VIRENDRA KUMAR 

Ph.08826302233, Email: virenmishra79@gmail.com

Management Professional: Assignments in Channel Management, Online Sales Management / Sales & Marketing / P & L Accountability / Operations / Administration with a dynamic, growth oriented organisation.


Professional Summary
An astute & result oriented professional with more than 14 years’ of experience working with Industries Like – Photography, Printing, Stationary, IT Software, IT Peripherals, Consumer Electronics, Electricals, Mobile, and many more with accountability of :

~Sales & Marketing 

~Business Development

~P & L Accountability
~Channel Management

~Process Enhancement 

~Profit Centre Operations
~Online Sales & Mkt.

~Key Account Management

~People Management

· Adroit in handling business development, identifying & developing new markets & client retention.
· Proven ability in achieving / exceeding targets, opening up new business in untapped market.

· Distinction of exploring new market for business growth and streamlining sales & marketing operations.
Organizational Experience
Since March’14 to  Monarch Innovative Technologies Pvt. Ltd. Delhi -   Zonal Manager (North).

Company Profile:
Monarch Innovative Technologies Pvt. Ltd. is a leading IT Software Solutions and IT Hardware provider to the following industries – Broadcast, Video and Imaging segment.
Achievements: Joined MITPL as a Zonal Manager for North India, I am responsible for working with a team to create and implement Sales strategy for MITPL. This involved recruiting BDE, TS and reseller partners, developing Joint Go To Market plans with them, reviewing these plans regularly and ensuring results. 
This involved working in a matrix organization with the Business Units and Sales, creating segments to cover the reach of the product and solution offerings and managing Channel conflict. We grew the MITPL channel contribution and over-achieved revenue targets consistently.

Job Profile: (Responsibilities)- Heading the North Zone Sales, Service and operations & leading team of  Professionals and Develop Sales plans and budgets to achieve or exceed the annual sales.
· To achieve the set targets in sales thru Dealers / Key Accounts & Channel expansion in North.
· Generate more revenue from premium products as well as AMC’s, Recharge, Content Packs and other Value Added Services, which will result in growth in profits.
· Launch new product, initiate below the line activation programs for entire range of product.

· Continuously track and monitor competitive intelligence and provide meaningful insights for proactive decision making on price, promotion and schemes.

· Evaluate and implement new sales techniques and strategies to increase the sales volume.

· To handhold Team in managing critical dealers and ensuring their retention.
· Ensure timely sales and collections & measuring receivables as per budget. Minimizing Overdue.

· To ensure that end user demand is created by ensuring End Users Meet, Retailers Meet and other promotional activities – Road Show, Exhibitions. etc.

Since August’08 to February 2014 Moserbaer India Ltd. -   As AM (Dy RSM).

Company Profile:

Moser Baer, headquartered in New Delhi, is one of India's leading technology companies and  world's second largest manufacturer of Optical Storage media. Recently, the company has transformed itself from a single business into a multi-technology organisation, diversifying into  Solar Energy, Home Entertainment and IT Peripherals, Consumer Electronics & LED Lightings.
Achievements: I joined MBIL as a Sr. Territory Manager for Uttrakhand was given UP also within a year got Excellent Performer Award. Then within a 2 year Promoted as Assistant Manager and transferred to Hyderabad to take care of AP and TN. I was responsible for working with a team of ND’s and team of MBIL to create and implement Sales strategy for MBIL. This involved appointing new Dealers and reseller partners, developing Joint Go To Market plans with MBIL Team, Dealers as well as ND’s Team and reviewing these plans regularly and ensuring results. By doing this exercise came to know about the distribution gaps and potential of special products and within few months AP and TN become No. 1 in India in Special Products Category and over-achieved revenue targets.
Job Profile: (Responsibilities)- Look after  UP, UK and Later AP & TN. 

· Achieving targets for Month, Quarter and Year. 

· Expanding the distribution in AP & TN and take care of the retail market as well.

· Managing availability for stocks at ND’s. By giving planning to the management.

· Tracking and Managing Sub-Distributors Inventory.

· Manage Promotional campaigns effectively.

· Analyse Market share & initiate course corrective actions.

· Plan and implement the Distribution Infrastructure in order to cover the entire market.  

· Improve and enhance the display of company’s products at dealers counter.

· Keep in touch with the dealers on regular basis and satisfy their queries and doubts. 

· Ensure availability of product literature with the field force and with the trade.

· Give prompt and regular feedback on competitor’s activities supported by copies of circulars, product literature, new schemes, and visit of senior personnel and also by monitoring competitor’s product sales. Such feedbacks to be given to NSM.

 August’05 to July’ 08 Intex Technologies (I) Ltd.  As Branch Manager (Delhi,  Guwahati (North East) & Uttrakhand.)
Company Profile:

Intex Technologies (I) Ltd. is a leading Mobile and IT Hardware company. Company had over 200 products , spread over 18 product categories: Personal Computers, Notebooks, TFT-LCD Monitors, Subwoofers, Cabinet, Keyboards, Mouse, Mobile and Invertors etc., 

Job Profile: (Responsibilities)

· Handling Uttrakhand by managing sales and service teams.

· Achieve sales and collection targets as well as all the administrative operations of branch.
· Managing availability for stocks by giving advance planning to the management.

· Tracking and Managing Sub-Distributors Inventory.

July’03  to July’05 with S G Martin Infoway Ltd. As Asst. Manager (Delhi)
S G Martin Infoway Ltd. is a leading IT Solutions company providing hardware and software solutions to the Companies. Its key areas focused at System Integration, administration, Support and maintenance, Enterprise Network Management, Security solutions, Application Development and Deployment. an Information Technology Service Provider Company. 
Key Result Areas

· Handle business operations in various Corporate as well as Channels, in Delhi and NCR. 

IT Skills
Office Automation
: MS Office, Internet & Email
Education
MBA (Marketing/Finance) from Tezpur university, Assam, India, 2003.

B.Com. (Comp.) from Osmania University Hyderabad, 2000.

Advanced Diploma in Computer Programming from CDAC, Hyderabad, 1999.

Personal Details 
Date of birth

-
10th February 1979.

Marital Status

-           Married.

Languages Known
-           English, Hindi.


Address

- 
Ghaziabad, Delhi NCR.

Other Achievement & Hobbies
· Played and won university championship of Foot Ball in team events category. 

· Six Sigma Yellow Belt Holder.

· Communicating with people and travelling.
Declaration
I hereby declare that the above written particulars are true to the best of my knowledge and belief.

            Sincerely Yours, 

Date:

            



   

                        (Virendra Kumar)

