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Executive Profile
· Have about 9.5 yrs of comprehensive experience in Business Development in Automotive sales. Worked in Indian Auto MNCs - Tata Motors Ltd., and Mahindra & Mahindra Ltd. (in Commercial Vehicles).
· Proficient in handling the entire gamut of business development and accountability for achieving core objectives like - Growth in Sales Volume, Product Market Shares & Establishing New Products & CRM.
· A Proven performer, exploring challenging opportunities with a reputed organization.
Core Competencies
· Sales & Business Development ( B to B & B to C)- Automobile(Commercial Vehicles)

· Business Development (B to B) – Tyres (Commercial Vehicles-Truck & Bus Radials)


· Strategic Planning & Management and CRM Activities
Professional Experience

i) Dunia Finance LLC.  July 2015 – Till Date

Relationship Officer – Consumer & Business Loans

Job Profile:
*Presenting financial solutions to the customers, based on their income profile and net worth.
*Sourcing of prospects through direct marketing activities like –Tele-calling, referrals, Cold Calling in the  potential markets & sectors. 

*Retaining existing clients for their future needs and also to ensure strong referrals/leads

*Establishing relationship with New & Used car Dealers, Insurance agents, garages & other     intermediaries for the generation of Auto-Loan leads.

*Establishing network with other Financial Institutions for market intelligence on the client base and for  the ongoing schemes.

*Ensuring the Clients Documentation & filing process for the financial products, based on the Under writer’s criteria.  

ii) M/s. Nova Auto Enterprises.  April 2011 – June 2015
Brief about the Firm based at Hyderabad - Started in April’11, as a Dealer in Auto Ancillary/after market for JOST India Auto Component, established network in south India. Diversified its presence in to a Leading chain of Wheel Alignment & Allied Services centers for Trucks & Buses & also a multi-brand Dealer for Truck & Bus Radials for Brands like MRF, Apollo, CEAT, Birla, Bridgestone & Michelin.  

Sr.Manager – Business Development & Operations-Tyres(T & B Radials) & Service Centers.
Job Profile:  

*Performance responsibility - Being a primary point of contact with channel partners and clients to meet defined goals and strategic results, for a chain of Truck & Bus Alignment center, 5 centers with 64 staff.
*Monitoring on Branch wise performance for targeted products, managing Inventory, forecasting on demand & supplies for ensuring shelf replenishment. Formulating schemes & taking corrective actions.

*Marketing Activities –Planning for Capturing application wise sales of tyres. Ensuring CRM activities in place for client retention & Loyalty. Executing Tie-Ups with OE Dealers for improving service inflow.
*Sales Activities – Brand Promotional activities for creating Brand pull in market. Campaigns to increase service revenues and service inflow.
*Formulating revisions for B to B sales schemes & pricing structure, to achieve revenue growth on monthly, quarterly and annual basis while maximizing profit gained from each transaction. 
*Service Activities – Managing corporate clients with big fleet, State Transport Authorities & Tie-ups with OEM authorized Workshops;
*CRM Activities - Initiating the fleet & customer loyalty programs, monitoring on Application & Segment wise sales & services inflow, through Client management software. 

*Ensuring the skill-set, productivity of sales & service teams & setting-up standards. Employee Reviews & training on performance excellence and customer centricity to deliver an impeccable service. 
Accomplishments:

· Established a network of 5 Truck & Bus-Wheel Alignment Centers in prime trucking centers.
· Consistent & Strong Retention of State Road Transport org., and authorized OEM dealers (like TATA,  Ashok Leyland, BENZ, ISUZU & Navistar) for Truck & Bus alignment services.
· Recorded a significant growth of radialization in Trucks for Apollo, MRF & Michelin brands in Sand & Haulage Application. While retaining Michelin as the best brands in Bus Radials. 
iii) M/s. Tata Motors Ltd. (World’s 4th Largest Commercial Vehicle Manufacturer) Dec 2008 – March’11.
 Territory Sales Manager (Trucks) at Vijayawada A.O.
 Job Profile:  

*Planning and Implementation of Company’s strategy for achieving Segment wise growth in B to B Sales in terms of Volumes and Market Shares, quarter on quarter. 
*Focusing on the key application segments in the market through periodic monitoring and reviews, and taking corrective actions at every quarter to improve the application wise market shares. 
*Plan and organize Application & Segment wise Sales and marketing activities. Supporting dealer’s team in techno commercial offerings and negotiations with potential customers. 

*Driving the Dealer’s sales team on - Market coverage, enquiry generation and sales conversions. Ensuring Dealership’s manpower adequacy and their training & development. 
*Periodic Reviews with Sales Managers for reviewing issues at Potential but weaker pockets.
*Ensuring resources for sales promotional activities and events(B-B Sales) like – Field Demos, Test Drive Campaigns, Mileage Testing, Mechanics & Drivers Meet, and segment wise Customer meets for generation of  adequate enquiries & retaining potential customers.

*Executive route planning for effective coverage of potential customers & applications; Field trainings to sales team and On-site demonstrations. 
*Liasoning with Financiers to establish strong relationship, and to Develop strategic tie-ups and schemes   for 1st time buyers & Higher funding & lower interest rates for existing clients, etc.. 
*Facilitating the dealers, brokers & financiers for encashment of exchange sales potential.

*Ensuring timely information on competition moves, monthly schemes & strong market intelligence.
*Achieving Dealer-wise Retail & Off-Take. Sales Forecasting & ensuring Dealer-wise model mix. Extending Dealer Support & Assistance in Government tenders & institutional sales.  
Accomplishments:

· Achieved 48% market share in 11T Segment for FY11 (Delta 10% over last fiscal).
· Made the best utilization of 100% financing schemes, lead to easy ownership for 1st time buyers. 
· Strongly established Tata products in segments like – Fisheries, Market Loads, Containers, FMCG.
· Accomplished growth of 26% in 4T segment vols., with Market share of 72% in FY11(Delta 12%).
· Handled Govt. Tenders, Bagged 11 tenders & supplied 138 Trucks includes 4T, 7T & 9T &25T Tippers.

iv) M/s. Mahindra & Mahindra Ltd. (World’s 3rd Largest Tractor Manufacturer) June’06 – Dec’08

 Territory Sales Manager at Raichur A.O.(Karnataka)
Job Profile:   

*Planning and implementation of company’s strategies for achieving projected Sales volumes and Market share growth in the assigned territory for Tractors(B to C) Sales.

*Periodical Monitoring and Review of Dealer’s sales performances, Market share plan and take corrective actions at every quarter. Monitoring Dealer’s Working Capital & Financial Involvement. 
*To Identify and develop weaker markets in the assigned territory to achieve stretched targets by organizing Field Demonstrations, promotional activities and offering competitive deals to customers.
*Ensure field activities, events for generation of adequate enquiries, and improve the conversion rate of the same into prospects. Improve salesman’s Coverage ratio (CR) and Hit Ratio (HR).
*Liaison with NBFCs and Nationalized Banks for Tractor loans and ensuring healthy relationship between Financial Institutions and Dealers. I was team member for achieving award for highest vol.through NBFCs.
*Execution of Channel Development activities like New Dealer Appointments, Existing Dlr’s Network Expansion, Manpower Adherence, over-all growth trajectory for the assigned territory.
Accomplishments:

· Won an award in F09-Q1 for New Product Sales-“SHAAN-Tractor”.
· Has achieved dominating Mkt Shr of 47% (M&M) in the Territory for F09-H1.

· Was a Team member for achieving Award for All India Highest Exchange Sales % for the fiscal F08.

· Have achieved 112% volume target of 3 newly appointed (less than 1yr) Dlrs in F08.

· Won an award for achieving highest SSI (Sales Satisfaction Index) of 88% for a new Dlr. in F07.
Academic Credentials

Post Graduate Diploma in Planning and Management - (Marketing) 

Indian Institute of Planning and Management (IIPM), Hyderabad (2004-2006).

B. Tech. (Electronics and Communication Engineering) 
Vijay Rural Engineering College(JNTUH), Nizamabad, (2000-2004)
Board of Intermediate – (MPC) 
St. Thomas Samhitha Jr. College, Hyderabad, (1997-1999)
Secondary School Certificate 
Viveka Verdhini High School, Hyderabad, 1997
Personal Details

Date of Birth

:   30th Sept, 1982
Sex


:   Male
Nationality

:   Indian
Marital Status

:   Married

Computer Skills

:   Windows 8, Advance MS-Office, Internet Applications
Languages known
:   English, Hindi, Telugu, Kannada, Learning Arabic. 
