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	Career Overview


Sales & distribution professional with 24 years experience in FMCG, Apparel & Footwear industry. Skilled at leading teams to penetrate new markets to achieve organizational revenue goals and increasing sales volume and profitability. Proficiency in implementing RTM transformation, building distribution network, wholesale and recruitment & training and development of team members.
	Skills & Competencies


Strategic Thinking & Planning, Innovation, prioritization, Drive for Results, leadership, Coaching & Motivation, Collaboration, functional excellence, business acumen, passion. Analytical, Share understanding, problem identification, new business development, distribution management, category management, forecasting, channel management, key account management, Super stockist operation, cost & discount planning analytics, RTM-Route-To-Market. Rural Operation super stockist
	 Professional Experience


Dec-16 – Present                  Aqualite India Limited                                                                          Delhi
The company, incorporated in 2004 is involved in manufacturing footwear in Non Leather footwear category catering through 500+ distributor network on pan India. Brands- Aqualite & Leads.
Assistant General Manager (Delhi, Haryana)
· Handling business volume of INR 36 Crores PA; delivered 22% growth FY 2017-18 across each category EVA/PU/DIP achieved AOP by 110%
· Set up sales & distribution framework by appointing 5 distributors 
· Implemented successfully Field Assist Sales Automation program  to drive secondary in retail 
· Increases Numeric Distribution from 650 to 1258 with FA Sales Automation tool to make better outlet mapping at distributor level to maximize distribution
· Effectively used FA for tracking SKU penetration TLSD ,Strike Rate ,Productivity & LPSC at retailer level getting right insights to drive product mix at sub-category wise making better mix of business 
· Planning monthly sales meeting with sales people, delivering- MSP (Monthly Sales Plan) to achieve set targets 
· Monitoring Team's performance and motivating them to achieve targets basis Field Assist Analysis on Sales & Distribution KPI
· Manage, develop, coach, control & motivate the sales force to develop their skill to deliver their KRA
· Effectively mapping of the sales team for the assigned geographies
· Successfully launched NPD as per calendar to target outlets and gained 10% sales from NPD
Sep-15 –Nov 16   Rite Pac India Pvt. Ltd.                                                                                       Delhi
The company, incorporated in 2004 is involved in manufacturing confectionery, chocolates, wafers & salty snacks. Brands-Kiwi Fun Pop, Bomb blast, TanaTan, Chippys.
Regional Sales Manager (Delhi)
· Handled business volume of INR 15 Crores PA; recruited & appointed 14 frontline sales people & 12 distributors
· Set up sales & distribution framework by appointing 12 distributors 
· Formulated & Implemented core system & processes for smooth business tracking and reviewing KPI
· Appointed Super Stockiest for each zone to cater entire Delhi metro in more focused approach
· Increased numeric distribution by increasing direct coverage outlets from 1500 to 3500

Feb-14 – Aug-15   Brandis Manufacturing & Marketing Pvt. Ltd.                                        Bengaluru
 The Startups was incorporated in 2010 in the apparel and accessories space, owns 2GO Activewear men’s and women’s sports apparel and Beyouty – a lingerie brand.
Zonal Sales Manager (Delhi, Haryana & Chandigarh, UP West)
· Spearheaded entire gamut of sales & Distribution operations for Delhi, Haryana and Chandigarh 
· Responsible for all trade channels and strategic implementation in Startups Organization
· Controlled  business volume of INR 2.4 Crores PA; recruited & appointed 8 frontline sales people in zone delivering 32% MOM growth
· Placed sales & distribution framework in zone by establishing 11 distributors & super stockiest 
· Implemented SS (Super Stockist) Model, adding 7 new towns in Haryana & UP West. 
· Captured space in weighted category outlets & Groomed 64 preferred dealers in Delhi, additional 2 distributors in Delhi, 3 in Haryana, 1 in Chandigarh along with 2 super stockiest in Haryana & UP West.
· Ensured with responsibility of building distribution, coverage, BTL activities & overall market access business
Apr-94- Dec-13    PepsiCo India Holdings Pvt. Ltd. (Frito-Lay Division)                             Gurgaon
A global food and beverage leader 
Key brands –Lays, Kurkure, Uncle Chipps, and Cheetos in western salty snacks and Lehar Namkeen in traditional snacks also Quaker Oats in breakfast category.
Area Sales Manager (Delhi, Haryana Punjab & Uttar Pradesh West)
· Managed business volume of INR 36 Crores P.A. registered 72% growth over the previous year, recorded as highest growth in the country in FY 2011-12 
· Handled metro, urban and rural towns, drove business volume, value and other sale/ distribution parameters 
· Implemented Sale & Distribution structure, RSA appointment for future growth of territories 
· Created and executed ‘Hub & Spoke Model’ for  rural penetration by appointing 11 Super Stockist in Haryana and replicated the same by appointing 18 SS in UP West with 6 direct and 65 indirect reports 
· Performed RTM transformation by creating separate wholesale vertical in North & East Delhi resulting into price hygiene, wholesale expansion from 251 to 372 
· Increased small pack contribution from 28% to 42% at the back of effective discounting and increased wholesale engagement 
· Managed rural structural development, added 471 new towns in Haryana and 572 towns in UP (West) 
· Identified distributors, appointed 11 sets of Super-Stockists in Haryana with 6 direct and 72 indirect reports and 18 in Western U.P with  6 direct and 62 indirect reports
· Penetrated new towns taking the total to 572, driving 118% growth and ND% (Numeric Distribution) from 12% to 37%
· Increased SKU penetration from 17 to 42 and stock share from 73% to 93% in Q4 2013 for the entire region resulting in 
· Achieved effective town restructuring through right stockist sizing, and building right infrastructure in retail (space at retail through racks) 
	Awards & Recognition


· Awarded as Best People Manager – All India level 
· Won Share War Award 
· Received Asia Pacific Ring of Honor award for ‘Best Area Manager’ (All India)
Earlier position-Senior Sales Executive, Sales Executive, Sales Trainee (1994-2006)
	Academic & Trainings


· Bachelor of Science
· The Coaching Manager
· I-Excel by TMI
· I-Lead Workshop by TMI
· Analytical & Estimation Skills
· Swift India NIIT
