Samit Chakraborty
Senior Managerial Assignments – Sales& Marketing / Business Development & Distribution Management

· Introduction: having experiences of 22 years in Sales and Marketing/ BD in India, Oman, Tanzania and Bahrain. A leader that can direct an organization in the conceptualization of a business strategy, development of an economic business case and execution of plan 

·  Skilled in effective sales and distribution, business partnership development, team building and mentoring
· Achievement till Dec-2019: 14 % growth over L/Y, 26 % average GP, 23 % Market share , Effective retail market penetration by RCM, Niche Market Operation, Project sales close rate 29 % by effective control, New product development  , Started Contract Manufacturing, Strategic alliance ,Pertaining  training programme , Introducing Balance score card  , Internationalization of products and all aspect of Financial, customer, internal process and learning and development.
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SAMIT CHAKRABORTY
E-Mail: chakraborty_samit@yahoo.co.in, tuskikoli@rediffmail.com , samitmuscat@gmail.com 
Mobile: +973 35509267.. Skpe  id:samit2481970
Senior Managerial Assignments – Sales& Marketing / Business Development & Distribution Management
Over 17 years of dynamic sales career, reflecting pioneering experience and record breaking performance in diverse industries
COUNRTY AND PRODUCT EXPOSURE
	Country
	Product Category
	Year
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	PLASTIC BAGS, PET PREFORM,PET JAR,PAPER CORE ,DISPOSABLE CONTAINER
	August 2018 to till Date
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	FMCG(food and Beverage),OTC,FMCD
	1996-2011/2016(oct) to August 2018
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	FMCG(food)/Home appliances
	2016
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	FMCG(Hygiene/Personal/Skin
	2011-2015
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SUMMARY
· A leader that can direct an organization in the conceptualization of a business strategy, development of an economic business case and execution of plan 
·  Skilled in effective sales and distribution, business partnership development, team building and mentoring
· Remain on the cutting-edge, driving new business through key accounts & establishing strategic partnerships & dealer relationships to increase channel revenue
· Expert in building sales models & holds vast knowledge of both, the market place, the capabilities & complexities of products
· Outstanding success in building & maintaining relationships with corporate decision makers and establishing large volume / high profit accounts with high retention & loyalty
· Exceptionally well organized with a track record that demonstrates self motivation, creativity & initiative to achieve both personal & corporate goals
· An excellent communicator with good people skills and the ability to analyze clients' needs & manage sales teams efficiently,
AREAS OF EXPERTISE
· Strategizing long term business directions of the region (business group) to ensure maximum profitability in line with organizational objectives
· Formulating strategies & reaching out to the unexplored market segments through feedback from the concerned branches by providing a systematic network plans
· Forecasting sales targets, driving sales initiatives to achieve business goals and managing the team to achieve them
· Managing channel partners, distributors and partners as well as pioneering a product sales and distribution program resulting in successful market penetration and major account acquisition 

· Devising marketing and sales strategies for identification and development of channel partners for business and performing various lead generation activities
· Utilizing client feedback & personal network to develop marketing intelligence for generating leads
· Developing relations with key decision makers in target organizations for business development 

· Providing necessary training to the Sales Teams regarding product presentation and customer management

PRODUCT KNOWLEDGE
· Big and small home appliances ,pasta /vermicelli/bakery yeast/Biscuit/wafer/chocolate/confectionery 
· French Perfume & Royal London Wrist Watch
· Skin Care, Hair Care, Hand Soap, Air Freshener, Body Soap & EDC

· Sanitary Napkin, Anti Stretch Mark Cream, Pickles, Pasta, Vermicelli, Coca Cola (India) Brand of Soft Drinks, Package Drinking Water, Tea and Coffee Vending Machine, Dry Cell & Flash Lights and Margarine
ORGANIZATIONAL EXPERIENCE

Middle East Traders BSC© Bahrain since March-2020 as Sales Head
Started Project Based Strategic Alliances with Qlite, of United Kindom

a global leader in LED lights, control and guest room management system.

Role:

· A strategic direction to set up a new portfolio to Middle East Traders with  Qlite (UK)

· Working closely with big projects like Ministry of Works/Municipality  for Askar and Zallaq projects

· Concentrating on major 20 projects in Bahrain

· Working closely with Builders , MEPs and Consultants

· Preparation of a big Led  lighting showroom in Khammis

· Taking care of Projects and Trade(Showroom and Van Route penetration)

· Cost and Price finalization

· Product development plan

· Ensure Gross Margin and run initial projects with better GP

Maskati Commercial Services BSC© Bahrain since 26th August 2018 to till date
Sales Manager

 Leading Manufacturer of plastic bags (LDPE, MDPE, HDPE), sheets, table cover, tapes, gloves, tray (PS & PP); manufacturing of pet preform, containers (PPT), bottles and cans (PET); manufacture of hygienic paper products including sanitary tissue and Disposable containers (PPT), Paper core
Role:

· Distribution of  all range of Products  throughout Bahrain—both the industrial/Projects  Clients  and wholesale/Traders

· Overseeing the entire gamut of tasks including marketing plan, client retention, research, utilization of manpower, costing and pricing, performance evaluation and review

· Assessing the scope of new product development  and achieving top & bottom-line objectives

· Responsible for stores for smooth distribution.

· Product development plan.

· Ensure Gross Margin
· Training and Re training

· Internationalization of product(Activated KSA, and planning 9 more countries by 2020)
Major Achievement: FY 2018-19 in Bahrain
· Started Contract Manufacturing-Avg 8k BHD/Month revenue generation
· 14 % growth over L/Y, 26 % average GP, 
· Introducing Balance score card to finalize strategy considering our internal and external factors.

· New product development -PP disposable container for retail penetration-Avg 10k BHD/Month revenue generation within 6 month

· Retail Market by Route to market operation-
· Internationalization of products(KSA market development) 22 k BHD/Qtr Revenue generated , Plan to enter 9 other international locations by 2020, expecting avg 30K BHD / Month additional revenue generation.
· Won Municipality contracts for next 4 years in trash bag.- Avg 30k BHD/Month Revenue generation 
Ravi foods Ltd.India ,since 24th Nov-2016 to August  15th  2018
Sr.Area Sales manager

Products: ‘DUKES’ brand Biscuits, waifer, chocolate , one of the leading brand in India 
Role:

· Managed the functions of 191 SKUs , 18 super stockiest, 187 distributors and volume of 2.5 crore INR/month.
· Interfaced with Depot Sales and Distribution Team for ensuring correct pack mix and validating the primary plans 

· Assured stock availability as per plans and monitor depots & retail outlets

· Tracked the supply chain metrics like forecast accuracy and ensured profitable gross margin

· Coordinated with various suppliers and local transport requirements with Depot.
· Handled all agreements with Modern Trade Team and carried out discussions with all retail chains regarding commercial terms & conditions

· Involved in establishing the system and process for RTM

· Monitored the sales and profitability for hypermarket, institution, retailers and whole seller.

· Ensure Profitability, Gross margin 
Market leaders ltd(Jaber Group) ,Dar es Salaam-Tanzania since 4th feb-2016 to Oct-2016
Marketing manager

Products: WESTPOINT appliances the French giant in home appliances and   leader in big and small appliances, 
Selva brand pasta and vermicelli 
 Saf instant bakery yeast, most renowned brand in East Africa.
Role:

· Distribution of consumer goods throughout Tanzania—both the division(home appliances and food)
· Overseeing the entire gamut of tasks including procurement of materials, marketing plan, client retention, research, utilization of manpower, costing and pricing, performance evaluation and review

· Assessing the scope of taking new agencies and achieving top & bottom-line objectives

· Responsible for WESTPOINT service center and working out  AMC(annual maintenance contract) to make the service center a profit center.
· Responsible for stores for smooth distribution.

· Product development plan.

· Ensure Gross Margin

Al Faisal LLC, Sultanate of Oman since Jan’14 to jan 16’
Business Manager - Distribution Division
[Products: Perfume like Police, Palzelari, Kim Kadarshan, Momo Design, SPPC and Royal London Wrist Watch]
Role:

· Establishing a new division for distribution of consumer goods throughout the Sultanate of Oman

· Overseeing the entire gamut of tasks including procurement of materials, marketing plan, client retention, research, utilization of manpower, costing and pricing, performance evaluation and review

· Assessing the scope of taking new agencies and achieving top & bottom-line objectives
Achievements:

· Augmented revenue by 18% and market share by 11% through:

· Implementation of pricing strategies and expansion of distribution channels

· Diversified offerings, initiation of van route and focus on inventory and cost of goods sold

· Product segmentation for general trade, institution and pharmacy

· Product development, accuracy forecasting and product mix

· Timely dispatch of goods, cluster marketing, range selling, proper positioning of product, customer feedback analysis, etc.
· Developed strategic and operational sales plans which resulted in 18% increase in overall sales and 3%+ in  gross margin

· Amplified customer base by 13% through effective relationships, customer retention plan, quantity purchase scheme, segmentation of product category, etc.
· Identified target markets and established successful plans to develop them, thereby bringing in additional revenue worth OMR 12000 in institution sales. 
· Developed a new system for generating sales leads which was implemented across the organization and resulted in a 25%  improvement in sales performance during special festive time like EID
· Led a team of 6 Sales Executives & Asst. Managers in a promotional campaign called Marketing Impact Team in different occasions
· Trained and developed a team of more than 50 new field Sales Executives
Riyam Investment & Trading Est. LLC, Oman (Dr. Omar Zawawi Group) from Jan’11 – Jan’14


Sales Manager (Oman)
[Products: Manufactured Goods: Al Kuff Liquid Soap, Reem Liquid Soap, Bahja Multi-purpose Liquid Soap, Reem Air Freshner, Touch Body Deo Spray, Reem EDC, Sparkle Hair Shampoo etc.]
[Trading Goods: Levenia Body Lotion and Talc, Pompia &Revedor EDC, Jo Body Soap, Splash Body Soap and Lotion]
Role:
· Managed the functions of 120 SKUs which handled manufacturing and trading goods

· Interfaced with Depot Sales and Distribution Team for ensuring correct pack mix and validating the primary plans 
· Assured stock availability as per plans and monitor depots & retail outlets

· Tracked the supply chain metrics like forecast accuracy and ensured profitable gross margin

· Coordinated with various suppliers for imported items and local transport requirements

· Handled all agreements with Modern Trade Team and carried out discussions with all retail chains regarding commercial terms & conditions
· Involved in establishing the system and process for RTM

· Monitored the sales and profitability for hypermarket, institution and company owned showrooms
Gufic Biosciences Ltd. (Consumer Product Division), Eastern India, based at Kolkata from Nov’09 – Dec”10
Zonal Sales Manager (East—Bengal / Bihar / Jharkhand / Orissa)
[Products:  Shapers Sanitary Napkin, Acti-slim Sanitary Napkin, Stretch Nil Anti Stretch Mark Cream and Roll-on Cold Rub Oil]
Role:

· Achieved the regional sales human resource objectives by recruiting, selecting, orienting, training, assigning, scheduling, coaching, counseling, and disciplining employees in assigned states / districts

· Planned and reviewed job contributions, compensation actions, policies and procedures

· Delivered regional sales information and recommendations for strategic reviews

· Determined the regional sales system improvements and implemented the changes

· Set-up the sales objectives by creating a sales plan and quota for districts in support of national level goals.
· Suggested new product lines by identifying opportunities, product, packaging and service changes.
PREVIOUS EXPERIENCE

Nilon’s Enterprises Pvt. Ltd., Bengal, Sikkim, Bhutan based at Kolkata as Area Sales Manager (State Head-Bengal) from Sep’08 – Oct”09(India’s no 1 brand in pickles, vermicelli and sauce)

Bengal Beverages Pvt. Ltd(Authorised Bottler of Coca Cola—Bengal)., Kolkata as Area Sales Manager from Sep’04 - Aug’08    (Coca Cola, Thumps up, Sprite, Limca, fanta, Minute maid juice, Kinley Bottled water(consumer and Bulk pack)

Matsushita Lakhanpal Battery Ind. Ltd., Kolkata& North Bengal as Area Sales Supervisor from Jun’01 - Aug’04(Novino and Panasonic brand, leading Dry cell and flash light from Matsushita japan)

Bharat Margarine Ltd., Kolkata as Sales Officer from Jul’99 - May’01(Spredit Brand margarine, most popular brand in India)

Dhara Aurvedic & Herbal Industries, Kolkata as Sales Representative from Aug’96 - May’99

TRAININGS ATTENDED

· “Managerial Leadership & Team Effectiveness” Management Development Programme (MDP) from IIM-Kolkata

· “Managerial Training” from Coca-Cola 

ACADEMIC DETAILS

· Masters In Export and Import management (one year) from National Institute of Business Management, Trivandrum in 2016

· Executive Masters in Business Administration (Marketing) from National Institute of Business Management, Trivandrum in 2006

· Bachelor of Commerce from Andrews College, Kolkata, University of Calcutta in 1993

IT Skills: MS-Office and Internet Applications 
PERSONAL DETAILS 

Date of Birth: 


24th August, 1970

Present Address: 



Permanent Address:
Block L-2, Flat No. 1, Regent Estate, Kolkata - 700092, West Bengal, India

Languages Known: 
English, Bengali and Hindi

Driving Licence:

GCC and India

Samit Chakraborty

Skill Set





Strategic Planning


Business Development


Sales & Marketing


Channel Management


Product Promotion


Strategic Alliances & Partnerships


Team Management











