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Career Objective 
 Seeking Managerial assignments in Sales & Marketing, Business Development, Key Account Management, Operations with an organization of high repute.


Career Summary 
 A result oriented professional with 13+ years of comprehensive experience in business development, Distribution Management and People Management. Expertise in conceptualizing marketing and product promotion and implementing the business strategies to accomplish targets. Highly successful in building relationships with upper level decision makers and business partners Efficient in devising effective strategy with a view to achieve top line and bottom line profitability of the organization Specialized in developing the distribution network and deploying team to improve the sales, customer service levels and activation of customer schemes to maximize the benefits. An effective communicator combined with flexible & detail oriented attitude with ability to interact effectively with people.



Products Managed (FMCG Companies – Himalaya & Amazon Distributors)

Soaps, Shampoos, Face washes, Facial Creams, Facial Scrubs, Gillette Razors, Conditioners, Perfumes, Body Deos, Body Lotion, Sunscreen Lotions, Honey, Chawanprash, Lipsticks, Mascaras, Eyelashes, Nutrition Tablets, Foot Creams, Under Eye cream, Cough Syrup, Vicks, Ariel, Ambipur, Toothpastes, Pampers, Tide, Olay.


Competencies 
 Business Planning 
· Formulating Strategies and reaching out to the unexplored market segments for business expansions 
 Channel Management 
· Monitoring channel sales and marketing activities and implementing effective strategies to maximize sales and accomplish revenue targets. Providing assistance to distributors by conducting training programs. 
 Sales & Marketing 
· Managing marketing operations for achieving top-line profitability. Overseeing sales activities, forecasting monthly/quarterly sales targets and maximizing the profit in assigned territory. 

 Team Management 
· Leading and motivating teams, ensuring their career development and positive contribution to the company. 


Experience 

Own Business (First Day Delivery)                                                                    July 2016 – Till Date
Started Courier & Logistics business in Mysore, Doddaballapur & Devanahalli with 3 branches as Area courier Service Partner for Pickup & Delivery of documents with Overnight Express Ltd in the above mentioned locations, was also franchise of Gati-KWE for Surface Shipments pickup in all three locations & even managed E-commerce Deliveries for Aramex as Area Delivery Partner in Mysore.
Managed a team of 6 Delivery Executives in Mysore, 3 Delivery Executives in Doddaballapur and 2 Delivery Executives in Devanahalli with 85% Delivery ratio on a daily basis in all three locations.

Managed the overall Sales & Operations of the business with key customer acquisitions in Mysore, Doddaballapur & Devanahalli.
Used to Manage Inter-State Courier pickups from customers with competitive rates and Précised delivery service for Local Deliveries of Documents, also managed International Documents.

Used to Manage bulk Surface Shipments pickups from client locations and update it to Gati for Delivery of these Shipments on a daily basis.

Manage the Daily updation of Delivered Shipments, Returned & Cash Collection handover of E-Commerce shipments to Aramex office on a daily basis.

Used collect around 30-45 Doc pickups daily which included Inter-state Docs & International Docs apart from the bulk courier pickups from few clients in Mysore, Doddaballapur & Devanahalli.

Used collect around 15-20 Surface Shipment Pickups from Individual Customers & few bulk shipments from corporate clients in all three locations.

Used to get around 150-200 E-Com Shipments Delivered daily in and around Mysore with 85% Delivery of Shipments.

Used to Audit the Delivery Executives on the Field for good customer interaction and timely delivery of E-Com & Courier shipments.

Negotiate on rates with corporate clients for pickup of documents & Surface shipments.

Co-ordinate with Overnight Express, Gati for timely delivery of shipments and update the same to Customers.

Conduct weekly meetings & concalls on performance, improvements, queries & even have team outings every month to have better connect with the team and resolve any problems which might hinder the Executives performance.

Even used provide incentives to the Delivery executives on certain parameters decided by myself & my Partner in line with budget calculation and company targets for the month.
	Amazon Transportation Services Pvt Ltd                                        April 2015 – June 
	2016


Operations Manager                                                                Reporting Authority – National Operations Head 

Managed the entire Store Operations for Karnataka with 11 Service Hubs and reported by 1 Team Lead, 3 Supervisors, 11 Store Pickup Delivery Advisors, 80 Store Pickup Delivery Agents & Servicing 750 outlets. Looking into the delivery performance of the Delivery agents on a daily basis and updating the same to management on improving the Delivery performances.                                                                                 Adding up new outlets for pickup & delivery of Amazon shipments to customers with certain KYC compliances and giving performance matrix to the newly added outlet.                                                Managing the new recruitment of Delivery agents, Store Advisors, Supervisors & Team Lead in co-ordination with Recruitment, HR & Payroll teams.                                                                                     Managing the training schedule to Delivery agents & Store Advisors in co-ordination with Training teams.  Co-ordinating with Service Hubs for timely delivery, new account creation of stores, welcome kit allocation for stores & Background verification done for all the stores in co-ordination with Service Hub Managers.                                                                                                                                                            Updating Management about new addition of outlets, Delivery Service Performance, New Recruitment according to Requirements, Staff Upgradation, Training Schedule, Amazon Season sale Delivery schedule in co-ordination with Service hub teams, Daily Load Data received at stores from Amazon Fulfillment center, Payroll processing of Contractual Staff, Self Assessment & Monthly Team Meetings etc.
	Varyant Operations Technology Pvt Ltd(RBL Bank)
	June 2012 – March 2015


Branch Manager Doddaballapur                                                                          Reporting Authority - AVP
Managed the Branch Operations, Accounts, Administration, HR Policies & Team Management with 2 Team Leaders & 20 Survey Executives.                                                                                                                                           Managed the Surveys for RBL Bank in entire Doddaballapur Taluk                                                               Managed the Survey Executives to get the data collected from each house and update it to the Management Daily which they used to send it to RBL Bank and at the end of the survey in each Grampanchayaths we used to gather the Villagers for new Savings Bank Account opening from RBL Bank.                               Almost covered 20 Grama panchayaths in and around Doddaballapur Taluk and got around more than 5000 people to open their accounts in RBL Bank.                                                                                                Used to also get the Field verifications done for RBL Bank if customers are willing to opt for a micro Loan which was max given to them of Rs.20, 000 after complete Field Verification and clearance from RBL Bank. Also in co-ordination with RBL Bank and Local Grampanchayath authorities helped to create Small Sewage plant, Small Rain Harvesting plant, Installed Small Water Plants, Created Awareness regarding Health, Cleanliness in their houses and in their town.                                                                                                         Co-ordination with Headoffice for New Recruitment, Salary Processing, Auditing Purpose, New Grampanchayath Survey Approvals, Imprest Amount Realization, Petty Cash Enhancement for Team Connect, Meeting with Grampanchayath Members, Government Officials.
	Himalaya Drug Company, India, Bangalore, Karnataka
	April 2010 - May 2012


Key Accounts Executive                                                                              Reporting Authority - Area Manager

Himalaya Drug Company is a 100 year old company with more than 5000 employees with PAN India and International Presence in the range of Pharmaceutical products, Consumer Products, OTC range & Oral care for which the products contain different ingredients of Herbal Contents.                                           Managed the Modern trade operations for Consumer Products in Bangalore Managed the consumer products ranges like face washes, shampoos, skincare range, and OTC range for the region.                                      Managed a team of 5 Sales Officers and 20 sales representatives, 7 distributors and 11 Company owned Outlets with Revenue of 1.8 crores per month in the region.                                                                      Providing information and training to sales staff pertaining to new launches and new processes.               Preparing a permanent journey plans to the sales staff and providing an analysis on their monthly sales achievements and empowering them to achieve new business opportunities in unexplored territory.                                Conceptualizing and executing channel sales and distribution process strategies, addressing the problems pertaining to channel partners and customers.                                                                                                Actively managed the Continued Sales growth of Himalaya Personal care products in Key Retail Chains in Bangalore like Reliance Mart, Hyper city, Metro, Food world, and SPAR Hypermarket, Nilgiris, Total Hypermarket, More Mega store, More Supermarket, Smart Retail, Heritage Supermarket, Big Bazaar, and Health & Glow etc.

	Eden red India Pvt Ltd(Accor Services), India, Bangalore, Karnataka                 January 2008 - April 2010                 
	


Area Manager                                                     Reporting Authority -Branch Head & National Manager

Eden red India Prior known as Accor Services is into Hospitality, Catering & Employee rewards recognition & Loyalty programme is into existence in India from past 18years and has a PAN India and International presence with an employee base of more than 1000 and one of the two Gift Vouchers & Meal Vouchers Company in India.                                                                                                                                                      Joined as Sr.Affiliation executive in 2007 and got promoted to Area Manager in 2008.                         Managed the Retail Affiliation operations for Karnataka Managed a team of 15 Affiliation executives and 4 Client support executives and Monthly affiliate expansion of 150.                                                           Products managed Ticket Restaurant vouchers and Ticket Compliment Gift Vouchers Monthly training to be given to the Clients regarding new branding updates, new products & New Security features in a voucher (to avoid duplication).                                                                                                                               Added Big retail chains like Reliance Mart, Wal-Mart, Hyper city, Metro, Food world, and SPAR Hypermarket, Nilgiris, Total Hypermarket, More Mega store, More Supermarket, Smart Retail, Heritage Supermarket, Big Bazaar, and Health & Glow, Cafe Coffee Day, Mega mart, Arvind Brands and all national, international Branded retail chains, restaurants to our Affiliation Channel on a PAN India Presence.                                 Played a vital role in helping the corporate team to sign up with clients like ABB, TCS, Thomson Reuters, Mind tree, Cafe Coffee day, Britannia, Wipro & many more Corporate Clients in Bangalore by adding up quality outlets in the prescribed client's location.

	Amazon Distributors, India, Bangalore, Karnataka
	   June 2005 - January 2008


Sales Officer                                                                           Reporting Authority - District Manager

Amazon Distributors is the Franchise of Procter & Gamble in Karnataka with a range of products from Shampoos, Oral care, washing powder, Soaps, Skin care range with their existence with Procter & Gamble from past 7 Years.                                                                                                                                                     Joined as Sales representative in 2005 and got promoted to Sales officer in 2006.                                Managed the General Trade Sales operations for Bangalore Products looked after were Consumer Products like Head & Shoulders Shampoo's, Gillette razor blades, Tide dish wash powder, Pantene, Oral B etc.                                                                                                                                                                       Initiatively taking decision for the Retail Margins in General trade segment for Bangalore.                 Managed a team of 5 Sales Representatives and Sales Revenue of 60Lakhs per month.                        Created a route plans and beat plans to the sales staff Leveraged skills in streamlining better distribution strategy, in term of availability & reach of the product Actively increased the DSE infrastructure sales


Career Achievements 
  Best Territory - Himalaya Drug Company 
Recognized as the best territory for achieving the highest primary and secondary sales of 8 Crs for the fourth quarter i.e. Jan, Feb & March 2012. 
 Event - Himalaya Drug Company 
Received appreciation for Second highest Sale i.e. 6 Lakhs in 3 days from a single counter in an Exhibition event held in Bangalore in the month of July 2011. 
 Mall Activity - Himalaya Drug Company 
Received appreciation for an event conducted in all Total Mall for three months i.e. Aug 2011 - Oct 2011 for generation of 15 Lakhs Sales revenue for the company against a monthly Sale of 5 Lakhs in all Total Malls. 
  Achievement of Retail Affiliation base - Eden red India pvt ltd 
Received appreciation for adding 200 new retail affiliates of recognized brands like Lee, Wrangler, Arrow, Flying Machine & Mega mart which was the highest affiliates signed in one month June 2009 

Education 
 Periyar University, Bachelor, BSC Electronics, May 2008 - July 2011
BSC Electronics - 62%, 

BEL Pre university college, PUC (PCME), June 2002 – 55%
 Nadgir institute, Associate, Diploma in Computer Applications, May 2003 - July 2007
Diploma in Computer Applications - 55%, 
St.Mary’s High school, 10th, May 2000 – 70%



Skills 
	 Computer Skills - Courses in C, C++, UNIX, Linux, Java, J2ee and other computer applications from SSI Institute.


Hobbies and Interests 
 Read books, watching football, chatting, doing programme in my PC.

Total Years of Experience – 13+ Years 
