RESUME

Adding value to the organizational practices and growth from my own learning experience.

NILAMADHAB DWIBEDY
B-404, Shiv Triveni Galleria, Plot No. 13, Sector 8, Sanpada, Navi Mumbai, Maharastra
And
HIG–U/03, Netaji Subhash Enclave, Gadakana, Chandrasekharpur, Bhubaneswar, Odisha
Email:   nildwibedy1@gmail.com 
Cell Phone No. : 09819425472, 09321738187

BRIEF OVERVIEW

· Expertise in Market development, Sales planning, Execution and Manpower management.
· Effective in utilizing resources, improving processes, increasing quality and reducing cost.
· Strong exposure and understanding of business strategy, planning and implementation.
· Strong expertise in troubleshooting.

PROFESSIONAL EXPERIENCE

FUTURE RETAIL LIMITED                                                    October 2015 to till date
Store Manager, Mumbai

GULF OIL LUBRICANTS INDIA LTD.                           December 2014 to October 2015
Area Business Manager, Odisha

SHELL INDIA MARKETS PVT. LTD.                                March 2013 to December 2013
Indirect Channel Accounts Manager, Agra

TOTAL OIL INDIA PVT. LTD.                                          September 2008 to March 2013
Sr. Area Executive, Bhubaneswar, Orissa

TOTAL OIL INDIA PVT. LTD.                                        January 2007 to September 2008
Sr. Area Executive, Gwalior, MP

RELIANCE INDUSTRIES LTD., MUMBAI                    February 2005 to December 2006
Retail Outlet Manager (Mumbai Territory)

SUPREME INDUSTRIES LTD., MUMBAI                              May 2000 to February 2005
Sr. Sales Executive (Mumbai Region.)
                                                                                                                                           

KEY PERFORMANCE AREAS ---- (FUTURE RETAIL LIMITED)
· Responsible for Business Development, implementation of company’s strategies, manpower management, coaching and handling of store operation in the assigned stores in Mumbai. 
· Sale forecast, performance monitoring, product sales analysis, profitability, timely evaluation of team.
· Planning with & implementation of sales and marketing policies.

KEY PERFORMANCE AREAS ---- (GULF OIL LUBRICANTS INDIA LTD.)

· Responsible for Business Development, implementation of company’s strategies, manpower management, man power coaching and channel management in the state of Odisha.
· Sale forecast, performance monitoring, network analysis, profitability, timely evaluation of sales team.
· Planning with & implementation of sales and marketing policies with the team and ensure to achieve the targeted volume in the entire state with the optimum utilization of promotional budget.
·  Achievement of sales volume, turnover, cost management by the line of business and targets against market potential in the trading area.
· Monitoring of depot inventories, outstanding, support utilization through regular audits.
· Personal supervision of team and their performance to increase efficiency. 
· Responsible for control of stocks, reduction of slow moving and non-moving inventories and minimization of product loss in handling/storage.
· Appointing and short listing of new franchisee and distribution set ups in the state if applicable. Replacement of non-performing franchisees is also one of the major challenges in the job profile. 

KEY PERFORMANCE AREAS ---- (SHELL INDIA MARKETS PVT. LTD.)
· Responsible for Business Development, implementation of company’s strategies, man power management, man power coaching and channel management in 12 western districts of UP.
· Beat or route wise sale forecast, performance monitoring, market expansion through storming and monitoring of brand building activities.
· Review of business plan with distributors & DSRs, tie-up plans, marketing & brand building activities with Field Marketing Representative & their team.
· Training and coaching of the entire team and timely monitoring to enhance competence level to increase efficiency.
· Achievement of sales volume, turnover, cost management by the line of business and targets against market potential in the trading area.
· Monitoring of inventories, outstanding, support utilization through regular audits.
· Planning of sales, direction to marketing team to make the plan easily achievable through CRM or local level activities, 


KEY PERFORMANCE AREAS ---- (TOTAL OIL INDIA LTD.)
· Responsible for Business Development at the assigned territory level (10 coastal districts of Orissa and earlier 10 districts of Gwalior sales area).
· Sales forecasting for the territory and performance monitoring through regular market developments & expansions. 
· Conducting regular territory level meetings with Area Officers for reviews & corrective action.
· Achievement of sales volume, turnover, cost management by the line of business and targets targets against market potential in the trading area.
· Personal supervision of team and their performance to increase efficiency. 
· Organising camps and meets to increase market awareness and penetration.
· Planning and forecasting of sales, monitoring inventories and also market outstanding   at distributor level.
· Fixing sales and growth strategy with each team member in every month and review it in the beginning of next month.



KEY PERFORMANCE AREAS ---- (RELIANCE INDUSTRIES LTD.)

· Sales forecasting for the territory and performance monitoring through regular audits.

· Training of company and dealer staff on new processes and operation modules generated by the company.

· Conducting regular territory level meetings with Key Managers, Key Accounts Managers for reviews & corrective action.

· Organising promotional activities for fuel and merchandise sales and ensuring their successful implementation.
· Responsible for Business Development at the assigned territory level.
·  Achievement of sales volume, turnover, profits, cost management by the line of business and targets on market share in the trading area.
· Responsible for established norms for customer satisfaction and employee satisfaction, retention of identified customers and enhancement of customer life-time value
· Customer acquisition of Fleet Services, improving productivity of assets and timely augmentation.
· Strengthening brand salience and brand equity through above-mentioned measures.
· Responsible for control of stocks, reduction of dead inventories and minimization of product loss in handling/storage.
· Appointing and short listing of new franchisee and dealer outlets in the area.



PROFESSIONAL ACHIEVEMENTS

· Ranked amongst top 5 in all India contests of Kara NPR, Think Skin, Tasty Treat and Clean Mate sales from 2016 to 2019 in several occasions. 

· YTD growth of 19% had ensured the incentive trip to Australia in the financial year 2014-15 in Gulf Oil as the only State Head from India.

· Consistent growth over historical since 2009 and grown in Bhubaneswar sales area by 53% till March 2013. I have won three incentive trips (One to Dubai and Two to Thailand) apart from financial gain during this tenure.

· Record achievement of 55% growth from historical in 2008.( Total Lubricants )

· Rated very good in the year 2006. (Reliance Industries)

· Maximum no. of OTPs [five] in Raigad district in six months (Nov-March 2006) (Reliance Industries)

· Record appointment of eight dealers within a span of six months (Jun – Nov2006) (Reliance Industries)

· Responsible for achieving overall market shares of Diesel sales by 133% in financial year 2005-2006. (Reliance Industries)

· Won first prize as the best performer during 2003-2004. (Supreme Industries.)



PROFESSIONAL QUALIFICATION

National Institute of Sales, New Delhi 	 	(1996-1999) 
Post Graduate Diploma in Sales & Marketing (PGDSM)

National Institute of Information Technology, New Delhi 		(1995-1996)
“COMET” 

ACADEMIC

· Utkal University, Orissa 	 		1995
		Bachelor of Science with 1st class honours (Graduation)
· CHSE Board, Orissa 	 		1992
		Intermediate Science with 1st Class (+ 2)

Date of birth 	01-06-1976


REFERENCES:   	Can be provided as and when required.
