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A goal oriented professional with nearly 17 years’ experience in Strategic Planning, Business Development and Network expansion, Sales & Marketing. Extensively traveled and managed business operations in almost entire North India and part of Central, West India and international assignment in Cameroon. Desirous of career enhancement opportunities in an organization of repute where my competencies in Management can be leveraged for organization’s growth.
Skill Summary
· Focused professional with experience in optimizing business operations, scanning opportunities, business development, expansion of marketing network while understanding competition, consequently achieving and providing high productivity standards in techno commercial operations.

· Proven skills in all aspects of product management (customer segmentation, product positioning, pricing, branding & sales)

· Demonstrated skills in preparing and making presentations for Sales Conferences and Customer Meetings
· Problem Solving approach and exceptional Skills in identifying & establishing strategic alliances, resulting in deeper market penetration and successful and consistent delivery of the objectives of Revenue Generation, Profitability, Market Share and Customer Satisfaction.

· Exhibited exceptional abilities in enhancing brand image, acceptability and positioning, resulting in increased sales and consistent growth in business opportunities.

· Innovative professional, adept at creating and formulating strategies for accelerated growth; focused and hardworking with unsurpassed communication, organized presentation and excellent relations.

· Experience in imparting training to teammates and subordinates

· Expertise in  fostering strong Customer relations by fulfilling commitments, hands-on experience of acquiring and retaining Key Accounts

· Undisputed leader with experience in building and managing teams
· Multilingual with proficiency in English, Hindi, Punjabi and working knowledge of French.

· Conversant with SAP


Professional Experience
Continental India (P) Limited-  Tire Division                                                        (Aug  2010 – Present)
· Sr. Manager, Sales - U.P., part of M.P.
· Responsible for territory of Agra (U.P.) and Gwalior (M.P.) from August 2010 to March 2013.       
· Develop Distribution Strategy - Identify, Appoint & Manage Business Partners (Dealers) and Retail Network (MBO) along with Key Accounts 
· Executing plans to reach out to unexplored market segments & customer groups using market segmentation & penetration strategies for business expansion

· Manage Channel Sales and Operations to achieve the business parameters like volume, market share, collection, deliveries, expenditure, BTL Promotional activities like conducting Road Shows, Hall Meet, Van Campaigns etc.
· Sales Forecasting and Planning, Target Setting and Achievement of segment wise, sales value KRAs
· Conceptualizing competitive business development strategies to develop market share for achievement of revenue & profitability targets and making the business viable for partners by ensuring healthy ROI

· Monitoring distribution networks to ensure ready availability of Product and Services 
· Team Management - Plan and assign goals and tasks, Train, Motivate, Guide and Evaluate performance of the Sales Team

· Training of End Users, business partners, Distributors.

· Benchmarking and tracking Competitor Activities/ Market Trends.

Significant Accomplishments:

· Awarded The Most Knowledgeable in Asia Pacific (1st position in 2016 and 2nd position in 2014) by Continental Inc.

· Awarded Most Promising Overall Performer in North Zone in 2014
· Tapped and brought offbeat partners with high potential, like Saloni oil, Pepsico (Varun Beverages), Coca-Cola (Brindavan Beverages), Construction based (PNC Infra), Agri based, dairy farm owner, oil carriers etc.  into fold. Represented Corporate in Chennai Auto Fair.
· Developed Business Model for Truck OEMs (B2B) at local level and effectively implemented the same with Mahindra Sales  and Service, TASS, TATA trucks sales agents, Ashok Leyland points, Bharat Benz Centre

· Successfully launched, positioned and established Continental Radials in the territory
· Appointed and sustained dealers with elaborated focus on the upcountry regions

· Identified target markets and established successful plans to develop them, thereby bringing in INR 183 Lacs worth additional revenue
· Enhanced 85 % dealer’s security deposit (SD) at U.P. & 90 % at M.P. Region
· Augmented revenue and market share through dealer affiliation of customers

· Successful in maintaining Zero Exposure throughout


Kewalram Chanrai Group                      

                                                              (Jun  2009 – Jul 2010)
A multinational corporation, manufacture, trade and distribute a diverse range of products– from textiles, automotives and agricultural products to waste management and consumer electronics.    

·  Profit Centre Head,  North Cameroon, Africa
· Started Operations and set up Business in North Cameroon, with base at Ngoundere and operations at Yaounde, Garoua, Maroua, and in Chad
· Strategised and Implemented business development and Commercial Strategy for Sales
· Instituted Sales and Operations of Agri products/related Implements, Lubricants (Valvoline), Tyres Bridgestone, Spark Plugs(NGK) and other Automotive products/Spare parts to OE, Institutional & Consumer Market 

· Identified, Appointed & Managed Distributors, Imparted Training to Internal and External customers
· Lead & Managed Customer touch points: Retail network
· Setting up and Lead local Team. Coordinated, monitored and reviewed the sales efforts of the team


Reliance Industries Limited (Petroleum Business)                                (October 2004 – May 2009)
· Responsible for R-Care (Auto) Project –  Delhi, Rajasthan, Punjab, Uttar Pradesh, Gujarat, Himachal, Haryana  (Oct 2004 to May 2009)
· Manager Sales, Managed Delhi, Haryana (March 2006 to May 2009)
· Responsible for territory of Jaipur from October 2004 to Feb 2006.
· Ensured Revenue Generation as per Business Plan, Managed Sales and Operations of  13 Retail Outlets 
· Part of Product Launch Team for in-house Lubricants - Relstar. Instrumental in Competition Benchmarking, Product positioning and developing Distributor and Retail Network. 
· Industrial lubricants (oils) to various Corporates, Factories. Added Simplex Infra, Jaypee, Gammon, OSC, Parsvnath, etc as Key Accounts

· Selected for imparting training under “Train the Trainer” project

· Facilitated new R- Care Rollouts; supervised Sales of Tyres, Lubricants and Spare Parts to Corporates, Transporters, Mechanics, Fleets etc. at R-Care (Workshop) and TCCs, Provided feedback for Process Improvement.
· Expanded Network by enrolling customers by the way of Fleet Cards to Fleets and Key Accounts
· Ensuring and increasing product lines at dealer’s outlet
· Performance rated Very Good at Reliance Industries Limited for two consecutive years

Apollo Tyres Limited                                                                                                 (March 2001 to October 2004)
· District Manager, Agra territory- April 2004 to October 2004 
· Territory Incharge, part of Jaipur territory- March 2001 to April 2003 
· Headed Agra district office- managed a business with annual turnover of Rs. 25.68 crore  
· Achieved Sales targets of the district office through a team of Sales, Service & Commercial Personnel

· Recognized as outstanding performer in M2J contest 2002-03, Part of Foreign Tour organized for the Super Achievers; Awarded certificate of excellence for outstanding performance for 2002-03 and 2003-04.


Standard Chartered Bank



         
                                  (July 2000-Feb.2001)
· Senior Officer, Business Financial Services (BFS), New Delhi. BFS deals with Saving, Current Bank A/Cs, Depository services and finance against shares (FAS). Awarded as “Star Achiever” for achieving high standards of performance in 2000



Academics
· Post graduate diploma in management (PGDM) with specialization in Marketing from All India Management Association – Centre of Management Education (AIMA-CME), New Delhi, 2000.

· Bachelor of Arts with vocational course – Business Data Processing (BDP), Maharaja Agarsen College, 
Delhi University, 1997.


Personal Details
Date of Birth: 
26th June 1976
Hometown    : 
Kangra, Himachal Pradesh
