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                                                                                     MOHAMMED ABDULLAH                                      
                                                                       E725-Shiv Shakti, Sarita Vihar, New Delhi-110076 

                                                                Email: abdullahmd5@gmail.com, Skype: abdullahmohammed9                 Total Exp:13.5 Years  
                                                                    Mobile No: +0091-9163832303/ ISD+0091-9163832303                    C. Location: New Delhi-India                                                                                                                        
Job Objective:
An astute Strategic Marketing professional (An MBA) with 13 1/2 years of experience looking for an assignment in Product Management / Brand Management/ Marketing Management/ Retail Manager with a growth oriented organisation so that I can prove my technical expertise and work toward the growth of the organization.
Professional Experience: 
Worked with BMA International (Brand Red-Tag) as Retail Store Manager(Function Area Manager  (Marketing Expert Mgr) in Riyadh, KSA from Nov9’15 to till the date.
Product/Brand Portfolio: All fashion Category, Non-Fashion Category (Store Turn Over 12Million Riyal) with additional responsibility Area Manger. Span of Control: Entire Riyadh Area. Brand: REDTAG.
Key Accountabilities & KPI:

Process & Operation Management:
· Responsible for achieving the daily, monthly and yearly targets. - as per monthly / weekly Annual Business Plan and the achievement of the same & to achieve sales targets as per the ABP for the both Group of Store and assigned Store. 

· To ensure implementation of schemes and offers at store level.

· To give continuous feedback to the category directly or through the DM - Support on the new products and schemes offered by the competition and try to run similar schemes the store.

· To carry out regular Sub-Category wise sales tracking and address specific issues from each product category.

· To collect information on damages and give feedback to Category.

· To track total margins month wise and inform category, on the dip of margins.

· To ensure the right product stocking and flow in.

· To manage inventory (value as well as volumes) at the store.

· To identify and manage progressive mark down after analysing sell through of products.

· To manage the business on space participation based on the sales. 

· Responsible for coordinating with the category team regarding FMS (Fast moving stock),NMS (Non moving stock), and SMS (Slow moving stock).

· Responsible for gathering market updates (Competitor updates).

· Responsible for attending the weekly reviews with head office.

· Responsible for Manpower Productivity analysis.

· Responsible for Catchment analysis of the store.

· Responsible for analyzing customer footfall (by gender, age and fashion).

· Responsible for Inventory management (Inward and outward of the stock).

· Loss of prevention care, Weekly global count.

· Responsible for addressing security tags on merchandise/Products.

· Responsible for maintaining Standard operating procedures.

· Ensure that Mannequins are to be dressed with latest patterns and styles and coordinate with VM

· Ensure that all the latest stock should be displayed Properly, Proper stock filling should be done and coordinate with VM.

· Responsible for checking In-time and out time of the staff.

· Responsible for Analysing staff through SWOT analysis (Strength, Weakness, Opportunities and threats).
· To coordinate placing of orders with the Category and ensure timely deliveries from the warehouse.
· Responsible for fulfilling the training needs of staff.

· Responsible for educating them about the products as per the new trends and fashion.

· Responsible for complete customer shopping experience.

· Responsible for taking the customer feedback and suggestion.

· Hire and train staff

· Compose shift schedules and run payroll

· Organize orders and inventory

· Implement safety policies

· Interact with vendors and suppliers

· Manage store budgets

· Track and increase sales

· Reduce cost expenses

· Work on the sales floor

· Offer excellent customer service

· Respond to customer questions, concerns and complaints.

· To maintain the audit and other parameter as per the AOP and to achieve the same. 

Internal Interaction: Regional Manager, Visual Merchandising Manager, Brand Head , Finance Manager, ( for all financial detail information & financial work ), Audit Manager, Inventory ( Inventory Roll out) & E-Commerce Manager( for e-commerce Projects).

z BTL Media agencies for BTL activation. 

• To manage end to end business solution of the store/ Area. 

Financials Management:
• Proactively works with the store teams to achieve and exceed the Store Sales targets.

• Analyses all Business Reports (Product wise, Category wise) to drive key actions for self and the store teams.

• Aims to maximize the Average Transaction Value, Unit per Transaction and conversion & plan for alteration as when.

• Responsible for minimizing Shrinkage, works on Stock Loss Action Plan.

• Managing entire Financial Planning of the store for special Launch & occasion so as the store run effectively. 

 • Manages Controllable costs / expenses effectively.

People Management:
• Responsible for managing performance for store staff( FS, Chief Cashier) by setting KPIs and tracking it periodically.

• Coaches and gives development feedback to store teams, provides training support & roistering of staff as when required.

• Creates a second line who is prepared to take up succession roles.

• Delivers Company Code of Conduct and People Processes.

Customer Management:
• Lead by example and makes sure he and the store teams deliver excellent Customer service.

• Attends to customer queries and complaints and prioritizes escalations keeping in mind – Customer Comes First.

• Continues to expand the RT Reward of “Red tag Brand” & along with Vendor Management for the store/Area as when required.
Worked With as “Asst. Product Manager (Role as Product Manager/Sr. Brand Manager cum Category Lead-Home UPS Division) Su-kam Power Systems Ltd, Gurgaon, from Oct’2010 to Oct2015. 

Product/Brand Portfolio: Home UPS Category, Commercial Series and Power Doc. (Category worth INR 360 Crores) with additional responsibility of Corporate Communication work. Span of Control: National & International; Reporting to: (Head-Marketing).
· Key Expertise Area: Strategy Marketing & Planning Management:
· Designing, Developing & Implementing product roadmap strategy (as product strategist) and hence achieving the top of the line/bottom line objective of the Brands (work on all the 5 P’s of Marketing).
· Consolidating the annual volume projection & assess the trend line and the growth rate of the Products/Category and identifying of the profitable market.  Over-all Responsible for planning, developing, positioning, pricing, promotion, Packaging of the product, hence over-all growth of the products/Category.Develops a strategy for the brand in alignment with the corporate plans and overall annual marketing plans. Preparation of the Marketing Calendar (Activities -COA), annual operational plan (AOP- strategy of the product -1 year (operational plan) and 3-5 year (strategic plan), investment plan for the products/category/Region wise also. Maintenance & monitoring of the budgets/ target, Shortfall of the products /Category. Responsible for P/L of Product/brands/Category.     

· Liaoning with R&D for product conceptualisation, positioning, new product development / brand extension etc & scans the business environment to explore options for revenue generation from new and existing markets. Scanning of the marketing environment both at micro and macro level and tracking of the competitor activities. Brainstorming with Commercial head, other head of the Department for the suitable product and category strategies and implementing the same. 
· ATL, BTL,Media relation , PR,& Online Promotion & Other Media Strategies:
· Plans ATL & BTL (Marketing effort) & brand investment plan so as to deliver the required value proposition, as derived from the above brand identity. Interacting with media agencies, Proper Media selection, media briefing, and managing & appointing till the plan finalization. Tracking the impact of the media campaign through different sources.
· Responsible for overall product communication to external and internal customers. Responsible for POP and other promotional material for new and existing products. Identifying suitable market for products and responsible for positioning it effectively.
· Identifying suitable opportunities for product promotion, Marketing calendar, Regional calendar, product investment plan etc.
· Study of the OTS (Opportunity to see) of the brand, and tracking Brand development Index (BDI) with respect to Category development (CDI).Media buying analysis, TRP (Television rating point), CPT (cost per thousand) , GRP ( Gross rating points)  in order to enhance the product reach & to track competitor advertising activity (TAM, RAM Media Research).

· Pricing Analysis.
· Analyse product (All Products) and pricing competitiveness with the Marketing Managers about pricing tactics and product assortment.
· Recommend, Evaluate for the change, up gradation, down gradation of the product pricing of the Brand Portfolio.
· Interacting with Commercial Head for the pricing related, new scheme development and checking the impact for the same.
· New Product Development, New Product Launches/Re-launch, Market research of Product /Brands:  
· Identification of the new ideas, idea screening, need analysis ,Concept development , Environment Scanning (PEST Analysis) , Market Estimation Exercise,   Test Marketing , Market Entry Strategy ( Standard Test Marketing Approach ,   and commercialization for the proper growth of the brand for the purpose of the new product development.
·  Making of the details Checklist for the inter-departmental role ( R&D, Packaging, Sales) and Market Research Agencies ( AC Nelson, Frost & Sullivan ) for the New Product Development Purpose. Interacting with the Legal department for the legal action of the product and hence safeguarding the product/products.Responsible for market feedback for existing and new products and identifying product gaps & ensure proper growth of product w. r. t category growth. Responsible for product improvisation as per market trends and change in the product packaging.
· Packaging/Re-Packaging Development:
· Initiate and evaluate the various packaging option /materials in consultation with Purchase and R&D Division.   

· Initiation of the packaging changes/up gradation for the existing products as per the market trend. Co-ordination with the vendor for the packaging development and briefing them on the same. Tracking of the roll-out of the new packaging at ground the level. 

· Other Marketing Activities:
· Budget control & Variance analysis, for optimal utilization of the allocated budget.

· Trend line analysis, setting up of the brand objective, formulation of the product line –up, & formulation of the production planning and control. Working on both from strategic marketing to tactical activities. Devising the trade Scheme/Trade promotion / Employee Scheme to attain the desired volume projection. Doing the Sales Forecasting and analysing the forecasted value w.r.t actual and taking the corrective action.  
· Work closely with Managers to develop advertising strategies which drives sales and develops the growth of the Category.
· Analyze and recommend key brand and assortment strategies & delivering on the overall category strategies along with Modern Trade.
· Coordinate and collect internal/ external data and perform analysis to support category planning make recommendations for changes as required. Interacts with suppliers to ensure good information flow and to continually build on our relationships with our suppliers.
· To do the brand strategic considering all the macro/micro marketing factors & visits the market & present the finding of the current development to the management.  Conducting competitor analysis by keeping abreast of market trends & achieving market share metrics. Analysis of the sales, Region-wise, town wise, SKU wise. More formulation of Consumer scheme, trade scheme, Sales support as and when required. Develop annual brand calendar with clearly defined metrics on all fronts. Handling appropriate media selection for advertising brand campaigns/Celebrity Handling/national & internationals exhibition Management.
· Key Achievement:
· The brand has registered growth of 45% over the last FY and streamline of the entire process.
· Launching and filling the product GAP. Inter-acting with R&D and stream-line the entire product GAP for the same. Making the Category Strategy and hence approving the same from the Director Level. Successfully launched the brand “BRAINY (from Ideation to commercial phase) ” into the segment of Quasi Solar & Normal grid power systems. Uses 360 degree marketing campaign to generate the brand “awareness” and create the “Brand Buzz”.     
· Launched ATL & BTL campaign and checking out the effective of the same. Developing the regional wise ATL & BTL Planning, Budgetary allocation and getting the approval from the management. Launch All India Campaign ATL, BTL, Online & offline, with PVR Limited and launched three brands in the Category. Stream-line the entire marketing process and final presentation of the marketing budget, regional investment plan. Brand has registered growth of 53%-Home UPS Category in the first quarter & planning product budgeting & execution it. Mentoring the marketing team (Managing 5s Team members), developing the attitude level and guiding to perform better and best level, allocation of work etc.Planning the dealer meet, regional meet, Brand Launch plan, Calendar of activities & other suitable events (Service meet for taking corrective action on Products). 
· Developing the new market entry strategies (both rural and urban Market) along with marketing Manager and submitting the proposal for the same at the same time brainstorming with the Commercial head, other HOD study the market Gap and presenting the same to the management.Handling the vendor development, agency interaction (both for strategic- and tactical marketing) Price negotiation and recruiting & finalization for the same. Recently hit the ground the level activity with Madison for the Mumbai and Calcutta Region. 
Worked with DS Group (Dharampal Satpal Ltd) as Asst- Manager (Sales Promotion-Marketing Department) (Band 3 level) from November 2008 to Sep’2010. 

Brands on which worked: Rajnigandha (Market Leader in Pan-Masala Category), Rajnigandha Meetha Mazaa, Pass Pass (Mouth Freshener Category).with the annual turnover of 570 Corers with Marketing budget of 40 Crorers INR value (5.26 % of the total turnover)-Reporting to Sr. Vice President (Marketing).
· Key Expertise Area. Strategy Marketing Management:


· Planning & implementing the brand strategies including Segmenting, Targeting & Positioning & pricing Product mix etc. Also clearly demarcating the brand logo, size, colours, symbol etc. Work on All 5 P’s of Marketing.
· Study of the brand health indicator, positioning, brand value creator, consumption behaviour, purchase behaviour, media habit, biplot analysis, & Brand Imaginary analysis. Doing Sales Trend line analysis and setting up brand objective & Profitability/Market Share Projection. Provides accurate and timely financial, supply, costing, market, and sales information to management.
· Provide analysis and strategic planning for advertising, planning and promotion for specific categories.
· Prepares financial forecasting, sales and inventory reports. Prepares both historical and future market and sales analysis.
· Coordinate and collect internal/ external data and perform analysis to support category planning make recommendations for changes as required. Visiting the market and understanding the competitor, tracking the same. 
· Planning & implementing the brand strategies, handling whole product life cycle and 5 P's (Product, Pricing, Placement, and Promotion & Packaging). Analysis of the sales, Region-wise, town wise, SKU wise. More formulation of Consumer scheme, trade scheme.

· Study of the OTS (Opportunity to see) of the brand, and tracking Brand development Index (BDI) with respect to Category development (CDI),Media buying analysis, TRP (Television rating point), CPT (cost per thousand) , GRP ( Gross rating points)  in order to enhance the product reach &  to track competitor advertising activity (TAM, RAM Media Research). Inter-acting with the ATL, BTL, Celebrity, PR, online agencies/SEO/SEM/Social Media for the proper selection of the media vehicle for all product/Brand portfolios.
· Conducting competitor analysis by keeping abreast of market trends & achieving market share metrics.
· Provide creative and innovative ideas time to time in-order to enhance the growth of brand. 

· Develop annual brand calendar with clearly defined metrics on all fronts. Develop communication for TV, print, radio, OOH media etc & to address brand proposition and positioning. Based on a clear understanding of consumer need states, the landscape, system capabilities develop the strategic roadmap for all brands in my portfolio & Development of innovations in the brand stable to aid increased purchase and consumption products.
· ATL, BTL,Media relation , PR,& Online Promotion & Other Media Strategies:

· Plans ATL & BTL (Marketing effort) & brand investment plan so as to deliver the required value proposition, as derived from the above brand identity. Interacting with media agencies, Proper Media selection, media briefing, and managing & appointing till the plan finalization. Tracking the impact of the media campaign through different sources.
· Responsible for overall product communication to external and internal customers. Responsible for POP and other promotional material for new and existing products. Identifying suitable market for products and responsible for positioning it effectively.
· Identifying suitable opportunities for product promotion, Marketing calendar, Regional calendar, product investment plan etc.
· Study of the OTS (Opportunity to see) of the brand, and tracking Brand development Index (BDI) with respect to Category development (CDI).Media buying analysis, TRP (Television rating point), CPT (cost per thousand) , GRP ( Gross rating points)  in order to enhance the product reach & to track competitor advertising activity (TAM, RAM Media Research).

· New Product Development /Product Launch/Re-launch 
· Making of the details Checklist for the inter-departmental role (R&D, Packaging, Sales) and Market Research Agencies ( AC Nelson, Synovate) for the New Product Development Purpose. Doing Need Analysis, Idea generation, Idea screening, concept Development, Scanning the Environment (PEST Analysis)  , Market Estimation Exercise,   Test Marketing , Market Entry Strategy ( Standard Test Marketing Approach ,   and commercialization for the proper growth of the brand. Inter-acting with Internal Sources, Dealer, distributor, retailer, and other stake holder for New Ideas. Doing the Sales Analysis, repeat Purchase (Primary, Secondary, Tertiary sales Analysis) to achieve the bottom line/Top of the line objective of the brand & Responsible for the product Line extension (breadth and depth) for fulfilling the product category. 
· Merchandising Development & Implementation:
· Collect latest in shop – On shop Ideas, relevant to the brand and category. Create & maintain the cost comparatives of various materials. Study Material Durability, Feasibility, Market Practicability. Ensure testing of newly developed Merchandise.

· Bring in Material Standardization and Design standardization. Execute Brand Designs, Gifts etc, and Fabrications across Region.
· Other Marketing Activities:
· Budget control & Variance analysis, for optimal utilization of the allocated budget. Preparation and Implementation of Annual Plans & Budgets. Vendor Selection and management. Develop and build a robust new product business plan which is aligned to the overall strategic business objectives. Regular market visits to identify need gaps in the market. Design, develop and implement innovative marketing initiatives to deliver the aged objectives. Collaborate with regional teams and ensure successful execution of designed initiatives. Develop core communication ideas and materials which can be executed across all forms of media for all brands.

Key Achievement:

· Brand has registered growth of 10.10 % in the financial year 2009-2010 ( Target growth 9.10% ) till the date with the marketing budget of 5.9% ( 1% Higher than Financial Year 2008-2009) .Part of the campaign development team, Campaign Planning (Mathematician Campaign) and implementation (developed the TVC Campaign) for the brand and Aired across the different TVC Channels).
·  Concluded ground level activity throughout India (Rajasthan, Gujarat, Maharashtra, West Bengal, and Uttar Pradesh – Focussed State by Sponsoring Dandiya-2009. Participation in demographic driven local events fairs and sponsorship (events). 
· Co-ordinating with inter-departmental organization (R & D, Packaging, Sales for Test Marketing) and external agencies ( AC Nelson, Synovate ) for the New product development purpose. Carry out the market estimation exercise for brand and design the brand plan accordingly. Handle international project (on exhibition) for Birmingham –UK, Hanover- Germany, Istanbul-Turkey, Beijing –China, Sau Paul-Italy project by co-ordinating, negotiating and finalization of the project.

· Developed the “Rural Marketing Business Model for DS Group (As project Lead Capacity)”.Work as key member in the various projects (As project Lead) with DS Group. Develop online campaign, 360 degree marketing Campaign for the RFI creation and successfully launched. Social media /SEO/SEM launched and managed. 

Previously Worked: Hewitt Associates, USA (from July, 2006 to Oct, 2008 –as Associates “Financial Cheque Process) in Gurgaon, New Delhi.
· Key Performance Areas:
· To Check the entire financial Cheque Process and perform the Task as per define SOP received from Client Team-USA.
· To regularly reconciles the sum of deposit amount w.r.t process amount and submit to Client Team for further processing.  
· To regularly update the work flow for any variance w.r.t client SOP and update to client for resolution to USA and revert back to client Team. 
· To check the define Payroll process and if any variance arises, raise to SME (Subject Matter Expert) & seek resolution.    

· To maintain the TAT of each process and make sure received financial document process within the TAT and submitted to client Team.
· To analyse the entire financial document, their contrast, and all the financial information documented in the sheet for purpose of processing of financial document.  

· To participate brain storm briefing in order to further enhance the financial process. 
Previously Worked: The Telegraph (ABP PVT Limited) From September, 2001 to September, 31, 2002 in Kolkata as Circulation Executive. 
Key Deliverables:
· Business Development in the area of Kolkata district and hence increase the subscription of newspaper. Look after the circulation of the new paper in the area of the Kolkata District. Competitor Analysis and making the report for the same. 

Key Achievement:

· Successfully handled the distribution channel and other channel partners. Won Major account of the newspaper (Lamartine School) for the new market development. Initiative taken for the segmentation of newspaper in children (Tele-kids-Telegraph).
Industrial Inter-Ship: Philips Electronic India Limited, New Delhi, May, 2005 July 2005) as Industrial Trainee (On site Project).

Project Title: Dealership development and brand promotion of Philips Electronic India Limited.

      MBA 4th SEM Curriculum Project - Branding Analysis of the Telecommunication Industry at Bharti-Airtel LTD. 

Academia:
· MBA (Marketing, Finance) from Jamia Hamdard University 2004-2006, New Delhi with 70.02%.( GCPA 7.02 /10)

· B.com (Advanced A/c, Economics HONS) from University of Calcutta with 50.05%. ( GCPA( 5.05/10)
· Higher Secondary (Economic, accountancy, mathematics) from West Bengal Board of Higher Secondary Education with 60 %. ( 1st Class)
· Madhyamik Priksha (Board) from West Bengal Board of Secondary Education with 72.01%. ( 1st Class)

Trainings / Certification Attended
· Organizational effectiveness through team building-by Mr. Dhoop (Director HR. Global) in DS Group.

· Effective communication and listening skill for effective communication purpose at Hewitt Associates; SAP SD Module (Self Supported)
Personal Vitae

Father’s Name          : Late Mohammed Abbas Ansari, Sex:  Male, Nationality: Indian, Passport:  Available

Marital status            : Married, DOB:01-01-1980  Languages known: English (Expert),Arabic ,  Urdu (Expertise) & Bengali (Speaking)            Hobbies    : Taking part in sport competitions, Football & Carrom.
Place:  New Delhi, India                      
                                                                                                          Mohammed Abdullah  

