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CARRER OBJECTIVE:

Exploring Opportunities to utilize 11+ years of Sales, Branding, Account Management and Public Interfacing abilities in a challenging Business Development/ Sales Management assignment in leading Automotive/Auto Ancillary industries.
WORK SUMMARY
· Having total experience of 11 years 4 months in Sales, Business Development in Automotive Paint, Tyre and Lubricant industries. 
· Have hands on experience in Distribution sales, Channel Sales, Dealership Management, Market Research, Key Account Management, and Customer Relationship Management and also Brand management.
WORK EXPERIENCE:
1. Currently associated with M/s. Telematics4U Services Private Limited as Manager Channel Sales - since May 2015 to till date.
Company Profile: Telematics4u is a unique Global service delivery venture operating in the convergence space of Location Intelligence (GPS/GIS), Wireless (GPRS) and internet. This is a global network of networks using which a host of Telematics services including Mobile Asset visibility, Asset optimization, security, logistics management, Cold chain monitoring, People transportation monitoring etc., are delivered across the globe in a “Software as Service (SaaS)” model for monthly subscription. Telematics4u is having business presence in many countries through a web of partners (Local Telematics service providers). 
· LTSP Handling: To make LTSP business more viable to the company and make more profitable to the LTSP in the states of AP and Telangana.

· Business Development: To identify the prospective customer and enquire about the pain area in terms of vehicle maintenance, then to suggest a perfect match to the vehicles and in turn making it beneficial to the customer.

· Customer Relation: To maintain the relation with the existing customers and to expand the business to the fullest and to make them exclusive.

· Competition Analysis: To do the market research analysis on the emerging business needs continuously to have a better hold on the market.

· Project Execution: To implement and execute the Project of Sand Mining in the state of Andhra Pradesh by SERP by providing GPS devices installation and surveillance through CCTV Cameras in Sand Reaches to arrest the Illegal Mining of Sand.
2. Associated with M/s. Total Oil India Private Limited as Senior Area Sales Executive- Hyderabad since September 2012 till Mar 2015.
· Distribution Sales: Handling 3 distributors who are major business contributors of Telangana State with a reporting team of 12 DSRs and to manage a network of 300 retailers in the designated area.

· Business Plan: 
· Lay down Monthly Dealer-wise and Segment-wise business plan along with all DSR’s. 

· Targets, Collection plan and Activities are planned monthly & quarterly and ensure the achievement of the same.

· Map and analyze secondary network to improve spread and penetration of the brand.

· Budget plan: Optimum and effective utilization of the Budget approved by RO and to implement the activities laid down by BTL.

· Customer Relation & Development: Maintain relations with existing customers to see the business volume is reached and exploring new customer for business growth.

· Brand Promotion: Increase the visibility and penetration of the brand by appointing Moto zones and RAS as per the Company guidelines.
· Inventory Management: Ensure to maintain the optimum level of inventory to avoid any loss of sale.

· Consumer Complaint handling: Ensure the end consumer complaints are addressed and solved to avoid and control the negative brand promotion.

Challenges and Breakthroughs:
· Awarded as Best Officer for the HCV Segment – South
3. Associated with M/s. J.K Tyre & Industries Limited as Sr. Sales Officer – Passenger Car Radial - Hyderabad since October 2008 to September 2012.
· Channel Sales: Taking care of entire Telangana area by maintain the relationship with the existing dealers and to appoint new dealers in turn to grow our market share.

· Business Development: To identify the prospective customer and enquire about the tyre requirement present usage of Tyres and mileage, then to suggest a perfect match to the vehicles and in turn making it beneficial to the customer.

· CRM Portal Management: To updated the CRM Portal on a top priority basis at regular interval. With the help of this data we can increase our market share. (J.K Tyre & Industries Limited is the first company operating the CRM portal. 

· Market Analysis: To do the market research is to understand the needs of the customer and nature of the customer business as well the segment as a whole.

· Key Account Management: To retain the existing customer besides getting a new one. The major objective is to focus on the major OEM Franchisee accounts of the company by keeping them warm and live.

· Brand Management: Conducting the customer interactive programs and trainings to OEM Workshops on Road Safety build the brand value and in turn grabbing the non JK segment.
· Team Management: Managed a team of 2 Distribution sales Representatives.

Challenges and Breakthroughs:
· Taken a challenging position of Passenger Car Radial division from Nov’11 by targeting a growth of 100% over the base and grabbed 3 OE franchisees and getting a business value of 20 Lacs per month.

· Appointed 21 Passenger Car Radial Dealers within 5 months and generating a business volume of 600 Tyres per month.

· Awarded by the GM –ERP on completion of the data on the customer details for the CRM portal.

· Has been Trained on the Claim Process of Tyres and certified as an authorized Service Engineer.
4. Associated with M/s. Asian PPG Industries Limited as Officer Sales & Service from March 2006 to October 2008.
· Market research: The research is to tap prospect accounts in the niche market automotive refinishes in Twin cities and understand the competition in the market.

· Dealership Management: Order taking, stock delivery, Billing and collections from the Dealer and see the brand is projected for penetration to increase the market share in AP, as Twin cities are the major sources of business.

· Account development: Account development includes new account development and revising existing accounts
· Key Account Management: MG Automotives (Manufacturer of Mahindra Vehicles) and Key account of APSRTC for their Bus bodybuilding unit with retained deal for 2years.

· Body Shop management: Serving the body shops of buses and cars with material and also with the formulas of the paints. Dealing with the body shops of Mahindra Vehicles, Hyundai, Maruti and APSRTC Buses.

· Monthly sales audit, Inventory management, up gradation of the processes and major contributions for the Cost optimization as well as optimal material consumption are the functions at body shop serving the residential and commercial complexes with the formulas and the material needful.

· Reconciliation of customer accounts.
Challenges and Breakthroughs:
· Awarded as Best Officer Sales for the segment Aspa Champion, Bilux Baadshah and Deltron in a row from 2006 to 2008

· Awarded as the Best Officer for the appointment of Bilux Galaxy Outlets. 
5. Associated with Alpine associates (DST of HSBC Bank), Hyderabad as Sales Representative from May 2005 to February 2006.
· Make customer convince and apply for product.

· Sourcing the data from different sources, Cold calling/Tele calling and organizing the kiosk arrangements.
· Maintaining customer relationship and achieving the targets monthly wise.
Strengths:

· Aggressive selling attitude

· Networking skills and Sound CRM

Academic Profile:

· Masters Degree in Business Administration (2003-05) with specialization in Marketing and Finance from Pydah college of Engineering and Technology, Andhra University, Visakhapatnam
· Bachelor of Science (2000-03) with specialization in Geology, Mathematics, Chemistry from Govt. Autonomous College, Rajahmundry.
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