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Career summary: 


Dynamic Profit Center Head, enjoys challenging professional tasks and passionate to 
honour work commitments with full zeal. Armed with techno commercial qualification 
& skills. 21 years industrial sales experience including 10 years as SBU Head within India 
and middle east. Established good rapport with key customers for industrial product sales 
and equipment rental.


Skills summary:

· Run company operations in line with set goals & objectives 

· Ensuring extensive market coverage and organic sales growth through regional heads

· Pedal business cycle of idea to execution for Technology driven Engineering contracts       

· Fostering rapport with all key clients by regular interaction as solution provider 

· Growth of Sales by 20% and net profit by 25% for 2015-16 by cost optimizaton measures

· Quick decision making and leadership from the front for profitable business operations. 

· Design & execution of integrated marketing communication strategy

· Better pre & post sales services to retain satisfied customers for business with buzzword

· Optimum resource planning and allocation resulted into new business opportunities 

· Ensure ready availability and optimization of capacity utilization for all equipment

· Effective & inspirational training initiatives for better employee engagement

· Ensuring continual improvement by system and company policies implementation 

· Implementation of market intelligence system at all organizational levels

· Major customer segments handled are oil & gas, power, metal, shipbuilding, construction, fabricators, EPC contractors and consultants, process inds, insurance companies etc.

· Good rapport with key customers e.g. IOCL, HPCL, BPCL, Reliance, Essar, EIL, CPCL, GAIL, NTPC, NHPC, Tata, Vedanta, SAIL, Alstom, MDL, L&T, Dr Reddy's, GSFC etc.


Scholastic:

· B. Tech. (Mechanical), 1991, KNIT, Sultanpur-UP  

· PGDM, 2008, IGNOU, Delhi 

· PGDMM, 2009, IGNOU, Delhi

1/4


Career synopsis:


Since Jul'2009 working as Chief Operating Officer at Technical Drying Services 
(Asia), Gurgaon-Rental Services for moisture & temperature control.


Job responsibilities:


To take care of all India business operations; P&L ownership; HR; F&A; resource 
planning & allocation; sales, marketing, business development; customer retention & 
CRM;  project management; inventory management; equipment upkeep and system 
implementation.


Major accomplishments:

· Developed strong relationship with all stakeholders to deliver valuable client solutions 

· Formulated and executed strategic and tactical business plan for the SBU to achieve top line and bottom-line.  

· Enhanced customer base to 581 in 2015-16 from 479 in 2009-10 through new customer acquisition along with market penetration in new segments and applications development

· Stagnant sales in 07-08, 08-09 and 09-10 of Rs 65 mn PA taken to Rs 120 mn in 10-11.     

· Helped team to improve communication skills essentially listening by self example. This initiative transformed business processes drastically, developed doers than gibbers.

· Comprehensive market mapping exercise on all India basis added new applications, customer segments and new territories.                                                                     

· E to Q is 20% and Q to O is 35% so ensuring full pipeline to achieve budgeted revenue, maintaining enq base to app 3000 per annum for past 3 years against 1200 earlier   

· Focus on numbers as well as quality of customer calls catalyzed customer coverage

· Impeccable CRM by CCC (Continuous Customer Contact) at all organizational levels to ensure delighted customers.            

· Entry of low price competition countered by developing niche market by technology promotion via Application Development and with Replication of Application concept.

· Implemented elaborate training calendar with inculcation of team spirit which resulted into employee motivation and reduced  employee turnover by 20%. 

· Sales promotional activities e.g. mailer campaign, customer in house presentation, buzzword etc improved brand image along with market visibility and increased turnover.

· Introduced ARC concept in rental services for business and entry barrier for competitors

· Implemented ISO ISO9001 since mar'2012. Initiated erp implementation since Jan'2016

· Earned performance incentives except 2014-15 when business turnover and profits went down due to entry of low price competitors but hit back competition in 2015-16.
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Aug'2005 to Mar'2007  as Business Manager at Awal Commercial-Bahrain for 
Indl, construction and signage products. 


Job responsibilities:


Profit center head; to ensure top & bottom line growth; Vendor Development and 
management; CRM; Business Development;  Market Intelligence; team building; 
Optimum inventory levels; debtor control; smooth funds flow. 


Major accomplishments:

· Net profit doubled in year 2006 in comparison to 2005. Company achieved the highest net profit figure in comparison to previous years. 

· Developed and maintained good relationship with the vendors which resulted into better discounts along with enhanced support due to business growth.

· Developed new customers as well as brought back customers who turned away due to lack of service, non-availability of material, higher price etc

· Upgraded product mix as per customer and market needs by adding new products, product features and by removing non moving items on special price or in bundling offers.


Nov'2002 to Jul'2005  as Product Group Head (IMT)  Khimji Ramdas, Muscat for
KARCHER Industrial Cleaning Equipment.


Job responsibilities:


Key account management; Congenial relationship with principal; Involvement in projects 
from concept to execution; Co-ordinate with support staff to provide pre & after sales 
services; Product presentation & demonstration; 
To maintain optimum stock levels.


Major accomplishments:

· Solved problem of delayed invoicing & receivables by instant PO collection 

· Sales & installation for stationary high-pressure washer project at A'Saffa Poultry Processing. Besides good sale it acted as good reference for industrial segments. 

· Released holding space & blocked money by liquidating old stocks lying for more than 2 years by comprehensive customer coverage.

· Reduced customer response time to enhance customer satisfaction.

· Close contacts with key accounts like PDO, MOD, Oman Oil, Shell, BEC, Oman LNG, Dyncorp, Halliburton, Schlumberger, Midwesco etc.
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Nov'2000 to Nov'2002 as District Manager (ISD)-Eureka Forbes Ltd, New Delhi 



to manage Indl Cleaning equipment business in northern region


Sep'99 to Aug'00 as Territory Sales Manager-Enerpac Hydraulics (India), Chandigarh 


to manage High Pressure hydraulics business in northern region 


Sep'95 to Aug'99 as Sales Executive- Akay Industries Ltd, Chandigarh


to manage Chandigarh branch for centrifugal pumps & valves business.



Sep'93 to Aug'95 as Professional Associate at NITCON, Chandigarh


-Technical & management consultancy company.


Other details: 

· Born on Dec 16, 1969; 

· Married with two kids 

· Indian Passport holder valid up to June’2024

· Hold valid UAE driving license

· Present CTC  : INR 27.70 lacs PA +Benefits+Performance Incentives

· Notice Period  : 3 months (negotiable)
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