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CAREER OBJECTIVE
A motivated sales and marketing professional with experience in planning, development, continuous improvement, strategic implementation, integration and execution of task. Can easily work in and navigate a dynamic and sometimes ambiguous environment. Committed to personal development with my current competencies, knowledge and aptitude to learn quickly and adapt to business needs and priorities to be the preferred employee for the organisation enhancing its growth potential.
PROFESSIONAL EXPERIENCE
BHARTI AIRTEL LIMITED




July 2017 to till now

Key Accounts Manager (July 2017 to June 18) Haryana Rohtak,  FRM Bathinda Zone Jul 2018 to till Now
· Attain market leadership in the given territory, through growth in gross numbers and revenues.
· Team Handling (14 Store Managers/20 CR)).
· Deliver sales target for all voice-postpaid/Data by executing the sales strategy at the channel-partner level.
· Monitor quality of acquisition through channel (DSA/CSA and Franchisee).
· Competition Tracking & reporting - schemes & programs. 
· Execute promotional activities for channel partners to drive sales and build market credibility’s.
·  Ensure Channel Profitability (Franchisee/DSA and CSA channels).
· Ensure New Corporates Tie Up for Postpaid/Data cards.
·  Expansion of territory by appointing new channels. 
· Creation of Business Funnel and successful closure of leads from different stages from cold/hot/worm and then Matured.
· Heightened customer satisfaction with proactive service and quality resolution to decrease base decay.
· Post-sales customer support to bring in repeat business and referrals.
· Originating and developing new ideas and unconventional approaches to increase sales.
· FOS/CRO/Tele callers and Store Managers training and development thus maximizing sales staff potential and encouraging input.
· Team Management and driving business through teams by various modes of sales (Tele calling/Lead Generation through cold call).
· Final Closure of any Leads, getting necessary approvals on plan/presenting business case to marketing and getting the Plan approved to successful closure of leads.
·  Promoting an ongoing spirit of friendly competition between Channel FSE/CRO and store Managers and treating all fairly and equally.
· Developing reachable but challenging goals & ensuring all sales people make their quotas.
· Ensure All Customer service operations to be smoothened and also Drive NPS across zone for ensuring batter customer experience for every customer. 
· Retention and Churn Management, drive necessary actions to control Post to Pre/Port Outs and Churn of customer to ensure minimum revenue loses to organisation.
· Ensure Reorders from current business/marinating PR with client to get rotational business.  

TATA TELESERVICES LTD




Nov 2015 – July 2017
Assistant Manager Retail Sales-Branded Retail, Kolkata (South)/ Haryna Rohtak
· Franchisee Channel Management and maintain Franchisee ROI and moral Up.

· General retail management and maintenance of store ambience and hygiene
· Store opening and closing procedures, and maintaining safety and security
· Promotion and campaigning of new products to increase footfall
· Heightened customer satisfaction with proactive service and quality resolution to decrease base decay
· Store staff training and development thus maximizing staff potential and encouraging input
· Promoting an ongoing spirit of friendly competition between staffs and treating all fairly and equally
· Developing reachable but challenging goals & ensuring all sales people make their quotas
· Store Levels Sales and revenue generation/Targets for :-

· New Postpaid Acquisition.

· Postpaid Dongles and Devices (Photon, Photon + and Photon Plus Max Wi-Fi Hotspot).

· New Broadband connection Acquisition.

· Managing Internal Quality and External Quality Audits.

Achievements
· On The Spot Award May’16 – For being able to score 100 points in Mystery Audit & being Ranked 1 Nationally
· Two times High Flier Achiever for 110% AOP Achievement and 8% Sales Reject.

VODAFONE WEST LIMITED




Jan 2012 – Nov 2015
· Customer Service and C Sat Management keeping in Mind JIT and Accurate Solution of Customer Queries and managing Store Wait Time.

· Store Levels Sales and revenue generation/Targets for :-

· Postpaid and Prepaid Dongles
· Prepaid Activations

· Mobile Internet and Broadband Plans

· M Pesa (New Launched)

· Execution of all marketing Promotions, Displays and Store Experience.

· ROI Control and Profit maximization for Store and Franchisee.
· Managing Relationships with HNI/IPHNI Customers within the Defined Business/Corporate Groups.

· Managing TNPS and hence assuring Best Customers Experience for Our new Board Customers and Existing base. 

· Telemarketing, generation of leads and  conversion of leads
· Cash and stock management

· Managing the floor and routing walk-in customers as per their visit criteria
· Store opening and closing procedures

Achievements
· Month on month achieving KUDOS for excellent customer service
HEINZ INDIA PRIVATE LIMITED



Dec 2010 – Dec 2011
Sales Officer for Howrah and Hoogly District (Kolkata) 
Product :- Complan, Glucon D, Nycil and Heinz Tomato Ketch Up
· Achieve  Primary and Secondary sales Target and brand/sub-brand/variant Wise distribution targets
· Weekly tracking of Effectively, Productivity, Lines Billed Per Call (LBPC) of stockists and Distributor Sales Representative.

· Preparation of Brand Wise, SKU Wise Secondary sales and distribution spread of current month (CY) over last year current month, on monthly basis.

· Tracking Beat wise presence of Heinz products in retail shelf vis-à-vis competitors products and compilation of these data for the entire territory.

· New Beat Planning and Mapping New Retailers to Existing or New Beat.

· Shelf Level Promotion within the given territory and assigned beats for maximum Visibility of Brand and Highlighted Products.

Achievements

· Appreciated for Restructuring Entire Hoogly District Market with Max Brand/Product reach. 
· Consistent AOP Achievement.
RUCHI SOYA INDUSTRIES LIMITED



July 2008– Aug 2010

Sales Officer (South, North and Central Kolkata) 

Product: - Nutrella TSP Soya Chunks, Nutrella Edible Oil (Soya/Rice/Sunflower/Groundnut)
· Keeping Track of Edible oil market for daily price fluctuations.

· Introduction, Promotion developed & identifies various channels for distribution & Marketing across the region. Negotiated & succeeded in making Company products available at required place.

· Analysis of sales data and maintaining MIS report.  

· Monitor competitor’s strategy to build counter strategies to increase the market share of the company by assessing the marketing opportunities & target markets as well as the potential customers.

ACADEMIC & PROFESSIONAL QUALIFICATION
· PGDM (2006-2008) with Marketing and IT from IIMT College of Management Greater Noida.
· Bachelor’s Degree in Science from MJP Rohilkhand University Bareilly (UP) (2003-2006)
AREA OF EXPERTISE

· Strategic & Tactical planning and problem-solving 

· Delegating skills

· Communication skills- writing and oral
· Multi-tasking and prioritizing schedules
· Conceptual and analytical skills
· Effective interpersonal skills

· Sales forecasting

· Corporate Sales.
· Energetic and enthusiastic towards the goal
· Organized and self motivated

PERSONAL DETAILS
· Date of Birth: 04th, June 1987
· Fathers Name : SK Chauhan

· Marital Status : Married 

· Languages Known: English, Hindi, Bengali, Gujarati
· Areas of Interest: Music, photography, Writing ,reading books & watching movies of all genres
· Extra-curricular Activities: Cultural Activities and Poetry.
Place: 
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