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Senior Management Professional

Business Development / Key Accounts Management / Institutional Sales & Marketing Management / Team Management 

Professional Synopsis

Qualified MBA in Marketing with more than 15 years of experience in Sales & Marketing, Business Development, Channel Management, CRM, Institutional Sales in the Tyres, Automobiles, Paints, IT & Office Automation sector. Presently associated with automotive division of 3M India Ltd , as Sr. Area Manager—North 2(UP & Punjab market) based out of Lucknow. . A proactive team player with proven track record & cross functional expertise in planning, market penetration, product launch & management, key account management with skills in competitor analysis. Adept at handling sales & marketing operations for customers and channel partners with minimal assistance. An effective communicator with excellent presentation and communication skills combined with detail oriented attitude with ability to interact effectively. Core Competencies include:

Strategy Planning


Key Account Management                      Channel Development 

Consultative Selling 

            Forecasting & Market Analytics

Sales & Marketing

Business Development


After Sales Service 


Team Management




Core Competencies

· Overseeing the sales & marketing operations, thereby achieving increased sales growth.

· Conducting competitor analysis by keeping abreast of market trends & achieving market share.

· Implementing sales promotions & launching activities as a part of brand building.
· Developing relationships with key decision-makers in target organisations for business development.

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

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

· Leading, mentoring & monitoring the performance of team members to ensure efficiency in process operations and meeting of individual & group targets.

Organisational Experience
Since July’14 at 3M India Ltd., as Sr. ASM—North 2(UP & Punjab market), based at Lucknow
Role 

· Looking after entire North 2 handling the sales of ADM (Authorized Dealership Market).This is a part of Division called AAD (Authorized Aftermarket Division).
· Handling a team of 5 ASE & 2 TSO. 

· Looking after a business of Rs.15 Crore per annum.

· Catering to the requirements of these Authorized Dealers (the Car dealers) through Distributor Network.

· Handling 280 Authorized dealership & 26 Distributors in North 2 market.

· Ensuring after sales service of these car dealerships through the team & Distributors.
From Mar’09 to July 2014 PPG Asian Paints Ltd at various levels & roles.
June’13 to July 12,2014 as Area Manager-West(Light Industrial Coatings Business) based out at Pune looking after entire West region that covers Maharashtra, Mumbai, Goa & Gujrat .

Role 

· Looking after sales in Light Industrial Coating Business in Western region.
· B2B sales to different small industries as transformers, cranes, job coaters, furniture, wind signage, interior, trains etc.

· Catering to the requirements of these industries through direct sales or through channel.
· Handling a team of 2 Sales Officers(on rolls) & 4 Technical guys(off rolls)

· Some of the customers where I have done successful trails & got business from them are as: KSB Pumps, Gandhi Automation, JCB Limited, Sandvik Asia, Forbes Marshall, ZAMIL Steel, Sany, Lubi Pumps etc.

· Generated a business of Rs.50 Lakhs per month from new accounts. Started with scratch & rose to this level.
 Aug’10 to May’13  Area Sales Manager (UP & Uttaranchal),based at Kanpur.
Role 

· Handling the sales of refinish paints for Premium PU & Eco PU products for UP & Uttaranchal.

· Overseeing the sales & service of bodyshop business.  

· Leading a team of 8 Sales officers for the business of Premium PU products.

· Coordinating with the technical team to ensure timely service to the bodyshops.

Accomplishments

· Pivotal in handling a business worth Rs.26 crore per annum.

· Efficiently handled close to 120 bodyshops in the area (70-A class, 50-B class).

· Successfully managed customers like KTL, Tanya, Uttam Toyota, Rajendra Toyota, Greenland, Prestige Honda, etc.

· Tapped the markets like Saharanpur, Ballia, Azamgarh, Kashipur, Aligarh etc. 

· Bagged business worth Rs.3 Crore from new 20 new Bodyshops. Some of the new bodyshops won are: Atelier Maruti, Deep Motors, Rajendra Toyota, MY CAR, RKBK, Motor Craft etc.

· Appointed 18 new dealers & installed 20 new racks in the financial year.

· Involved in the launch of ENZA in UP market. 

· Increased the sales from Rs.23 Crore to Rs.26 Crore

Mar’09 to Jul’10 as Area Sales Executive (Area Head- Delhi & Haryana), New Delhi 

Role 

· Accountable for the sales of refinish paints for Premium PU & Eco PU products for Delhi & Haryana
· Managed the after sales & service of bodyshop business.  
· Directed a team of 8 Sales officers for the business of Premium PU products.

· Coordinated with the technical team to ensure timely service to the bodyshops.

Accomplishments

· Demonstrated excellence in managing the expansion of dealer network.
· Successfully handled a business worth Rs.25 crore per annum.

· Pivotal in handling around 100 bodyshops in my area (50-A class, 50-B class).

· Stellar role in managing key clients like Galaxy Toyota, Deep Hyundai, Courtesy Honda, Competent Group, etc.

· Brought annual revenue worth Rs.3 Crore and bagged new accounts like Courtesy Honda, Marketing Times, Galaxy Toyota, Grace Toyota etc.
· Efficiently achieved 100% of the target. 

· Increased sales from Rs.22 Crore to Rs.25 Crore
Sep’07 to Sep’08          Ashok Leyland Limited, Delhi as Sales Manager (Major Accounts Manager)
Role 

· Responsible for key accounts for the sale of Telematics (GPS Solution) to big transporters.  
Accomplishments

· Involved in the product launch during Auto Expo in 2008.

· Bagged the 1st sale for the company after promoting the product at Transporters’ meet by giving online demo and conducting trial runs.

· Efficiently reached agreement with major companies(transporters) like SAFEX, GDL, PCL Logistics, Honda Logistics and the like in the Northern region.(these all are Commercial vehicle transporters).
· Pivotal in dealing with OEMs like Maruti, Honda Siel, Hero Honda, LG Electronics.  
· Received a 1st order from GDL.  
· Bagged order of 30 units from GDL transport.
· Part of the launch of the Telematics device ALERT.
Mar’05 to Aug’07         Michelin India Tyres Pvt. Limited, Agra as Territory Manager

Role 

· Handled Western UP & Uttaranchal region.

· Managed sales of Truck & Bus Radial Tyres to Transporters dealing in Commercial Vehicles.
Accomplishments

· Efficiently achieved the targets against stiff market competition.

· Pivotal in developing 5 dealers with strong market presence in 2006, the maximum in a region across the country.

· Instrumental in developing customers like VIMAL Industries, Indore Agra Roadlines, Veekay Express, etc.

· Tapped all the major cities of Western UP like Meerut, Agra, Muzaffarnagar, Saharanpur, Hapur etc. & Uttranchal—Dehradun, Haldwani etc.
· Appointed 14 dealers in the market.
· Initiated a project and proved to a customer that if he put Michelin Tyres on his vehicles he will get a fuel saving of 8-15%. Was successful in this project.
· Successfully launched tyres like XDY3, XDE2 etc. in the market.
Jul’02 to Feb’05           WEP Peripherals Limited, Noida as Sales Executive

Role 

· Handled product promotion of company’s products.

Accomplishments

· Successfully popularized the ‘Print ‘n Save’ concept in the market, company strategy targeting niche customers. 

· Efficiently promoted new ideas like:
· Concept of business printing outsourcing vs. the cost of in-house printing in small offices.

· Installation of printers in small business hubs like cyber café.
· Developed new customers like INNODATA, DS Group, TECHSPAN, Nucleus Software, BARCO, etc.

· Won an account in the form of 
· INNODATA that gave annual recurring revenue of Rs.12 Lakh per annum.
· Dr. Lal Path Labs Pvt. Ltd. that gave annual recurring revenue of Rs.35 Lakh per annum.
Aug’98 to Mar’00: Commenced career with RICOH India Limited, Delhi as Territory Manager and managed key accounts like Virgin Atlantic, Red Cross & Indian Express.

Academic Highlights

2002                   MBA (Marketing) from Aligarh Muslim University 
1998                       Bachelors in Science (Mathematics), Gorakhpur University 
Training Attended

· ‘Sales Training’ from Mercury Goldman.
· 2 months World Class Training at Michelin Tyres as a part of induction to new company.
· Executive Development Centre (EDC) program conducted by Asian Paints.
Personal Minutiae
Date of Birth

: 22nd July 1976.

Languages Known
: English, Hindi, and Urdu. 
