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Nayan Jyoti Deka
( Former State Head of Nagaland  and Former Deputy General Manager)
                                                              
Sales & Marketing Management Professional having 14 years+ of rich experiences in Telecom sector  ( Bharti Airtel / Reliance Communication), Consumer durables ( Nordusk LED),  INSURANCE Sector (Kotak Mahindra Life insurance) and FMCG ( Melar Foods Pvt ltd)
Profile Summary:
  A seasoned professional with 14 years+ of commendable success  in :
· Marketing , Sales & Distribution            
· Channel Management

· Business Development and communications
· People Management

· Retail Store Management

· Profit Centre Operations
· Adroit in handling business development ,identifying  and developing new markets, GIS based  Distribution and Channel expansion and achieving the set KPI targets  on a MOM basis.
· Proficient in  preparation of  distribution Infra Plan ,competitor profile and monitoring operations at regular interval ,demonstrated acumen in handling distribution across the Nagaland,Assam and A.P.
· Proven ability  in achieving/exceeding targets and setting up business in untapped markets

· Distinction of exploring new markets for business growth and streamlining sales and marketing operations.

· Exposure in market development ,product positioning & handling  distribution network

· Result oriented achiever with excellent track record for identifying opportunities for accelerated growth.
Core  Competencies

· Initiating long/short term strategic plans, conducting  negotiations and sales operations thereby achieving increased sales growth  across cluster.

· Networking with financially strong and reliable channel partners  resulting in deeper market penetration and reach.

· Conceptualizing & implementing   the sales promotional activities as a part of brand building and the market development effort.

· Recruiting , mentoring and training personnel for the sales team for ensuring optimum performance to deliver quality service in the market.
Professional Achievements:
· RCOM Achievers of the month couple of times and won Star performer award Six times during the tenure of  July 2015 to Dec 2017 

· A1 Employee Performance rating three years consistently at Bharti Airtel Ltd. i.e (2011/12/13) and A2-L1 for the year 2014-15

· Certificate of Excellence from  CEO, Bharti airtel Ltd. ( Mr. Gopal Vittal) for  member of the airtel elite achievers club 2014 and Silver Recognition award from COO (Chief Operational Officer), NESA ( Mr. George Mathen) for 2012-13

· Within 4 Years of journey with Bharti airtel Family, got recognized  28 times with 32,000  KUDOS points on various KPI’s

Professional Experience: 
Dec-2017 to July-2018 with NORDUSK LED ( karuna Greentech Pvt Ltd )
Role:  Sr. Area Manager
Position:  Deputy General Manager

Zone   :  Upper Assam
Key Result Areas:
· Ensuring a healthy ROI for the business channel partners across the territories and was responsible for achieving the KPI targets of the Zone assigned either.
· Monitoring  whether the distribution channel is in place and the distribution KPI targets  are met .Ensure that  the sales systems are adhered to  in the cluster.
· Handling operation in assigned area and  accountable for cost management, sales volume and, revenues within the designated area. Enhancing the existing infrastructure for additional business opportunities.
· Maintaining compliance in the market with the legal norms of the industry.
· Functioning closely with other functions to ensure optimal growth for the cluster.
· Providing structured training opportunities to the sales team including distributors / retailers.
· Ensuring display drives and merchandising programmes to counter competitions.
· Planning daily activities and meeting of sales targets.
· Responsible for outlet expansion in the territory.
· Was responsible for the overall  business of the Zone.
· GIS based Distribution and Channel expansion/appointment/management in terms of working   guideline and Retail servicing.
· Close tracking of competition activities and proactive & reactive retaliation against all critical activities.
July-2015 to Dec-2017  with Reliance Communications Ltd

Role:  State Head
Position- Sr.Manager
Cluster:   look after the entire Nagaland State, 5 Districts of Upper Assam and few Territories of Arunachal Pradesh as well.. 
Key Result Areas:
· Ensuring a healthy ROI for the business partners across the territories.
· Effectuating norms of distributors, infrastructure, manpower, inventory, systems, processes and tracking on their implementation for better distribution in th entire cluster.
· Devising and ensuring successful new product launches  in the territory.
· Designing promotional strategies for the Modern Trade Channels across the territory.
· Training and development of newly recruit Pilot Sales Officers.
· Responsible for outlet expansion in the territory.
· Effective planning of Rewards and Recognition.
· Planning corporate seminars.
· Generating MIS reports on daily/weekly/monthly sales target and achievements.
· Ensuring complete knowledge of Product and Processes downloaded to the TSM,PSR,DSR,Channel partners and all related to the trade.
· Developing Territory Sales Managers on communication, negotiation and selling skills.
· Planning daily activities and meeting of sales targets.
· Trade and channel promo formulation /  Deployment of critical systems & processes to have continuous improvement of channel and team functioning.
Dec-2009 to April-2015 with Bharti Airtel Ltd
Role:  Zonal Sales Manager
Position:  Manager

Zone   : Bongaigaon/ Chirang/Kokrajhar/ Goalpara 
Key Result Areas:
·  Managing a cluster of Business Channel Partners and Territory Sales Managers. Ensure daily activity management by the TSM�s and team in the assigned   area.
· Activity Management: Maintain an activity management records for each Franchisee in the region and ensure regular updates to the Higher Management. Achieve the promoters and DSR�s activity and productivity target for the assigned area .Ensure that best practices are being followed at all times in all the outlets. 
· Appointing new SIM Selling Outlets: Achieve the target for Appointment of Distributor / Rural Distributor / Rural Direct Distributors in my Cluster. 
· 
Conceptualize and execute strategies to recruit franchisees through personal observation, tie-ups and alliances. Ensure Franchisees comply with the stipulated rules and regulations 
Manage franchisee expectations and resolve conflicts
.

· Ensure proper merchandising is maintained in the Franchise�s and branding as per the company�s specifications.
· Owned the most critical Zonal Performance parameters CMS (Customer market share) and SONA  (Share  of Net acquisition) on MOM basis.
·  Gross and net acquisition deliverables in terms of Prepaid business  and adding the pulsing base on a month on month basis.
· Primary revenue deliverable along with specific focus of contribution mix (paper Rcv�s/ lapu easy recharges) and SKU mix.
· GIS based Distribution and Channel expansion/appointment/management in terms of working   guideline and Retail servicing.
· Close tracking of competition activities and proactive & reactive retaliation against all critical activities.
Aug-2008 to Oct- 2009 with Kotak Mahindra old Mutual Life Insurance
Role:  Sales Manager
Position:  Manager
Zone   :  Jorhat/ Majuli/ Golaghat
Key Result Areas:

· Was Responsible for advisors Training, attrition , business lead generation....
· Recruitment of High Quality life advisors, sharpen up their skills post training, and lastly use to generatebusiness therefrom...
· Motivating the morale of the advisors in order to retain the performing advisors and give special training to average performers and provide them need based training..
· Developing advisors on communication, negotiation and selling skills.
· Ensuring complete knowledge of Product and Processes downloaded to Channel partners and all related to the trade.
                      Feb-2006 to Aug- 2008 with Melar Foods Pvt Ltd

Role:  Sales Officer

Position: Sr. Executive

Zone   :  Guwahati

Key Areas:
· Channel Partners onbaording,  

· Launch of new products and Demo kit distribution in canopies.

· Primary and Secondary Sale

· Work as per the PJP
· Branding and Merchandising
· ROI monitoring for every single individual related to the trade
· Maintaining 14 days of Stock norms in every Distributor/ and 7 days in retailers point.
Educational Background:
	Year
	Degree/Exam
	Institute / University

	2007

	PGDTTIM � Travel and Tourism industry Management

	Assam Institute of Management- Guwahati

	2005
	B.Com
	J.B College, Jorhat-  Dibrugarh University

	2000
	AISSCE
	Kendriya Vidyalaya Air force Stn Jorhat, CBSE

	1998
	AISSE
	Kendriya Vidyalaya Air force Stn  Jorhat, CBSE


Professional Reference : 
 Available on request.
Personal Details

Date of Birth:  18th Aug 1983
Marital Status:  Married
Fathers Name:  Mr.  D.S Deka 
*Current CTC
         :   13.80 lacs  (including 10℅ Variables) 
  Preferred Location   :    Jorhat, Nagaon and Guwahati Only
Date: 25/04/2021
Place:  Jorhat
