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Career Objective: 
 To work with an organization where the atmosphere is conductive for learning and growth, and to apply my education, experience and skills to deliver my best in a competitive environment and thus contribute in the growth of organization and industry I represent in longer run.

Profile Summary:  

· Engineering Graduate with 12 years of experience in Sales and Marketing of Industrial Products 
· Hands-on-experience in charting out Sales and marketing strategies to contribute towards enhancing business volumes and growth and achieving profitability norms.

· Skilled in team handling, pricing strategies, competitor & market analysis
· Expertise in managing development and implementation of promotion plans and handling communication for brands including all above the line and below the line activities.

· An effective communicator and team leader with strong analytical and problem solving and organizational abilities.
Working Experience:  
1. Company name:             ExxonMobil Lubricant PVT Limited.

Designation:
              Area Sales Manager Industrial lubricants  for North Gujarat
               Period:                             Working since September 2019
About Company:

               ExxonMobil is one of the world's largest publicly traded international Lubricant, Oil and gas company. The Industrial Lubricants & Services (ILS) business is a part of the Global AIME Business Unit in Lubricants. It is a leading provider of premium, value-added lubricants products and services to the industrial manufacturing sector through the use of distinctive people, technology and marketing capabilities.

Responsibilities:

· Distributor and Key account management for Industrial Lubricants in segment like Automotive, Paper Process, and Pharma Industry, Cement, Power, Mining and Construction heavy duty lubricants.

· Driving new projects of Digital Marketing, Retail sales and Virtual Engagement.

· Manage and drive profitability through value based selling in the territory.
· Team handling daily monitoring of visit plan and delivery of designated targets.

· Handling complete portfolio of Metal Working, High Performance lubes and Heavy duty Lubes.
· Industrial Retail sales development in the region and charting out strategies to grow the business.

· Brand Promotion, Scheme Launch, Marketing Events and On Boarding of New Retailers.

· Driven continuous engagement for productivity improvement for ring fencing business at key accounts.
· Actively and participating in product promotion in order to achieve all sales target for Primary and Secondary for the Region.
Major Key Accounts: Ultra-tech Cement, Tata Motors, Maxxis Rubber, Jindal Steel, Adani Group and Tata Power.
2. Company name:             Castrol India Limited.

Designation:
              Area Sales Manager Industrial lubricants for Central India
               Period:                             Worked since August 2013 to August 2019
About Company:

                      Castrol India limited is the largest player in India in the lubricants business and has an annual turnover exceeding 2600 crores per annum. Castrol India is a part of the BP Group (earlier known as BRITISH PETROLEUM). The Industrial Lubricants & Services (ILS) business is a part of the Global AIME Business Unit in Lubricants. It is a leading provider of premium, value-added lubricants products and services to the industrial manufacturing sector through the use of distinctive people, technology and marketing capabilities.
Responsibilities:

· Distributor and Key account management for Industrial Lubricants in segment like Automotive, Process industry, Pharma, Cement, Power, Mining and Construction heavy duty lubricants.
· Team handling daily monitoring of visit plan and delivery of designated targets.

· Handling 10 Key account and 6 distributors in region of Madhya Pradesh, Nagpur and  Chhattisgarh
· Brand Promotion and recognition in market.

· Develop high level contacts within the designated accounts/projects in the portfolio.

· Visiting the Key account and Distributors to have healthy business relations
· Assessment of Key Accounts integration and increase profitability.
· Manage the tactical implementation of the strategies on a geographical basis.

· Actively and participating in product promotion in order to achieve all sales target for Primary and Secondary for the Region.
3. Company name:        EWAC Alloys limited 100 % Subsidiary of Larsen & Toubro Ltd.
Designation:
           APS (Welding Product division) for North Gujarat
             Period:                          Worked since March 2010 to August 2013.
About Company:

                      Larsen & Toubro (L&T) is a technology-driven USD 9.8 billion company that infuses engineering with imagination. We offer a wide range of advanced solutions, services and products.

Responsibilities:
· Direct sales of products like capital machines.

· Handel dealers and distributors.

· Develop high level contacts within the designated accounts/projects in the portfolio.

· Visiting the Customers.

· Meeting customers and follow up actions.

· Introduction of new contacts.

· Assessment of Key Accounts integration.

· Manage the tactical implementation of the strategies on a geographical basis.

· Develop specific Value Propositions, based on the account.

· Projects critical success factors and effectively communicate to all involved in the overall development of the account.

· Establish and maintain detailed customer files to provide the company with relevant accurate information regarding the assigned accounts.

· Actively and participating in product promotion in order to sell the full range of equipment.
4. Company name:
Indian Steel Corporation Ltd. (ISO 9000:14001)
Designation:

Engineer (Electrical) 
             Period:

             Worked since October 2009 to March 2010
About Company:

Indian Steel Corporation Limited (ISCL) is jointly promoted by Ruchi Group of Industries, India and Mitsui & Co. Japan. Ruchi Group of Industries is a businesses ranging from steel to food products. Indian steel’s products are cold rolled sheets and coils, galvanized sheets and coils. The sales turnover of the group exceeds USD 2.5 billion. Besides the flagship company, 

Responsibilities:
·  Maintenance of 4HI Cold Roll Mill, Continues Galvanizing line consists of furnace and zinc coating, Electrolysis process and anneleaning process for CRCA STEEL.
·   Maintain the day to day reports of electrical instruments so the delay time reduce and efficient maintenance can be provided.
5. Company name:
Saamarthya Center for Training and Development
Designation:
            Marketing Consultant

             Period:

            Worked since August 2008 to July 2009
About Company:



Saamathya Center is one of the upcoming centers to improve soft skills and software knowledge. It has been established in year 2008 with two centers in Indore. 

Responsibilities:

· Conducting seminar in various Professional institute.
· Meeting with placement officer for training there students.

· Develop high level contacts within the designated accounts/projects in the portfolio.

· Visiting the Customers to promote our software and SAP training facilities.

· Meeting customers and follow up actions.

· Introduction of new contacts.
Area of Expertise: 

· Managing marketing functions like product planning and roadmaps, consultation and business.
· Analyse business potential, conceptualise & execute strategies to drive sales, augment turnover and achieve desired targets
· Supervising the performance of Distributors/ Dealers with key emphasis on achieving revenue targets.
· Conducting competitor analysis by keeping abreast of trends and competitor moves to achieve market share metrics.
· Identify new market segments and tap profitable business opportunities.
· Monitoring market plan and recommending action for any forecasted variance to volume budget on a monthly basis.
· Ensure speedy resolution of queries & grievances to maximize satisfaction levels.

· Interact with existing clients for references, implement measures & promotions to retain clients & reduce churn.

· Maintain excellent relations with clients to generate avenues for additional business
 Academic Profile:  

· 2004-2008 “B.E” from Malwa Institute of Technology College, Indore (M.P.) with an aggregate of 70.85% marks.


Specialization:  “Electrical &Electronics Engineering.”
· 2004 Senior Secondary School Certificate Examination from Christian Eminent HS School with an aggregate of 59.2% marks.

· 2002 High School Certificate Examination from Christian Eminent HS School with an aggregate of 68.2% marks.

Computer Skills:

· Operating System:              MS- Dos, Windows
· Application Packages:       Sales Force, Tablue, MS Word, MS Power Point, MS Excel
Key Skills: 

· Excellent co-ordination and technical organizational skills.

· Creative/Quick learner.

· Effective Time Management.

· Good communication skills.

· Team player & capable to take fast decisions inside own responsibility area.
Personal Details:

  
Date of Birth: 

25 August 1986  

             Address:

38-A Sector-A Shivdham Colony B/H Queens College School Khandwa road

                                                          Indore Madhya Pradesh 

             Languages known: 
English, Hindi  

      Hobbies:
             Playing Cricket, Listening to music and Travelling.
             Strengths:

Friendly Nature, Internal Motivation & Passion for Learning.

DECLARATION

I hereby solemnly affirm that the particulars furnished above are true to the best of knowledge.

Place: 
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