M.Mahesh Chandra

Mobile: +919000345112.

Email: m.maheshchandra@hotmail.com

Seeking positions in Sales, Marketing, New Dealer Development, Channel Development, Network Expansion, Dealer Management and After Sales Services  

SYNOPSIS

· A professional with 13+ experience in Sales and Marketing, dealer development & management, Commercial Operations & After sales service CRM Activities cross-cultural experience in heading teams for driving revenue generation & profitability.

· Currently employed with ASHOK LEYLAND Ltd. – LCV Division as Channel Lead –Dealer Development.

· A keen analyst, highly skilled in market forecasting, quick to identify & formulate strategies to exploit business opportunities. 

· Ability to formulate and implement tactical initiatives to achieve corporate strategic goals.

· Adroit in handling business development, identifying & developing new markets, lead generation, client retention and achieving targets.

· Possess credibility & personal integrity that leaves lasting impressions with decision makers, motivate employees and generate loyalty.

· Demonstrated expertise in development & implementation of promotion plans and handling communication for brands.

· Skilled in managing teams to work in sync with corporate set parameters & motivating them for achieving business and individual goals.

· Effective communicator with good relationship building & interpersonal skills. Strong analytical, problem solving & organizational abilities.

SYNOPSIS

· A professional with experience in Sales and Marketing, dealer development & management, Commercial Operations & After sales service CRM Activities
· Proven track record of consistently increasing the sales of the company.

· Experience in developing new dealers & achieving desired sales goals.



· Possess excellent interpersonal, communication and organizational skills.

KEY RESULT AREAS 
Sales Management

· Acted as key management liaison between Market, Sales Force and Head Office

· Defined & achieved brand wise volume & market share targets

· Identified new dealers for company and finalised the sites for the new dealerships

· Made sure that the sites for new dealerships constructed according to company norms

· Performed monthly sales forecasting & competition analysis

· Tracked sales performance & decided mid-way sales strategy correction

· Managed regional advertising & sales promotions within budgetary guidelines

· Company policy implementation & compliance

· Coordinated with auto-journalists & press for publication of product reviews

· Devised & maintained enquiry management system which lead to a jump in enquiry to sales conversion ratio from 10% to 40%

· Logistics management between 2 manufacturing facilities & 3 depots

· Organized dealer, sales & new product launch conferences

· Coordinated with agencies for event management, advertising & market research

· Conducted rural outdoor blitz through demo-vans and local customer fests
· Organised free service camps in rural areas 

· Planned & coordinated company participation in trade shows held 
Consumer Finance

· Maintained solid network of contacts with multiple finance sources to facilitate placement of all loans

· Signed up with Capital First, Indus Ind, HDFC, Shri Ram motors etc for finance of bikes.

After Sales service & CRM Activities

· Responsible for all customer issues pertaining to pre & after sales services

· Dramatically improved CSI & SSI through implementation of proactive customer friendly sales & service management practices

· Organized trainings of  staff to generate sensitivity towards customer needs

· Conducted external audits to monitor quality of services

· Conducted customer meets for long term customer relations

Team Management & Development

· Successfully hired, motivated & retained quality personnel by creating a positive work environment, mutual trust, respect & ethical standards

· Organized in-house/ outside training programs for sales staff at dealerships

· Provided manpower support to the network

· Managed branch operation & budgeting and monitoring of the operating budget

· Training the sales team at dealerships 

· Updating the knowledge of sales team on regular basis according to the launch of new models into market 

· Training the sales executives about the SSI sales process

· Trained them how to handle the customer complaints and closing the complaint at the earliest 

· Providing the executives with the sales data and pitching points according to model wise 

· Training the sales team at dealerships regarding the sales pitch of the particular model

· Training them regarding the company’s sales process 

ORGANISATIONAL EXPERIENCE
           Ashok Leyland                                                                Channel Lead – Network Development

         October 2018 to Till Date

· Plan, Develop and Strengthen the Ashok Leyland -  LCV Authorised Sales and Service Network by improving Network Density, Quality and Viability in order to achieve the objectives of Improvement in Market share and Customer satisfaction 
· Increasing the Network Coverage by setting up dealerships identified as gaps towards achieving the Market share targets for the LCV Business
· Create and manage a customized mix of Dealerships, DSCs, ASCs,ATPs and SWs to leverage this network capability to achieve Dealer as well as company profitability
· Maximising the company network in upcountry/low install base territories by opening of secondary network outlets

· Complete Activating process of new Outlets as per company norms

· Improving the CI Norms of Existing Dealerships

· Identifying the Manpower Gaps and recruiting manpower as per the Target at Dealerships

· Improving the quality of Manpower by conducting regular Trainings & Online Tests to DSC’s of Dealerships
· Key role in calculating the Annual performance bones scheme of dealers & disbursement of the incentive

· Preparing and Maintaining the Automobile Industry data Pan India 

          Piaggio Vehicles Private Limited(2W-Business)              Manager – Network Expansion

         April 2018 to October 2018
· Appointment of New Dealers in the respective Territory
· Improving the CI Norms of Existing Dealerships

· Channel planning for the New Locations

· Identifying the different market clusters for new dealer placement.
· Maintaining the Quality Standards of the Showrooms

· Sales Man training at the Dealer Locations

· Scouting for the new Dealer Locations, arranging the Interviews from Top management

· Completion of Documentation and the premises of the new parties

· Taking care marketing activities done by company

· Identifying the different market clusters for new dealer placement.
          Mahindra & Mahindra (Swaraj Division)                          Manager – Channel Development
         June 2014 to April 2018
· Planning network expansion of the dealership in its area of operation to ensure proper market reach and deeper market penetration
· Appointment of New Dealers in the respective Territory

· To manage and maintain high Manpower Quality Index score across dealerships

· To monitor and conduct activities as defined by organization

· PDCA Of each activity & work out effect of each activity

· Submit all activity related reports immediately post activity e.g. expense report, lead generation report, conversion report etc.

· To achieve specific channel targets through defined activities and strategies

· Handholding of new appointed dealers till processes are in place

· Build high Dealer Ambience Score for allocated dealerships
· Conducting Sales Training to Field Manpower on regular Intervals

· Building the Dealerships Internal Branding according to Company Norms

· Improving the Technical Skills of the Dealer Manpower by conducting trainings from Third Party

· Completing the Documentation work of the New Dealerships 
Royal Enfield                                                             Area Manager      

Sept 2012 to Oct 2013            
· Getting the business from Brand Store and dealer network.

· Planning network expansion of the dealership in its area of operation to ensure proper market reach and deeper market penetration
· Maintain the maximum volume of enquiries and periodical retail of bikes.

· Preparing the market analysis regarding the market size (S.B.P) and business volume.
· Plan and ensure effective execution of the market penetration activity by the dealership sales team
· Develop market specific activity plans to ensure effective penetration in the market.
· Ensure the achievement of the desired market share in the territory for the company
· Conducting RE Bullet rides in territory as marketing activity
· Proposing of the new dealership by detailed market study of the territory where the application forms scoring is done by conducting the Interviews of the parties.
· Ensure proper customer handling by the dealership sales team and Brand Store for an improved and target SSI scores and to ensure customer delight
· Training the dealers regarding new launch of bikes and about company business. 
· Taking the critical customer issues and solving them efficiently
· Maintain the stock of bikes and planning the deliveries for the month.
Videojet Technologies India (P) Ltd


Assistant Sales Manager

Jun 2010 to Aug 2012

· Responsible for generating new business opportunities in assigned geographical territory by Identifying new Industries / New market segments, which have, or which might have a requirement of Coding and marking through extensive market research.

· Recruiting the dealers segment wise and managing the existing dealers
· Managing existing accounts and ensures repeated business

· Preparing and giving presentations and demonstration to the prospective client
· Identifying new dealers and operating the existing dealers
· Maintaining collection efficiency at less than 30 days.

· Monthly Reporting through MIS and CRM.

· Coordination with the transporters regarding delivery of material at the customer’s site.

· Coordinate with service department for rectification of the problems at the customer’s site as soon as possible. 

Done complete sales cycle for segments like Heavy Manufacturing, Automotive, Cement Industries, Steel Industries, Automotive, Process Industries, Pharma, F.M.C.G, Food and Kindering etc. 

Achievements: Awarded as Star performer of the year for the year of 2011 and won a tour to Thailand From Company.

     Sneha TVS                                                                                 Sales Manager

     Dec 2006 to May 2010
· Preparing the Market Reports segment wise

· Responsible for hiring, managing and training individual sales person

· Communicate daily with team regarding the needs unit

· Give monthly and annual objectives and goals gross, key and sales

· Schedule the activities for all departments, ensuring proper staff

· Develop and implement new strategies to increase in sales of the store

· Resolve customer queries and problems and trouble shoot them

· Explaining the operating features, warranties, paperwork of the bike to customer 

PERSONAL SKILLS

· Ability to convey information clearly and articulately, and succinctly
· Proficient in showing initiative, and consistently striving for excellence 

· Great appetite for continued learning and expanding personal skill set 

· Skilled in working collaboratively and being prepared to support team members 

· Ability to identify and break down problems 

HOBBIES

Cooking, Travelling, Philately and coin collection.

ACADEMIA

· M.Tech in advanced manufacturing Systems from JNTU Hyderabad (Part Time Program)

· B.Tech in Mechanical Engineering from JNTU Hyderabad 
IT SKILLS
 

Software: DOS, Windows 2003 server, Win NT, Win XP. 

Operating System: Disk management, Device divers troubleshooting, NTFS file Permissions, Troubleshooting BOOT Process

E.R.P Tools: S.A.P (MM & SD)

CAD/CAM/CAE Tools: CREO, Solidworks, AutoCAD

PERSONAL DETAILS

Date of Birth                    :
   5th August 1985

Languages Known            :            English, Hindi, Telugu and Kannada.   

Marital Status                   :           Married
Passport Status                :            Yes
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