Sgupta


PROFESSIONAL EXPERIENCE

Golden Locks, Golden Industries (P) Limited                                                                                   Jan 2013–Present

AVP, Business Development & Innovation

Pioneering company in India for door locks, handles & handcrafted world-class metal fittings for homes (Est.1991)

· Reviewed status of & implemented business revival strategy for North India, leading to additional sales growth of 18% for the region against an average growth of 7%
· Created a new Channel Partner Catalogue & promoted discounted samples schemes by segmenting product lines to trade (fast moving/high volume) & retail (premium) to initiate business development 

· Initiated Business Development by targeting untapped market segment of Architects & Designers leading to increase in sales by 13%
· Built & managed a team of 5, trained team on management objectives & introduced targets & incentives, integrated CRM software into operations (product of CMU & Georgia Tech. company), set up flagship showroom displaying 216 products, created a new brand strategy for The Manor (Italian range)  through marketing initiatives such as an outcome based advertising strategy across 5 high quality print mediums including inflight magazines

· Instrumental in initiating Digital Marketing & Analytics-related processes leading to increase in traction by 8%
· Led team of 4 to establish brand new Digital Branding: conceptualized Website, Email Marketing strategies & inbound marketing content, engaged customers across Social Media, implemented customer preferences via feedback obtained through new channels of business communication

· Currently overseeing International vendor sourcing for new retail outlet & initiation of Ecommerce operations

RoomStory.com, Azure Online Ventures (P) Limited                                                                 Dec 2011–Dec 2012

Strategy & Business Development Manager

E-Commerce Company started by MIT & Kellogg alums as one of India’s first online comprehensive home stores

· Credited with building & managing E-Commerce Operations strategy:  executed Production Operations & integrated unit economics analysis to measure profitability at the SKU level

· Identified & implemented catalogue unique to Roomstory.com for 3 main categories & 400 subcategories 

· Constructed 4 practical supplier models, built system for managing & periodically updating inventory from 52 suppliers of top Indian and international home products brands 
· Built, trained & managed a team of 5, created training model Ecommerce Production: Techniques & Errors to support integration of 4000 SKUs into the Ecommerce dashboard Magento
· Introduced 4 critical check points for error logging system & achieved 3/4th reduction in turnaround time

· Led analytical selection of channel partners, created 8 Value Propositions, built & managed 14 profitable partnerships across industries in internet commerce & media 

· Conceptualized social media strategy, integration with social media management software, HootSuite 

ALNO AG, Trident Interwood (P) Ltd                                                                                         Sept 2008–Oct 2011

Sr. Associate, Business Development & Strategy

Partner firm with ALNO AG, German company manufacturing world-class kitchen furniture (Est., 1927)

· Supported set up of exclusive brand dealership for Delhi/NCR region, selected model mix of 9 kitchens to be marketed in Delhi /NCR to initiate business valued at US$90,00

· Launched the brand amidst participation of top 70 renowned architects of Delhi, organized media coverage of the event: covered by 4 renowned home décor & 2 lifestyle magazines, exhibited in premium Fairs across India,

· Spearheaded business development for 4 area zones of Delhi, worked on marketing budgets approvals by ALNO AG Germany & obtained reimbursements as per generated business each quarter, 

· Worked as part of a successful core team of 6 for ALNO Delhi: business broke even within 2 years of operations
· Attended iSaloni Fair, Milan, Italy & CIBD Fair, Guangzhou, China, credited with analysis of 12 international vendors & competitors; innovated market-entry strategy by competitor benchmarking 

EDUCATION
M.Sc. Accounting & Finance, London School of Economics & Political Science, London                                  2008

Executive Committee Member, LSE Alumni Delhi Chapter, April 2010 to present

B.Com (Honors), Lady Shri Ram College for Women, University of Delhi                                                         2007

· Highest scorer in the University in Income Tax – Theory & Practice (94%)

· President of Commerce Association, LSR College, 2006 - 2007 

· Active member of ELSA – Core Group, Lady Shri Ram College Alumni Network
