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 Krishnan

Sales & Marketing,  Business Development, Competitive Analysis & Positioning – Client Relationship Management - Team Building & Leadership, General Administration.

Profile

· Senior Sales & Marketing professional with over 20 years experience in Business Development, Sales & Marketing, Key Account Management, Customer Service, Brand Management, Channel Management, General Management, Accounts, Commercial and Quality & Compliance.
· Presently designated as General Manager Sales and Marketing.
· M/s Bull Agro Implements at Coimbatore. From 30-11-2011 till date.
     ROLES AND RESPONSIBILITIES IN Bull Agro Implements
Enhance the growth and responsible up to P & L Operations.
Achievements in Bull Agro Implements in 24 Months 

Credit totally stopped and 100% cash sales w.e.f. April’12. 
Brought the Strict Financial Discipline in the company.

Pricing  Restructuring.

Policy created for Distributors/Dealers/Sub Dealers/MRP Fixing.

All Branch Stock Audit conducted and found Discrepancy in quantity reported to Management.

New Branch started in Eastern Uttar Pradesh- Varanasi to serve the Dealers with the better service and Business Development.
Control on Logistics and Stock Inventory systems are introduced.

Competitor’s Activities are highlighted to the Management to take a better Marketing Strategy.

New Product Launches only after strict evaluation of the Product.

Employee appointment procedures and Systems are brought in HR Aspects for the Staff as well Executives for the field.

100%House Keeping systems are implemented for the factory, Branches and Head Office.

Strict  Monitoring on statuary aspects of the company.

Initiated and Importance of C-Form collection and achieved to the level of perfection for two financial years.

Sales invoice are changed with the proper Terms and Condition of the Purchase.

Streamlined the Accounts in to the perfection of CN/DN/Continuous 
Regular Review meeting for all the Departments along with the Top Management.

Guidelines and Importance of ISO are explained and Reviewed regularly.

Policies for the Marketing, Purchase, Commercial  HR aspects, Branch etc… are framed and streamlined.

Job Title

- Head – Administration & Marketing
Org/Unit

- Pricol Packaging Ltd – I & II

Working pattern
- Based at Unit – II & Coimbatore (Corporate Office)

Reporting to

- Director 

Supervising

- Over all 

Responsibilities:

Administration:

· Over all in charge of the Unit – I & Unit - II

· Advise the Top Management on strategic business development and make recommendations on major business decisions.

· Ensure correct stocking and usage of raw materials.

· Evolves concepts and develops production schedules and controls.

· Monitors the quality of the products.

· Work in close conjunction with Pricol Corporate Services Ltd to meet the requirements of HR, Finance, and Audit & Systems.

· Ensure profitability of operations
Marketing:

· Convert ABP to achieve sales in line with budget and objectives.

· Implementing new selling techniques and strategy

· To improve the product awareness and enhance business growth.
· Conducting competitor analysis
· Implementing new strategies, procedures and systems for optimizing sales & receivables
· Establish personal contact with key customers.

Professional Experience

Worked with  M/s  Pricol Packaging limited    as   head – marketing  &  ADMINISTRATION

                                                                                                                                      FROM nov ’10 to Sep’11-
 Unit  Closed due to Severe losses. 
_____________________________________________________________________________________
worked with M.M.CONTAINERS PVT.LTD at COIMBATORE AS 
GENERAL MANAGER-   ADMINISTRATION         FROM MARCH 2008 TO OCT’2010
Malayala  Manorama Group.-Reported to Board Of  Directors.
Achieved on strict Financial Discipline and the Profits were brought in. Systems are brought In.
Found the Mistakes on the Accounts and reported to the Management.
Responsible for the   entire operations of three  units  and  p &l.

TVS-Sundaram Industries Ltd, (TVS Tread), Chennai                       March 2006-Feb 2008
Deputy General Manager-Marketing

Key Responsibilities: Business Development / Sales & Marketing

· Assessed the long-term trends and national demand projections of the off the road tyres, truck radials and heavy machinery tyres and develop strategies for these markets

· Developed long term policies and action plan for the selected market segments

· Cultivated long term relationships with corporate clients like ONGC, NALCO, Coal-India, defence, Major Fleet Customers etc for assured Commercial/OTR size retread business

· Designed, developed and implemented marketing and advertising campaigns, develop product literature/ brochures, initiate market research/ surveys and other related activities

· Identified new locations within India to establish branches for retread business. Developed an Effective Commercial / OTR Retread strategy

· Improved overall business in terms of volume, Turn over, Collection and Profit especially in Truck, Mini-truck and OTR. Develop annual budget and monitor sales

· Maximised contribution & profitability through aggressive pricing, DISCOUNT CONTROL and tight credit control 

· Emphasised on the performance certificates on product quality and service from important customers and National/ International certifying authorities 

· Reduced credit time, devise pricing policy, ensure product quality and subsequent certification from the customers, utilise these certificates as a marketing tool  

· Secured endorsement from leading brands for exclusive usage of their casings for retreads and repairs. Examined a joint advertising or sales promotion with the leading brands for retreading with mutual benefits.

· Created proper database for effective marketing on price levels, competition, customers opportunities, Trends, Product mix etc…at the Branch level 

Logistics, Product Development, Customer Service

· Improved logistics coordinating with Materials Dept. and after sales service

· Regularly monitored and collected data on market trends, competitor's activity, devised appropriate strategies, evaluated and benchmarked product quality against competition 

· Provided feedback to factory on product performance

· Developed superior tyre tread patterns, for differentiated service support to customers 

· Educated through technical seminars and customer meets, users and field personnel on proper maintenance, proper timing of retread, economics of tyre usage, failure preventions of tyre etc

· Suggested and developed tyre tread patterns, which are superior and render differentiated service support to customers in each market segment

· Highlighted product performance and needs to factory from time to time to enable them to take adequate steps in time

Team Management 

· Developed a cohesive management team and provided effective training and development for subordinates

· Educated field sales force, central tread manufacturing plant on performance of different casings

· Effectively communicated & implement management policies, systems and procedures

· Responsible for decisions relating to terminations, transfers, promotions

Major Achievements:

· Played a key role in making 19 out of 20 branches, into profitable branches with strong financial discipline

· Successfully brought the credit control from 180 days and above to 90 days

· Consistently achieved 100% sales targets 

· Instrumental in developing retail outlets and dealers across the country. Recorded market growth of 16% 

· Effectively organised frequent customer satisfaction surveys and have registered an increase of about 32% in customer satisfaction levels.

· Organised meetings for consumer, retreaders & casing dealers in the major markets

· QS: TS: 16949 audits conducted in last three years without any non-conformity

Ceat Limited, Chennai                             




  May 1991 - February 2006

Customer Service Manager & Demand Generation (South) 

Key Responsibilities:

Major Achievements:

· Achieved highest customer conversion and created demand for 15000 truck tyres/pm

· Consistently achieved more than 100% Sales targets

· Developed effective retail outlets in the potential areas

· Settled 90% of the claims within 24 hours

· Maintained highest level of customer satisfaction and periodically conducted surveys on consumer satisfaction index

L&T Data Products Division, Delhi                          June 1987 - April 1991
Marketing Executive 

Responsibilities:

· Provided application engineering support, undertook product up-gradation, customer training of data products

· Achieved highest monthly turn over of Rs 1.5 Crores

Education 

Bachelor’s Degree in Science (Zoology) 

Madurai Kamaraj University, 1986, First Class

Training

Attended several in-house Training Programmes and Management Programmes with Ceat & TVS- Sundaram Industries Ltd. Viz. Time Management, Presentation Skills, Change Management, Event Management etc.

Technical Skills

Proficient in MS Word, MS Excel, Tally ERP,  & MS Power Point

Personal Information

Date of Birth:  February 2, 1965

Languages known: English, Hindi, Tamil, Malayalam, Telugu, Kannada and Punjabi
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