                                                                             CURRICULUM VITAE
                                                                                        Yogesh Kalra
9023346565
Email id:yogeshkalra864@gmail.com

[bookmark: _GoBack]To achieve excellence in the field of Sales Operation Distribution thereby seeking for a challenging professional career utilizing acquired skills that enhances my professional/ technical knowledge.

PROFILE SYNOPSIS:
· More than 9+ Years successful years of experience in with Support & Sales Operation Profile Sales Forecasting and Sales Planning [International/Domestic]. Support with recognized strengths in problem-solving, implementing proactive procedures and systems to avoid problems in the first place.
· A dynamic professional experience in Sales, Cost Sheets, Revenue Generation, Customer Retention, Leadership, Process Management, Process Improvement, Client Relationship Manager & Team Management
· Formulating and implementing strategies to improve performance / revenue and profit in assigned portfolios.
· Leading a team for running successful process operations develop and maintain internal controls, setting benchmarks and giving feedback on data performance and recommended actions. Demonstrated leadership skills in escalation case to resolve critical issue of the team member. Identifying potential areas and allocating work among the team member. Mentoring subordinates by involving them in decision making. Maintaining pleasant work environment and cohesive work relationship to facilitate performance.
· An effective leader with distinguished abilities in end-to-end process management, motivating team members to maintain challenging targets, ensuring that individual, departmental and company objectives on targets and compliance are met.
·  Introduced various ideas for the growth of the process and the team.
· Proven skills in managing teams to work in sync with the corporate set parameters & motivating them for achieving business and individual goals.
· An effective communicator with good presentation skills and ability to establish strong interpersonal relations with seniors and cross-functional groups in the organization


CAREER CONTOUR:

Professional Experience Summary: 	Overall Experience of 9 + years with Sales operation & Development
Current company and Job Profile:          	23rd Sep 2019 to Present
Company:                                                 	VIVO INDIA PVT LTD 
Designation: 				Assistant Manager MIS Retail Management – National office 


· I focus mainly on Retail Strategies and promoters Managements, along with coaching my sales team 
PAN India but I have the opportunity to improve internal process, create sales enablement tools and build 
And manage various nation-wide projects from the ground up.

· Implementation of Sales Systems &processes. Ensure Capturing of Secondary & Tertiary Primary market share &   to analysis business growth needs.
· Development, Pilot & Development of alternative service Models (DSR, Contests, and Incentive Program etc.)
· Management of sales system masters i.e. Retailer, Salesman, Outlets, and Coverage etc.
· Prepare & execute plans for NPD launches, Distribution& visibility excellence & trade marketing schemes.
· Prepare Incentive plans for field team & timely execution of incentive disbursement.
· Expansion of distribution in line with brand guidelines – new OLs, new channel, etc. Talent management - Manpower Planning, Recruitment, Training and Development, Coaching & Mentoring and ensure annual / quarterly training calendar.
· Successfully provide Induction & Training of New Year KPI & Sales Application.
· Engage with different stake holders within the organization which act as input drive on the overall health check of 
Business performance.
· Prepared the Qr. And Yearly Incentive Plan and Auditing Score base on National KPI’s.
· Handling North Sales MIS Team provides the solution on timely.
· Provide effective analysis on business key performance indicators KPI which act as enablers for critical 
       Decision making.
· NPL Planning and execution 
· Analyzed different and salary structure for sales promoter across PAN India.
· Traveled to various cities across India to provide support and training to the state Manager and to analyze the market
· Managed vendor and agencies for major national level events
· Created database & capture market data by gathering data about consumers, competition and market conditions
· Measured the effectiveness of training through sales and productivity 
· Analyzed data and finding into understandable tables, graph and written reports
· Prepared report and presented result to management both on state and national level
· Pushed the national promoter’s productivity to grow from 2018 to 2019
· Plan for band wise salary structure along with cost analysis and a career path for ground level sales force.
· Preparation of a proper standard to evaluate team on the basis of performance and paying them as per 
Standard 
· Consideration of industry standards and formulation on the same.

TOP VBA/ Promoters (Sales force) Management:
· Handling Promoters PAN India and converting average performing VBAs to be in the race of Top VBAs by focusing on their sales target an way of achieving them
· Creation of TOP VBAs group and interaction with them for market updated and feedback a single platform through group.
· Creation of Champions Club in order to have categorization of VBAs and giving them benefit and to motivate to be part of topmost club

Projects:

· FACEBOOK LEAD MANAGEMENT SYSTEM: Lead Generation is happening through Lead App that is integrated to FB App.
· WHATSAPP MANAGEMENT SYSTEM: Lead Generation is happening through what’s App that is integrated to what’s App.
· SMS SERVICE PROJECT: During the lockdown time, the customer’s footfall has decreased drastically in market.
Need of a platform for our potential customers to connect with us, Customer sends his <STATE> <PIN CODE> via         SMS to   provided number the nearby retailer call to customer and closed the lead.
· Dream Journey: Rewards and recognition being organized in a foreign location followed by ultimate experience for promoters

CAREER CONTOUR:

Professional Experience Summary: 	Overall Experience of 8 + years with Sales operation & Development
Current company and Job Profile:          	3rd June 2019 to 23rd Sep 2019 
Company:                                                 	Samsung India PVT. LTD (Manpower India Pvt Ltd)
Designation: 				Associate MIS  


Current company and Job Profile:          	Nov 2017 to 31st May 2019 (1.6 Years)
Company:                                                 	Pernod Ricard India PVT. LTD 

Designation:    Data Analyst MIS | Sales & Development Operation |
North India: - Delhi | Haryana |Punjab |J&K |UP |UT |HP |Chandigarh |Rajasthan| 

Work Profile:
	
· Implementation of Sales Systems &processes. Ensure Capturing of Secondary & Tertiary Primary market share &   to analysis business growth needs.
· Development, Pilot & Development of alternative service Models (DSR, Contests, and Incentive Program etc.)
· Management of sales system masters i.e Retailer, Salesman, Outlets, Coverage etc.
· Prepare & execute plans for NPD launches, Distribution& visibility excellence & trade marketing schemes.
· Prepare Incentive plans for field team & timely execution of incentive disbursement.
· Expansion of distribution in line with brand guidelines – new OLs, new channel, etc. Talent management - Manpower Planning, Recruitment, Training and Development, Coaching & Mentoring and ensure annual / quarterly training calendar.
· Successfully provide Induction & Training of New Year KPI & Sales Application.
· Engage with different stake holders within the organization which act as input drive on the overall health check of 
Business performance.
· Prepared the Qr. And Yearly Incentive Plan and Auditing Score base on National KPI’s.
· Handling North Sales MIS Team provides the solution on timely.
· Provide effective analysis on business key performance indicators KPI which act as enablers for critical 
       Decision making.

Tool Excellence
· Identification of need for new features basis need of the market & business.
· Implementation & adaptation of new feature via Trainings, Market working & sample surveys.
· Integration of existing smaller systems to build a strong one integrated system.
Business Reporting
· Creating the roadmaps for smooth & disciplined plan for boost reports.
· Execution& creation of various sales campaigns for retail & on trade outlets.
· Implementation & creation of various sales dashboards, Secondary &tertiary tracking dashboards, Market share analysis etc.
Training Needs
· Active Participation in every training module i.e. Induction, Brand knowledge, Behavioural needs, MS office , Tool Training, Productivity enhancement, KPI’s etc.
· Work with BM’s, TSM’s & Regional Heads for effective implementation of HO driven initiatives.

Achievements: -
People development and training

· Training and Tracking of 3rd Party Manpower.
· a. Conduct periodic SE trainings with the objective of standardization of KPI’s & improve KPI scores of 3P teams.
a.  Regular publication of dashboards.
a. Weekly – Tertiary reports.
b. Monthly – SE KPIs status, Productivity parameters (Calls, coverage, time spent).
c. MIR data usage for improving business – Analyze MIR reports and come out with actionable to improve MS.
d. All Marketing assets to be captured in tool – Marketing assets deployed by PRI and competition to be captured via tool.
e. Outlet segmentation – Revised outlet segmentation to be done for all states of North for on and off Trade.
Recruitment and induction – Plan recruitment and induction of manpower recruited.
      

Previous company and Job Profile:         	Nov 2014 to Oct 2017 (2 Year 11 Month)
Company:                                                 	Reliance Communication Ltd.
Designation:                                             	Senior Executive MIS
Work Profile:
· Managed the assignments of (Customer Service, Sales & Marketing) process of PB HR.
· Part of centralize resource for MIS.
· Prepared the Business Report for 25 Sales Staff and 500 Promoters.
· Tracking and analyzing of daily sales and marketing offers.
· Coordination and day to day follow up and with different teams to ensure timely flow of MIS.
· Keep on maintaining relationship with Distributor’s time to time when required.
Draft general reports on performance and targets of team members as well as ensure that they exceed the targets.
· Responsibilities for preparing daily APR, operation headcount, Sales wise Over KPI Payout TL wise and Am wise, Manager wise KPI & Performance.
· Centralization of Reports from different circles PB HR to a single center.
· Coordinating or effectively interact with Operation & different support team with the circle spokes for centralization.
· Monthly Sales Planning and Feasting Weekly and Monthly Basis. 
· Handling Incident, Change and Problem Management
· Tracking Outage and Availability report.
· Adding new sites/hosts/services to monitoring and decommissioning the old devices
· Looking after Data-management for new sites & alarm verification in surveillance.
· Monitoring Open Calls on daily basis and their earlier closure along with Analysis/MIS including gap finding/corrective action plan. Maintaining > 5 days Open Job % in single digit. 
· Looking after Infra Operation & Maintenance for all three Operators-Airtel, Vodafone & Idea for 2200+ sites for Haryana.
· Maintaining dashboards as per daily& weekly. Like Target Achievement for all KPI, PST , Retailer & Distributor Balance Report. , Market Visit Report Performance etc.(All reports based on Branch, CSM, Distributor & Retailer Wise.)

Previous company and Job Profile:   	July 2011– To Oct 2014 (3 Year 3 Month)
Company:                                                 	VIDEOCON TELECOM 
Designation:                                            	MIS Specialist

Work Profile:
· Handling All sub vertical approval, follow -up with the different vertical, travel expense and service request management. 
· Sending MIS Reports to Our HOD’s Like (Marketing Department, Sales Department, customer Care & Ops Department etc. 
· Handle escalated calls/mails, complaints, questions, and queries, received from MD/COO/Chairman Top Management, DOT, TRAI.
· Draft general reports on performance and targets of team members as well as ensure that they exceed the targets.
· Generating and monitoring various reports and MIS to control TAT and quality of complaint daily.
· Maintaining dashboards as per daily/ weekly & monthly requirements.
· Preparing monthly presentations of the Appellate Function.
· Preparing the Customer Visit to Resolve customer’s issues and retain as well. 
· Keep on maintaining relationship with the customer time to time when required. 
· Downloading Merchant data from our system database & ensuring timely delivery and accuracy of all reports 
· Ensure deliverables (Daily, Weekly & Monthly MIS Reports & Dashboards) are repaired to satisfy the project requirement cost and schedule.
· Excellent in, MS Excel (Hook-up, Lookup, lookup, Pivot table & Pivot charts, Charts, Data validation & Scenarios.

SKILL SET: 
· Package:	             		MS Excel, Advance Excel MS PowerPoint, MS Word.
· Web Technology:		Good knowledge and understanding Internet and Search Engine Tools
· Data Base:			MS Access, Power BI

ACADEMIA

· BBA From PTU
· 12th HBSE BOARD 
· 10th HBSE BOARD 

PERSONAL DOSSIER
Date of Birth		:  3rd Oct 1991
Father Name		:  Late Subhash 	Chander					     
Languages Known	:  English, Hindi	
Marital Status 		: Married	

Date: 									 Signature   ( Yogesh Kalra) 
											
