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Location Preference: PAN India (North India)
Amit Kumar Saini
Sales Manager






	[image: ]Executive Profile 

· Qualified MBA (Marketing) Professional offering 13.5 years of rich and qualitative experience in Marketing & Sales, Business Development, Channel Management and Vendor Management
· Increased revenue and pipeline growth through strategic sales solutions, go to market analysis and channel partner alliances within short time of on-boarding
· Fostered lasting relationships and promoted organic growth with distribution intermediaries through value-added strategic analysis and execution of consultative solutions
· Defined product/channel marketing strategy, including development of channel marketing activities in accordance with overall business goals and objectives
· Developed relationships with the distribution networks for exploring and developing opportunities in-line with marketing communication guidelines to achieve assigned turnover target and meet business goals
· Forward-focused Professional providing direction for developing organizational processes, framework and methodology
· Successfully transformed non-performing territories into top-performers and amplified revenue margin by multi-folds
· Strong exposure in developing distributor & dealer networks across the markets
· Team-based Management style with expertise in driving the company’s vision into reality
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[image: ]amit-kumar.saini@conti.in
saini_amit17@yahoo.co.in
                                                                                                     [image: ] 
+91-9797596062


	[image: ] Key Impact Areas

Channel Sales
Marketing & Sales Operations
New Client Acquisition
        Business Development
Market Research
Vendor/ Dealer Management
Brand Management
Lead Generation
Corporate Marketing Strategy





[image: ] Soft Skills




[image: ]- Communicator
- Analytical
-Team Management
-Innovator
-Planner
-Motivator

	[image: ] Timeline 

[image: ][image: ][image: ][image: ]Same Deutz Fahr India Pvt. Ltd., Location as Sales Executive
JK Tyre & Industries Ltd., Location as Assistant Area Manager
Continental India Pvt. Ltd., Location as Sales Manager 
Mar’08- Jun’13
Jun’06- Mar’08
Jun’13–
Till Date

[image: ] Trainings/ Workshop

· Attended 2 Days Workshop on customer first held by Oscar Murphy International in 2010
· Completed 3 Days Vehicle Familiarization Program held By Ashok Leyland at Chennai in 2011
· Participated in  1 month Training Course on Tractor & Agriculture Machinery at Central Farm Machinery Training & Testing Institute, Budhani (M.P.) in 2004
[image: ] Technical Skills
· Tools : SAP
· Application Package: MS Office
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[image: ]Education & Credentials2001
12th from Pratap Inter College, UP (State Board) - (Secured 74%)
1999
10th from Pratap Inter College, UP (State Board) - (Secured 79.6%)



2014
MBA (Marketing) from ICFAI, Sikkim 
2006
B.Tech. (Mechanical) from G.B.P.U.&T., Pantnagar 















[image: ] Professional Experience
[image: ] Jun’13 – Till Date
Continental India Pvt. Ltd., Faridabad as Sales Manager 
Region- J&K, Karnataka & Punjab
Growth Path/ Deputation
Jun’13 to Jan’15 as Area Sales Manager (J&K)
Jan’15 to Jan’19 as Sr. Area Sales Manager ( J&K/ Karnataka)
Jan’19 to Till Date as Sales Manager (Punjab)

Key Result Areas:
· Positioning business growth through go-to-market planning, pipeline generation, financial performance, and revenue generation 
· Driving innovation and optimization across channels to continuously improve/expand company offerings and customer experiences through vendors/ dealers in the assigned area
· Leading the channel partner programme with a team of Dealers, Distributors and Value Added Resellers; ensuring accomplishment of overall revenue profit targets 
· Maximizing revenue opportunities by achieving the set target through effective sales forecasting, pricing, rate management, optimal market business mix and distribution channel mix
· Identifying the niche markets that provided the company with a competitive advantage and improving profitability and developing most appropriate sales channels to sell company products and services by acquiring new dealers
· Conducting Stock Forecasting and Variance Monitoring on a regular basis; Providing in-depth analysis of markets, industry trends, competitors and clients to improve strategic planning and decision-making
· Organizing CCP/ CIP/ Drivers Training Programs for Sales Team and Channel Partners as per the target strategic business goals 
· Focusing on enhancing product visibility to distributors, thereby increasing sales of entire product range
· Managing the sales & marketing operations with focus on achieving sales growth
· Identifying new streams for revenue growth & developing plans to build consumer preference
· Using sales forecasting to ensure the sale & profitability of products; analyzing business developments & monitoring market trends; driving CFA co-ordination for smooth flow of supplies
· Administering the credit and inventory control activities of distributors
· Leading the implementation of continuous market development activities, penetration into new market areas, and ascertaining attainment of continuous & sustainable market growth

Highlights:
· Emerged as one of the Top performers all over India consecutively for years 2014, 2015, 2016
· Emerged as one of the Top performers in Financial Discipline for years 2015, 2018
[image: ] Mar’08 – Jun’13
JK Tyre & Industries Ltd., Jalandhar, Punjab as Assistant Area Manager
Growth Path
Mar’08 to Apr’10 as Sales Executive
Apr’10 to Apr’12 as Sr. Sales Officer
Apr’12 to Jun’13 as Assistant Area Manager

Key Result Areas:
· Designed and executed go-to-market strategy to increase brand visibility for new product offering for entry into new markets for Truck Radial Tyres 
· Conducted follow-up and maintained networking to close prospective opportunity and strengthened relationship with strategic account by leveraging key account management skills to expand client base in the area
· Maintained existing customer and partner relationships in territory by utilizing question based selling methods and analyzed the product performance to ascertain customers’ needs 
· Identified the expectations of prospective clients by analyzing past records and basis of  bids / Request for Quotation 
· (RFQ’s) and designed commercial proposals specific to client
[image: ] Previous Experience
[image: ] Jun’06 – Mar’08
Same Deutz Fahr India Pvt. Ltd., Rudrapur, UK as Sales Executive

[image: ] Trainings & Workshop
· Technical Customer Service Training in 2016
· Counsellor Sales Person training by Wilson learning in 2017
· Training on Negotiation by Wilson learning in 2018



[image: ][image: ] Personal Details
Date of Birth:  20th December 1984
Languages Known:  English, Hindi and Punjabi
Mailing Address: H.No. 300 D, Shubhas Nagar, Roorkee, Haridwar, 249001, Uttarakhand
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