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AN OVERVIEW

Dynamic career of over reflecting pioneering experience and 18 years success in achieving revenue & business growth objectives. Extensive experience which require deep understanding of critical business drivers in multiple markets across domains Viz., Garments, Textile, Apperels Retail. Skills in building and maintaining relations with key corporate decision makers. Established large volume, high profit accounts with excellent levels of retention and loyalty. 

Successfully managed and mentored cross-functional & matrixes teams across assignments; acknowledged for recruiting and developing leaders with an equal desire to win. Qualified Masters in Management - Marketing, which seeks to leverage experience and business acumen as well as learn from accomplished peers, while continuing to work in the industry. Well organized with a track record that demonstrates self-motivation, entrepreneurial ability, creativity, and initiative to achieve corporate goals.


AREAS OF EXPERTISE

Strategy Planning 
     Organic Business Growth

Retail & Distribution Expansion   Client Engagement
 MBO, EBO Stores
 


Seeding Early Stage Products


P&L / ROI Accountability

New Initiatives / Set-ups


Product Promotions & Launches


Retail & Franchisee Management
Channel Management
Mentoring / Training

People Management 
Proficiency Matrix

Sales & Marketing / Business Development / Retail Sales, B2B, Corporate sales
· Managing the distribution channel and implementing aggressive sales strategies to support existing and new market segments through network of distributors & dealers.

· Implementing promotional activities in coordination with external agencies to spearhead product launch, brand promotion & event management initiatives.

· Identifying and networking with prospective clients generating business from existing accounts and achieving profitability and increased sales growth.
I have good communication skills and Presentatations skills, Good team player, Good knowledge Retail operation.

Forecasting annual, monthly, sales targets, handling promotional activities 

Branding & Promotion

· Implementing promotional activities in coordination with external agencies to spearhead product launch, brand promotion & event management initiatives. 

· Ensuring maximum brand visibility and capturing optimum market shares. Developing volume estimations for the unit with product pricing computations.

Channel Management

· Actively developing new dealers & distributors, expanding existing network, evaluating performance & monitoring distributor sales and marketing activities.

· Forecasting retail trends and indenting stocks based on market needs ensuring optimum availability of products across all the Channels & stockists.

Client Relationship Management

· Mapping client’s requirements, identifying improvement areas & implementing measures to maximize satisfaction levels. 

· Ensuring continuous interaction with the customers to make sure that area of concern can be worked upon for improved service levels.

· Managing customer centric operations and ensuring customer satisfaction by achieving delivery timelines and service quality norms.
Team Management
· Conceptualising and developing training & development initiatives for improved performance, productivity, etc.

· Conducting meetings for setting up sales objectives and designing / streamlining processes to ensure smooth functioning of sales operations.

Career Contour

Present working in JG Hosiery pvt ltd ZSM-Sales & MKTG. Present HQ: Hyderabad, 
 from May 2018 
To monitor sales force and achieve business targets, taking care of Sales & Distribution, Corporate sales, General Trade, MBO stores also, for Exploring Major Channel sales,  
MBO Stores, Ensuring all Towns every outlet awareness. Manage the sales, programme, Increase the customers base revenue targets, Creating and minting excellent relationships with clients, And pitch products according the to their needs send quatations,Business activities with discussion with customers with their requirements And customise the offer, Follow up potential customers, Handling the clients accounts, Conducting visibility and merchandise planning for general trade and modern trade outlets Ensuring visibility across all outlets through merchandisers and ensuring that information on every product details are available with each retailer. We are creating new business, We are Conducting and rolling out promotional activities along with circle marketing and distribution team to launch and to monitor effective output of distributor and retailer schemes/ promotions/ contests being run to promote the products and services of the company. Arranging team training basis on the changing requirement of industry and organization formulating effective and updated MIS, Appointment & Mapping of Distributors. Mainly concentrate Collections, reviewing various channels to ensure maxim. width & depth in distribution for our Products. Analysing scheme for Competitors activities information business. I have very good Distributor network pan india market. Implementation of all category and sales operation plans my territory. Building good team give training, concentrating secondary sales.Monthly wise meeting mainly weekly business discussion. Every month 100% target achieved, 100 secondary sales also done my team, I reporting to VP sales,
Crystal Clothing Pvt Ltd working as Zonal Sales Manager Dec ’2010 to till April 2018  HQ: Hyderabad 
Products: Innerwear.
 Managing entire Pan India India Channel Sales & Distribution.
Managing Supers & Distribution, Sales team, Co ordinate with marketing team also. 

Managing MBO Stores, Distribution of Company’s Retail Division through a team of ASM, SO, 
Channel Appointment, Engagement, deployment of staff, ensuring desired collages, 
I personally visited new clients for institutional sales, Business agents Yearly budgeting plan, regular touch with my RSM new business plan. Exploring various Channels to increase width & Depth of distribution,  Manage the sales and marketing retails operations and accountable for the budgeted sales (top line and bottom-line  growth)Learning & Development Management with career planning and maintaining Retention of manpower. Exploring new markets and to expand the distributor infrastructure and appoint new partners in untapped markets. Reviewing Team and Distributor performance and taking corrective action for improvement. Maintaining distribution and reach pressure width and depth wise at Retail, Modern trade and Institution.  Managing supply chain of the channel partners and ensuring adequate stock norms, Manage the sales programme, Increase the customers base revenue targets, Creating and mainting excellent relationships with clients, And pitch products according the to their needs send quatations,Business activities with discussion with customers with their requirements
Vilan Apparels Worked Regional Sales manager from Nov 1999 to Dec 2010  
(Product- Innerwear, Denim, Shirts, Trousers, Women swear
Worked in Four zones totally domestic market products launched through distributor’s network, Time to time collected collections, handling team, daily report to Director.

Worked in Wipro Consumer care Ltd As area sales manager, From Aug 1997 to Nov 1999

Retail Operations
And customise the offer, Follow uo potential customers, Handling the clients accounts
Responsible of sales and operations EBO”S my territory. Driving overall Business Development,   Operations, Revenue Generation & Profitability, Mapping store wise sales performance & developing presentations for franchisees & pre-season/flash collection booking, Coordinating merchandising activities like window display in tune with market profile, thematic in store display, effective visual impact for higher conversion & maintain a high-end store image, Planning & implanting infrastructure, renovation & expansion in stores
Marketing 

Forecasting monthly / annual sales targets& driving sales initiaves to achieve business goals and managing team to achieve them,

Handling promotional activities, & In shop promotions’ for enhancing market visibility conducting competetors analysis by keeping abreast market trends, Proactively involved in customer interection and extensive feedback management to ensure gigh level of customer service and satisfaction.

Planning Strategic 

 Formulating business plans to achieve organizational objectives
Supervising complete operations to achieve the business goals, operating profits & cost efficiencies

Education

· MBA – Mktg. (Full Time), From Nagarjuna University 1995-1997
· B Com –Commerce (Full Time) From Andhra University 1992 to 1995
Personal Details

Date of birth



: 02-08-1973
Language Proficiency
: English, Hindi, Urdu, Telugu,

Marital Status


    : Married
Residence Address      : P-47, KDGO Colony, Gurunanak nagar, Vijayawada-8

Thank you sir

Mohammed Khadar

DGM-Sales

Knowledge


Start-up & Growth Management 


Strategy Planning & Execution 


Operations Management 








Personal Traits


Driven to Succeed and Excel 


Skilled in Building Organizations 


Seasoned and Effective Communicator 











