
RITIKA UCHIL
Ph: (M) +91 78996 70361  Email: bengareritika@gmail.com 
        7015, Prestige Sunrise Park Norwood, Electronics City Phase 1, Neotown Road, Bangalore - 560100
Seeking challenging assignments that would facilitate the maximum utilization and application of my broad skills and expertise in making a positive difference to the organization
PRECIS

Dedicated and versatile professional offering 14 years of experience in Sales and Marketing Functions.
· Experience in generating sales, identifying KPIs, generating MIS Reports, Performance Management, Training and development activities.
· Generation of sales from a territory, achieving the defined targets, generation of new leads and opportunities, 
· Utilization of digital tools for maximizing sales.
· Exceptional understanding organizational strategy and direction in defined service areas with ability to draft clear and concise reports and other professional documentation

· Deft in coordinating operational in-flow from inception to completion working with cross-cultural teams ensuring optimal utilization of resources leading to overall profitability

· Highly articulate, demonstrating exceptional relationship building, communication, decision making, analytical and interpersonal skills across all levels including management, employees, and external agencies
· Professional standards; excellent track record of dependability; maintain focus on achieving results while formulating and implementing solutions to meet diversity of needs

· Adept in devising / implementing strategies that streamline employee performance and organizational deliverables and foster an environment for increased business and reduced operational costs 

CORE STRENGTHS
· Digital Sales
· Process Management

· Client Relationship Management





· MIS Reporting & Dashboards
· Performance Management

· Resource Management
CAREER CONTOUR
	CAREER PATH
	DURATION

	Digital Sales Account Manager – Merck Life Science Pvt Ltd
	Oct’17 – till date

	Manager - South, Krishgen Biosystems, Bangalore
	May’15 - Jul'17

	Senior Executive, Godrej & Boyce Manufacturing & Co Ltd., Mumbai
	Dec’13- Apr'15

	Manager- Inside Sales, Krishgen Biosystems, Mumbai
	Sep’07 – Nov’13


Key Deliverables:
At Merck Life Sciences Pvt Ltd Bangalore:

· Responsible for the company sales of key accounts, Tier-2 & Tier-3 cities of North India for Life Science Research Institutes, Biotech/ Pharma Companies and achieving the said targets
· Utilizing digital tools like Redox, Sales Navigator, etc to maximize the sales.

· Knowledge of SAP T-codes and primary level Microsoft excel functions. 

· Co-ordinating with the channel partners and their end customers to maximise the opportunities.
· Reaching out to more new customers and generating new opportunities.

· Working with technical sales team and marketing team to ensure proper positioning of the products to the customers.
· Co-ordinating with inter-department teams for timely execution of orders

· Using SFDC as CRM for reporting of sales calls and opportunities and for further analysis
At Krishgen Biosystems, Bangalore:

· Responsible for the company sales of entire south region for Biotech Research Institutes & Biotech companies. Handling a team of three business development executives and an area sales manager.

· Weekly analysis and review of the sales team.

· Monitoring the implementation of sales strategy

· Analyzing the sales of key customer accounts and developing the strategies for the same.
· Ensuring customer satisfaction by keeping a check on complaints/ enquiries etc
· Identifying new customer prospects and updating the same to the sales team.
· Coordinating with the distributors in south region for strategizing the sales improvement in the Research Institutes
· Managing the Branch administration activities
· Recruiting and selecting employees for the respective territories and training them by communicating the job expectations.
At Godrej & Boyce Manufacturing & Co Ltd
· Taking reports from OLAP 

· Generation of required reports from OLAP for the purpose of monitoring and information
· Preparing monthly and annual reports of billed sales, order booking and stock and circulating the same with Branches and Marketing Team

· Updating the Monthly sales of New product introductions and the Green products
· Preparing reports for TOC analysis

· Preparing MIS reports for the scheme offers and circulating the same with the Product Managers
· Collating and preparing reports for the Distribution Channel of Interio (Home)

· (Billed sales, dealer sales and stock updates)

· Handling and resolving the customer complaints received at Head Office

· Collation and analysis of information from branches 

· Documentation of procedures for the Interio (Home) products, maintenance of systems and procedures of Interio (Home) marketing
· Preparing reports for the CII audit
· Collating data related to the Interio (Home) products for E-commerce listing
At Krishgen Biosystems, Mumbai:

· Responsibilities as Manager – Inside Sales – South Region
· Weekly & monthly Operations Volumes report
· Responsible for the company sales of entire south region for Biotech Research Institutes & Biotech Companies & Biopharmaceutical companies. Handling a team of three sales support executives and three marketing representatives

· Monitoring the dispatch of the consignments

· Planning of the ordering with the principal companies international as well as domestic.

· Analyzing the monthly sales of the principal companies and developing the strategies for the same.

· Responsibilities as Senior Product Executive (Cell Culture & Biopharmaceutical products)
· Involved in active promotion of Cell Culture products & Biopharmaceutical products
· Providing the sales team with the necessary technical expertise to enable them to sell the product. This involves printed and electronic promotional material, product training

· Reviewing product data to ensure that the field force is kept up to date on new developments regarding the companies or competitors products

· Handling commercial aspects of preparing invoices, quotations
· Conducting product presentations for customers
· Reviewing and analyzing the performance of the Sales Team
· Responding to technical queries related to the specific product range

· Preparing product forecasts and constantly monitoring inventory levels held at the warehouse to ensure supply timelines
· Performing the market research of the existing and new product lines
· Scheduling and monitoring the dispatch of the consignments.

· Heading the group of three product executives.

· Increased the customer base for cell culture products. 

ACADEMIA & TRAININGS
	Year


	Degree
	Institute
	Board / Univ.
	Percentage

	2011
	PGDBA
	Symbiosis, Pune
	 Symbiosis, Pune
	70.10%

	2007
	PG Diploma in Applied & Industrial Biotechnology
	SIES IIEM, Nerul, Navi Mumbai.
	Autonomous
	66.38%

	2006
	B.Sc Biotechnology
	Ramnarain Ruia College,Mumbai
	Mumbai
	59.5%

	2003
	H.S.C
	Ramniwas Ruia College
	Maharashtra
	81.82%

	2001
	S.S.C
	S.K. Patil School Dombivli
	Maharashtra
	86.40%


PERSONAL VITAE
Date of Birth:


2nd March, 1986
Linguistic Proficiency:

English, Hindi, Marathi, Kannada and Malayalam
Preferred Location:


Bangalore, Mumbai
Hobbies:                                          Listening to Music and reading 
References:


Furnished upon request[image: image1.png]




