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MOHIT HOTCHANDANI	
Mobile / Whatsapp: +234-8125555253		               
e-mail : mohith2002@gmail.com	 Skype: Mohit Hotchandani                  	   
An ambitious young enterprising leader with experience in Sales & Marketing / Business Development / Brand Management /                 Channel Management / Client Acquisition/ Key Account Management / Profit Centre Management / Business Operations
PROFESSIONAL SYNOPSIS
· A dynamic Sales-Distribution and Marketing professional with 10 years + of rich experience handling managerial role with top FMCG companies in Nigeria (Nutzy, Kellogg’s Tolaram Group, Fun Snax, Stallion Group) 
· A young Economic honours graduate with proven skills of working on new products and launches.
· Knowledge of Major markets for FMCG in Nigeria (includes market data like key distributors, open market universe, modern trade outlets, street mappings etc.) 
· A keen planner, strategist, & implementer with demonstrated abilities in accomplishing business growth on a consistent basis with Hands on experience in leading critical work like RTM, RED, CDE, SFE & automation.
· Strategizing long term business directions of the region/ zone to ensure maximum profitability in line with the organizational objectives.
· Proven ability in achieving target, opening new and profitable products / services markets and setting up business operations in untapped markets.
· Fair experience on usage of business tools like SFA. Jedox, Tally, Orion and Citrix.
· Linguistic efficiency for better communication to Locals in Hausa as strong tool for RTM.

I am seeking for a Senior Management position in Sales / Distribution/ Marketing / Brand Management in a growing company which is looking for an experienced and hardworking team player to leverage my 10+ years of professional experience to have an immediate impact on New/ Existing business revenues while increasing the profitability.
EMPLOYMENT RECITALS (INTERNATIONAL)
· HEAD OF SALES (NSM):- NUTZY PEANUT BUTTER & SNACKS (AJRENA FOODS LTD formerly under VIK Industries Ltd) (Nigeria)  (March 2018 – TILL DATE)
Products Handled	:	NUTZY PEANUT BUTTER / NUTZY SNACKS / QUEENS (Sardine + Makerel) 
Location 	: 	Pan Nigeria
Reporting 	:     	Managing Director
Team size	:	35
I have been with the project since inception.

KEY ACCOMPLISHMENT:  
1. Established a brand Nutzy in less than 3 years in Nigeria. 
2. Successful set of up primary and secondary sales & distribution channel for NUTZY brand pan Nigeria from ground Zero.
3. Spearheaded launched 3 flavours and 1 sku in Peanut butter. 
4. Spearheaded launch of snacks under Nutzy brand. (Nutzy Cripsy Peanut snack commonly known as Peanut burger) 

Key Result Areas:-
SALES:
· Accountable for new dealers appointment functions as per network expansion plans and accomplishment of annual targets
· Managing Open markets (Primary distribution and Secondary redistribution channel) and Key accounts (Modern Trade).
· Developing and implementing strategy for enhancing penetration in semi-urban and rural areas
· Maintaining price control within the region in coordination with Sales Team.
· Gathering the competitor information and import information through various strategic plans
· Identifying market requirement for current and future products by conducting market research supported by on-going visit to customers and channel partners
· Obtain product market share by working with sales team to develop product sales strategies.
· Ensuring proper database management of MOM progress over all the sales avenue for the region (primary and secondary STT, STD, Resources wise Redistribution, destocking,  open market penetration, shelf space, street mapping, competition shelf space and movements, market penetration, stock balances sku-wise and date-wise)
· Managing supply chain, outstation warehouse, vehicle maintenance, fueling and timely deliveries.
· Monitoring upcountry warehouse to avoid stock out and near dating.
· Management of stock on FIFO + Batch number-wise.



MARKETING:
· Handling pan Nigeria as Head of Marketing which involves executing ATL-BTL activities, Brand management, organizing research projects to get consumer insights.
· Handled multiple cross country activations.
· Designing and developing promotional material (wrapper, tshirt, fliers, stands, rig, jingle) for BTL and social media handles (facebook, instagram).
· Monthly Major market penetration planning based on the feedbacks from ground sales force. (which activity required in which market to strengthen brand penetration)
· TOMA planning.
· Co-Branding tie up.
· Liaising with Media and PR agencies to get maximum cost benefit through barter. 
· Liaising with the Modern trade outlets for properly display space and on floor special promotion. 

· SALES MANAGER -  MULTI PRO CONSUMER PRODUCTS LIMITED (Kelloggs Tolaram Group, Nigeria) (Nov 2014 – October 2017)
Products Handled			:	Minimie chinchin, MunchIt, Kellogg’s, Pringles, Indomie Instant Noodles, Power oil, Power Pasta
Location Handled 	:	North and Central (Zonal Office: Kano), East 3 (Zonal Office: Enugu / Phc) , Lagos.
Reporting 	:     	National Sales Manager / General Manager
Team Size	:	100 avg count resources (shared and dedicated)

KEY ACCOMPLISHMENT:  
1. Setting up sales and distribution channel (primary and secondary) of Minimie chinchin, Kellogs and Pringles in Lagos, North and Eastern Part of Nigeria.
2. Developing new channel for redistribution (secondary sales) through Okada (bikes), Bicycle Sellers and Hawkers.
3. Pilot run on MCPL basket sales on Retail vans and Mai Shai.
4. SFA implementation.

KEY RESULT AREAS:-
· Planning and managing of primary and secondary sales and distribution. 
· Management of redistribution resources and minimum returns per investment.
· Successful in streetwise route implementation of shop-shop sales by bikes to achieve best numeric distribution. 
· Planning and managing zone marketing activities for organization product centric. (activities planner, event planner, branding, adverts,  adverts)
· Close co-ordination with Field Force, data interpretation for ensuring appropriate brand mix, availability of product range in open market and street though proper market and streetwise mapping. (N.N.D and Market penetration)
· [bookmark: _GoBack]Liaising with the Key Modern trade outlets for properly display space and on floor special promotion. (for buy and get on chin chin, spin and win for Kellogg’s etc)
· Played an important role in implementation of concept of Minimie Chinchin Comedy Bank on Youtube. A youth centric activity. 
· Achievement of  AOP & Manage Costs within Budget 
· Leading the overall zone marketing team’s dedicated and shared resources 100+ used in town storming, market activations, rig activations, institutional activations, samplings, etc. 
· Team member of SFA module implementation.

· ZONAL MANAGER (Sunlight Resources Ltd, Nigeria) (July 2012 – August 2014)
Product 	:	Fun Snax Cheese Balls, Wynn Chips, SRL Seasonings
Location Handled 		:	North and Central Part of Nigeria 
Reporting 		:     	Deputy Director and Managing Director.
Team size		: 	15 staff

KEY ACCOMPLISHMENT:   
1. COMPANIES FIRST FULL FUNCTIONAL BRANCH SETUP AS A PROFIT CENTRE.
2. 80% CONTRIBUTION IN SPICES AND SEASONING SALES.
3. ACHIEVEMENT OF NUMERIC DISTRIBUTION OF 9 IN MAJOR MARKETS OF NORTH (8+ AVAILABILITY IN OPEN MARKETS)
4. LAUNCH OF JUMBO CHEESE BALL, SRL SEASONINGS AND WYNN BRAND OF SNACKS.

KEY RESULT AREAS:-
· Managing primary & secondary sales and distribution channel (primary and secondary sales through field forces and redistribution vehicle).
· Restructuring of distribution and route coverage by distributors to achieve numeric distribution.
· Managing Zone sales of organization as a profit centre and to achieve product and SKU-wise targeted sales.
· Forecasting sales, finalizing tentative lifting plan of all stocks/SKUs and providing the same well in advance for production planning.
· Planning and executing new initiatives and strategies for increasing sales. (introduction of products to Hawkers and local theatre)
· Identifying new markets/areas and strategizing the products entry and sales increase in same.
· Achieve AOP & Manage Costs within Budget 
· Implementation of standard pricing structure. (FPM)





· BRANCH MANAGER in Stallion Group of Companies, Nigeria (May, 2010 to July 2012)
Product 					:	Rice, Edible Oil, Fertilizers
Location Handled 		:	Central belt, Lagos
Reporting 		:	Managing Director and Zonal Head 
Team Size		: 	18


KEY ACCOMPLISHMENT:   
1. ACHIEVED 80%+ OF AOP AND CROSSED TURNOVER OF 3+ BN NAIRA YEARLY FROM AVG OF 700-900 MN YEARLY FROM NIGER STATE BRANCH IN RICE.
2. Promoted as Branch Manager within 6 months of appointment and Deputy Zonal Manager within 2 years.


KEY RESULT AREAS:-
· Dealing with distributor channel.
· Demand Forecasting.
· Product availability through secondary redistribution through Sales partners and merchandizers.
· Leading the branch overall team (13 Local staff and 1 Expat).
· Maintaining stocks -reorder levels and stock ageing.
· Determining the best pricing.
· Handling the various responsibilities of the branch such as Branch asset maintenance, branch revenue collection, sending monthly overall performance matrix of the branch and reports. 
· Implementing of more professional policies as per management requisition.

EDUCATIONAL QUALIFICATION
Academic:
· Schooling		             Children’s Academy,  Jaipur
             (Affiliated to ICSE New Delhil)
· Graduation	             B.Com with Honours in  Economics, University of Rajasthan (India)
· Diploma in Computer Networking from GT Computer & Networking Institute,   College, Jaipur
· Professional:
Two years full-time Masters in Business Administration programme with specialization in Marketing (Major) & Finance (Minor) subjects from Rajasthan Technical University. (2007-09) 
TRAINING PROJECTS  (2 MONTHS)
	TYPE 
	SUMMER INTERNSHIP
	INDUSTRIAL TRAINING

	ORGANIZATION
	HAMILTON HOUSEWARES PVT LTD (MILTON)
	NESTLE INDIA PVT LTD

	PLACE
	MUMBAI
	MUMBAI

	DURATION
	2 MONTHS
	15 DAYS

	PRODUCT
	TREO
	CONFECTIONERY

	TITLE
	STUDY OF HOUSE HOLD GLASSWARE MARKET IN MUMBAI
	IMPACT OF SALES PROMOTION ON CONSUMER AND MARKETS


STRENGHTS								
· Reading IMPOSIBLE as “ I M POSSIBLE” 
· Team leader & target achiever. 
· Prompt decision making
· Capacity of performing under pressures

PERSONAL DETAILS									
· Date of Birth			:	14th  June, 1986
· Father’s Name			:	Mr. M .T. Hotchandani
· Permanent Address 		:	179, Sindhi Colony, Bani Park, Jaipur (INDIA)
· Language Known			:	English, Hindi, Sindhi, Hausa
· Passport No			:	Z 2375253
· Date of Issue			:	5.3.2012
· Date of Expiry			:	4.3.2022
· Place of Issue 		 	:	Abuja (Nigeria)
· Marital Status 			:	Married

Place: NIGERIA      						                  (MOHIT HOTCHANDANI)
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