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product development| sales & marketing | business development | turnaround management
ROI-driven leader with expertise working with Executive team to identify, evaluate, and execute growth rationale to drive profitability while focusing on operational excellence, reducing costs, driving standardization & streamlining business processes in FMCG sector


An avant-garde Professional, with 10+ years and a penchant for providing leadership in Sales & Marketing, Distribution, Channel Management with P&L ownership, with focus on topline & bottom-line performance resulting in outstanding year on year growth. Expand footprint, enhance Brand and create successes backed by an understanding of business as a value creator, solutions mindset, driving a high-performance work culture. Respect & leverage Human capital by motivating, mentoring and leading cross-functional teams
FMCG Categories Handled: Biscuits, Atta, Confectionery, Juices, Frozen Food, Edible Oils, Personal Care, Household Care, Perfumes, Cosmetics, Ready to Eat, Chips

Brands Managed (Sales & Distribution): Sunfeast, Bingo, Candyman, Ashirwad, B Natural, Vivel, Fiama (Soap & Body wash), Engage (Perfume & Deodorants), Dona (Edible Oil), MasterChef (Spices & Frozen food)

LEADERSHIP STRENGTHS
· Seasoned Sales & Distribution Professional with consistent record of delivering extraordinary results in growth, revenue, operational performance and profitability

· Immense experience in handling and promoting sales, identifying business potential in untapped areas through appointment of new channel partners, developing & executing high-growth programs as a part of market development 
· Excellent understanding of business dynamics, with ability to drive business resulting in revenue growth, market share and penetration. Adept at maintaining relations with stakeholders, developing effective plans for new business opportunities

· Outstanding skills in interacting with clients, suggesting viable solutions, cultivating relations with them for securing repeat/referral business, ensuring quality delivery of products to them
Core competencies include:
( Profit Centre Operations ( P&L ( Growth Catalyst ( Business Process Re-engineering ( Strategic Alliances (  Dealer/Distribution Management ( Business Excellence ( Marketing & Promotions ( Retail Management ( Stakeholder Management (  Human Capital 
CAREER PROGRESSION
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Oil & Rice Category Manager                                                                                                                              Since 1/2023
·  Develop comprehensive strategy and influencing business decisions as a member of the key strategic group - formulated plans for business growth, evaluated initiatives, financial projections and expansion of opportunities for rice & oil category.
· Handling business of ~100k MT Oil sales per annum with a sales team of more than 100 on role sales Team. 
· Coordinating with the Supply chain & Production teams for demand planning and ensuring continuous availability of products throughout the year.  
· Synchronously work with the marketing team to understand consumer behavior/product positioning, designing marketing campaigns ATL & BTL.

· Build Category understanding based on market intelligence, customs valuations, imports, competitiveness, etc.

· Mentor, coach and motivate the Sales team for performance enhancement coupled with regular training for excellence in all operations.
Rice Category Manager |Ghana                                                                                                                                Since 8/2021
· Design & execute rice category strategies for the company to deliver business (~43MN USD) via a team of six RSM and a sales force of ~100 People.

· Responsible for P&L and Sales & margin Objectives for the category.

· Integral role in coordinating with the Supply chain & Production teams (Packing Plant Operations) to ensure continuous availability of raw material & finished goods.

· Identify potential local milling opportunities in the country and build the local rice category.

· Coordinate with the rice desk and ensure the continuous availability of raw material.

· Responsible for Category Range Expansion by strategizing the NPDs. 

Highlights:

· Converted Credit business on cash.
· Increased the distribution for rice category in ~17,000 Outlets & sold 45,000 MT of Rice.  
· Managed to end the year on Profit irrespective of volatile currency & economy condition.
Mewah Group | Ivory Coast
 






 

            




Since 10/2019 to 8/2021
National Sales Manager
· Execute growth strategies for the Business (20 Mn USD) to deliver volumes via team of 8 and 70 distributors
· Pivotal role in rationalization of clients facilitating only those clients on board fetching revenue for the organization
· Maximize sales opportunities, proactively creating new opportunities, developing & managing relationships with Channel Partners, internal & external stakeholders to develop business 
· Devise key metrics and measures for the Business Performance. Investigate performance drivers, root causes of process inefficiencies and developing new processes for improved performance
· Interface with appropriate regulatory bodies for obtaining permissions, approvals etc.
· Support LOB head in positional decisions by monitoring & assessing competitors’ activities, market changes/trends
· Direct cross-functional teams using interactive and motivational leadership spurring the workforce to willingly give 110% effort and loyalty. Living the culture and leading by example
Highlights:

· Pivotal role in reducing credit days from 90 to 55
· Facilitate Business growth from 18K metric tons in ‘18~’19 to 29K metric tons in ‘19~’20


Olam International Ltd. | Mozambique

 











Since 01/2018 to 09/2019
Area Sales Manager
· Spearhead edible oil and soap business worth 4 Mn USD in Mozambique. Additionally, handling Modern trade via team of 6 resources. Instrumental in developing 4 new markets from scratch to build up

· Oversaw the total business operations, leverage entrepreneurial ability and skills in translating corporate vision, to overcome complex business challenges and deliver high decisions, positioning of value-added solutions

· Capitalized on unique in-market opportunities to drive qualified sales leads, increased local market brand awareness and a platform for thought leadership.
· Accelerated business unit revenue by taking reins to elicit peak performance, realigned staff basis their skill set, added disciplined operations procedures, and reinforcing team
Highlights:

· Best employee in 2018 for over achievement of targets and service delivery par Excellence including different LOB’s


ITC Ltd. | New Delhi

 






 








Since 07/2015 to 12/2017
Area Manager - Central, East & North and Ghaziabad
· Handled institutional food business for all categories (Atta, Noodles, confectionery, chips), worth USD 36 Mn via a team of 6 and 19 Distributors across Delhi
· Planned, formulated & implemented marketing strategies & promotions to increase market penetration, launch new products and drive revenue & profitability

· Facilitated and developed system for accurate forecasting by appropriately managing reserve level by SKU’s. Responsible for the visible availability of 200+ SKUs at 10K outlets in region

· Managed all potential sales opportunities including distribution strategies, new market development, and product segmentation; coordinating with key decision-makers to ensure sales growth in accordance with company guidelines 
· Training and development of a team of 5 Area Executives and approx 65 sales representatives


ITC Ltd. | Goa

 






 









Since 11/2011 to 06/2015
Area Executive
· Responsible for primary and secondary turnover of USD4 Mn. Accredited for appointing 5 new Distributors, increased the ITC footprints in 14 new markets
· Liase and coordinated with Merchandising agency for all the promotional activities
· Led the research, development and implementation of marketing strategies and tactics that meet overall objectives, enhance organization’s reputation and core values, and drive competitor advantage
Highlights:
· Gave highest growth in Premium category portfolio for consecutive 2 years (’12 ~ ’14)

· 5 times “Outstanding” rating, highest in yearly Appraisal. Got promotion every 2 years basis the performance


EDUCATIONAL BACKGROUND

· Master’s in Business Administration [International Business] [Bhartiya Vidyapeeth Deemed University] – 2011
· Bachelors in Computer Applications [Institute of Technology & Sciences] - 2009
· Proficient using MS Office suite and basic internet applications
PERSONAL DOSSIER
Date of Birth: September 4th1988 India
Linguistic Ability: English, Hindi, French (Basic)


~ References and verifying documentation furnished upon request ~
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