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Professional Objective 

To seek opportunities that challenge my techno-commercial strengths and leverage the best practices I have learnt working in MNCs. 

Summary of Experience 

19 years of experience in Institutional & Channel sale of cement and auto-related products.   Have devised 
effective selling campaigns working with tight budgets and generated the right impact on the target segment. 
I have always achieved my targets.  I am a hard-working campaigner and am ever trying to improve both on-
and off- the job. I have taken a Technical Diploma and completed a Management Course from one of the Top 
50 B Schools of India. 

Career Path 

                     Fronius India Pvt. Ltd                                         Sept 2017               Till Date
TATA Autocomp GY Batteries Pvt.Ltd.            Nov -2009               Aug 2017
                    Chevron Lubricants India Pvt Ltd
                      Apl – 2007            
Oct – 2009
CEAT Tyres
 Sep - 2006
Mar - 2007

Apollo Tyres Ltd
 Jan - 2005
Aug - 2006

Ultra Tech Cement Ltd
 Jun - 2002
Dec – 2004
Details of Experience
              Fronius India Pvt. Ltd.                                        Sept- 2017                        Till Date.
Current Role: National Sales Director (Perfect Charging Business Unit – India )
 OEM/After Market/Institutional Business

Key Accounts- Material Handling- Godrej/Linde/Toyota/ Yale
                         Automotive OEM- Suzuki India / VW Group/ JLR 

                        Material Handling Fleet – Walmart India/ Reliance Industries/ Maruti Suzuki
Major Responsibilities:

· Sustainable implement of the Perfect charging division strategy in India.
· Cost Centre plaining and responsibility.
· .Planning & Budgeting of Perfect Charging Division. 
· Implementation of Sales Strategy in India line with Fronius International Global Strategy. 
· Execute Sales targets for the year in line with the Annual Business Plan for OEM/After Market & Institutional business verticals. 
· Monitor & review the sales targets of Sales & Service Engineers.
· Implement Marketing strategy for Perfect charging Business in India.
· Planning & Budgeting of Trade Fairs & Visiting of trade fairs on site.
· Manage Communication and service for all Perfect charging Customers & Dealers.
· Expand Dealer network in India for Implementation of Business Sales & Marketing Strategy. 
          Major Achievements:
· Awarded with the Rate Contract from Godrej & Linde , Toyota Material Handling for OEM Supplies.
· Awarded Orders from Institutions like Walmart / Reliance Industries/ Maruti Suzuki 
· Awarded business from JLR/VW Group  
                 TATA Auto Comp GY Batteries Pvt. Ltd.                                        Nov- 09                 Aug 2017.
Current Role: Key Accounts Manager (Pune)
 Institutional & Export Business

Key Accounts- Indian Army (Defense) Business, PSU’s- BEL/Central Coalfield Ltd (Mining Business), ASRTU Roadways Business, 
Export Account – GS YUASA Export Customers in Latin America & SAARC Countries.

Private Fleet – Corporate Business ( Auto/No Auto & Mining Customer)  Govt. Fleet Institutions,
 Vehicle Manufacturers & Non-Auto OEM’s- KOEL,VOLTAS Fork Lift , VIOM,  TATA Engines.
Major Responsibilities:

· To ensure achievement of Business plan through assigned customer accounts.
· Closely monitor the outstanding account receivables of customers 
· .Coordinate with the HOD in execution of  Sales strategy 
· Coordination with Army & ASRTU, Coal India  Headquarter for Business Development
· Develop customer contact for quality, commercial, technical, purchasing & logistical issues.
· Coordination with CQAL Bangalore, CMPDI Nagpur, BEL Bangalore, CIRT Pune for testing coordination.
· Follow up on market condition, customer policy, product & production.
· Preparing Techno-Commercial offers, conducting trials & Testing, & handling Negotiations. 
· Preparation Govt. Tender documentation & Bid submission.
· Forecast sale demand and prepare proper mapping on customer products.
· Interactions with the customer service, Plant, Logistic & all concern dept. for smooth business operations.
· Additionally handling  exports business coordination & responsible for Pricing preparation, negotiations, 
  Order process, DG Declaration, IIP Certification, dispatches & payment follow up with JV Company.  
                Major Achievements:

· Awarded as Best Sales Achiever of the Year 2014.
· Successfully completed Capacity Assessment & got registered with DGQA & ASRTU with Rate Contract Award.
· Accomplished sale of 80,000 Batteries from Govt. Key accounts.
· Accomplished sales of 10,000 Batteries from GS YUASA Export Business. 
· After RC with ASRTU bagged order of 14,000 batteries order from MSRTC & KSRTC against annual RC.
                Previous Role: Territory Sales Manager (Pune)          Nov- 09           Feb 11
                  Chevron Lubricants India Pvt Ltd    Apl - 2007 
Oct- 09
  Role: Territory Sales Executive (Pune Territory) 

Chevron Lubricants India Pvt Ltd is one of the leading company in India, which manufacture and supply lubricants and LPG. They specialize in providing wide range of Automotive and Industrial lubricants. 

                     Major Responsibilities 
Accomplish Retail Sales Targets for the Territory 

• Execute Sales targets for the year in line with the Annual Business Plan 

• Monitor & review the sales targets of salesmen of Distributors. 

• Generate revenue of Rs 2 Crores / volume of 125 KL per year 

Expand Distributor network in the Territory 

• Expand existing distributor network in the territory. 

• Liaise with distributor and retail partners, shops etc to identify new projects. 

Implement Sales & Marketing activities in the Territory 

• Implement product campaigns and product launches in the territory. 

• Design & Implement Market Promotion Schemes at distributor level to boost targeted products & customer 

segment with align a requirement of specific territory. 
                Major Achievements 
• Focused on pushing sales of premium priced products - both retail and Institutional sales - and have 

accomplished the targets in the territory.   Through my efforts in presenting the picture of cost-to-benefits 

in the long run, I have got one of the biggest Fleet Operators JCBL, (manufacturer of luxurious buses & 

service provider to state transport) reap benefits of using our products over past 1 ½ years
• Appointed six distributors across the territory & helped them succeed. 

• Promotion of our products to Mechanics under a budget constraint.  This model promotional activity was 

replicated pan India. This was further published as a best practice in the Magazine of Chevron Global 

Lubricants Business. 

• Promoted “Chak De Mechanic” campaign to motivate cluster sale.  This resulted in having about 150 

mechanics turning to becoming key influencers in convincing customers to use our products. 

• Provided On Field and Class Room training to field sales staff to develop their competencies to positively 

influence customers. 
                  CEAT Tyres       Sep – 2006   Mar – 2007
  Role:  Territory Leader (Jalgaon Territory) 

 Major Responsibilities 
• Work towards a win-win relationship with Channel Partners by helping them achieve their targets 

• Ensure smooth Branch Operations in the Khandesh Region (sales, marketing campaigns, depot functioning, 

audits, receivables, claims etc) 

• Generate revenue of Rs 16 Crores annually. 
                   Major Achievements
                                   • Appointed highest number (seven) dealers as Exclusive Ceat Dealers in upcountry markets. 
• Conducted road shows & service campaigns in association with Hero Honda dealers to bring about awareness 

of the features and advantages of Ceat two-wheeler tyres. 

• Accomplished sale of 800 truck tyres per month against previous year’s average of 500. 

• Improved forecasting of requirements, Accomplished a better control on inventories.
                  Apollo Tyres Ltd
Jan - 2005
Aug - 2006
Role:  Territory In-Charge (South Mumbai) 

Major Responsibilities 

• Sale as per agreed targets to the segments of Dealers, Key (Fleet Owner) Accounts, and Government 

Departments etc. 

• Evaluate claims and settle them by applying the right procedure / policy.  Educate users on correct use of 

tyres and minimize the possibility of claims.  Analyze and report the right MIS. 

• Grow the deposits through the RAS Scheme 

• Sell 5,000 truck tyres in a year and generate revenue of Rs 5 Crores. 

Major Achievements 

• Accomplished the biggest order ever for 500 truck tyres from key Fleet Owner. 

• Started sale of car tyres through the existing truck tyre dealers in Danabander - one of the major transport 

hubs.  Through this initiative, sale of these tyres rose from a zero to 150 tyres per month. 

• Improved forecasting of requirements, Accomplished a better control on inventories without affecting on-

time deliveries 

Ultra Tech Cement Ltd
Jun - 2002
Dec - 2004

Role:  Marketing Executive (Mumbai) 

Major Responsibilities 

• Increase sales of 53 Grade, 43 Grade and Pozzolona Portland cement (PPC cement) 

• Business Intelligence - keep top management updated on competitor’s latest activities, market prices, new 

product launches and new designs 

• Sell 26,000 tons per year and generate revenue of Rs 7 Crores. 

Major Achievements 

• Accomplished 60% market share for PPC in my territory and helped deliver the company objective of 

gaining leadership for this product in the territory. 

• Generated demand from Institutional Customers like Builders, Contractors by the right branding and by 

educating the key players on the benefits of using our products. 

Professional Enrichment 

Extra Curricular Activities 

• Training of switchgear at “L & T Switchgear Training Institute” Pune under Programme for Engineers of 

Future (PEF-D) PEFD 

• Completed Training of Tyre Inspection at Jonapur Training Center in Apollo Tyres. 

• Completed 5 Level Technical Trainings for Automotive Lubricants under the program “Knowledge ka Big Boss”.
Academic Details 

• MBA Marketing from YCMOU, Nasik
• Diploma in Electrical Engineering from Govt. Polytechnic, Khamgaon.
Diploma in Marketing Management from Welingkar Institute of Management Development & Research  

· Bachelor of Art from YCMOU Nasik.

· Pursuing PG Diploma International Business Operation from UGNOU Delhi.

                    Personal Details 

Date of Birth/Age
:
28-Apl-1979

Marital Status
:
Married

Address for Communication
:
Flat No-501, Building B-4, Runwal Seagull, Handewadi Road, Hadpsar,
Pune.  411 028. Maharashtra (India) 


