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Aziz Ur Rahman

E-Mail: ravishing.rahman@gmail.com
Phone: +91 9849448116/9885054488
Result-oriented Professional, targeting challenging assignments in Sales Operations / Operations Management / Strategic Planning with a growth-oriented organization of repute; preferably in Hyderabad
	SKILL SET

Retail Sales

Channel Sales

Distribution Management

Operations Management

Sales & Marketing

Market Research

Brand Promotions

Client Relationship Management

Training & Development
	PROFILE SNAPSHOT

· Regional Head with nearly 20 years of experience in Channel Sales, Distribution Management and Retail Sales in E-commerce domain
· Received 6 Bravo Cards during work tenure for customer orientation, cost awareness, team spirit, adaptability/versatility and adaptation of technology

· Excellence in managing marketing operations with focus on top & bottom line performance aligning company’s directives

· Expertise to steer operations with a view to achieve organizational objectives and ensure profitability
· Skilled in managing business development, identifying & developing new markets and supervising lead generation & client retention activities
· Successfully executed various promotional activities / events and escalating business, profitability & market coverage

· Proficient in strategic planning for sales & marketing to accomplish target

· Experienced in conducting business with retailers as well as major distributors  for managing distribution business protocols 

· An innovative & result-orientated professional with strong planning, communication, analytical & interpersonal


ORGANIZATIONAL EXPERIENCE

Feb 2019 – Till Date with ST Courier & Franch Express Pvt Ltd Hyderabad, Telangana and Andhra Pradesh as General Manager
Role : General Manager ( Regional Head for Both States )

Sept 2018 – Dec 2018 with Overnite Express Ltd Hyderabad,Telangana and Andhra Pradesh, As Regional Manager

Role : Regional Manager

Jan’17 – Sept 2018 with La Sunrise International & Domestic couriers , Hyderabad, As Regional Manager

Role:  Regional Manager
·  Accomplishes regional sales human resource objectives by recruiting, selecting, orienting, training, assigning, scheduling, coaching, counseling, and disciplining employees in assigned districts; communicating job expectations; planning, monitoring, appraising, and reviewing job contributions; planning and reviewing compensation actions; enforcing policies and procedures.

· Achieves regional sales operational objectives by contributing regional sales information and recommendations to strategic plans and reviews; preparing and completing action plans; implementing production, productivity, quality, and customer-service standards; resolving problems; completing audits; identifying trends; determining regional sales system improvements; implementing change.

· Meets regional sales financial objectives by forecasting requirements; preparing an annual budget; scheduling expenditures; analyzing variances; initiating corrective actions.

· Establishes sales objectives by creating a sales plan and quota for districts in support of national objectives.

· Maintains and expands customer base by counseling district sales representatives; building and maintaining rapport with key customers; identifying new customer opportunities.

· Recommends product lines by identifying new product opportunities, and/or product, packaging, and service changes; surveying consumer needs and trends; tracking competitors.

· Implements trade promotions by publishing, tracking, and evaluating trade spending.

· Updates job knowledge by participating in educational opportunities; reading professional publications; maintaining personal networks.

· Accomplishes sales and organization mission by completing related results as needed.

 Regional Sales Manager Skills and Qualifications:

Meeting Sales Goals, Motivation for Sales, Territory Management, Presentation Skills, Performance Management,       Building Relationships, Emphasizing Excellence, Negotiation, Results Driven, Sales Planning, Managing Profitability

 

 Nov’15 – Nov’16 with DTDC Eurostar Courier & Cargo LLC, Dubai as Territory Manager

Role:

· Implemented marketing strategies for promoting various products as per the plans of company

· Drove sales initiatives & achieved desired targets with overall responsibility of exploring marketing avenues to build consumer preference and drive volumes

· Planned, organized & executed marketing plans with the business partners; tracked & reported competitor activities

· Achieved targets of revenue and quantity for each product category and models as per the business share from each retail chain

· Created periodic financial & sales reports to identify trends and ensured stores are on the correct growth curve; developed sales department budget, determined appropriate staffing levels & identified ideal marketing expenditures

· Provided support to retail store managers and sales staff to help raise awareness of new products, company news, promotions or coupons

· Communicated with Board of Directors & Executive Team and participating in strategic meeting and preparing quarterly sales presentations

Apr’15 – Oct’15 with Safe Fruits.in (E-commerce), Hyderabad as Sales Business Head

Role:

· Supervised complete business operations in the assigned region for profitability, forecast monthly/ annual sales targets, & executed them in a given time frame

· Strategized long-term as well as short-term business plans to ensure maximum profitability

· Devised & effectuated sales & marketing programs / strategies to improve product awareness and enhance business growth

· Conducted market research, trend & competitor analysis, prospected customer approach, and so on for market identification and penetration & conceptualized sales promotional strategies

· Contacted clients for generating leads and developing business

Apr’07 – Dec’14 with DTDC Courier & Cargo Ltd., Hyderabad as Regional Manager (Retail Head) – Hyderabad, Telangana & A.P.
Growth Path / Deputations:

Apr’07 – Mar’11

Branch Manager, Hyderabad (60 Franchisees and 40 Operation Staff)

Apr’11 – Mar’13

Area Manager, Hyderabad

Apr’13 – Dec’14

Regional Manager (Retail Head)
Role:

· Supervised 35 stores and Managers & Retail Executives across Andhra Pradesh

· Spearheaded 125 Franchisees/Business Associates and 80 Operation Staff

· Generated revenue by providing support, new prospects by organizing product seminars and establishing competitive environment among the franchisees
· Played a major role in the branding, positioning & brand awareness initiatives of the organisation

· Maintained revenue leakage & cost effectiveness

· Ensured timely payment of royalty and payments to the company

· Analysed growth of sales and strategized the course of action in consultation with RM

Significant Accomplishments:

· Overachieved targets (INR 7 Crores within the time period of 12 months) within Turnaround Time as Area Manager

· Expanded network with quality standards and increased direct client-base by 35% and Retail by 67%
· Completed & overachieved targets (INR 2.5 Crores within the time period of 10 months) within Turnaround Time as Branch Manager
· Exceeded sales and profit goals by up to 110% and 67% respectively, from first year of opening and in each ensuing year

· Worked closely with top-tier channel partners on custom marketing programs that resulted in revenue enhancement from INR 3 Crores to INR 5.3 crores 

· Collaborated with sales, marketing and other key stakeholders to understand customer insights and executed customer centric market/sell plans and programs, which increased the sales and margin growth 

· Formulated and executed go-to-market strategies that leveraged tremendous opportunities in terms of growth in revenue from INR 55 Lakhs to INR 2.3 crores for Courier, Premium, E-commerce and Logistics in Hyderabad, Telangana and Andhra Pradesh

· Administered the company’s go-to-market strategy for exceptional results via channel management; maintained over 110% gross profit levels to the company 

PREVIOUS EXPERIENCE

Jul’06 – Mar’07 with The Professional Couriers, Hyderabad as Branch Manager

Sep’04 – Oct’06 with Hutchison Essar South Ltd., Hyderabad as Business Development Manager

Mar’00 – Mar’04 with Tata Indicom Ltd., Hyderabad as Assistant Sales Manager

Significant Accomplishment:

· Awarded the Best Employee for consecutive 2 years for the outstanding performance in sales

Aug’97 – Mar’00 with Blaze Chemicals, Hyderabad as Senior Marketing Executive

ACADEMIC DETAILS

1995


Bachelor of Commerce from Osmania University, Hyderabad

1996


Diploma in Hotel Management from Hyderabad Institute of Hotel Crafts & Management, Hyderabad
1997


Diploma in Marketing Management from Aptech, Hyderabad

TRAININGS / SEMINARS

· Attended:

· 15-day training with Standard Chartered Bank in 2006
· 2-day Profit and loss Management Training sponsored by TATA Indicom in 2002

· 7-day training on Product Training at TATA Indicom Ltd. in 2001

· Product Training

· Legal and Compliance / Introduction
· Certified Trainer (Trained in Logistics, Retail, Operations and Services); successfully participated in the training program on train the trainer conducted by Lt. Gen. D. V. Karla, Dean of DISCM, Institute of Supply Chain Management
IT SKILLS

· Operating System:
Windows 95/98/2000

· Languages:

C.C++ and Internet Application

· Packages:

MS Office 98/2000

· Windows NT4, Version Hotel Programming System

PERSONAL DETAILS

Date of Birth:

1st November 1975
Languages Known:
Hindi, Telugu, Urdu, English & Arabic
Address: 

16-11-16/G/J/128, G1, Lake View Residency, Afzal Nagar, Malakpet – 500036[image: image1.png]
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