SATYENDRA MISHRA                                    

Mobile: 7523880481/9415798209 ~~  E-Mail: satyendra443@gmail.com


Seeking assignments in:

~Sales Spare Parts & Oil operation After Sales  / Business Development / Technical Services/dealer development/OEM Sales/Incentives Scheme ~

Preferably in Automobile Sector

CAREER BACKGROUND

· Result-focused, professional with  14 years of experience in Automobile after marketing spare parts and oil sales & dealers development Operations, Client Servicing, Technical Support, Business Development and Team Management,OEMs CV sales (TATA, Ashok Leyland)and Incentives Scheme launch with  Managing relationships and OEMs in development of MBPC,. Integrating OEM & OES catalogs in MBpc .
· Resourceful at maintaining business relationship with clients and customers to achieve quality product and service norms by resolving their service related critical issues. 

· Industry knowledge in:

-OEM Sales        - Sales Spare Parts Business
-     Customer Care 


- Technical Support



- Service Operations

- Business Development


- Team Supervision

· Adept in sales operations along with implementation of various techniques for improving the process operations along with cost effectiveness. 

· Solutions-driven, customer centric professional with significant experience in handling all aspects of sales functions encompassing factory and field sales.

· Skilful at monitoring & motivating the workforce to enhance their efficiencies & assist them to deliver quality services to clients; spearheaded troubleshooting in machineries and resolved all technical issues.  

· Self-starting, goal-oriented strategist, highly imaginative with many innovative ideas.
PROFICIENCY MATRIX

A.
Sales Operations: Heading post-sale operations ensuring customer satisfaction and business retention. Ensuring that operations at the sales points match the company’s standards. Organizing free check up camps, sales marketing; market survey and analyze competitors’ situation, products, products advantage/disadvantage and competitiveness. Overseeing the spares parts management operations. Reviewing with the organisational principals on the after-sales function, close the open issues if any on regular basis.

B.
Client Sales: Monitoring the post sale activities like post service feed back, follow up with the customers, service reminders and handling customer complaints, call centre activities management for superior customer service. Enhancing customer satisfaction matrices through on-time delivery of spare parts & monitoring customer complaints & warranty issues. 
C.
Team Management: Supervising and monitoring the performance level of the sales staff for ensuring  sales and accomplishment of sales spare parts targets.  Preparing and reviewing personal business plan for team members to develop a capable and motivated team of professional.  Evaluating / enhancing performance of team against the set targets/ KRA’s, doing need based promotion planning, performance appraisal and providing valuable feedback for improvement.


ORGANISATIONAL SCAN


Asst. Manager, OEM CV Sales(TATA & Ashok Leyland) from Jan18 to Aug 20
OMAX AUTOS LTD, Lucknow
Key Deliverables:

· Monitoring the RFQ & RFP from OEM

· Monitoring Tool cost and Part cost

· Negotiation the  Tool cost and Part cost with OEM

· Discussed with OEM always for new business development

· Monitoring the schedule vs supply and make plan.

· Visits to OEM plant regular interval for get new business
· Follow-up for payment regular 

· Follow –up for claim settlement

· Coordinate with D&D team. 
· Make MIS, review and action plan.
 Sales Manager, Sales Spare Parts Marketing from Feb16 to Dec17

Beekay Distributors-Mahindra & Mahindra Division, Lucknow
Key Deliverables:

· Looking the sales of parts & oil business in UP East, UP centre

· Monitoring the primary and secondary sales

· Follow up the part order and payment collection with dealers

· Plan the YTD target of dealers and monthly review dealers achievement vs target 

· Monitoring the retails business of dealers.

· Visits to Dealers& end customers on a regular interval for parts marketing & parts promotional initiatives
· Dealers stock management

· Dealer parts claim settlement

·  Coordinate with sales-Marketing, R&D team and service for spare parts order. 

· Create & maintain minimum stock for spare parts.
· New Dealers development 

· Forecast requirement of spares and oil

· Track spurious spares in market

· Increase  parts/oil new retailers

· Looking MRP to competitor

· Parts numbering, pricing and industry practices 
· Controlling for the credit management with Dealers to maintain a positive cash flow of the parts operation.
· Make the incentive scheme of parts and oil for retailers and Sales Team

· Liquidate the old stock

Asst Area Manager, Sales Spare Parts Marketing from Dec 13 to June15

TAFE LTD, New Delhi
Key Deliverables:

· Looking the sales of parts & oil business in UP East, UP West, Uttarakhand,Punjab,Hariyana & Rajasthan

· Follow up the part order and payment collection with dealers

· Plan the YTD target of dealers and monthly review dealers achievement vs target 

· Monitoring the retails business of dealers.

· Visits to Dealers& end customers on a regular interval for parts marketing & parts promotional initiatives
· Training the dealers parts managers for stock management, ordering, up gradation and interchangebility, technical circulars.

· Development of MBPC catalog 
· Dealers stock management

· Dealer parts claim settlement

·  Coordinate with sales-Marketing, R&D team and service for spare parts order. 

· Create & maintain minimum stock for spare parts.
· New Dealers development 

· Forecast requirement of spares and oil

· Track spurious spares in market

· Increase  parts/oil new retailers

· Looking MRP to competitor

· Parts numbering, pricing and industry practices 
· Make the incentive scheme of parts and oil and Sales Team

· Controlling for the credit management with Dealers to maintain a positive cash flow of the parts operation.
· Collection of C form & statutory Tax form in co-operation with dealers.
Territory Manager, Sales Spares parts After Marketing Since Aug 12 to Dec 13

John Deere India Private Limited, Lucknow
Key Deliverables:     
· Order and payment collection from dealers

· Looking the parts & oil business in UP East, UP West and Uttarakhand. 

· Monitoring the retails business of dealers.

· Parts promotion activities

· Training the dealers parts managers for stock management and ordering

· Dealers stock management

· Dealer parts claim settlement

· Season wise parts incentive  

· New Dealers development 

Sales Engineer since Sep’07 to July 12

Lucas Indian Service Limited, Lucknow

Key Deliverables:

· Order and payment collection from dealers

· Overseeing dealers & retailers net worker in UP

· Service of Auto electrical parts.  & FIP system parts business after marketing
· Handling auto electrical parts & FIE pumps parts business after marketing

· Administering entire gamut of tasks involved in sale promotion activity like electrician meets into dealers & training 

· Providing technical and behavioural training to the service team on regular intervals.

· New Dealers development 

·  Integrating OEM & OES catalogs in MBpc 
·  Managing relationships with OEMs to understand their EPC plans
· Parts numbering, pricing and industry practices 
· Dealers warranty & claim settlement

· Dealing with govt sector like UPSRTC, NTPC, BHEL & NCL in UP and OEM-TATA Motors

Sales Engineer
Oct’03 to Aug’07

Alliance Industrial Marketing, Lucknow
Key Deliverables:

· Co-ordinating overall service operations in entire regions of Lucknow.

· Streamlining the service systems and developing new systems for enhancing efficiency.

· Monitoring for servicing the earth moving like JCB, JS150 & JS200.

· Handling sale promotion activity like customer meet, operator meet, etc.

· Dealing with govt sector like NTPC, PWD.

ACADEMIA

2003

B.E. Mechanical Engineering from Babu Banarasi Das National Institute of Technology 


& Management Lucknow with 75 %.

INDUSTRIAL TRAINING

Title:


LAY SHAFT 
Organisation:

Scooters India Limited, Lucknow

Duration:

Jun’03 – Aug’03

Scope:


Manufacturing Petrol Engine LAY SHAFT.

IT SKILLS

· Proficient with SAP and MS Office.

PERSONAL DOSSIER

Date of Birth                               
30th January 1979

Permanent Address                   
Near St. Johan School, Sarojini Nagar, Lucknow-226008 (UP)

Preferred Location:

Anywhere in India

Married status:                              Married                                 

Dated:                                                                                                   Satyendra Mishra

Place:           
                                                                                       MO-7523880481                

                                                                                                                       -9415798209


