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Seeking assignments in Sales & Marketing / Business Development / Key Account Management with an organisation of high repute.
PROFESSIONAL SYNOPSIS

· A result oriented professional offering nearly 8 years’ experience in the areas of Sales & Marketing, Business Development, Product Promotions, Customer Acquisition, Penetration and Relationship Management.

· Hands on experience in exploring and developing new markets, identifying customers, brand promotion, accelerating growth & achieving desired sales goals.

· Expertise in sustaining the dealer network ensuring effective market penetration for achieving business from the clients.
· Demonstrated abilities of marketing function, sales planning, market scrutiny, business development and promotions.

· Possess excellent communication, relationship management, team building and motivational skills. 

CORE COMPETENCIES


· Formulating & implementing strategies and reaching out to unexplored markets/ segments / customers for business expansion.

· Building and Maintaining healthy relations with Channel partners for achieving the business goals and objectives.

· Visiting different regions, making presentations to increase customer awareness and help in generating business by penetrating new markets.

· Building & maintaining relations with End Users, generating business from the existing accounts and achieving profitability and sales growth.

· Ensuring customer participation by targeting prospective customers (existing as well as prospective new) for products offered. 

· Interfacing with clients for suggesting the most viable product range and cultivating relations with them for securing repeat business. 

· Identifying and networking with financially strong and reliable channel partners, resulting in deeper market penetration and market share. 

EMPLOYMENT RECITAL
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Michelin India Tyres Pvt.



              

            March 2008 to May 2013
As Senior Fleet Account Manager, (TBR)
Accountabilities      
· Responsible for penetrating the market by proper planning and effective sales strategies 

· Interacting with the customers, identifying and targeting the right segment for promoting the sale in the territory.
· Responsible for identifying the prospective dealers and appoint them as per the company guidelines for achieving the set targets 
· Maintaining the stock and ensure the availability of patterns at the outlets

· Keeping the channel partners aware of different schemes and promotional programmes executed by the organisation time to time.

· Responsible for monitoring the brand and pattern wise performance of our product with the competition 

· Collecting mileage summery and testimonials time to time to analyse and predict the performance of ours as well as competition 

· Prove and describe the savings and benefits of using our product in comparison to competition, by showing the relevant data and statistics to the end users.
· Approaching the target segment creating brand awareness, and promoting sale for the achieving the set targets.
Notable Credits

· Raised the monthly sales volume from 50 tyres to 300 tyres during the tenure 
· Increase the no of dealers from 2 to 12 during the tenure
· Re-activated and appointed good and potential channel partners on the ground
· Cracked many potential and well known  bus and truck fleets on the ground
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Hindustan Times, Bhopal  


         



         August 2006 to April 2008
as Marketing Executive

Accountabilities      
· Responsible for increasing the brand awareness
· Identifying the target segment  and increase the the subscription
· Explore new channels and strategy formulation for achieving the sales targets
· Explain the benefits of using our product against competitor
· Responsible for achieving the monthly sales targets.
· Ensuring the smooth and regular delivery of product.
· Responsible for increasing the market share by various sales promotional activities.
Notable Credits

· Consistently Achieved the assigned monthly sales targets  

· Successfully increased the subscriptions and gained the  market share
TRAININGS UNDERTAKEN

· Undergone Business Etiquette and Sales Training (BEST) Program in 2005. 

· Undergone Business Soft Skills Training (Program in 2004 Organized by AIMS Pune
· Successfully completed MICHELIN ROAD STAFF TRAINING, in 2008 
· Undergone Negotiation Training with MICHELIN  INDIA TYRES, in 2010
· Undergone TBR damaged tyre training with MICHELIN INDIA TYRES at Chennai in 2012
EDUCATIONAL CREDENTIALS

· Masters of Business Administration (Marketing) from University of Pune in 2005.
· M.Com from Barkatullah University Bhopal in 2003.                                                  

· B. Com from Barkatullah University Bhopal in 2000.                                                 .

IT SKILLS
· Proficient in Ms Outlook, Word, Power Point and Excel

· Diploma in IT from CDAC, Pune in 2004.

PERSONAL DETAILS

Date of Birth

: 
16th February 1978
Languages Known
: 
English, Hindi and Urdu  

Visa Status                        :              Visit Visa

References: Will be provided upon request.

Date:




                           

Place:                                                                                                      

 



Sales & Marketing


Market Penetration 


Business Development


Dealer Expansion


Performance Tracking


Technical Support











