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Objective
· To create a niche in Sales and Marketing of automobiles through Leadership, Team Work and Consistent performance.  
Career Synopsis
· 14+ years of experience includes : 
	Organization
	Organization profile
	Designation
	Duration
	Location

	TATA-ACGL,Goa
	Leader in Customized Bus Body Building
	RSM
	1 Jun 2017 to 27th March 2018
	Mumbai

	Volvo-Eicher Commercial Vehicle,Pritampur,Indore
	Fastest Growing Heavy Commercial Vehicle Manufacturer in India
	Area Sales  Manager
	18-Jan 2010 To 20 May 2017
	Mumbai

	MRF Ltd, Chennai 
	No.1 Leading Tyre Manufacturing Company from Past 20 Year in India
	Technical Service Engineer
	07-Sep-2006 To              05-Jan-2010
	Ahmadabad Aurangabad, Baroda

	M/S Automotive MgrfPvtLtd,Nagpur

	Dealer of Maruti-Suzuki & Ashok Leyland
	Sales & Service Engineer
	29-July-2004 To 29-April-2006
	Nagpur



	Qualification
	Institute / University
	Duration
	% 

	B.E. (Mechanical)
	RajaramShinde College. Of Engineering, Chiplun. Mumbai University
	2000 – 2003
	62.71%

	Diploma In Automobile Engg
	G.H.Raisoni College Of Engineering, Nagpur
	1997-2000
	69.7%

	S.S.C – Maharashtra State. Board
	Sanjuba High School, Nagpur
	1995
	     67.85%


Educational Profile

Summary
· Dynamic and results oriented management professional with over 6 years comprehensive multifunctional experience in overall management of the Automobile Business Operations.
· Experience in managing business operations, formulating and implementing marketing strategies and developing new market segments.
· A proactive leader and planner with expertise in strategic planning, market plan execution, with skills in business development, product launch & advertising, competitor and market analysis, targeted marketing.
· Possess excellent communication and relationship management skills with proven abilities in exceeding business targets.






Detailed Career Profile
· Organization: TATA ACGL,Goa. -   Leader in Customized Bus Body Building in India.

· Designation:Regional Sales Manager (Sales & Marketing)
· Duration: 1 June 2017 to 27th March 2018

· Key Responsibilities: 
· Leading team of Channel Sales Manager and Dealer Salesmen for managing sales operations and ensuring retail and collection targets achievement team)
· Coach TSM (5) to evaluate use of value selling concept and provide on the job coaching.
· Track timely execution and quality of marketing activity as per plan.
· Identify opportunities and developing new customers through networking, referrals, lead generation and cold callings.
· Maximizing customer satisfaction by ensuring availability of post-sales service support as per company norms
· To achieve the planned sales and distribution targets.
· Currently looking Gujarat, Maharashtra and Goa.

 






Detailed Career Profile
· Organization: VE Commercial Vehicles Ltd. -   Fastest Growing Commercial Vehicle Manufacturer in India.

· Designation:Area Sales Manager Mumbai.

· Key Responsibilities: 
· Analyze monthly & Yearly sales with the team & TIV movements, Market share.
· Deploy yearly sales plan, firm up the plans monthly and yearly, model wise, evolve scorecards, develop dealer sales plan and communicate to a dealer.
· Responsible for sales and PRF in the region across Product/application categories.
· Ensure that Dealers' sales margins are retained by the Dealership as per commercial policy.
· Develop a Strong business relationship with dealership principals and dealer's management team and drive the sales
· Prepare sales promotions to plan in consultation with dealer/financiers, aligned to zones marketing plan.
· Forecast demand, analyze stock levels and indent to the Order Desk in marketing HQ.
· Allocate vehicles in case of supply constraint Review Vehicle billing, Payment collection and accounting.
· Verify margin money, dealer finance limits, complete month end reconciliation of accounts
· Ensure sales infrastructure readiness for the new product launch, monitor deployment of extra resources and training to personnel.
· Follow SHARP Sales process and ensure implementation across the Regions and Areas.
· Ensure Dealer Principals and Dealer sales Managers are driving the SHARP process. Drive through sales process champions by undertaking workshops/training, hand holding, follow-up and monitoring, feedback at dealerships (Dealership Sales Head) with the participation of Area Sales Managers.
· Sharp Sales Analysis (Eg. Won-Loss Analysis, Peter, Loss Analysis etc).
· Monitoring Sales Planning Marketing activity planning and implementation JCP and GTM planning weekly and monthly.

Project Handled:- Implementation Coach HD PMO,WEST
· Ensuring sales process excellence across west region.
· Train ,Mentor, Coach all the team member of sales team (VECV sales team and Dealer sales team)
· [bookmark: _GoBack]ShadowDSE/DSM (Around:- 65) and CSM (Around :-6) to evaluate use of value selling concept and provide on the job coaching.
· Ensuring and adherence of dealer and sales forceprocess(JCP,Dealer assessment, weekly and monthly planning)
· Competency Development of dealer sales team by giving regular training and taking test.
· Facilitate daily morninghuddles and weekly team learning of DSE’s and CSM’s.
· Track timely execution and quality of marketing activity as per plan.

Project Handled:-6X4 Tipper at Coal Mines and Iron Ore Mines(Talcher and Daiteri Mines,Orrisa).
Studied the entire operation of Talcher (Coal Mines) and Daiteri (Iron Ore Mines) and deployed 62 vehicles - Terra 25  .


· Achievements:
· Received 3 cash award in 2011 year for highest hcv sale, consistent tipper sales .
· Received award certificate of appreciation “STAR PERFORMER” in March 2012.
· Received cash award in Dec 2012 for highest Tipper sale, pan India and increasing MKS of 4X2 tipper .
· Received cash award in Nov 2013 for highest Tipper sale, pan India and increasing MKS of 4X2 tipper.
· Received appreciation from Executive Vice President with Memento in September 2013 .
· Received cash award of Rs 103000/- in May’2014 for achieving sales target .



· Organization  :-      MRF Ltd. Chennai.      No.1 Leading Tyre Manufacturing Company from Past 25 Year in India.
· Designation:Technical Service Engineer
· Duration: Sep 2006 TO Jan 2010
· Domain: Ahmedabad,Aurangabad,Baroda
· Key Responsibilities:

· Be a custodian of company’s warrenty policy & judicious claim settlement for product failed due to manufacturing defect
· Assisting the product & quality function in understanding customer issues & improving the product processes
· Handling customer care group, resolving customer complaint,Conucting root cause analysis & developing adequate preventive & corrective mechanisms
· Product promotion/ Sales promotion activity
· Get feedback from buyer of Test Tyre customer
·  Managing and handling the network of 34 dealers having large business turnover of average 4 crores
· Demand Creation: - Creating demand at the dealer counter by convincing, converting & attaching customers (big fleet owners, transporters & bus operators).
· Network Management: - Appointment, Development & Management of channel members.
· Achieving the target through deals, fleets, commercial accounts, and government account for various product groups like Truck, Passenger, Easy, Farm, OTR, Jeep, and ATP etc. 
· Brand Promotion: - Brand Promotion by organizing campaigns for various segments (Tractor, LCV, Auto, & OED’s) & attaching these customers to dealers.
· Key Account Management: - Managing & handling major fleets, OEM’s (Honda, Hyundai & Force motors), Govt. & private accounts 
· Handling & managing the retreading franchisees.
· Handling customer complaints and queries on the field.
·  Market Analysis & Monitoring Competitor Activities.





· Awards And Achievements
· Conduct Rural Marketing project & Appointed 13 Dealer in Un-represented towns & got a cash award of Rs.5000 during Annual Conference at Goa in Year 2008-2009
IT skills
· Conversant with application software – MS Office (MS Word, MS Excel) – and Internet applications.
Personal Information
· Married, Male, Indian, Born - 6th May 1979, Languages – Hindi, English, Marathi, Gujarati – Speaking, Writing, Reading.
· Correspondence Address: D-103,SwastikAvenue,Adajan,Surat.
· Permanent Address :Plot No-55.Uday Nagar,NewSubhedar Layout,Nagpur-400 024
Moto Of Life
· To continuously update my skill-set according to the requirement of scenario and utilizing it to the fullest. 
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