SUSHEEL KACHROO
    Contact: 91- 9810429603, 7410044414
       Email: susheelkachroo@yahoo.co.in 
SENIOR EXECUTIVE SUMMARY
· Leader with strong track record of performance, build value across markets in high paced B2c/B2b organizations
· Dynamic FMCG professional with experience in PnL, AOP, General management, Sales & Marketing, Business Development, Startup, SCM, Key Account and Relationship Management
· Presently working with Jain Farm Fresh Foods Ltd. as Head Sales (GT/Institutions - India & MT - North)  
· Ability in organizing, interpreting & communicating market information/data to facilitate decision making process
· Skillfully managing all aspects of Concept Selling, Account Management, Customer & Channel Sales, Channel Development and Expansion Planning, Sales Management, Logistics, Execution of Promotion Strategy and MIS
· Excellent analytical & interpersonal skills with demonstrated relationship management abilities
CAREER GROWTH PATH

May’17 – Till Date


Jain Farm Fresh Foods

Head – Sales (Pan India) 

Nov’13 – May’17



LSAPL (Vaidhraj Group)

Head – S&M (Pan India)

May’06 – Nov’13



Reliance Retail


General Manager– S&D (Pan India)

Mar’05 – May’06



Nutrine Confectionery Coy
Asst. General Manager– Sales (North)


Nov’97 – Apr’04 / May’04 – Mar’05
Godfrey Phillips


Area Sales Manager / Manager– Sales

Feb’95 – Dec’96 / Jan’97 – Nov’97
Eternit Everest


Sales Officer / Area Sales Executive

Apr’90 – Sep’90 / July’94 – Feb’95
Procter & Gamble Godrej

Sales Representative / Sales Officer
                                                                           KEY SKILLS
Sales Management/Business Development

· Focused approach in achieving volume & value growth for the organization through meticulous, robust monitoring, coordination with team & channel partners. Exploring new avenues for growth through expansion into new geographies especially rural areas which are highly emerging markets for business growth.
Multi Product handling/New launches

· Efficiency in handling multi category products, launching of new brands through proper planning, effective utilization of resources & Implementation of Out of Box solutions to gain volume & value share.
Supply Chain Management

· Effective end to end Channel supply chain management with focused approach and monitoring to ensure implementation of systems & processes as well as timely redressal of any complaints.
Team Management/People Development

· Exhibit leadership skills to provide vision & motivate team to achieve business goals through delegation, team bonding, individual skill development, enhancement of knowledge & out of box solutions.
Customer Centricity/Promotions
· High aptitude towards “Customer Centric” approach. Have always been prompt in satisfying customer needs and solving customer issues on timely basis. Expert in planning and execution of field promotion activities.                                                                                                      
Business Analysis/Reporting

· High analytical skills to analyze business scenario, data analysis of self & competitors and effective utilization of the same to formulate & implement business strategies to augment volume & value growth, turnover & m/share.
Key Account Management
· Good expertise, knowledge and experience in handling Key accounts i.e. Modern Trade, B2B sales and B2C sales.
OCCUPATIONAL CONTOUR
(a) Since May 2017 with Jain Farm Fresh Foods Ltd. (a subsidiary of Jain Irrigation Systems Ltd.) as Head 

      Sales (Pan India)
Job description & Accountability:
· JFFFL having offices across globe is world's largest Mango/Onion processor & Asia best full-fledged Spice plant.

· As part of core team - Accountable for setting up end to end distribution network and formulating AOP of General Trade, Institutional business Pan India & Modern Trade for North Zone.

· Promoted w.e.f. 15th May 2019 to lead the Institutional & FS business vertical at Jain Farm Fresh. 

· Coordination with all the teams from backend to front end of JFFFL and COCA COLA INDIA. 

· Effective launches of JFFFL range of Frozen, Ambient, Dehy Onions & Valley Spices and COCA COLA INDIA products –Vitingo, Aquarius Glucocharge, VIO & Minute Maid 100% Juices.

· Identified and appointed CFA’s and created Distribution strength of +250 and Super Stockist strength of +35. 

· Responsible for achieving M/S, Distribution, Visibility & Sales objectives for the company. 

· Conceptualizing, implementing and tracking/analyzing of consumer promotions.

· Reporting and representation of the sales and marketing function in senior management committees.

· Involved in Training & Development of Pan India field force & introduction of SFA programme.

· Accountable for Recruiting, Developing, Mentoring & Leading teams.

(b) Nov’13 – May’17 with Lalvat Sanasthan Ltd. (Vaidhraj Group of Companies) as Head Sales (Pan India)

      Significant Contributions & Achievements:
· Heading family owned company and reporting to the Managing Director, accountable for managing sales and marketing activities in order to meet the Company's objectives for business retention, growth & profit objectives.

· Oversee end to end conventional General trade, e- commerce & own online business of the group (+115 Cr) involved in Brahmrishi oil Lalvat, Astrology book Bhagyadarpan & Beauty/Wellness products. 

· Formulating ABP for General trade, MT, Institutions & e-commerce biz with various marketing inputs.

· Managed National team comprising of Head MT, RSM’s, ASM’s, SO’s, Coordinators, MIS & Logistics. 

· Also worked as a Business Consultant for a start-up family owned company GMK on the verge of getting professionalized & having strong vision for future brand building. Developed & launched Spices range of +100 consumer & VAP consumer packs from scratch & started utilizing facility for 3rd party vendor packing.

(c) May’06 – Nov’13 with Reliance Retail Ltd as General Manager S & D (Pan India)

Significant Contributions & Achievements:
· Achieved revenue of Rs 250 Cr through multiple initiatives.

Sales & Operations – FMCG Food & Non Food Private Labels (Reliance Home Products div)

· Handled Delhi Private Label sale, worked with central category & suggested consumer program/vendor selection.

· Launched Reliance Direct to Consumer business in Pilot cities of India. Appointed 1532 FMs & 5198 CMs thus achieved 132% of FM & 134% of CM appointment target & Sales crossed 132% and Rs 3332/- respectively. Trained RHPL including 3PR teams on Systems management, route planning, on time deliveries, Inventory management, customer engagement, payables/receivables management etc.
Sales & Operations – Head Staples Pvt. Label (Ranger Farms Stores, General & Institutions)
· Opened 43 Ranger Farm Cash & Carry Stores business with a M/S of 85% to the Store revenue. Touched GT trade, Hotels, QSRestaurants, Caterers, Food and Non-food Traders & Institutions.

· Launched FMCG (Foods) Private Label “KITCHEN GLORY" in 21 cities across 9 States. Developed a network of 44 Super Stockists, 115 Stockists & 1 Franchisee for Institutions backed by a motivated Sales Team within 3 months on advance of Rs 3.4 Cr against market norms of credit.

· Interaction with RSSSatsang, Q.S.R.s & major Air caterers. Regular follow-ups with Purchase team.
· Launched brand "Kitchen Glory" & loose staples in 35 Hypers & 5 major Institutions within 3 months.
Sales & Supply Chain – Head Agri Staples (Reliance Fresh Stores)

· Opened +120 Reliance Fresh stores in NCR, Achieved staples revenue of Rs 130 Cr & GM of 12% which contributed to 30% to the total Sales. Vendor & Line Fills were at + 95% both in Branded & Private label.
(d) Mar’05 – May’06 with Nutrine Confectionery Company Ltd. as Asst. General Manager Sales (NORTH)

Significant Contributions & Achievements: 


· As a P&L head of North attained a volume growth of 116% (Rs 12 Cr to Rs 26 Cr) & M/S from 10% to 27%.

· Realigned territories, created N1 & N2 concept & increased distribution network by 80% (86 to 156).

· Handled Key accounts Big Bazaar, Spenser’s, Railways etc. & designed / executed promotions.

(e) Nov’97 - Mar’05 with Godfrey Phillips India Ltd. (Phillip Morris) as Manager Sales 

Significant Contributions & Achievements:
· Revenues grew by 70% (Rs 152 Cr to Rs 263 Cr) and M/S from 69% to 87% & R/S from 29% to 37%. 

· Successfully implemented promotions to achieve high level of awareness, trials and conversions like - Retail Reward & Prime Time Programme, Magna Prachar, Street plays etc. 
· Micros grew from 18 M to Rs 26 M in-spite of neck breaking competition from GTC & Bidi existence.

(f) Feb’95 – Nov’97 with Eternit Everest Ltd. (ACC of India) as Area Sales Executive 

Significant Contributions & Achievements:
· Revenue grew from Rs 2.5 Cr to Rs 3.9 Cr, maintained good relations with partners & end specifiers.

· In addition to Sales, handled independently company go-down which catered to Greater Punjab area.

· Rated No. 2 Sales Officer in North for year 1995 & No.1 for the year 1996.

(g) Apr’90 – Feb’95 with Procter & Gamble Ltd. (earlier Godrej Soaps) as Sales Officer      

Significant Contributions & Achievements:
· Commenced career in Godrej Soaps Ltd. as Trainee Sales Representative, steered sales in Punjab/UP locations & rose through promotions to be TSO. Maximum volume handled – Rs 3.2 Cr.
· Successfully established new brands including ARIEL powder, GANGA soap etc.

SCHOLASTICS

· B.Sc. MBA  

· MDP courses from IIM (Lucknow) & XLRI (Jamshedpur)
· Well versed with MSOffice/ Internet applications – Course conducted by NIIT (Chandigarh) 
NOTEWORTHY TRAINING / CONTRIBUTIONS
· Appointed as trainer in Godfrey Phillips for In-house programs for improvement of various skills e.g. Leadership skills, Planning/Analytical skills, Conflict management & resolution, Negotiation skills & Objection handling etc.                                                            

· Honored by Jain, Reliance, Nutrine top management for planning, executions, systems & Business growth.
PERSONAL DETAILS

Address
:
House No. E/18, NHC. Dwarka Extn. New Delhi – 110059 (INDIA)

Languages

:
English, Hindi, Kashmiri, Punjabi and Urdu
Passport No

: 
Z 3143060

Skype id

: 
susheelkachroo
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