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· Result-focused, professional with over 12 years of experience in Sales Operations, Dealer Management, HR activity management, Client Servicing, Business Development and Team Management. 

· Resourceful at maintaining business relationship with clients and customers to achieve quality product and service norms by resolving their service related critical issues. 

· Strong industry knowledge with deftness in;


- Customer Care 

- Training/ Skill Development

- Technical Support

- Business Development

- Team Supervision


- Sales Operations

- Project Management

- Quality Assurance


- Liaison / Coordination


- Teaching


- Documentation



- Maintenance

· Adept at spearheading entire service operations along with implementation of various techniques for improving the process operations along with cost effectiveness. Solutions-driven, customer centric professional with significant experience in handling all aspects of service functions encompassing factory and field service. 

· Experience of working under cross-cultural and multi-lingual environments.

· Skilful at monitoring & motivating the workforce to enhance their efficiencies & assist them to deliver quality services to clients; 

· Proficient at inspiring confidence, building loyal, high-performance teams that exceed expectations. Self-start, goal-oriented strategist, highly imaginative with many innovative ideas.

DOMAIN SKILLS



Leadership                   : 
Advises the management on business strategies promotes organization among customers and drives organization mission through employees & supports motivation of employees.

Visionary                      : 
Ensures staff has sufficient & up-to-date information, looks to the future for change opportunities, interfaces between Employees and Customer.

Decision Making           : 
Formulates policies and planning recommendations to the management, decides or guides courses of action in operations by staff / employees.

Management                 : 
Oversees operations of the organization, implements plans and manages available resources.

EMPLOYMENT PROFILE 



 
 Since June,13 to Aug,15 worked with Hyundai Motor India Ltd as  SSI & Sales Training Manager.
Job Profile
1. Ensure 100 % process implementation across the dealerships.
2. Manpower recruitment plan monitoring & Training need Analysis.
3. Monitoring the Dealerships to ensure the improvement of the productivity of Dealer staff.( 1051 Nos)
4.  Productivity of Dealers sales force.
5. Certification of sales staff.
Major achievements in Hyundai Motor India Ltd.

1. Implemented the New SOP standards across dealerships.

2. Improved the JDP SSI score from 13th position to 5th position.

3.  Improved the Non JDP SSI score from 5th position to 3rd position.
May’11 to Jun’13 at Sewells India (formerly, Idea7 Business Solutions, Navi Mumbai), Chennai
The Growth Path:

Quality Manager – (Volkswagen Group Sales India Private Limited) Dealer Sales Quality (Auto Process) Since July’12
Project Consultant – Mahindra Dedicated trainer (Auto Product & Process)    May’11 – July’12
Sep’10 – May’11 at Popular Vehicles and services Limited (Maruti Suzuki India Limited), Trivandrum as Training Manager

July’09 – Aug’10 at Kulathunkal Motors (Tata Motors – PCBU), Trivandrum as Product Manager

Dec 06 – May’09 at TVS & Sons Limited, (Mahindra –  Personal), Kollam as Sales Manager

June’03 – Nov’06 at Popular Vehicles and services Limited (Maruti Suzuki India Limited), Trivandrum as Sales Executive

Key Highlights across the tenure:
· Strategically rolled out Sales Process & Retail Standards Handbook (SPARSH) program implementation. This program envisaged to cover all 70 Volkswagen Dealerships pan India in 56 cities across 18 states and 2 union territories. (Sewells – VWGSIPL)
· This program helps establish Consistent & Standardized front end & back end processes at Volkswagen Dealerships in India. Hence sales increase was a direct result of the program's national success. (Sewells – VWGSIPL)
· Played a major role in organizing workshops on topics such as “Behaviour Change in Auto Dealerships and Basics” for Dealer Automobile, Sales Managers and Consultants. (Sewells - Mahindra & Mahindra) 

· Conducted training classes for Automobile Dealer Sales Managers, Sales Consultants  on various technical and soft skills. (Popular Vehicles - Maruti Suzuki India Limited)

· Led a team of 22 members for managing sales & business development in Kollam Region, Kerala TVS & Sons Limited - (Mahindra –  Personal), Madurai
· Consistently exceeded sales targets by 150% for twelve months during my tenure at (Popular Vehicles - Maruti Suzuki India Limited) Trivandrum 
· Monitored & ensured through SPARSH program that customers (all types of Lead Sources) visiting or calling on Volkswagen Dealerships, India had best customer / sales satisfaction levels. Implemented Process Improvement groups, Root Cause Analysis to ensure concerns were never repeated. 

· Major training attended: Attended SPARSH Boot camp training at VWGSIPL, BKC office, India, conducted by Abhijit Joshi, National Project Manager - SPARSH.
· Achievements: 

· Best Sales Manager Award from Mahindra and Mahindra for the Quarter 1 and quarter 2 sales target achievement in 2008.

· Highest percentage of Branch target achievement for the year 2009 in TVS & Sons Limited.
· Participant In Maruti Selling Skill Contest at Regional level On Behalf of Popular Vehicles & Services Ltd., conducted in Chennai in 2004.

EDUCATION



B.A. (Sociology) from Kerala university  in 2003 with 64% marks. 

IT SKILLS



· Well versed with Office Automation & Internet Application.
PERSONAL DETAILS



Date of Birth


25th May 1982
Languages Known 

English, Tamil & Malayalam,Hindi.
