Lakhwinder singh
E-Mail: Lakhwinder1982@gmail.com ~ Mobile: 09997797577
Senior managerial assignments in Sales & Marketing with an organization of high repute
	
	
CAREER OUTLOOK
	


· A dynamic professional with nearly 16 years of extensive experience in Sales & Marketing, Business Development, Distribution Channel Management and Dealers Management in Tyres and Automobile industry.
· Presently working with CEAT Ltd., Lucknow as Zonal Business Manager (U.P.,MP and Uttarakhand).
· Proficient in leading dedicated teams for running successful business operations and hands-on experience in developing procedures and service standards for business excellence.

· A keen planner, strategist & implementer with demonstrated abilities in devising marketing activities and accelerating the business growth.

· Deft in handling all sales & marketing activities, analyzing market trends & establishing healthy & prolonged business relations with clients.
· An effective communicator with excellent relationship building & interpersonal skills.
· Special initiative deployment

	
	CORE COMPETENCIES
	



· Strategizing business directions to ensure profitability in line with organizational objectives. 

· Managing customer relationship management team & collecting farmer database for further planning.

· Reviewing and interpreting the competition after in-depth analysis of market information to fine-tune the marketing strategies and escalating business volumes. 

· Monitoring accounts/cash flow/collections/recoveries, etc., for credit control management.

· Identifying and networking with financially strong and reliable Distributors / Dealers, Special Channel (Shoppe/Mbo/SiS) resulting in deeper market penetration.

· Devising & implementing strategies for product positioning, pricing and product promotion activities.

· Developing and appointing new channel partners to expand product reach in the market and coordinating with the dealers & distributors to assist them to promote the product.

· Building competencies of salespeople through appropriate training programmes and setting incentive scheme for boosting team sprit and morale of the sale force.  
· Kaizens and QIP at zonal level

· Participated in Special projects (Deming etc)

· Distribution and Special channel Management 

· Deployment of new System & process through field team (Digital initiative, Sales Modules etc)

· BTL management-Deployment of BTL activities in effective way and Negotiation with Vendors

· Launching of new products & Placement of new products
· OEM sale

· Digital initiative (Online Order, E-claim ,Tyre tracking,Digital marketing etc)

	
	ORGANISATIONAL SCAN
	


Dec 2016 to Till Date with CEAT Ltd., as Zonal Business Manager (North2-Lucknow)
Key Highlights:

· Oversaw the 100 Cr. (Approx. Per Monthly) Tyre Business of the company and spearheaded a Sales Team of 6 Regional Manager,8RSM,3 RDM,13 TLD, TL-22, RCM-6) 56 Distributor,600 dealers & 15 Sales Depot.

· Deftly ensured customer satisfaction through timely support & service on pre and after-sales issues.

· Successfully identified gaps through market intelligence, competitor’s analysis and reflexive strategies.

· Distribution and Channel management with BTL management etc.
· Special Channel Management (Ceat Shoppe/MBO/SIS) and development.

· Vendor Management with Cost Saving.

· Digital initiative deployment.
· Business Development (Distribution and Special Channel)
· Participate in Special projects like Deming etc

· Kaizens and QIP

· Coaching to field staff
· Development of white spaces and Rural area through distribution 
· Accredited as:

·   WON best zonal business manager award in Division 1 in 2016 – 2017.

April’11 to Nov-2016 with CEAT Ltd., as Regional Manager, Surat and Sr. Regional Manager, Meerut
Growth Path:

Oct’05 to March’08

Territory Leader, Patiala & Bhatinda (Punjab)


April’09 to March’2011

Area Manager, Amritsar (Punjab)
April’11 to June 2014

Regional Manager (Surat and Meerut)

June’14 to Nov 2016

Sr. Regional Manager (Meerut,Wes Up,UK and some Part of Ncr)

Key Highlights:

· Oversaw the 14.00 Cr. (Per Monthly) Tyre Business of the company and spearheaded a Sales Team of 15 members, 8Distributor,162 dealers & 4 Sales Depot.

· Deftly ensured customer satisfaction through timely support & service on pre and after-sales issues.

· Successfully identified gaps through market intelligence, competitor’s analysis and reflexive strategies.

· Accredited as:

·   WON specious award of RPG group Top Gear Award in 2014 – 2015.
·   WON Best Regional Manager Award for cs In All India during the Annual Sales Conference, Delhi in 2015 - 2016.
· WON Best Sr. Regional Manager Award in All India during the Annual Sales Conference, Delhi in 2014 - 2015.
· WON Best Regional Manager Award in All India during the Annual Sales Conference, Delhi in 2013 - 2014.
· Won Best Regional Manager Award in Customer for All India during the Annual Sales Conference, Pune in 2010 - 2011.
· Won Best Regional Manager Award in MRM connect in 2012-13.

· Best Area Manager In sds Growth for All India during the Annual Sales Conference, Hyderabad in 2009 - 2010.
· Won Best Area manager award in 2008 - 2009.
· Best Territory Manger in the Zone (North) as well as Region during the annual award ceremony at Maneser Gurgaon in May’07.
· Profitably achieved 100% highest value and 100% volume growth in truck segment in 2009 -2010.

· Effectually qualified the M.D Challenge Contest consecutive in year 2008-09 , 2009-10,20010-11 & 20011-12, 20013-14 and awarded the tour to Bangkok , Singapore, Dubai & Thailand.
June’04 to Sep’05 with International Tractors Limited as Territory Executive, Moga,Punjab.
Key Highlights:

· Held responsible for business growth of Dealers and Sub-Dealers.

· Effectually monitored the competitors’ activity such as new products launch, field support activity and finance scheme.

· Efficiently prepared annual sales budgets and worked on stock management.
· Dexterously developed the front-line team.

· Essayed a significant role in demonstrating company vehicle in every big fare or event conducted in towns.

· Effectively executed attractive financial schemes to increase sales of Tractors

· Swot analysis.
	
	EDUCATION
	


2005
M.M.S. (Sales and Marketing) from SIMIR (PUNE) University, PUNE with First Division. 
2004
PGDBM (Sales and Marketing) from SIMIR (PUNE) University, PUNE with First Division.
2001
B.Comm (Commerce) from Maharishi Dayanand University (MDU), AJMER, RAJASTHAN with Second Division.
	
	EXTRAMURAL ENGAGEMENTS 
	


· Awarded in debates and public speeches.

· Actively represented University in dramatics and cultural activities.
	
	PERSIONAL DOSSIER
	


D.O.B: 


15th Feb. 1982
Permanent Address: 
Flat No.705, Rohit Residency, 4C Viklap Khand, Gomti Nagar, Lucknow, UP
Location:

India
Core Competencies


Business Planning  


Team management 


Business Development


Sales & Marketing 


Brand Management


Control Debtors


BTL Management 


Kaizens and QIP


Channel Management


Participate in Special Projects (Deming etc)


Distribution and Special Channel Management 


Coaching to field staff


OEM sale


Digital Initiative








BTL Management


Distribution management








Special Initiatives Deployment


Key Account Management


Cost Control


Team Management 











