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1. A dynamic professional with more than 27 years of extensive experience in: 
a. P&L management
b. Strategic planning (sales)
c. Marketing operations management
d. Business Development

e. Channel Management

f. Promotions and key accounts management.
2. Adept in handling all sales and marketing / business development activities, analyzing market trends and establishing  healthy & prolonged business relations with clients, thereby ensuring higher market share.
3. A keen planner with proven abilities in devising strategies to augment business, streamline distribution networks and promote products for business excellence.
4. Highly successful in building relations with upper level decision makers; seizing control of critical problem areas and delivering on client commitments.
5. Acknowledged for contributions to record-setting sales figures, territory startup/expansion and new account development.
6. Possess skills at processing to be carried out with maximum efficiency and minimum turnaround time.
7. Excellent interpersonal, communication and organizational skills with proven abilities leading motivated teams towards achieving organizational goals.


COMPETENCIES

 P&L Management and Strategic Planning

1. Managing growth and top line targets for stakeholders, establishing corporate strategies and budgets for achievement of top and bottom line targets.

2. Streamlining existing processes to enhance efficiencies while minimizing operational time/costs.

3. Planning promotional budgets and strategies for business enhancement.

4. Managing logistics planning for defining timely reach and uninterrupted services to the trade.

5. Focusing the growth in the territory, pack wise and flavor wise, by introducing new products and deliverables.

 Business Development / Sales and Marketing

1. Organizing promotional campaigns / presentations; focusing on brand establishment, new product launch  as well  as  market penetration.

2. Conducting competitor analysis & competency mapping for keeping abreast of market trends and competitor moves to achieve market share metrics.

3. Identifying and developing new streams for revenue growth and maintaining relationships with customers to achieve repeat/ referral business.

4. Interacting and coordinating with advertising and media agencies for brand promotion activities.

5. Generating sales through PSR & Direct Routes and Maintaining Routes.

6. Tracking & enhancing sales of existing & new brands.

7. Monitoring competitor’s activity and planning strategies to counter the competition.

 Channel and Distribution Management

1. Recognizing and establishing financially strong and reliable channel partners for deeper market penetration; providing training & direction for ensuring quality performance.
2. Re-engineering the Business Process of channel partners so as to ensure they are in line with the changing trends and updated to meet the future challenges.
3. Ensuring a long term association with channel partners to infuse a sense of pride and onus of responsibility to take on the distribution process with zero defect attitudes.
4. Focusing on width and depth of distribution and enhancing the Signage and shop paintings for market share.
5. Handling distributor & working on primary & secondary sale.

 Key Account Management

1. Interfacing with Individuals / Customers / Clients for ascertaining requirements, making presentations and delivering need based product solutions.
2. Ensuring speedy resolution of queries & grievances to maximize client/customer satisfaction levels and  maintaining excellent relations with clients/customers to generate avenues for further business.
3. Retention and increase in number of clients.

 Team Management
1. Recruiting, training and development of the field functionaries to ensure sales and operational efficiency.
2. Creating and sustaining a dynamic environment that fosters development opportunities and motivates high performance amongst Team members.

CAREER ASSOCIATION IN BRIEF
1. Member – Advisory Council of Ranco Energy Group from August 2019 till date. 
2. Senior Manager in IL&FS Limited and then IL&FS Securities Services Limited in New Delhi and Kolkata from February 2004 till July 2019 and accountable for: 23 branches across North India and then when shifted to Kolkata: 12 branches in Eastern India.
3. Senior Manager in Central Depository Services (India) Ltd. Based at: Kolkata and Mumbai from September 2000 till February 2004
4. Senior Executive Officer in National Stock Exchange of India Ltd. Based at: Mumbai, Baroda and Kolkata from August 1997 till August 2000
5. Assistant Manager in Gujarat Lease Financing Ltd. at: Baroda, Anand, Bharuch, Ahmedabad (All these are in Gujarat) from January 1995 till July 1997
6. Executive Product Development at Arihant Thermo ware Limited (ATL) at: Baroda and Daman from July 1994 to December 1995

CAREER HIGHLIGHTS
Member of the Advisory Council of Ranco Energy Group from August 2019 till date at Mumbai and Kolkata.
Ranco Energy Group was incorporated in August 2005 and it has a team of technically competent & qualified professionals across group companies. It has built a select group of satisfied clientele in the Energy, Mining & Infrastructure (EMI) business in India and has helped them expand their markets and get new customers.

1. Active involvement with our Ranco Group for creating an alliance with GMB & GICC (under GIDB), both Government of Gujarat bodies, to develop an Integrated Port-Cum-Petroleum SEZ Project and Cold Storage & Warehousing Projects, respectively in the state of Gujarat.

2. Active involvement with our Ranco Group for entering in to Memorandum of Understanding with Gujarat Maritime Board (GMB), to develop an Integrated Port-cum-Upstream Petroleum SEZ Project in the state of Gujarat, with the following objectives:

3. Set up a Port-cum-SEZ for the Energy, Mining & Infrastructure (EMI) sectors and a dedicated supply base for the same, where heavy equipment and pre–fabricated structures have to be imported for execution of Mega–EMI projects. 

4. A part of the port infrastructure will also be dedicated to facilitate imports & transshipment of coal for satisfying the requirement of power generation sector.

5. Attracting manufacturers of equipment, tools and inputs, for EMI (including Oil & Gas, Mining and related infrastructure) sectors, for setting up their units. 

6. Making Gujarat and India a hub and a one–stop shop for Manufacturing in Oil & Gas sector in particular and EMI sector in general. 

7. Active involvement with Ranco Group for entering in to Memorandum of Understanding with Gujarat Industrial Corridor Corporation Ltd. (GICCL), to develop a chain of Cold Storage & Warehousing Projects within the DMIC zones, demarcated and facilitated under the aegis of Gujarat Infrastructure Development Board (GIDB). 




Senior Manager in IL&FS Limited and then IL&FS Securities Services Limited in New Delhi and Kolkata from February 2004 Till July 2019 and accountable for: 23 branches across North India and then when shifted to Kolkata: 12 branches in Eastern India.
1. Responsible for all financial and fiscal management aspects of company operations.
2. Provide leadership and coordination in the administrative, business planning, accounting and budgeting efforts of the company.
3. Exhibited strategic role in the overall management of the company in North and East Zone.
4. Lead in formulating the company's future direction and supporting tactical   initiatives at entrusted Zone by Monitoring and direct the implementation of strategic business plans.
5. Manage the capital request and budgeting processes by developing the performance measures that support the company's strategic direction Funding.
6. Participate in key decisions as a member of the executive management team and maintain in- depth relations with all members of the management team.
7. Manage and lead the identification and approach to Private Banks & PSUs, NBFCs, mutual funds, insurance companies & other debt investors; including identification of overseas funding sources. 

8. Build on relationships with existing investors, preparing reports to meet deadlines and submitting further applications for funding. 

9. Prepare financial models for fundraising opportunities & manage the credit rating agencies. 

10. Understand due diligence requests from prospective investors, research and gather necessary information and prepare a comprehensive response. 

11. Produced detailed annual action plans on specific areas of responsibility outlined above, identifying areas for growth and development, outlining measurable objectives. 

12. Objectively review the success and achievements against agreed targets, identifying strengths, weaknesses and areas for development.
13. Headed a project on KYC Look Back for ISSL Deutsche Bank AG Custody for a period of 18 months.
14. Responsible for day-to-day operations of 24 IL&FS Securities Services Limited (ISSL) locations across India and 14 ISSL personnel at back office for processing of Offshore & Private Equity (PE) / Portfolio Management Services (PMS) transactions. Interacting with domestic clients for resolution and resolving of queries.
15. Managing the Risk & Control, Oversee Group Audit, Compliance & Local Regulatory Requirements. Implement Policies and Procedures for unit functions, also is the Business Continuity Measures (BCM) coordinator.
16. Liaison with CDSL, NSDL, SEBI and other departments within the ISSL and Deutsche Bank Group for R&TA business, up gradation and day to day requirements.
17. Worked on a project for Channel Partner document regularization for the domestic mutual fund clients.
Achievement:
a. Built up a retail base of over 25,000 customers and an asset base of over Rs. 10,000 Crores across Northern Region, starting from scratch without any compliance issue.
b. Created a loan portfolio of over Rs.800 million & over Rs. 400 million for margin funding without creating single NPA.
c. Settled 60 brokers’ settlement accounts across cash and derivatives segment under F&O operations with risk.
d. Built up a work force over 75 spirited young achievers.
Senior Manager in Central Depository Services (India) Ltd. Based at: Kolkata and Mumbai from September 2000 till February 2004
1. Accountable for whole of India
a. Reviewed & updated the Authorized Signatories Book following due process in a business need based framework within an acceptable risk framework.
b. Primary responsible for leading the development & execution of the Company’s long-term strategy with a view to creating shareholder value.
c. Responsible for all day-to-day management decisions & for implementing the Company’s policies.
d. My role was to act as a direct liaison between the Board and management of the Company and communicate to the Board on behalf of management.
e. Also, communicate on behalf of the Company to shareholders, employees, government authorities, other stakeholders and the public.
f. Analyzed department operational procedures & recommended amendments as necessary.
g. Formulated authorization Cell for devising policy towards admission of all types of issuers and devising policy towards admission of intermediaries.
· Designated as Investor Relation Officer of CDSL in SEBI. 
· Regulated cash flows properly and monitored and initiated adequate controls to prevent fraud and misstatements to stop pervasive business risk. 
· Inter-company transactions properly recorded. 

Senior Executive Officer in National Stock Exchange of India Ltd. Based at: Mumbai, Baroda and Kolkata from August 1997 till August 2000
1. Accountable for: Initially for Baroda and whole of Gujarat region and later for Kolkata and whole of Eastern India.
a. Handled Capital Market Trading Operations under SEBI’s Broker and sub broker act 1992 & Surveillance in branch office.
b. Managed Membership department for necessary compliance.
c. Handled Inspection & Compliance departments quarterly.
d. Handled investor grievance within byelaws of the exchange.
Assistant Manager in Gujarat Lease Financing Ltd. at: Baroda, Anand, Bharuch, Ahmedabad (All these are in Gujarat) from January 1995 till July 1997
1. Accountable for:
· Handled dual marketing encompassing financial services and products under Corporate Finance, Recovery, Branch recruitment, Bill discounting & Inter Corporate Deposits.
· Designed business plans on Retail Finance i.e. Truck & Car finance, Fixed Deposits, Accounts (branch).
· Coordinated legal actions to ensure timeliness of legal action to maximize recoveries.
· Operations: Handling Funds Pay- in Payout activities, Maintaining Members Deposits, Accepting and releasing Members deposits, Calculation verification of transaction Charges on monthly Basis etc.

· Cash Flow forecasting

· Working capital monitoring

· Cash and Liquidity Planning, control and management

· Investment Management - Investment of surplus funds, Maintaining Investment Register, Calculations of Accrued interest Gains/Losses on investments

· Bank Relationship completing all banking related activities

Executive Product Development at Arihant Thermo ware Limited (ATL) at: Baroda and Daman From August 1994 to January 1995
a. Gathered market intelligence on product performances and suggesting inputs on product developments.
b. Achieved the distinction of completing the set-up of a thermo ware unit at Nani Daman of Rs. 500 Crores right from conceptualization state to start of operation in six months.
c. Production Planning & Control - Conducting random online quality inspections to ensure that product quality standards are adhered to at all stages of the manufacturing process.
d. Monitoring the Production status, procedures & systems followed in production to ensure compliance norms with desired quality and quantity as per target.
ACADEMIA
1. B.Sc. from Maharaja Sayajirao University in the year 1991with Mathematics as principal and Physics & Chemistry as subsidiary. 
2. Honors Diploma in Systems Management from National Institute of Information Technology in the year 1992 at NIIT, Baroda. M.B.A. from Chhatrapati Shahu Central Institute of Business Education & Research Shivaji University of Kolhapur, Maharashtra in the year 1994 with Finance & Marketing Management
3. Derivatives Market - Core Module - NSE & SEBI – NSE, Kolkata in the year 1998 from National Stock Exchange's Certification in Financial Markets
4. Capital Market - Basic Module - NSE & SEBI – NSE, Kolkata in the year 2000 from National Stock Exchange's Certification in Financial Markets.
5. NSDL - Depository Operations Module - NSE & SEBI – NSE, Kolkata in the year 2000 from National Stock Exchange's Certification in Financial Markets NISM – Depository Module with 86% in 2018
PERSONAL DETAILS
1. Date of Birth:
15th September 1969
2. Family consists of house wife Mrs. Baishali Bhattacharjee, son Mr. Abhishek Rajesh Bhattacharjee studying in his final year of BA-LLB from Amity University of Kolkata and daughter Ms. Abhinanda Bhattacharjee is studying in Standard 7 of St. John's Diocesan Girls' Higher Secondary School here in Kolkata.
