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Mumbai, India

Mobile : India +91 976 969 1999|Nigeria +234 807 116 6666

E Mail   : sandeeprane123@gmail.com
Linkedin : https://ng.linkedin.com/in/sandeep-rane-092a316


( Sr Sales, Marketing & Business Operations Professional  (
Business Operations|P&L Management|Distribution Expansion|Marketing Operations 
Product Launch|Modern Trade|Retail Operations|Brand Campaign|Manpower Leadership


	PROFESSIONAL SYNOPSIS
	CORE COMPETENCIES

	· Highly accomplished and results driven sales professional with over 26 years of proven success
· Domain Expertise : Telecom (15+ years) & FMCG (11 years)

· Successfully launched new products and led them to Market Leadership and Profitability
· Demonstrated success in independently handling and driving sales & business operations
· Master of Business Administration (MBA) in Marketing
· National Head with Sosyo Hajoori Beverages Ltd 

· National Head Sales & Operations  for Cheep App India LLP  for all India operations.
· Was  associated as GM National Prepaid Sales with Globacom Ltd. in Nigeria driving Prepaid Activations
· Expertise in 
· Strategic business planning

· Channel & retail sales, distribution expansion and management etc.
· Modern trade and key account management
· Customer Life Cycle Management
· Proven abilities in extracting the best out of existing resources to win desired operational and strategic results
· Versatile and multi-skilled with ability to manage multiple responsibilities simultaneously, achieve defined goals & objectives, an effective communicator with strong analytical, problem solving & organizational skills
· Experience in managing and driving well diversified and multi cultural work environments 
	· Business Operations|P&L Management
· Revenue Enhancement|Market Planning & Analysis
· Business Continuity Planning

· Budgeting, Sales Planning & Forecasting

· VAS Products & Revenue enhancement 

· New Launch|Start-up Management
· Go-To-Market Strategy|Strategic Alliances & Negotiation

· Sales & Marketing|Business Development

· Channel Sales|Retail Sales
· Modern Trade|Key Account Management
· Distributor Expansion|Channel/Distributor Engagement
· Marketing Operations|Sales Promotions
· Brand Campaign|Brand Enhancement
· Business Capitalisation Strategies

· Scheme Administration & Management
· Customer Relationship/Life Cycle Management

· Market Intelligence|Competitor Tariffs|Market Trends 
· Capability Building Initiatives|Coaching & Mentoring


MANAGERIAL SKILLS

· C level authority liaison

· Analytical & logical skills|Time driven delivery ability

· Conflict management & resolution skills

· Collaborative skills|Negotiation skills
· Excellent communication & interpersonal skills




LEADERSHIP SKILLS

· Respect and leverage Human Capital: Motivate, mentor and lead talented professionals. Infuse a culture of team-based success among internal units and strategic partners. Live the culture and lead by example
· Effective and Accountable in high profile Executive roles: Overcome complex business challenges and make high-stakes decisions using experience-backed judgment and strong work ethic

· Corporate Strategy & Development Specialist: Adept in conceptualizing robust strategies for streamlining and enhancing business operations towards the achievement of revenue & profitability targets

· Strategic Planning: Craft long-term strategies and articulate a clear vision to align disparate units to a common purpose. Share personal goals publicly for increased transparency, accountability and organization-wide trust
· Consistently deliver Mission-Critical results: Driven by a passionate need to strategize and to innovate. Gifted with vision, determination and skills needed to achieve strategic goals inline with time and cost budgets



BUSINESS SKILLS

· Strategic thinker and results-oriented recognized ability to handle P&L operations, various organizational functions and lead productive teams in exceeding organization goals
· Managing business functions and playing key role in strategizing business – category, new products & market entry etc.
· Driving sales operations across regions & locations
· Specific expertise in 
· Managing large revenue share businesses 
· Achieving rapid expansion in revenues, market shares and counter shares by enhancing market presence and sales

· Building brand preference in the telecom segment through innovative & compelling consumer offerings 
· Launching/setting up new businesses across geographies post conducting research to assess market potential
· Conceptualizing/executing competitive strategies for generating sales, developing and expanding market share towards the achievement of revenue & profitability targets
· Overseeing smooth execution of sales promotional strategies Viz. sales schemes, campaigns etc. for market development
· Analyzing business & market information by collating and analyzing sales figures, sales performance etc., to manage revenue, volume and value target and the impact of financials on margins & pricing
· Strategizing and working towards increasing the subscriber base in the pre paid segment
· Increasing revenues by implementing quality acquisition methods
· Improving brand visibility through sustained interventions in the retail market
· Expanding distribution presence to new territories; Increasing retail outlets presence for enhancing distribution reach

· Building and fostering relationships with key influencers at key accounts/modern trade clients to build brand preference 

· Devising and executing strategies for optimum merchandising in the retail markets to build consumer preference
· Analyzing & reviewing the market response; Communicating with the sales teams for accomplishment of the business goals
· Conceptualizing and executing consumer & trade schemes towards building scale in nos and keeping channel motivated

· Peforming business/channel/distribution audits & implementing operational efficiency; Enabling business viability for business partners by facilitating healthy and positive ROI; Restructuring operations to reduce costs & maximizing revenue


CAREER SUMMARY

Sosyo Hajoori Beverages Ltd – Sales & Operation Head






Jan19 – till date
Cheep App India LLP- National Sales  & Operation Head






Sept 17- Oct 18
Oye Messenger Ltd., Mumbai Gujarat & Bihar ,Business Consultant 




Feb 16- Sept 17
Globacom Ltd., Lagos, Nigeria|GM  National Prepaid, Prepaid Activation & Special Projects            
                  Sep’12 –Sept 15
Videocon Telecommunications Ltd., Mumbai, India|Circle Sales Head – Mumbai Circle                                          Oct’09 – Sep’12
Vodafone Essar Ltd. (Formerly Hutchisson Essar Ltd.), Mumbai, India                                                                         
   Aug’06 – Oct’09
Dy GM – Zonal Operations  









     Jul’07 – Oct’09 
Dy GM – New Business  









     
   Aug’06 – Jun’07 

Bharti Airtel Ltd., Mumbai, India|Sr. Manager – Fixed Wireless Business                                                                 
  Aug’04 – Aug’06
Reliance Infocomm Ltd., Maharashtra, India                                                                                                                           Apr’01 – Jul’04
Cluster Head   











     Jun’02 – Jul’04
Zonal Manager   











  Apr’01 – May’02

Zip Telecom Ltd., Mumbai/Agra/Pune, India                                                                                                                            Aug’98 – Apr’01
Branch Manager, Mumbai








   

   Dec’00 – Apr’01
Branch Manager, Agra







                    

  Aug’99 – Nov’00
Business Development Manager, Pune








    Aug’98 – Jul’99
British Petroleum Ltd., Maharashtra & Goa, India|Area Sales Manager                                                 

    Mar’97 – Jul’98
Pepsi Foods Ltd., & Voltas Food & Beverages Ltd Mumbai & Pune, India|Senior Sales Executive                       
   Oct’90 – Feb’97
    Poona Bottling Company,(Hindustan Coco Cola Beverages  India ) Pune, India|Area Development Officer       
   Sep’89 – Oct’90

Eagle Flask Industries Ltd., Pune, India|Management Trainee – Exports                                                

  Sep’88 – Aug’89



PROFESSIONAL EXPERIENCE
SOSYO HAJOORI BEVERAGES LTD  -






             Jan 19 till date

 Sosyo  established in 1923 in beverages business is one of the oldesat brand in Beverages Market .  Being Sales & Operation Head responsible for entire operation – Driving sales, Appoint ment of channel partners , profitability. 

CHEEP APP INDIA LLP ., India








Sept 17- Oct 18
National Sales & Operations Head- A e Commerce company in Essential Home services
CHEEP’s main and only objective is to offer Consumers with an awesome experience for all their Home Service requirements. Cheep currently offer 20 categories of Services ranging from essential services like Carpentry, Plumbing, Electrical, Appliance Repairs to Beauty Salon Services, Massages, Mani-Pedi to Laundry, Security, Cooks, Cleaning Services, etc. These services are provided across 20 Tier 1 and 2 cities in India by over 35,000+ experienced, verified and insured Professionals
-Developng Cheep App along with terms & conditions 

-Responsible for setting up operations at All India level for essential Home services in Task & Subscription model 
- Appointing DSA Channel to sell different Subscription Packs , 
-Ensure backend operations to take care smooth fulfillment of service commitments, 
-Enrolling different professionals like Plumbers, carpenters,electricians  etc. 
-Strategic Alliances  with different partners like Oyo Rooms, VLCC,Gold Gym etc  & tie ups with vendors for Business. 
-Launching new Cities & new services
Oye Messenger Ltd., Mumbai , Gujarat,Bihar







Feb16 – Sept 17
Business Consultant . A e Commerce company -Handset Div & E wallet Div
As a Business consultant responsible for business Operation 

-Setting up distribution channel for E wallet  Service business & Handset div
- Product placement – Handset playcement 
- Enrollment of retailers for e wallet

- design schemes for retailers 
-Liason with company officials – DTH Business, prepaid recharges, post paid bill payments , Saral Rozgar Initiative ,Electricity & Gas bill payments.
-Liason with Govt officials

Achievements-  Managing  business over 120 crs  & 10k plus retailers. Daily 40k request transaction processing for messenger .
Globacom Ltd., Lagos, Nigeria                                          






   Sep 12–Sept 15
Globacom Ltd. is Africa's fastest growing telecommunications company and among the fastest growing mobile service providers in the world. Owned by the Mike Adenuga Group, It is a preferred mobility service provider in Nigeria
National Prepaid, Prepaid Activation & Special Projects
Key Achievements
· Mainline responsibility for managing Pan Nigeria pre paid activations while ensuring quality, sales acquisition cost, strategy for sales incentive, and gross/net revenue target achievements are inline with budgets
· Lead, handle & drive productivity of a large team (275 people including 7 direct reports) towards achieving budgeted goals

· Be responsible for
· Strategizing, guiding & driving team to achieve targets in all aspects of the prepaid business

· Expanding the retail outlets across the geography – for Activation & O/Ls

· Conceptualizing new products, tariffs etc. to increment acquisitions & prepaid revenues  
· Ensuring successful launch of VAS products  & revenue enhancement 
· Improving brand visibility through sustained interventions in the retail market

· Sustaining/building distributor/retail relationship and motivate channel by developing a robust partnership
· Generate various business and other MIS reports 
Significant Attainments

· Successfully

· Achieved Naira 15 Bn/month ($ US 0.9 Bn/annum) revenue through retail expansion
· Acquired 1.2 Mn activations/month with 68% VLR; Improved activation quality by registration reporting & gap analysis and acquired customers from first recharge & call condition

· Increased revenue by 15% and reduced churn by 1% (base churn) in 3 months by introducing various sales incentive strategies to the channel
· Contributed 56% to total sales by introducing Direct Sales Channel – BRT and reduced sales acquisition cost by 26% 
· Increased acquisition quality by introducing incentive linked to quality of acquisition Viz. First recharge, first call, higher value recharge, early completion of registration and netbook productivity analysis
· Initiated change & channel friendly incentive structure ensuring business positivity with right spent of higher sales acquisition cost provided by the company
· Increased VAS contribution form 1Bn naira to 2.8 Bn naira by specific focus on International calling products & packs . Introduction of entertainment & devotional products
· Reduced cost to 16K Naira from 28K Naira/annum per netbook in 12K netbook scenario by adopting multiple vendor policy while highlighting low performing areas

· Improved EBIDTA while maintaining quality by gaining channel & sales force confidence through monitoring SKU wise sales, shared data files, timely reporting and payouts
Videocon Telecommunications Ltd., Mumbai, India                                         



   Oct’09 – Sep’12
Circle Sales Head – Mumbai Circle
Key Achievements

· Primary responsibility for driving sales operations for Mumbai Circle

· Plan and achieve budgeted new customer acquisitions for the Circle
· Distributor/Manpower dimensioning for the Circle leading to the launch of services

· Built Teams across levels well intime for the commercial launch of the mobility services

· Manpower dimensioning for the Circle for both soft and commercial launch; ROI for the distributors
· Pre and post launch activities and distributor engagement programs for Mumbai circle

· Build the entire sales team architecture for GSM Operations comprising Distribution Head, Zonal Business Heads, Channel Sales Managers & the Distribution Channel

· Post launch, drive sales teams to achieve AOP budgets

· Devise consumer/trade schemes to build consumer and brand preference leading to increased acquisitions

· Increased VAS contribution by focus on CRBT, Specilized Calling Packs to UA/Canada, IVR alters likes austrology, Vaastu.

· Create a position for company in RMS (Revenue Market share) & GAS (Gross Addition Share)
Significant Attainments
· Successfully

· Achieved launch readiness; Successfully launch blue print completed for Cluster – 1st Cluster to be market ready

· Achieved Top 4 position across service providers in gross acquisitions,Top 6 positions in RMS by surpassing monthly revenue of INR 20 Crores/month 
· Ensured healthy VLR of 54% over base
· Launched SIM Pair (Handset Bundle) offer in Mumbai
· Recognized as the Top Achiever amongst all Circles of Videocon
Other Key Achievements 

Vodafone Essar Ltd. (Formerly Hutchisson Essar Ltd.), Mumbai, India                                                                   
  Aug’06 – Oct’09
Role Summary : P&L Operations, Sales & Distribution, Customer Service, Collection, Network Performance, Team Management and 

            General Management, VAS
· Achieved annualized revenues of INR 480 Crores

· Contributed to 20% of overall Gross Revenue of the Circle

· Launched PCO/WCC business with high revenue contribution; Achieved O/L reach of 80% of Prepaid Selling outlets
Bharti Airtel Ltd., Mumbai, India



                                                                                 Aug’04 – Aug’06
Role Summary : P&L, Business Management, Sales, Channels & Distribution, Customer Service, Collection, Network Performance


            and Team Management
· Set-up the distribution channel for FWP Business; Established PCO market for Mumbai circle and achieved a revenue share of 40% in Circle level revenues of INR 500 Crores

· Managed the New Business for Mumbai circle including Fixed Wireless, Pay Phone, SME & Calling Card business – Set up the distribution infrastructure for the new business

Reliance Infocomm Ltd., Maharashtra, India                                                                                                                   Apr’01 – Jul’04

Progression Path:

· Cluster Head (Jun 2002 - Jul 2004)

· Zonal Manager (Apr 2001 - May 2002)


Profile Snapshot: Business Management, Sales, Channels and Retail, Marketing, CBOC, Customer Services, Staff 
Commercial Services, Network & Technology, Public Relations & Liaison, and People Management.

Key Contributions:

· Assisted a team of 25 members; reported to Circle Head.
· Delivered Profitable City Operations by regularly analysing P&L of the city and managing the cost & revenue of operation as per laid down policies, processes and budgets.
· Achieved sales targets & market shares thru apt coordination with all sales channels in the city and ensured smooth deployment of company owned channels.
· Initiated and developed various high impact marketing strategies to meet sales targets.
· Devised and implemented various proactive initiatives such as customer satisfaction surveys, relationship building with consumer forums, etc. for continues and profitable business.
· Co-ordinated between Sales & Network teams for ROW, POI issues & other relevant matters to cover key areas. Developed business case for enhancing and improving network coverage.

· Recruited & Inducted Functional Managers in coordination with respective functional heads in the DAKC.
Zip Telecom Ltd.,  Mumbai , Pune, UP, Delhi







Aug’98 – Apr’01
· Branch Manager, Mumbai (Dec 2000 - Apr 2001)

· Branch Manager, Agra (Aug 1999 - Nov 2000)

· Business Development Manager, Pune (Aug 1998 - Jul 1999)

Key Contributions:

· Led a team of 10 members; reported to GM (Sales).

· As a profit Centre oversaw new market penetration and set-up of distribution channels.

· Proficiently augmented the Average Revenue per Line (ARPL) for the entire region.

· Handled the Appointment of Distributors and established distribution channels in various locations.

· Planned & implemented various promotional campaigns for enhancing business growth.

British Petroleum Ltd, Mumbai ,Pune & ROM






Mar’97 – Jul’98

Effectively reduced monetory risk by developing a new concept of sales advance.

 Coordinated with the team of Sales Executives & Salesmen and implemented various high impact sales strategies to 
augmentsalesgrowth.

 Imparted training on planned selling & merchandising techniques in setting up the system for route management including 
includes routes for salesmen as well as routes for delivery vehicles







Pepsi Foods Ltd.,& Voltas Foods & Beverages Ltd  Mumbai & Pune, Rest of Maharashtra.                 

    
                   Oct’90 – Feb’97
Managed distribution for south Mumbai, responsible for product availability , sound distribution & profitability for company. Managed C& F as well as distrutor network in given stripulated area.
· Awarded with 

· Silver Medal for Best Sales Performance in Mumbai
· With a Goa trip Holiday Package for the Best Sales Performance in Pune, 1995

· Recognized for

· Best Sales Performance in volume & penetration for Mirinda with 151% of the target in Pune, 1996

· Achieving 300% in new account development for microwave project in Pune
Poona Bottling Company, (Coco cola India )  Pune as Area Development Office
         Sep 89 - Oct 90
· Responsible for part of pune for retail development . 

· Ensure proper product mix, market share , shop share, Proper merchandise of products, 

· Achieve set targets

Eagle Flask Industries Ltd, Management Trainee – Exports



         Sept 88-Aug 89


ACADEMIC CREDENTIALS

· Masters in Business Administration (MBA) specializing in Marketing, Pune University, 1988

· Bachelor of Commerce (B. Com), Pune University, 1986


TRAININGS / WORKSHOPS / SPECIAL PROJECTS

· Conducted Process Audit of Six Sigma

· Attended multiple Training Programs including

· Leadership Management Training

· Team Building Training

· LEAD Training


HOBBIES & INTERESTS

· Sports Enthusiast

· Travelling

· Reading


PERSONAL DOSSIER

Marital Status

:
Married

Linguistic Abilities
:
English, Hindi & Marathi
Passport Details

:
Indian Passport   Z3449151 | Valid till 04.11.2025

Driving License

:
Valid Nigerian & Indian driving licenses
Location Preferences
:
GCC Countries, Africa, India; Open for the right opportunity

Skype Id


:
sandeeprane123@gmail.com
Facetime Id

:
sandeeprane123@icloud.com
Addresss 

: 
Haware Tiara C 303 Sec 13 Plot No 184 Kharghar Navi Mumbai 410210  Maharashtra.[image: image2.png]



