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Professional Brief
· Approx. 17 years of Sales & Marketing experience in Electrical Industry.
· Products Handled-Wires & Cables, Wiring Devises-Switches Accessories & MCBs
· Experience in exploring and Channel Sales & developing new markets, Distributors & Dealers, accelerating growth & achieving desired sales goals.
· Proficient at analyzing market trends to provide critical inputs for business development initiatives and formulation of selling & marketing strategies. 
· An effective communicator with excellent relationship & team management skills. 

Career Highlights

DELTON CABLES LTD                                                                         1st Jan. 2019-Pressent

General Manager-(Sales & Marketing) Pan India	                                                                                    

Sales Management (Channel & Institutional) & New Business Development
Channel Management
Branches Sales team Management & Recruitment	
Sales & Production forecasting
Budgeting, P&L

PLAZA WIRES PVT. LTD				          	           May 2017-Dec. 2018
	
Assistant General Manager-(Sales & Marketing) North & Central India 

· Responsible for sales operation and growth in the regions through Channel Sales (Dealers & Distributors).
· Meets regional sales & financial objectives by forecasting requirements; preparing an annual budget; scheduling expenditures; analyzing variances; initiating corrective actions.
· Establishes sales objectives by creating a sales plan and quota for the branches in support of national objectives.
· Maintains and expands customer base by counseling branch sales representatives; building and maintaining rapport with key customers; identifying new customer opportunities.
· Accomplishes sales and organization mission by completing related results as needed.
· Forecast Monthly, Quarterly and annual profits.
· Identify hiring needs, select and train new Team mates.
· Analyze regional markets trends and discover new opportunities for growth




HAVELLS INDIA LTD				           			Jan 2010-May 2017

Sr. Sales Manager (Product Head)-Wire Division-Delhi & NCR

· Managing sales and marketing operations and accountable for increasing sales growth.
· Implementing sales promotional activities as a part of brand building and market development effort.
· Conducting detailed market study to analyze the latest market trends, tracking competitor activities and providing valuable inputs for fine tuning the selling & marketing strategies.
· Evaluating performance & monitoring channel partner sales and marketing activities.
· Mapping territory to identify new customer groups to increase market share.
· Devising & effectuating competitive sales programs/strategies to improve the product awareness and ensure enhanced brand visibility.
· Initiating to understand & tracking customer attrition that helps developing market plan, increase market share, customer relation.
· Recruiting & monitoring sales team to ensure efficiency in sales operations and meeting of individual & group targets with zero attrition.  
· Building attitude & training field force regarding the activity plans for organizational commitment creating a healthy work culture for streamlining processes to ensure smooth functioning of sales operations.

Notable Accomplishments
· Have taken Wires sales to next level from 3 Cr. to 14.5 Cr per month under stiff competition and appreciated by CMD. 
· Increased Dealers and Distributors network along with Healthy Retail segment in unidentified areas. 
· Established 1st position of branch in all India ranking. 
· Successfully Implemented MOP with growth over each subsequent year.

FINOLEX CABLES LTD 		           			       April 2008 to Jan 2010

Manager Sales (Delhi, Chandigarh and Western U.P.) 

· Building strong channel for all sales operations that helps increasing sales growth. 
· Identifying strong & reliable channel partners for future network development. 
· Evaluating performance & monitoring distributor sales and marketing activities.
· Identify new customer groups for adding additional value of market share.
· Identifying prospective institutional accounts from various sectors for business excellence.
· Initiating/developing relations with key decision makers in target organizations for business development in pre-sales negotiation stages.
· Recruiting & monitoring the team to ensure efficiency in sales operations and meeting of individual & group targets.
· Tracking sales team activities in market for gaining more and building attitude in each member of team for creating a healthy work culture to ensure smooth functioning of sales operations.



Notable Accomplishments 
· Established & taken the branch amongst the top three branches pan India basis with the help of sales team.
· Got 1st position as a branch in Jun 2009 for sales growth in all India ranking. 
· Formulated a very strong retail connect. 


SCHNEIDER ELECTRIC INDIA PVT LTD. 		          Jun 2004-April 2008

Territory Manager – Sales – Delhi, U.P. & Uttrakhand, April’ 06–April’ 08
Sr. Sales Executive – Delhi & Noida, Jun’ 04–March’ 06

· Identified & developed channel partners for achieving business volumes consistently and profitably. Evolving strategies & activities to achieve desired business objectives & implement recognition campaigns for enhancing motivation.
· Managed sales and marketing operations, ensuring accomplishment of set business targets; conducting presentation.
· Establishment of market network with specialization in Modular Switches, Home Automation system, Switchgear, Cable Management System & Other Electrical Accessories.
· With respective Customers, Architects, Consultants, Builders, and Contractors.
· Formulated strategies & reached out to the unexplored market segments/customer groups for business expansion and to target the projects.
· Identified prospective clients, generated good business from the existing & new clientele, thereby achieving business targets.

G-Kon Electricals Pvt. Ltd  	                       		           	        May 2000 – April 2002

Sales Executive (Western UP & Uttrakhand)
· Responsible for Primary & Secondary Sale in territory, Meeting Specifiers, Conducting BTL, Sites Visits             
· Retail Channel Expansion, New Product Launching, 
· 100% Achievement of Primary & Secondary Targets.  

PROFESSIONAL CREDENTIALS

MBA –Marketing & Finance from IPEM Ghaziabad, UP in the Year 2004
 
ACEDEMIC HIGHLIGHTS

B.Com passed from M.J.P. Rohilkhand University, Bareilly, UP in the Year 2000
Intermediate passed from U.P. Board in the Year 1997
High School passed from U.P. Board in the Year 1995
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