VIVEK GOYAL
Contact: 8447733026
E-Mail: goyalvivek147@gmail.com
PROFILE SUMMARY

· Skilled Sales/BD professional offering over 5+ years of experience in Channel Sales, Business development, Direct selling, Key Account Management in Industrial B2B segment in North India
· Career highlight include profitably managing Key Accounts and successfully driving new sales to generate long term revenue growth
· Proficient in accessing decision makers, discovering buyer’s influencers, negotiations, and overcoming customer objections
CORE COMPETENCIES
Direct Sales
          Channel Sales




Consultative Selling 

Market Research
          Vendor Management

                                Data Analysis

               Key Account Acquisition & Management
          Business Development




EDUCATION

2012

MBA Marketing & Operations from Amity Business School, Noida; 6.32 CGPA
2007

B.Tech. Mechanical & Automation from Guru Gobind Singh Indraprastha University, New Delhi; 70.50% 
WORK EXPERIENCE
Atlas Copco India Limited, Gurgaon (Compressor Division)
Senior Sales Engineer – Channel Sales 







Jan 18 – Present
· Managing compressor aftermarket business (spare parts, lubricants, piping, waste heat recovery & energy saving capital equipment) of 250 MINR in North India through a network of 7 dealers, who are further connected with more than 1500 companies belonging to industries including Automotive, FMCG, Textiles, Food/Pharma, Electronics, Power and General Manufacturing
· Use data from SAP, financial reporting, CRM, and other sources to perform detailed analysis of parts sales, forecasting, and operational performance

· Create and analyze sales reports, quantify channel partner’s pipeline and forecast, identify issues contributing to success or shortcomings and take corrective action

· Assist partner in closing business – forecasting, sales planning, and joint selling with partner to drive revenue

· Manages potential channel conflict with other firm sales channels by fostering excellent communication internally and externally, and through strict adherence to channel rules of engagement
· Organise and conduct training programs to educate and motivate dealer engineers
· Appoint promoters/dealers in the region to expand reach, resulting in increased revenue
Highlights:

· Appointed promotors in the territory to expand sales of focus products
· Spearheaded formulation and execution of machinery breakdown insurance plan to encourage sale of genuine spares and also retain key accounts
Atlas Copco India Limited, Gurgaon (Compressor Division)
Senior Sales Engineer – Direct Sales








Jan 16 – Dec 17
· Effectively handled aftermarket business (spare parts and other value added products) valuing INR 40+ MINR in my allocated territory (NCR and Haryana); maintained and nourished long term relationships with clients; Served a range of industries including Automotive, Consumer durables, FMCG, Textiles, Power plants etc.
· Skilled at concept selling by analysing & formulating business case with key finacial aspects of capital budgeting involving ROI, payback etc.

· Proactively collaborated with customers in determining their budgetary requirements, resulting in maintaining stable revenue stream

· Persistently focused on voice of customer and brought back five lost boy customers, resulting in revenue growth of 15% and improvement in net promoter score by 12%
· Prevented loss of three major accounts by providing excellence in account management services; safeguarding business worth INR 6 milllion
· Managed revenue forecasts on a constant basis

· Formulated service plans in accordance to budgets
PREVIOUS EXPERIENCE
Ayurvet Alternate Green Energy Solutions, New Delhi

Sr. Executive – Business Development







Nov 13 – Jan 16
· Identify prospective clients and demonstrate company’s offerings (Capital Equipment in Agriculture) to them

· Liaising with new and existing clients over the phone and meeting them face to face

· Prepare and present sales pitches and product demonstrations in person
· Prepare marketing material such as brochures, product literatures, content creation, advertisement etc.

· Taking care of business development on PAN India basis with North being the focused area

· Appointing dealers in the region

· Taking care of day to day transactions

· Closely coordinating with the engineering team for product improvement

· Analyse competitor activity to better position the company’s products
· Prepare techno-comercial proposals
Highlights:

· Utilised consultative selling techniques and technical skills to determine client needs and develop strategic solutions

· Successfully developed and cultivated key account relationships. Generated business opportunity worth INR 20 million with the Indian Army and other state level government organizations
Smart Cube India Private Limited, NOIDA

Business Analyst










Jan 12 – July 13
· Executed wide range of projects in different sectors, such as Oil & Gas, Pharmaceutical and Retail

· Conducted market studies globally to provide client with the various market metrics including market size, market segments, and key players with their market shares. Also offered insights on industry cost structure and margins, competitive landscape, market trends and characteristics, etc.

· Developed detailed profiles of both public and private companies on following parameters such as:

· Business Description, Recent Developments

· Basic Financial Analysis, Strategies, SWOT, Porters Five Forces Analysis

SKH Metals Limited (Automotive Ancillary - Maruti Suzuki), Gurgaon
Graduate Engineer Trainee








Jan 08 – March 09
· Analyzed line rejection on daily basis and gave feedback to suppliers for corrective actions

· Conducted root cause analysis, took countermeasure for quality problems and monitored effectiveness

· Conducted supplier audits & other activities as per plan to ensure quality system 

Highlights:

Reduced line rejection by about 50% in less than 3 months

Spearheaded supplier up-gradation activity in coordination with MACE (Maruti center for excellence)
DISSERTATION PROJECTS

During MBA

Title:

Interrelationship between service quality attributes, customer satisfaction and customer loyalty in fast food restaurants in Delhi/NCR region

Description:
The main aim of this study was to test the hypothesis that a positive correlation existed between service quality attributes, customer satisfaction and customer loyalty in the fast food restaurants in Delhi/NCR region

During B.Tech.

Designed and developed, an automated mechanism for cleaning of evaporator coil of air-conditioner in 2006

SUMMER INTERNSHIPS 

During MBA

Organization:
Maruti Suzuki India Limited, Gurgaon
Duration:
Eight Weeks

Title:

A study of consumer decision making process and satisfaction level regarding Maruti Suzuki Estilo Brand

Description:
1. Conducted 50 in-depth face to face interviews and 100 telephonic interviews with existing Estilo customers in Delhi/NCR region and collected detailed feedback from them regarding various parameters of the car.

2. Analysed the filled questionnaires to obtain satisfaction score regarding each parameter and submitted detailed report including qualitative insights and suggestions for the improvement of the vehicle




3. Conducted mystery shopping by visiting dealerships of both Maruti Suzuki and its competitors and gave detailed feedback of my experiences, which included, how the competitors are comparing their cars with Estilo and what are their points of difference

During B.Tech.

Organization:            
Sona Koyo Steering System Limited, Gurgaon
Duration:
Six Weeks

Description:
Developed understanding of various manufacturing processes, studied plant layout and gave suggestions to improve productivity
PROFESSIONAL CERTIFICATIONS/COURSES
· Six Sigma–Green Belt certified by British Standards Institution

· Six weeks training course in Pro/E conducted by Hewlett Packard in 2005
IT SKILLS
· MS Excel, MS Word and MS PowerPoint, Minitab and SPSS
· Business Databases such as Lexis Nexis, One Source, Polymerupdate, Pieweb, etc.
EXTRAMURAL ENGAGEMENTS & OTHER ACCOLADES
· Merit of being the first student to get placed in Amity Business School 2010 – 12 batch
· Holds the credit of winning:

· Runners-up prize at FUNNOVATION event at ABS
· Poster making competition on Human Values at ABS
· Sponsorship of Rs.17000 for “Global Leadership Summit” at ABS
· Accredited for being selected as Research Intern at Central Mechanical Engineering Research Institute, Durgapur in Sep’07
PERSONAL DETAILS
Date of Birth:

14th July 1985
Languages Known:
English & Hindi
Address: 

DX-4, Kendriya Vihar, Gurgaon - 122011
