
NeerajMishra(B.B.A,M.B.A)

8624814598(Alt)
mishra20987@gmail.com

AcademicCredentials:

•MBA-MARKETING–SMU
Mumbai(2013)

•B.B.A-DNCNAGPURMH(2008)

•HSC-NAGPURBoard,MH(2005)

•SSC-NAGPURBoard,MH(2002)

AREAOFEXPERTISES:

 STOCKIST
 DISTRIBUTOR
 DEALER(M.B.O)
 KEYACCOUNT
 SHOPINSHOP
 INSTITUTION

PersonalProfile:
•DateofBirth -20th-Sep-1987
•Sex -Male
•Nationality -India
•MaritalStatus -Married
•PassportNo -*******

PermanentAddress:
•Nagpur

Strengths:
•ProactiveandHardworking.
•Leadership.
•Confidence&Positiveapproach.

Hobbies:
•Singing&Listeningsong
•ReadingBooks

Language:

 English
 Hindi

 Marathi

CareerObjective:
WorkingasanAreaSalesManager,whereIhavedevelopedmyskillsandIam greatly

enjoyingthisrole.Iam alwayslookingforanewchallengethatwillprovidemewiththe
opportunitytofurtherdevelopmycareerinsales&marketing,andsalestraining.
IbelieveIwouldfitwellintotheanycompany’steam cultureandcontributetothe
ongoingsuccessofthesales&marketing.

CoreQualification:
 Adeptinmanagingentirelifecycleindevelopment/introductionofnew brands

includingproducttype&qualityassessment,merchandisingandvisibilityplans,
marketsurveys,etc.atregionallevels,collaborations& tie-upsforestablishing
primary&secondarynetworks.

 Interactwithoutletssalespersonstoknow theterritorymovementofthebrand,
availability,productpromotionanddisplayofthebrand.

 Conductpromotionalactivities
 Proficientinallaspectsofenduserandchannelsales
 Abilitytoimplementcost-effectivesalestechniquestoboostrevenue.
 Adeptatdevelopingstrategiestocreateacompetitiveedge 
 Solidcommunicationsandmotivationalskills
 Handlingateam of6+Salesperson

KeySkills:
 AccountManagement
 Merchandising&SpaceManagementforKeyCustomers
 Qualityofsales-Hygiene(monitoringofoutstandingetc.)
 BusinessDevelopment
 StrongClientRelations
 AchievementofTargetBusinessVolume(HitMonthlySalesQuotaforTerritory)
 EffectiveImplementationofMarketingPrograms
 Team Development/CompetenceDevelopment
 IdentificationNewerMarketsandBusinessOpportunity

Achievement:

 Re-organizedsomethingtomakeitworkbetter
 Identifiedaproblem andsolvedit
 Comeupwithanewideathatimprovedthings
 Developedorimplementednewproceduresorsystems
 Workedonspecialprojects
 Receivedawards
 Beencomplimentedbymysupervisororco-workers
 Increasedrevenueorsalesforthecompany
 Savedmoneyforthecompany
 Savedtimeforthecompany

 Contributedtogoodcustomerservice
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WorkExperience:

Rupa&CompanyLIMITED
SinceAUGUST-2020-TILLDATE

A.S.M.(Channel/Trade)
Area-Maharashtra(Nagpur)

BRANDS(RUPAFRONTLINE,JON,MACROMAN,HUNK,SOFTLINE)

PRODUCTLINE-MENSGARMENT

RolesandResponsibilities:

AchievingSecondaryTargets,Meetingassignedprimary&secondarysalestarget.
HealthyinventorymaintenancetoensureDemandsupply.
MarketExpansion
Identifyinguncovered/potentialmarket&creatingoutletbase.
Frequentlyexperimentingwithnewideastoimprovemarketpenetration.
Mustbeabletoanalyzethecurrentmarkettrend&movementofstyleranges.
Mustbeabletotrain&co-ordinatewithS.O.&D.S.Osregardingmovementofallstylerangesthat

theywillbeabletodemonstratethesametoretailers.
Distributor’sDailysales,stockreplenishment,paymentfollow-ups&regularfeedback.
MarketingTeam POPinstallation,moduleallocation.
CommercialTeam -Reports,billingdetails,paymentstatus,TA-DA,incentiveschemes,targetvs

achievementstatus.

LOVABLELINGERIELIMITED
SinceAPRIL-2019-MARCH-2020

A.S.M.(Channel/Trade)
Area-MUMBAI+GUJRAT

BRANDS(LOVABLE)

PRODUCTLINE-LINGERIE

RolesandResponsibilities:

 AchievingSecondaryTargets,Meetingassignedsecondarysalestarget.

 HealthyinventorymaintenancetoensureDemandsupply.

 MarketExpansion

 Identifyinguncovered/potentialmarket&creatingoutletbase.
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 Frequentlyexperimentingwithnewideastoimprovemarketpenetration.

 Mustbeabletoanalyzethecurrentmarkettrend&movementofstyleranges.

 Mustbeabletotrain&co-ordinatewithA.S.E.&D.S.Osregardingmovementofallstyle
rangessothat theywillbeabletodemonstratethesametoretailers.

 Distributor’sDailysales,stockreplenishment,paymentfollow-ups&regularfeedback.

 MarketingTeam POPinstallation,moduleallocation.

 CommercialTeam -Reports,billingdetails,paymentstatus,TA-DA,incentiveschemes,target
vsachievementstatus.

ACTOSERBAACTIVEWHOLESALEPVT.LTD
SinceOct-2017-MAR2019

B.D.E(Channel/Trade)
Area-VIDARBHA+CHATTISGADH

BRANDS(zivame)

PRODUCTLINE-LINGERIE

RolesandResponsibilities:

 GeneratebusinesswithDistributor,Dealers

 Businessdevelopment&expandingcustomerbase.

 Abletoworkindependentlyinafastpacedandrapidlychangingenvironmentcustomerbase.

 Givingcontinuousaccurateandrelevantfeedbacktocompany.

 Ensuringthatthesalesdatabaseisalwaysuptodateandaccurate.

 HandledtheentireMBO(MultipleBrandOutlets).

 Settingupandmanagingdistributionnetworkforincreasedmarketpenetrationandmapping
new marketsegments

 Conductingsellingprograms/strategiestoimprovetheproductawarenessandenhance
businessgrowth

 Ensuringthatallstatutoryrequirementspertainingtosalesandoperationarecompliedwith
andindefinedtimeframe

 Planningandforecastingofmonthly/quarterlysalestargetswithtimelyexecutiontomeet
businessobjective.

 SettingsecondarytargetsforDistributorsinterritories.
.

BRANDCONCEPTSLTD
SinceDEC-2014-SEP-2017

SALESMANAGER(Channel/Trade)
Area-Maharashtra+Telangana

BRANDS(TOMMYHILFIGER,AND,GLOBALDESI,SUGARUSH,THEVERTICAL,CALVINKLEIN)
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PRODUCTLINE-LUGGAGE,WALLET&BELT,HANDBAG,BAGPACK

RolesandResponsibilities:

 Proficientinimplementingplans&developingnewdistributionchanneltoexpandmarketonthe
basisofregularconsumersegmentationtocoverthemarketgaps.

 Excellenceinmanagingtheperformanceofdealersandensuringimplementationofmarketing
activities;impartedregulartrainingstothedealersandsalesteam onproducts&sales
strategieswhichledtomulti-foldincreaseinrevenue.

 Richexperienceinmakingdecisionsforsmoothprogressofday-to-daybusinessoperations

 ExpertiseinheadingtheProfitCentreOperationsalongwithmanagingstrategicrelationships,
marketanalysis&expansion,competencydevelopment,pricingmodels

 Displayedcompetencyinkeyaccountmanagementincludingcustomersegmentation,product
positioning&salescyclemanagement.

 Aneffectivecommunicatorwithexceptionalanalytical,technical,negotiationandrelationship
managementskillswiththecapabilitytorelatetopeopleatanylevelofbusiness&management.

 Responsiblefordesigningmarketplanstoimprovethemarketshareofthecompany.

GokaldasIntimatewearpvt.Ltd.

AUG-2011toDec-2014

SalesExecutive

Area-Mumbai+Vidarbha

BRANDS(ENAMOR,INNAYA)

PRODUCTLINE-LINGERIE,NIGHTWEAR

RolesandResponsibilities:

 Businessdevelopment&expandingcustomerbase.
 HandledtheentireMBO(MultipleBrandOutlets).
 Settingupandmanagingdistributionnetworkforincreasedmarketpenetrationandmapping
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newmarketsegments
 Conductingsellingprograms/strategiestoimprovetheproductawarenessandenhance

businessgrowth
 Ensuringthatallstatutoryrequirementspertainingtosalesandoperationarecompliedwith

andindefinedtimeframe
 Planningandforecastingofmonthly/quarterlysalestargetswithtimelyexecutiontomeet

businessobjective.
 PlanningandexecutingvariouspromotionalschemesforMBO’s
 Acquisition of Exclusive shelf space for our product in MBO’s.

KurlonLimited

BusinessOfficer

Nov-2008toAug-2011

Area-Mumbai+Vidarbha

BRANDS(Kurlon,Kuropillo)

PRODUCTLINE-Mattress,FOAM,sofa,Pillow,Furniture,Furnishing

RolesandResponsibilities:

 Primarilyconsistsofpromotingtheproductsmanufacturedandmarketedbythecompanyto
thedealers

 Alsoresponsibleforensuringpromptpaymentsfrom dealersandcustomersinaccordance
withthetermsofbusinessofthecompany.

 Also gathersuch marketintelligence aboutthe activities ofcompetitors,theirprices,
promotionstrategyandanythingelsethatwillhavebearingonoursales.

 Toachievethesalestargetsonmonthly/quarterly/annualbasis.
 EnsurethatKurlonbrandshavethemaximum coverageintheassignedarea.
 GeneratevisibilityforallKurlonbrands.
 Developingandappointingnewbusinesspartnerstoexpandproductreachinthemarketand

workingincloseinteractionwiththedealerstoassistthem topromotetheproduct.
 Organizingpromotionalactivitieslikecampaigns,promotions&exhibitionsforenhancing

marketvisibility&achievingbettermarketreach

Declaration:

I,herebydeclarethattheaboveinformationistruetothebestofmyknowledgeandbelief.
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Date:___/___/________ Signature
Place:

NEERAJMISHRA


