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Result-driven Senior Management with 12 years of extensive experience as Sales & Marketing professional with reputed companies, proven record of success in achieving set results and business success. A dependable, thorough and well-organised individual can effectively handle a network of distributors. Demonstrated high sales growth and effective marketing plan for various product categories. A dedicated team leader, who possesses vast industry experience, excellent business contacts, tact to deal with multinational principal companies, and has dedicated work approach.  Possess good planning, communication, negotiation, client relationship and supervision skills

EDUCATION

Master in Business Administration (Marketing)
1996

Nagpur University, India

Bachelor in Commerce
1993

Nagpur University, India


ACHIEVEMENTS

•
Successfully got a promotion and performance linked reward in Larsen & Toubro / Ultratech in the year 2001, 2004 and 2005.

•
Effectively met the requirement of the management from 40% to 75% with the support of relationship marketing and expansion of the network.

•
With the knowledge of maintaining and increasing market share by network expansion and control on retail network, promotion has been granted in July 2001.

•
Promoted in July 2000 for the significant contribution to the company.

•
Won bronze medal in aero modelling during NCC camp.

CAREER PROGRESSION

Senior Officer (Marketing)
May 04-Jul 06

Ultra Tech Cement Limited (Formerly Larsen & Toubro Limited), India

The company is eight largest in world and first in Asia in cement manufacturing with total installed capacity of 31MTPA.  

Position
Nov 98-May 04

Larsen & Toubro Limited, India

India’s largest multidimensional engineering and construction company and largest cement manufacturer with a single brand name having an annual turn over of around Rs.10,000 Cr. It has well diversified business base with Cement, Construction, and Heavy Engineering & Switchgears as core areas. The total installed capacity is 16.5 MTPA.

Senior Sales Executive
Aug 97-Nov 98

Silverline Agro Industries, India

Marketing Executive
Nov 96-Aug 97

Sterling Group of Industries (Sterling Tree Magnum)

Accounts Executive
Jul 92-Aug 94

VEE – ARR Advertisers, India


Sriniwas Sivarama Pillai

AREAS OF EXPERTISE

Sales & Marketing Management

•
Expertise in Management, Administration, Business Development, Client Relationship, handling large size set ups and monitoring business operations. Excellent capability to work as profit centre head, develop new business entities and supervise team of professionals.

•
Introduce & present company to reputed organizations and establish contact with the market.

•
Implement marketing plans, prepare forecasts & ensure implementation of planned action. 

•
Negotiate and manage contracts-deals with corporate, principal and trade accounts.

•
Arrange client meetings for promoting business and creating awareness for new products.

•
Liaise with vendors, principals, government bodies, corporate clientele and other agencies. 

•
Direct and coordinate activities involving sale of services or other subjects of sale.

•
Confer or consult with clients, department head, team mates and business owners to plan business marketing strategise, future planning, defeating competition, developing business development action plan, service promotions and strategies to secure market share. 

•
Review operational records and reports to project sales and determine profitability. 

•
Conduct market research and keep a close eye on the competitor’s activity in order to take relevant actions for maintaining business volumes and consistent growth. 

•
Represent at trade fairs, association meetings and get together to promote business.

•
Practice and utilise management principals and theories together with latest technology, market information and business know how to gain momentum in assigned services.

PROFESSIONAL EXPERIENCE  

Senior Sales Officer - Marketing, L&T/Ultra Tech Cement Limited

•
Deploy available means to the best for achieving the self fixed HARD targets, both for sales and outstanding control in the assigned Marketing area.

•
Expand distribution network in unrepresented markets. Keep vigil on competitor’s activities.

•
Maintain and develop harmony amongst the network.

•
Develop contacts with bulk customers i.e. government authorities, builders & contractors and structural consultants & architects. Attend to complaints about the product, after sales service.

•
Coordinate with the accounts departments for settlement of claim of network.

•
Maintain outstanding track. This activity is very important to safe guard organization money and to encourage network for cash discount.

MEMBERSHIP

A member for special assignment of a very high profile project of L&T Cement called ‘ICBM-200’. Four parameter were defined and a core team was formed to implement the project. Improvements in counter share total delivery cost and etc.

COMPUTER SKILLS

MS Office, Internet & E-mail applications

PERSONAL DETAILS

Nationality: Indian 
                  Date of Birth:7 December 1970                       Marital Status: Married                            

                    Visa Status: Visit Visa             Language: English, Hindi, Marathi, Telugu and Malayalam

REFERENCE

Available upon request
