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OBJECTIVE:
To work in an industry where my technical, managerial abilities and analytical skills can be utilized and will grow with respective organisation

PROFESSIONAL EXPERIENCE: 
· Currently working as a Senior Manager –Commercial Vehicle Division in TATA MOTORS LTD and having more than 11 years of total experience 
· Having Experience of various Roles in  Commercial vehicle Cargo and Passenger division of TATA MOTORS LTD (Products like M&HCV BUSES, ILCV ,TATA ACE , MAGIC ,ACE ZIP ,PICKUP etc ) from Aug 2011 to till Now
· Worked as Asst Sales Manager (workshop Business) in Castrol India ltd. From 1 st April 2008 to Aug 2011 Handled Workshop Business and Key Accounts in Rajasthan before that Handled Bihar & Jharkhand Territory.
· Started as a Trainee in Castrol India ltd at North-Karnataka From 18 th June 2007 to 31 st March 2008

AREAS OF EXPOSURE IN TATA MOTORS LTD :
Tata Motors Limited is India's largest automobile company. It is the leader in commercial vehicles in each segment, with winning products in the compact, midsize car and utility vehicle segments. It is the world's fourth largest truck and bus manufacturer

Channel sales Management
· To develop and manage effectively sales distribution Network to meet business objectives
· Establishes productive, professional relationships with key personnel in assigned channel partner 
· Plan to achieve required Market share, Addressability, Reach, Volume & Product Mix related Objectives with channel partners 
· Meets assigned targets for profitable sales volume and strategic objectives in assigned partner accounts. 
· Proactively leads a joint partner planning process that develops mutual performance objectives, financial targets, and critical milestones associated with a productive partner relationship. 
· Make ensure channel partners are keeping proper inventory  of required product mix 
· Implementation and monitoring of sales process at dealerships and follow up for the same as per TML norms.
Sales Planning & Execution
· Sales Forecasting and planning to achieve targeted Volume and Market Share in the assigned territory.
· Plan and implement channel and marketing activities based on an understanding of competitor product portfolio, market trend, and customer segment.
Manpower Availability & Training
· Ensure that Manpower, Infrastructure and processes at dealerships follow TML norms. Ensure Quality Manpower and availability as per TML norms.
· Train the Dealer Sales Team on pre-sales and sales processes, new product features / modification etc.
· Ensure Manpower retention of high performers


Liaison with Financers & District Authorities:
· Retail finance management by monitoring liquidation of stock at assigned dealerships to ensure timely payment by financiers and channeling of funds back into the system.
· Meeting with RTO/RTA officials - Permit Opening and other initiatives for increasing the volumes and dealing with any changes in rules and regulations
Competition Tracking:
· Ensure tracking of Competition information and working counteraction to ensure targeted Volume and market Share.
Customer Interaction
· Meeting Customers to understand the Market, issues, concern and any new developments in the market place.  
Rural Marketing & network expansion
· Focus on Rural areas specially all tehsils and Villages  with < 50 K population with the help of team of around 100 sales person 
· To make ensure  maximum territory is covered and penetrated by sales person
· Track cost of Rural sales and approve payout.
· Review pipeline with team and coordinate with other TSM 

AREAS OF EXPOSURE IN CASTROL INDIA LTD :
Castrol India Limited is India's leading lubricant company & it is a part of BP PLC - one of the world's largest energy companies and is among the top Ten Fortune 500 companies.

Business Development / Marketing
· Responsible for the development of Business via managing Key accounts and acquiring new account of OEM Workshop and Others in a given territory. 
· Identification and development of accounts and Building customer relationships. 
· Design and conduct sales promotions programs in conjunction with the Channel partners and dealers along with implementing various marketing programs.
· Analyze and review the competitor’s activities / market response / trend and communicate the same to head office for coming up with new business strategies to increase the market effectiveness.
· Offer development for OEM Workshops  by understanding customer insights
· Achieving volume and gross margin targets.
Channel Management
· To deliver consistent performance on sale under highly competitive and dynamic market environment.
· Monitoring channels sales and marketing activities, implementing effective strategies to maximize sales and accomplish revenue and colleciontarget.
· Ensuring world class service and support to the existing customers
· Developing business with team of 16 Distributors & 20  Sale representatives.
Supply Chain Coordination
· Ensure accurate sales planning for optimum inventory built up
· Co ordinate for supplies of right SKU’s in the right time
· Advise channel partners on maintaining right product mix.
EDUCATIONAL QUALIFICATION:
· MBA in Sales & Marketing (Oil & Gas), University of Petroleum & Energy Studies, Dehradun, 2007.
· B.Tech. in Electronics & Instrumentation, Uttar Pradesh Technical University, Lucknow, 2004.
· SSCE, C.B.S.E, K.V.NO.1, Kota, Rajasthan, 1999.
· HSCE, C.B.S.E, K.V.NO.1, Kota, Rajasthan, 1997.

SUMMER INTERNSHIP:
· Under IOCL Marketing Division, Lucknow                                  Summer 2006.
Project Aakraman 'To revive the low sales Retail Outlets of IOCL in the context of other Oil Marketing Companies. 

PROJECTS UNDERTAKEN:
MBA :     Advertising Effectiveness of Oil Marketing  Company
               B. Tech :  PC Based Multi channel Data Acquisition System

EXTRA CURRICULAR ACTIVITIES:
· Achieved President Award in Scouting
· Actively Participated in organizing cultural activities at School & College level.
· Attended 'Natural gas Week' held at University campus.
· Got above 60% marks in Mathematics Olympiad test in class 10th & 12th

PERSONAL DETAILS:
        
       Father Name:                           Shri Harishchandra Saxena
       Marital Status                           Married 
       Passport Status:                       Available
       Date of Birth:                            14/06/1982
       Language Known :                   English & Hindi
       Current CTC:                             14.5 LPA 
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