

· Study market information/competitor performance and update the management periodically.
· Plan, Coordinate and execute all the marketing and promotional campaigns for the assigned projects/ products
· Plan and execute all the marketing related communication programs for 360 degree marketing approach - Print/ Event/ Outdoor/Digital/ PR
· Review performance and prepare MIS reports relating to all activities relating to the assigned Project / product marketing.

· Marketing Collaterals - Plan, execute and coordinate with Sales team / Mktg team towards delivery of all the marketing collaterals

· Manage Creative agency/ suppliers to ensure quality products/ services

· Liaison with media buying agency for media plan, schedule, timely release of the ad  & agency payment 

Highlights:
· Ensuring adherence to the company brand guidelines in all types of communication related to the project & its respective products

· Formulation of marketing mix based on findings of market research/surveys, demand assessment & competitor analysis in co-ordination with sales team & channel Partner

· To create sales brief & creative brief for the creative agency for the development of new marketing campaigns based on the understanding of the STP for various products

· Propose, develop,implement & manage marketing campaign for the following:

- New campaign for new products

- Existing Campaign for existing products

- New Campaign for existing products

- Existing Corporate Campaign

· Finalizing the marketing budget along with the project sales head basis the sales forecast given, planning different media vehicles to carry out these activities and finalizing media plan in co-ordination with the sales team

· Campaign Execution in all media(print, outdoor, digital,TV,Cinema, Radio, Live Media & Social Media)

· Managing Creative agency for design, development & artwork release of all creative’s (Print Ads, Outdoor creatives,Digital Banners, emailers etc.) & all marketing collaterals & merchandise

· Managing different vendors for production/printing of collaterals by empanelling good vendors, negotiating rates and ensuring high quality & timely delivery

· Print - Manage complete print campaign cycle from development of creative and release of ads

· Outdoor - Manage complete outdoor campaign cycle from site finalization, development of creative’s, printing & mounting ,innovations & upkeep

· Digital - Development of project websites, product micro-sites, social media campaigns on Facebook, twitter, YouTube etc, mobile apps etc.

· TVC & Radio - manage complete TVC and radio campaign cycle from supervising campaign strategy, pre & post production, photoshoot, VO script and release in coordination with the Project Sales Head & Group Head – Marketing

· Proposing, conceptualizing ,executing and managing all events

· Co-ordinating with CRM dept., Sales team & channel partners to procure, record and maintain lead responses from various marketing campaigns & activities and analyze the cost per lead, cost per conversions and marketing expenses  viz-a-viz sale value for all products

· Closely working with PR team to formulate & execute PR strategies for various products and project as a whole and provide necessary inputs like product details, write ups, USP's, quotes etc. as required for press releases, press conferences, press interactions & coverage’s
· Regularly maintain the marketing tracker and events tracker and making monthly marketing review presentations to top management.

 July’08 to August’ 13 with Indus Towers Ltd., Punjab & Haryana, India

Business Head (Sales & Marketing with Collections)
Company Profile: Indus Towers Limited a Joint venture of Airtel/Vodafone/Idea is an independently managed company offering passive infrastructure services to all telecom operators. Our tower sharing slashes capex by 75%, giving more operators the viability to participate in India’s infrastructure build-out. 3 out of every 5 calls in India are made through an Indus site. Our staff of 1,200 personnel across 16 telecom circles and over 50,000 managed outsourced professionals delivers operational excellence through continuous innovation, resulting in the coveted 6 Sigma (~100%) reliability in over 164,000 tenancies. Currently Indus Towers is owning 1, 10,000 towers with a tenancy ration of 2 and having annual revenue of Rs. 12,000 crores.
Key Deliverables:

· Enabling business growth by developing distributor/ dealer network and implementing effective channel programs. 
· Identifying and networking with financially strong & reliable channel partners, resulting in deeper market penetration and reach.
· Involving in business planning and analyzing for assessment of revenue potential in business wherein analyzing business potential and implementing plans to drive sales, supplementing turnover and achieving desired targets.
· Monitoring competitor activities and devising effective counter measures and accordingly creating awareness in the market for new customer acquisition, thus increasing the sales volume by introducing various alternate sales channels.

· Designing manpower planning, performance appraisal, training & development strategies / modules together with legal and disciplinary matters.
Highlights:

· Played a stellar role in handling Sales revenue in excess of 200 Crores monthly, rolled out 15,000 project sites in a span of 4 years across Punjab and Haryana for Airtel, Vodafone, Idea, Tata, Reliance and Uninor.

· Significantly deployed project management for 2500 sites across the region for Opex reduction.

· Monitored $40 Million in cash collection every month in an effective manner.

· Ensured best track record and awards for the best project management processes with best turnaround time.

· Efficiently inducted the current KAM’s into the system and familiarized them with key SPOC’s in operating companies as per the requirement.

· Instrumental in facilitating Annual and Long Range Planning (AOP and LRP) of the company by providing inputs on expected roll outs in the market across customers and circles.

· Pivotally spearheaded process of getting 100% of the tower base covered by the billing system. 
PRECEDING ASSIGNMENTS

Nov’06 to Dec’07 with BPO -InfoVision Information Services Pvt. Ltd, Delhi
Business Head 

Highlights:

· Distinction of procuring the highest revenue outbound process from GE-SBI with a monthly billing of Rs. 1 Crore and 43 Lakhs.

· Played a stellar role in procuring:

· MTNL Delhi business for 150 seats with total revenue of Rs. 2 Crores and 36 Lakhs.

· Air India and Indian Airlines business for 1000 seats with total revenue of Rs. 10 Crores and 75 Lakhs.

May’02 to Nov’06 with Spinning Doors Infocom Pvt. Ltd., London United Kingdom

Business & Operations Head with Tech Lead SAP/ ERP
Highlights:
· Handpicked for on-job training on SAP & Inventory Management Systems; in Scotland (May 2003), Texas (June 2004) & Perth, Australia (June 2005) for one month each.
· Improved and automated the product segment and new product revenue reporting processes.

· Shouldered the responsibility of $3 Billiion Product line profitability & Product Hierarchy. 

· Formulated strategies for cross selling and competing with likes of Schlumberger and Halliburton and accelerating product visibility & profitability.

· Played a key role as Key Team Member in formulating Business in Dubai, Middle East and Asia Pacific.
· Implemented SAP CRM with selected modules with an in-house developed inventory management across Australia, India, Russia, Egypt, Indonesia, Vietnam.
· Achieved 15% productivity increase in operations & revenue through ERP implementation in India & Russia

· Created road map to decrease obsolete and excess inventory in India & Russia.

· Positioning the organization as the “Best in Class” across geographies

a. Across Airports

b. Media launches

c. Road Shows generating $250 Million revenue for 2005 in Europe
· Developed and maintained a global awareness and translating the company core values.

· Developed a global activity based model to estimate total market & share position for 25 product segments.

· Contributed to the development of the 2005 Strategic Marketing Plan for a $2+ billion business unit.

COMMENCED CAREER

May’99 to April’02 with Tata Consultancy Ltd., Mumbai, India/ California, United States 
Business Analyst

· Provided VP of North America/Asia Pacific and management team with market intelligence, analysis and forecasts for strategic and financial planning. Developed strategic marketing plans in conjunction with four regional Product Line Managers and evaluated potential acquisition candidates.
· Launched a new system that generated $80 million in 3 years. Prepared a strategic business plan including total market, target basins and customers, to develop and commercialize a new system targeting the growing unconventional gas market.
· Acquired, summarized and distributed market intelligence from various sources to management team. Developed short and long-term market forecasts based on macro trends and various activity models. Created a market intelligence portal for management access to external and internal market intelligence.

· Planned & implemented VPN across Asia Pacific region.

· Brought down the operational communication costs by 90%.
· Received Implementation Award for the same.
· Hands on experience in installing/ maintaining/ programming SQL/ Visual Basic.
· Rendered computer hardware & software maintenance support to users.
SCHOLASTICS

· MBA in International Business from Hult Business School, Boston in 2008
· MCA from Devi Ahilya University, Indore India 1999.
· Bachelors Degree in Computer Science from International Institute of Professional Studies, Devi Ahilya University, Indore, India in 1996.

Additional Qualifications:

· Advanced Course in Networking from Electronics Regional Test Laboratory (ERTL), Department of Electronics, New Delhi, India in 1998

· Oracle 7.0 from STG Delhi, India in 1996.
· Completed course in Cloud Computing course from IIHT, on VMware, Citrix and Hyper-V.
PERSONAL DOSSIER

Date of Birth:


27th February, 1975

Contact Address:

New Delhi (484, Dr. Mukherjee Nagar, Delhi-110009)
Languages Known:

English, Hindi
Location Preference:

Delhi/ NCR

Nationality:


Indian
Permanent Address:
            
New Delhi (484, Dr. Mukherjee Nagar, Delhi-110009)
Contact Numbers:

+91-8506917999
Passport Details:

On Request
Driving License Details:
On Request
Visa Details:


Valid US Tourist Visa for 10 years.
Marital Status:


Married
Number of Dependents:
3
References:               

Available upon request
EXECELLENCE SPHERE 
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Strategic Planning


Business Development


Product Launches


Client Engagement


ROI Accountability


Profit Centre Operations


Market Intelligence


Team Management


Service Delivery


Statutory Compliance


Technology Management


Key Account Management


Revenue Expansion























