Dheeraj Kr. Manghani

CA-5C, Shalimar Bagh, Delhi –110088

Mob: 9871404489 E-mail: dheeraj_10000@yahoo.com, Dheeraj.9871@gmail.com
                                                                  CURRICULUM VITAE

Objective: Seeking challenging opening with a motive to prove my worth in the Highly Competitive World.

Academic Qualification

· Complete Google Fundamental Digital Marketing Certificate Course.

· Completed Short Term Digital Marketing Certificate course from 360DIGITMG.

· Completed Masters of Business Administration (MBA)
DIMS, Delhi
· Bachelor of Journalism and Mass Communication, Year 2007

Guru Gobind Singh Indraprastha University, Delhi.

· Sr. Secondary School Certificate, Commerce, Year 2004


Central Board of Secondary Education, Delhi.
Professional Qualification 
· Basic course in Information Technology - ACMAS Computers
Duration: 4 Months (Computer Fundamentals, MS Office, Internet etc.)
Professional Experience
· DGM-Retail & Trade Marketing (Retail Project & Branding)
Turtle Wax India Pvt Ltd.


            (Since Feb-2023)

Turtle Wax is a 75-Year-old American Brand, selling products meant for every vehicle surface including paintwork, wheels, tires, upholstery, and plastic, among others. The brand is anchored by its love for driving and connecting auto enthusiasts around the globe with presence in more than 120 countries, the Turtle Wax® brand resonates around the globe. Turtle Wax has entered India with authorized channel partners present in 35 cities covering PAN India distribution.

Job Responsibilities & key tasks:
(Exclusive & Dealer network Stores)

Key Points

1. Handling PAN India Exclusive store network expansion, execution & branding of 100+Stores.

2. Handling PAN India dealer branding execution of 1000+Stores.

3. Handling PAN India Brand requirement (Giveaway, POS, POP, Merchandise) and one-point contact for any creative requirement of brand promotion

4. Handling PAN India 50 + vendors for different verticals.
· Strategy: Brand, positioning, channel, product related strategic initiatives to drive the growth. Market, Industry watch/research, analytics. 
· Channel: New dealer acquisition programs, designed and executed branded retail concept

· ATL: Advertising through Magazines, Billboards, Television, F.M. Radio.
· BTL: Brand activations for demand generation.
· Events: Exhibitions, product launches, Channel Partner’s meets, 

· Incentive trips: conceptualizing and execution of various incentive trips.
· Channel: New dealer acquisition programs designed and executed the entire Car Care Studio Network concept in India.
· Initiated policies for the exclusive outlets as per the company guidelines and standard.

· Studying market competition and derive at the strategy to prepare the future plan and growth of the company.

· Responsible for setting up the complete retail store with merchandise display and complete interiors set up as per the company standards. 

· Responsible for completing the requisite retail preopening checklist of retail store for smooth opening.
· Branding: Shop branding conceptualization and execution 
· Digital marketing: social media networking and other digital content development.
· Budgeting: effective planning and execution of marketing budget. 
· To conduct regular store visits and making store that all the SOP’s are well followed in the store.
·  Manager-Planning & Marketing (Retail Project & Branding)
Yokohama India Pvt Ltd.


            (Jan- 2016 to Feb-2023)

Yokohama India Pvt. Ltd. is a 100% subsidiary of The Yokohama Rubber Co., Ltd. Yokohama Rubber Company has already completed the 100th year of its establishment in 2017 and decided to foray into Indian market in 2007. India being one of the fastest growing automobile markets made Yokohama India to start its 1st manufacturing plant in November 2014 and achieved the milestone figure of 1 millionth tyre production in the year 2016. Further in 2020 our 2nd manufacturing unit got operational to cater increased demand for Yokohama tyres.

Job Responsibilities & key tasks:
(Exclusive & Dealer network Stores)

Key Points

1. Handling PAN India Exclusive store network execution and branding of 530+Stores.
2. Handling PAN India dealer branding execution of 7000+Stores.
3. Handling PAN India Brand requirement (Giveaway, POS, POP, Merchandise) and one-point contact for any creative requirement of brand promotion

4. Handling PAN India 125 + vendors for different verticals.
· Strategy: brand, positioning, channel, product related strategic initiatives to drive the growth. Market, Industry watch/research, analytics. 
· Channel: New dealer acquisition programs, designed and executed branded retail concept delivering 49% contribution to the sales.

· ATL: Advertising through Magazines, Billboards, Television, F.M. Radio.
· BTL: Brand activations for demand generation.
· Events: Exhibitions, product launches, Channel Partner’s meets, 

· Incentive trips: conceptualizing and execution of various incentive trips.
· Channel: New dealer acquisition programs, designed and executed the entire Yokohama Club Network concept in India.
· Worked with a Renowned agency for complete transformation of Design change in the 500+Exclusvie stores and implemented the same in 6 months’ period.

· Initiated policies for the exclusive outlets as per the company guidelines and standard.

· Studying market competition and derive at the strategy to prepare the future plan and growth of the company.

· Responsible for setting up the complete retail store with merchandise display and complete interiors set up as per the company standards. 

· Responsible for completing the requisite retail preopening checklist of retail store for smooth opening.
· Branding: Shop branding conceptualization and execution 
· Digital marketing: social media networking and other digital content development.
· Budgeting: effective planning and execution of marketing budget. 
· Sale collection, ensuring timely payment by the business partner, Franchisees and account reconciliations.

· To conduct regular store visits and making store that all the SOP’s are well followed in the store.
· Retail Manager-Operations

SSIPL Retail Ltd, Delhi


            (October-2014-January 2016)

Constituted in the year 1994 as Moja Shoes Pvt. Ltd, in 1996, SSIPL the group was the first in India to start footwear manufacturing for Nike. SSIPL was also instrumental in introducing the brand NIKE to India as an exclusive licensee in the year 1996. SSIPL ventured into organized retailing in the year 1998 by setting up the first exclusive Nike store at South Extension, New Delhi. This feat was followed by many more successful partnerships with key International brands in the Indian market such as Levi’s, Puma, Converse, Benetton, Lotto & Clarks. Consolidating further, the group has also launched its own footwear brands, namely Sierra, Cobblerz, Kiss Kriss, Shoe Tree & Mmojah.
Today, SSIPL is one of the leading specialty retailers of premium international sports and lifestyle brands in the country, with presence across retailing, designing, manufacturing and distribution of sports and lifestyle products in more than 80 cities with over 500 points of sale.

Job Responsibilities & key tasks:
(Exclusive & Franchisee Stores)
· Responsible for setting up the complete retail store with merchandise display and complete interiors set up as per the company standards. 

· Responsible for completing the requisite retail preopening checklist of retail store for smooth opening.
· Coordination with the BD team to get the best property at the best competitive rates for opening of the store.
· Responsible for getting the Sales targets for all the EBO’s & Franchisee Stores achieved along with the measurement achievement of KPI like: stock turn, conversion rates, ATV (Average Transaction Value), Basket Size.

· Sale collection, ensuring timely payment by the business partner, Franchisees and account reconciliations.

· To facilitate all communication between stores and head office personnel, across all departments

· To conduct regular store visits and making store that all the SOP’s are well followed in the store.
· To use the weekly commercial reports provided by back-end team to assess store performance and relative stock levels.

· To manage the transfer of stock between stores, both within own area and nationally.

· To organize and manage regular Area Meetings with all Store Managers, in order to create a forum for sharing best practice and keep all Managers updated on company news

· Responsible for maintaining the planned VM (Visual merchandising) guidelines in all the retail stores.
· Making sure that all the branding and other seasonal related things are well placed in the store with maximum visibility to the customer.
· Coordination with various departments of organization for regularly updating of all the policies, procedures to the store staff.
· Responsible for getting all the stores to their breakeven point of business commercials.
· Major involvement for finalizing the closure or running of the store as per the sales forecast and market conditions. 
· Sr. Manager-Retail Operations




Franco Leome Shoes, Delhi



(May-2011-October 2014)

Franco Leome Shoes is one of the Leading brand in luxury Goods Company founded in 1979. The Group designs, manufactures, distributes & retails fashion & lifestyle products including Footwear as a core product, apparels, and accessories under a range of our brands.
Franco Leome Shoes has been able to build a vast network Presence in every corner of India and Outside India as well. Franco Leone Brand marketed by Franco Leome Shoes are sold in Germany, Austria, Italy, England, Australia and so on. Also the brand has 800 Stores across India, including some of the top large format retail stores, such as Shoppers Stop, Lifestyle, Metro, Ritu Wear, Pantaloon, Central, Mochi, Reliance Footprints and 26 EBO’s Presence in 8 Cities in India.
Job Responsibilities & key tasks:
Management/Operations

EBO’s (Exclusive Brand Outlets)
· Responsible for searching the best suitable location in best price for the Company/Franchisee for opening the retail store.

· Documentation and other legal formalities to be finalized after finalizing the location for the store with the owners/Mall developers.

· Handling the branding and interiors part to complete the store in fixed time line for opening and getting the best rate.
· Negotiate with the owners/ mall developers, branding and interior contractors for getting the best market rates for the company.
· Responsible for setting up the complete retail store with merchandise display and complete interiors set up as per the company standards. 
· Responsible for getting the Sales targets for all the EBO’s achieved along with the measurement achievement of KPI like: stock turn, conversion rates, ATV (Average Transaction Value), Basket Size.
· Handling with the mall developers/Landlords for smooth Retail Operations.
· Responsible for Looking at the P & L of the individual retail stores.
· To recruit, train and develop management personnel within stores, helping to develop and internal talent pool to support business growth
· To conduct regular store visits, creating and documenting Area Manager Reports with full commercial and operational evaluation, feedback and action points

· To use the weekly commercial reports provided by back-end team to assess store performance and relative stock levels.
· To manage the transfer of stock between stores, both within own area and nationally.
· Manager- Retail & Sales  Operations

Magppie Retail Limited Delhi.



(October-2010-May-2011)

Magppie, a design led brand for premium home accessories, was launched in the year 2000. This Indian enterprise is an offshoot of a 30 year old family run business of rolling stainless steel.

 

Today the brand has achieved international status and enjoys a presence in over 20 countries including Italy, Denmark, Netherlands, Switzerland, Belgium, Greece, Japan, USA, and Australia and so on. After receiving immense recognition in India and global market, the brand has concentrated its efforts on retail and has forayed into opening of exclusive EBO’s. Today Magppie has nine such EBO’s in India and one in Sydney Australia. Apart from its own retail, Magppie enjoys a presence in over 100 retail locations across 21 cities in India. 

Job Responsibility:
· Act as brand custodian to manage all brand equity parameters through active development of marketing mix.
· Monitor sales performance and advise stores on strategies to move the customer up the value chain, to increase the average sale per customer 

· Regular visits to the retail stores in order to monitor the brand value.

· Managing Retail stores sales & Dealer Network.
· As per the commercial understandings, responsible for getting payments from dealers and distributors. 
· Keeping a track that all the marketing & promotional activities are implemented at the Stores.  
· Coordination between stores & warehouse for proper stocks movement. 

· Manage and coordinate all marketing, and promotional and activities for distributors and dealers.

· Monitor the performance of distributors, preferred retailers & take corrective actions.

· Responsible for developing and sustaining long term healthy relationship with Dealers & Retail Stores by methods of regular periodic reviews. 

· Develop strategies to maximize per square foot sales of the category at each store
· Monitoring effectiveness of promotional schemes for the retailers, Designing schemes in consultation with team.
· Looking at various other channels for increasing the business and sales revenue.

· Manager-Retail

Ferns N Petals, Delhi.



(November 2008-October-2010)

Ferns 'N' Petals, one of the leading flower delivery companies, established in 1994, is the country's only branded chain of more than 100 retail flower shops in all over India. And an online flower store providing one stop solutions for everybody's floral needs

Ferns ‘N’ Petals (FNP) has redefined the concept of flower retailing, making even rare flowers readily available to the Indian consumers. Apart from its strong retail network of local outlets all around India, the company has a wide presence on net as well to provide you the comfort of buying and sending flowers online.

Job Responsibility:

· Managing Sales to the Retail stores (Franchisee Stores) of Complete India. (More than 100 Stores)

· Responsible for handling the complete retail operations of each store.

· Dealing with staffing issues such as interviewing potential staff, conducting appraisals and performance reviews, as well as providing or organizing training and development 

· Implementing sales promotion plans & new concepts to generate sales, coordinating the promotional activities for new releases & special products.
· Assisting in setting up the new stores with stock display and over all handicraft items.

· Responsible for getting payments from Franchisee stores in India and franchise commission.
· New product launch, pricing, distribution of marketing and promotional material.

· Ensure franchisee makes investments to deliver exceptional customer experience and compliance to operations & financial processes.
· Soliciting & supervising the complete process from initial stage to finalization of franchises & the opening new outlet.
· Regularly visiting the stores in order to maintain the brand image and looking at the proper functioning of the stores.

· Being one point of contact for any query or grievances for the franchisee stores.

· Marketing Executive


(June 2007-October 2008)

Archies Ltd., Delhi.

Archies Ltd. is in the field of Greeting Cards, Gifts, Postures, Stationary, Music & Perfumes with the objective of providing quality to the customer under one roof. Through its franchise Network along with the International quality product. The company is having strong marketing base with over 500 franchises in 160 cities. In over 6 countries and operating under brand name viz. Archies gallery and Archies Paper Rose Shop. The company is also having more then 50 Distributors.

Job Responsibility:

· Manage sales in Franchise Stores in Northern India. Make Promotional Schemes to grow the sale.
· Preparing MIS and other Sales reports to track the performance and growth.
· Responsible for product plans. (Strategy formulation, budget allocation, brand promotion, customer analysis, competitor’s activity analysis). 

· Monitoring effectiveness of promotional schemes for the retailers, Designing schemes in consultation with team.

· Coordination between stores & warehouse for proper stocks movement.

· New Product launches including planning, pricing, distribution of advertisement & promotional material.
· Looking at the payments & credit note of the franchisees.
· Recruiting, Providing training and constructive feedback to sales Staff at Franchise and Company's Outlet.
· Assisting in the complete process from initial stage to finalization of franchises & the opening new outlet
· Responsible for overall product display in stores during major occasions.  

· Maintaining the dispatch status of the Franchise Stores.
· Events-Trainee


   (July 2006 - December2006)
Events21 is a leading event management company of India having operations in multiple cities. 

Successfully executed events for Toyota, Ford India, Frankfinn, and Cartoon Network. Also organized Theme Parties, IP University Annual FEST etc.
· Executive (Journalist Internship)

(July 2005 to August 2005)

Punjab Kesari, Delhi.

Successfully Completed internship with daily Punjab Kesari, Delhi, which included Reporting, news desk and editing sections.

· Associated as a Freelance Journalist with TCP THE CAMPUS NEWSPAPER. Also worked with a local newspaper YOUNGSTERS.

Academic Achievements

· Actively participated in various school cultural activities including debates, drama, plays, and annual day function. 
· Awarded Best Employee under marketing division 4 times in a row from 2016-2020.

Personal
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