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Seeking assignments in Sales & Marketing / Business Development with growth oriented organization with experience in Material Handling equipment sales,Construction & Earthmoving Equipment sales,Off road trucks,Cranes,Building Materials,Spare Parts sales of Heavy&Construction Equipments and in related areas etc.,
CAREER OVERVIEW

· A competent M.B.A professional with over 12 years of experience in the Sales & Marketing, Business Development and Client Servicing. 
· Adept in managing overall profitability of operations and accountable for strategic utilization and deployment of available resources to achieve organizational objectives. 
· Experience in organizing the promotional activities / events and escalating the business, profitability and market coverage. 
· Proficient at providing value added customer service by resolving customer issues & ensuring their satisfaction with the product and the service norms. 
· Strong organizer, motivator, team player and a decisive leader with successful track record in directing from original concept through implementation to handle diverse market dynamics. 
· An effective communicator with excellent relationship building & interpersonal skills.
CORE COMPETENCIES 

· Developing periodic business plans & strategies, in coordination with macro plans of organization.

· Planning & scheduling individual / team assignments to achieve preset goals within quality & cost parameters. 

· Formulating long term / short term strategic plans to enhance operations, profitability & revenue; involved in spearheading turnaround initiatives. 

· Designing & implementing sales plans and new store concepts to generate increased sales for achievement of revenue targets.

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

· Enhancing the entrepreneurial skill of the distributors by proving them technical knowledge. 

· Handling the interaction with customers for effective resolution of customer grievances and obtaining feedback.

· Maximising customer satisfaction matrices by providing pre & post sale assistance and achieving delivery and quality norms.
· Leading, training & monitoring the performance of team members to ensure efficiency in sales operations and meeting of individual & group targets.

· Conducting meetings for setting up sales objectives and designing or streamlining processes to ensure smooth functioning of sales operations. 

EMPLOYMENT RECITAL
                                                                  PREVIOUS EMPLOYMENT
From 01.10.12 to 30.09.14
Worked as a Territoy Manager(Business development) in M/S.Maini Materials Movement Pvt ltd.,Chennai-600017.
Maini Materials Movement,part of MAINI GROUP as leading industry player in MATERIAL HANDLING,STORAGE SOLUTIONS and PEOPLE MOVEMENT SPACE.

Maini established in 1986 has well equipped design and manufacturing facility with an extensive all India sales and service network which has ensured its market leadership and Maini group companies work with industry leaders in various segments.Maini have strategic alliances with international leaders,NACCO Materials Handling Group(NMHG),USA for” YALE” Brand forklift Trucks,High Raech Trucks,Order Pickers,VNA etc.,

Our solutions range from Hand Pallet Trucks, Battery Operated Pallet Trucks, Platform Trucks, Manual & Electric Stackers, Goods & Scissor lifts, Tow Trucks, Dock Levelers, Forklift Trucks, Reach trucks ,Order Pickers, Flame proof Trucks, Industrial racking, Bolt less shelving systems ,Mezzanines and in-campus electric buggies to help you achieve high level of space efficiency and Manufacturing Productivity.
The Role involves:

i)    Market Yale and maini products

ii)   Achieving targets

iii)  Budgeting&Forecasting of sales

vi)  Sending reports to H.O.on daily basis

v) Having interaction with GM & Country Head on daily basis

vi)Mainitainig good rappo with top clients

vii)Provide end to end solution to the customer based on their needs

viii) Achieving Sapre parts sales thru channel partners and direct handling customers

_________________________________________________________________________________

PREVIOUS EMPLOYMENT
 From 01.11.11 to 30.09.12
Worked as a Marketing Manager in M/S.SPARTAN ENGINEERING INDUSTRIES PVT LTD.,Chennai Branch

                             Spartan is a Mumbai based leading manufacturer and supplier of high quality construction machineries and equipments.The Spartan equipments are appreciated by the customers in infrastructure and construction industry for the high quality,for the sturdiness of design,reliability of performance and for the value it creates.Today,Spartan has more than 60% share in Bar Cutting&Bending Machines in india and also equipped with World Class Manufacturing Facilities to manufacture Man&Material Hoist,Multifunctional hoist,Rope Suspended Platforms and Various models of Tower Cranes at Atgaon,Maharastra,India.

The Role involves:

i)     Handling a team

ii)    Market various Spartan’s products to segment wise.

iii)   Achieving targets(monthly,quarterly,etc.,)

iv)  Budgeting&Forecasting of sales

v)  Sending reports to H.O.on daily basis

vi) Having interaction with DGM daily

vii) Achieving Sapre parts sales thru dealers and direct handling customers

                                                    PREVIOUS EMPLOYMENT
                                                                  From Jan’11 to Oct’11

1)Worked as a Senior Sales Engineer(M4 Grade) in VOLTAS LTD.,Chennai-600018.,(Construction&Mining equipment Division - A TATA Enterprise),Sales involved in:

i)  Sale of Kobelco Crawler Cranes(Ranges from 60 Ton to 550 Ton) – Focussing on application selling/Project Sales

ii) Sale of Voltas Brand RT and P&C Cranes

iii) Sale of Spareparts for both Crawler&Mobile Cranes

2)Worked as a Sales Manager at M/S.G.P.Enterprises,Madurai,Tamilnadu,Sales,Spares and Service Dealer For M/S.L&T KOMATSU LTD., Construction Equipments(Sale of 7,10 and 20Ton Hydraulic Excavator Segment)
From Nov’09 to Jan’11
Sales Involved in:

i) Sales of L&T Komatsu Hydraulic Excavators
ii) Sale of Spare parts for L&T Komatsu Excavators
iii) Procurement of paid service enquiries for post warranty machines

3)M/s. Vaishnovi Infrastructure Engineering (Pvt.) Ltd, Chennai
Branch Manager-Madurai,Tamilnadu

Jul’05 – Mar’09

A Chennai based used imported earthmoving equipment retailer,since,from 1982,having 28 branches across india deals with all kinds of used imported earthmoving equipment sales(Hitachi,Volvo,kobelco,caterpillar,Toyota,komatsu and all other major brands),service and sale of spareparts.

Sales involved in:

i) Hydraulic excavators
ii)Dozers

iii)Motor graders

iv)Fork lifts

v)Cranes

vi)crawler and mobile cranes

Spare parts 
i)Hydraulic parts

ii)Engine parts

iii)Tooth points and Adaptors

iv)Buckets

v)Seal kits and all other rubber components

vi)Specialized under carriage parts

Accountabilities                       

· Carrying out work flows to facilitate structured support in all areas and issues.

· Rendering value added customer services by attending customer queries and issues.

· Supervising the post service activities like follow up with the customers, handling customer grievances for superior customer service.

Highlights:

· Bagged appreciation from Regional Sales Manager & Managing Director for achieving sales commitment and branch development.

· Accredited for making billing system systematic and thus increasing the collection.
4)                                                      M/S.ALANKRITA SERVICES

‘Brindavan Manor’

West Mambalam,Chennai-600033.

Executive-SME Sales(FWP-Fixed Wireless Phone)

                                                               From June 2001 to June 2005

Alankrita is the Bangalore based outsourcing service contract people for M/S.Tata Tele Services Ltd.,Chennai-600014.

Responsibilities

Target Sales achievement of Tata Indicom Walky Brand FWP in assigned territory in SME Segment

Worked together with TTSL officials

Rendering value added services to the customer by attending their queries&issues

Highlights:
Bagged high scorer award in Tata product Knowledge evaluaition test&Best Performer award conducted all India level in year 2004.

SCHOLASTICS


  MBA from Periyar Maniyammai University,Tamilnadu in 2010. 
  B.Sc. (Chemistry) from Madurai Kamarai University in 1993.
TECHNICAL QUALIFICATIONS
· Completed IT Foundation Course from Apollo Computer Education Ltd.
· Proficiency in CRM
· Completed Lower Grade Typewriting in English(30wpm).

IT SKILLS: Well versed with MS Office and Internet Applications
PERSONAL PROFILE
Date of Birth 

: 30th May, 1973
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