Sanshit Das
_______________________________________________________________________________________

Email:

rick_das2003 @ yahoo.co.in




Mobile:
+91 98258 05112
Address:
# 707. Krishna B-Wing, Jangid Complex, Mira Road (East), Mumbai _______________________________________________________________________________________

Objective: To Find a Position to exploit and develop the competencies and grooming obtained at a Premier University for the Mutual benefit of Organization, and Myself

Target Profile: Distribution/ Channel Sales, Area Marketing, Product Mgmt, Key Accounts Management
Sector / Industry Preference: IT/ Telecom, Banking & Finance, FMCG
Present Position ________________________________________________________________________

Territory Sales Incharge)







(Sept 04 – Present)

Hindustan Lever Limited.
Job Profile

· Business Development through Channel Sales
· Distribution Management, including Manpower (Sales Team) deployment, sales training, Infrastructure managements
· Logistics planning, Intermediaries management and Stock Replenishment at Dealer (RS) and Key accounts (Vijeta wholesalers), basically Catering to the Primary Targets of HLL
· Retail Sales Management
· Overall execution of Schemes & Promotion activities across territory
· Competition Analysis & MIS Reporting
· Merchandizing Implementation at Territory Level, Managing Sales & Merchandising Teams, Sales Trainings, Post-training evaluation


Reporting: Area Sales Manager
Team Size: 4 Distributors, 15 Sales Persons, 2 RSP’s, 3 Merchandisers 

Achievements: A project on the Mass Frabric Wash segment in and around the territory. Appointment of New RS (Redistribution stockists) for Bharuch & Narmada distt. Consistent achievement of Growth of approx. 15% in the region, among the best performers of HLL, West.
Employment History ____________________________________________________________________

Sales Trainee









(Sept 03 – Aug 04)

Hindustan COCA COLA Marketing Co. Pvt. Ltd, Mumbai

1) Business Development for GEORGIA Tea and coffee vending machine. 

2) Converting the leads from the call centre to business opportunity.

3) Generating own leads through cold calling and referencing.

4) Handling Distributor.

5) Generating prospective Distributor.

6) Co-coordinating the relationship between the distributor and the customer/client.

7) Tracing the competitor's move in the market and making plans for the counter attack. 

8) Accomplishment of the Targets with placement of Georgia Tea and coffee vending machine in Corporate as well as retail sector.

9) Reporting to Area Sales Manager 

Achievements: Some of the Key Accounts handled - INTEGRAL MEDIA SERVICES(IMS), SONY INDIA, NSE-IT, IVAX INDIA, APNALOAN.COM, SHAH PNEUMATICS, CARL ZEISS INDIA PTE. LTD., TATA INTERACTIVE SYSTEMS, BROWN OVERSEAS PVT. LTD., APC LEGENDARY RELIABILITY, OMCI, TUFAN INFOTECH
Project Experiences ____________________________________________________________

1. Holostik India Limited,






(2 Months)

New Delhi
To study and recommend on the Marketing Strategies for marketing Holograms in India by HIL and to make a survey on the awareness of Holograms in the market

2. Ford India Limited,







(2 Months)

Bangalore
To conduct and finalize a survey report on the demand for Ford Ikon Cars in Bangalore

Academic Qualification _________________________________________________________

1.
Master of International Business Administration (MIBA)
Specialization: International Business and Marketing
First Division, Year 2003
2.
BBM (Marketing)
First Division, 2001
Youth Activities _____________________________________________________

· Managing Blood Donation Camps, Indian Red-Cross (IMS BHU Branch), Participation in Inter and Intra-University Youth Festival as Volunteer, Volunteered in International Symposium
· Participated and won first Prize in Science Exhibition Conducted by REC Silchar
IT Skills  _____________________________________________________________________

· OS




Windows (9x/ 2000/ XP), UNIX

· Office Applications  


MS Word, Excel, Power Point, Outlook

· Programming 
 


Visual Basic 6, C, C++, JAVA Basics
· Database Applications


Oracle 8, MS Access
Personal Details _____________________________________________________

Date of Birth: 
16 Aug 1979

Marital Status:
Single
Permanent (Home) No.: 

03842 231228
Mobile No.:



+91 98258 05112
Alternate Mumbai Contact No.: 
+91 98203 62845/ 92244 09305
References _________________________________________________________

1) Ms. Priya Gupta: Manager (Performance Mgmt. System), Mahindra & Mahindra. 
Mob: 98699 09028, Email: GUPTAP-TK-PMS@mahindra.co.in
2) Mr. Aninda Banerjee: Manager (Staffing Specialist), Hewlett Packard (India). 
Mob: 98203 62845, Email: aninda.banerjee@hp.com
