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Achievement-oriented professional with over 15 years of rich experience; targeting assignments in Sales & Marketing, Business Development and Channel/Distribution Management with organization of high repute; keen at conceiving & implementing effective strategies that can add value to the organization 
Profile SummaryAREAS OF EXPERTISE

Strategic Planning

Sales 

Business Development

Go-to-Market Strategy

Revenue Enhancements

Cost Optimization

Resource Mobolization

Channel/Dealer Management

Client Relationship Management

Training & Development

Team Building & Leadership


· Expertise in increasing sales revenues, exceeding targeted sales goals, developing profitable & productive business relationships and establishing networks; success of accomplishing multi fold revenue increase
· Excellence in executing sales strategies for organizational growth to exceed targets and identifying an unexplored market for business expansion
· Resourceful in achieving revenue, business growth objectives while ensuring top-line & bottom-line profitability; exposure across providing business solutions and closing business deals
· Experience in conducting extensive research on market trends, prospecting customer approach for securing new accounts 
· Customer-centric professional, with skills in generating revenue and delivering quality customer service to enhance customer satisfaction
· Outpaced in managing sales operations and cementing a healthy relationship with distributors for generating business and leading workforce towards achieving business goals
· Excels in recognizing & establishing financially strong & reliable channel partners/distributors for deeper market penetration; providing training & direction for ensuring quality performance
· Capabilities in coordinating between clients / Product Development Team to suggest improvements; strengthened relationships with distributors, channel partners, customers for effective business development
· Skilled in leading teams and enabling knowledge-sharing amongst them; problem-solver with excellent team-building, communication & analytical skills
Work Experience 
Since May’11 Michelin India Pvt. Ltd. as Key Account Manager -Mining  RT Market India
Key Result Areas:
· Leading customer mapping, dealer mapping, lead generation, dealer sales force training, etc.
· Supporting dealer sales force in converting all the enquiries to orders, increasing footprint of Michelin Radial Solutions in earthmover segment, order follow up, payment follow-up, negotiation, and claims, etc.
· Conducting site study, product recommendations, tyre fitment & maintenance training, tyre performance tracking, forecasting, etc.
· Imparting training & mentoring team to resolve market specific issues and achieving top line and bottom line growth
· Developing & implementing marketing and strategic business development plans and product group specific strategy
· Identifying new business development avenues, market segments & sales operations for achieving business targets; initiating market development efforts and increasing business growth 
· Formulating sales plans for achieving the assigned targets, supporting Sales Team in developing strong account plans for achieving high level of individual account penetration and incorporating individual sales feedback, strategies & consistencies
· Providing support to team identifying, appointing and inducting the new distributors
· Conceptualizing competitive business development strategies to develop market share for achieving revenue & profitability targets 
· Enhancing customer satisfaction metrics through suitable product offerings and resolving customer complaints
· Ensuring successful accomplishment of pre-set business targets in face of growing competition; identifying prospective clients
· Identifying and implementing continuous improvement initiatives to increase business efficiency
· Strengthening relationship with distributors by addressing any doubts/confusions and providing solutions to any issue within the timeframe
· Steering performance management of channel partners, including development & execution of joint sales plans, local area marketing, staff coaching, recruitment, network management and hosted constructive meetings
· Mentoring & monitoring performance of team to ensure efficiency in process operations and achieving targets
· Creating and sustaining a dynamic environment that fosters development opportunities and motivated high performance amongst team members




Customer Segments:	Stone-Quarry, Crushers, Cranes, Road Projects, Dam Projects, Irrigation Projects, Surface Mining, Underground mining etc.
Coal Mining                                                                     SASAN Power Plant,Thriveni Sainik ,Dilip Buildcon ,JSW,Sushee Hitech  GRN Constructions , SCCL-Ramgundam 
Major End-users Added Irrigation Project: 	Navayuga Engineering, Megha Engineering, Prathima Infra, KSR Infra-GEN Infra- GAJA Engineering
Major End user added in Surface Mining Hospet:	RBSSN-MSPL-VESCO –ZEENATH-Chowgule-VMSALGONKAR-
Major End user Cracked in Karnataka:		Hutti Gold Mines from Testing to Confirm Orders 
Major Lime Stone End users:			Vicat Sagar, Penna Thandur-Dalmia Belgaum-ACC-Wadi-
Major Crane Customers added in:			Bangalore, Hyderabad, Vizag & Cochin Cities

Significant Achievements:
· Developed and implemented relationship strategies to maximize chances of profitably securing strategically important new business worth INR 30 Crores
· Achieved/exceeded monthly sales targets by 100% by identifying, prospecting and qualifying new customers and selling through strategic partners in a geographic territory India 
· Led the channel strategy, translated product and business strategies into executable channel plans and drove implementation in Southern states with a Distributor Sales Force team of 12  members
· Managed multi-channel marketing tactics across portfolio; ensured 100% achievement of sales numbers in all partner accounts 
Feb’10-Feb’11 Meters International Ltd. as Sales & Marketing Engineer
Key Result Areas:
· Responsible for promoting the Earthmover Spare Parts, Fuel Dispensing Products Slewing Ring and managed sales drive for Construction Equipment machines
· Co-ordinated sales process from enquiry to order, quotations submission, negotiations, payment follow-ups, customer visits ad tenders
· Introduced new products to the customers and identified new dealers, service providers for earth moving equipment
Jul’09-Jan’10 Transpade Engineers a Crane Manufacturing Company under Erection & Commissioning Dept.
Key Result Areas:
· Accountable for erection & commissioning of the EOT Crane at Customer place with the necessary arrangement
· Led men & material management handling at workplace
Feb’08-Jun’09 Vinir Engineering as Operation Engineer (Quality & Production)
Key Result Areas:
· Managed material functions like to sub-contract all manufacturing components
· Prepared PPAP documents and developed sources for all subcontracting components, machined components, precision jobs, and finishing components
· Coordinated with planning department for the raw material planning for the projects
· Accountable for continuous cost reduction of components and developed new vendors to suit quality, delivery and price
· Followed up with the vendors/suppliers till quotations received
· Co-ordinated for KAIZEN and implementing ‘5S’ activity
· Handled dispatch follow up and conducted forging & final inspection
· Visited customer places for any technical problems raised from the components supplied
Academic Project
Title:		JIT Automated Order Processing System
Description:	Under this project, executed at H.A.L Aircraft Division, Bangalore based on Just in Time philosophy. For any Assembly to start the required component must arrive in time to hanger. Developed new software called JIT-AOPS which provide output as component arrival time to the assembly hanger considering input as starting date and ending date for entire assembly to complete. Before developing software, a detail study of component manufacturing, operation time involved for the assembly of each component & men required are all considered.
Education
· Bachelor of Engineering (Mechanical) from VTU, Belgaum, B.M.S Institute of Technology, Avalahalli, Yelhanka, Bangalore in 2007
· II PUC – PCMC from Basaveshwara College, Pre University Board, Bangalore in 2002
· 10th from R.P.A High School, KSSE Board, Bangalore in 2000
Other Course:
· Completed Course of SAP in Material Module
Technical Skills
· Skilled in MS-Office, AutoCAD, CATIA V5 R11, SolidWorks basic knowledge and other internet applications

Personal Details
Date of Birth		: 29th August 1984
Languages Known	: English, Kannada, and Hindi
Permanent Address	: 35, Iyengar Bakery Cross, Indra Nagar, Gangondanahalli Road, Doddabidrekallu, Nagasandra Post-560073
