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Objective:   
                     Want to Head the Business Vertical and implementing the cost effective strategies, which yields maximum benefits to the company in terms of increased Business, bottom-line profits, Customer satisfaction.
Areas Of Exposure:
Channel Sales Management, Brand Management, Team Management, Distribution Management and Sales operations in urban and rural markets.
Work Profile:
Total Experience: A passionate Marketer with 13 yrs of Sales & Marketing experience in Channel and Direct sales.
Current Company: TATA MOTORS LTD.,

Designation: Sr.Manager – Sales and Marketing

Location: Hyderabad.
Duration: Apr18 – till now.

Industry: Automotive

Job Profile:
· Responsible for Andhra Pradesh and part of Telangana region SCV Cargo and Pickup business of CVBU.
· Achieved 2% MS growth in SCV cargo and Pick up 9% MS growth in Pickup segment from 9% to 18%.
· Preparation of Dealer/model wise yearly Budgets and Sales plan for next 2 months and monitoring the status and taking appropriate step to achieve the same.

· Implementation of high impact activities across major application such as Fruits and vegetables, Poultry and Aqua segments.

· Manpower management both company and dealership for higher productivity through pipeline monitoring Micro market wise and training as and when required

· Segmenting the market and application wise and product positioning vis-à-vis competition.

· Liasioning with NBFCs and bankers for seasonal and attractive schemes/loans for higher market share.

· Engaging the complete value chain of the system for Market coverage and industry pattern i.e., Financiers, body builders, brokers and mechanics.

· Training to dealership team on product, systems and markets/applications.

· Planning and execution of monthly Sales promotion activities such as seasonal consumer schemes, negotiated financier schemes, referrals meetings, Mechanic sheds branding, participating trade associations meetings and seminars, customer meetings.

· Monitoring the key customers warranty issue, Service TOT and taking appropriate steps for critical failures to achieve the higher CSI.

Current Company: TATA MOTORS LTD.,

Location: Hyderabad.

Duration: Apr16 – Apr’18.
Industry: Automotive

Job Profile:
· Responsible for AP and Telangana region IMCV and HCV truck business of CVBU.
· Achieved 6% MS growth in IMCV segment during 2016-17.

· Preparation of Dealer/model wise yearly Budgets and Sales plan for next 2 months and monitoring the status and taking appropriate step to achieve the same.

· Manpower management both company and dealership for higher productivity through pipeline monitoring Micro market wise and training as and when required.

· Implementation of the IT systems such as CRM and other system driven processes.

· Segmenting the market Tonnage and application wise and product positioning vis-à-vis competition.

· Liasioning with NBFCs and bankers for seasonal and attractive schemes/loans for higher market share.

· Engaging the complete value chain of the system for Market coverage and industry pattern i.e., Financiers, body builders, brokers and mechanics.

· Training to dealership team on product, systems and markets/applications.

· Planning and execution of monthly Sales promotion activities such as seasonal consumer schemes, negotiated financier schemes, referrals meetings, Mechanic sheds branding, participating trade associations meetings and seminars, customer meetings.

· Monitoring the key customers warranty issue, Service TOT and taking appropriate steps for critical failures to achieve the higher CSI.

Company: Mahindra & Mahindra Ltd., (AFS Division)

Duration  : July’12 – Apr’16.

Industry  : Farm Equipment ( Tractors, Harvesters and Rotavators)
Job Profile:
· Preparing and Managing the 50crores tractors business ie., Vehicle and Spares annually in given territory of Telangana state.
· Preparation of Dealer/model wise yearly Budgets and Sales plan for next 3 months and monitoring the status and taking appropriate step to achieve the same.

· Dealer Life cycle Management Such as appointment to retrenchment as per the company norms.
· Implementing the Channel Development Schemes such as Panchratna, Unnati and Mahindra Shree, it benefits and guiding the dealer to be a part of the scheme for the maximum monitory benefits and dealership strengthen.

· For Effective rural reach and forecasting the secondary sales through implementation of “EK Mahindra” Concept, which helps to maximize and effective coverage of retail network.

· Liasioning with NBFCs and bankers for seasonal and attractive schemes/loans for higher market share.

· Regular trainings to my team members and Dealer Manpower for delivering the effective results.
· Planning and execution of monthly Sales promotion activities such as seasonal consumer schemes, negotiated financier schemes, referrals meetings, Mechanic sheds branding, participating trade associations meetings and seminars, customer meetings at tehsil level and Comparative demos for Brand building and its recall.

· Effective Implementation of IT systems such as MDMS, MSS and IBIS at dealer place for effective bottom to top data flow and thereby helpful in effective decision making.

· To ensure the dealer is working within the company norms through monitoring the stock level and out standings.
· Monitoring the warranty issue, Service TOT and taking appropriate steps for critical failures to achieve the higher CSI.

· Regular monitoring of the CSI, SSI and DSQI of the dealerships for effective coverage and Customer service.

· Analyzing the monthly RTO data, to understand the Industry movement and coverage.

Company: SKF India Ltd., (A Swedish MNC & Market Leader in Bearing Segment).
Duration: Nov’10 – July’12
Industry: Auto Ancillary
· 1.9 years of work experience at SKF, looking after Coastal Andhra as a             Territory Manager – Marketing & Sales based at Vijayawada.
Quick Milestone:

· Appointed 2 Authorized Stockiest with in 6 months of joining.

· Effective product Management of the new products i.e., Car brake pads, Timing Belts, steering components & Truck UJ across in my region and met the budgets.

Job responsibilities – Highlights:

· Responsible for Marketing, Sales and promoting the new products in my region as per the company requirement & Budgets.
· Managing Two degree distribution (7 Stockiest, 9 ASPL’s & approx. 360 Retailers) Channel.

· Ensure that all the channel partners are under “Being Premium” Identity program.

· For building the retailer network through ‘CTP Program’ and push the new product and see that it is available at all CTP counters.

· Regular Factory Visits to our CTP members, thereby motivating them as Brand ambassadors for promoting SKF products in the local market. 

· Tracking of secondary sales through SKF Tally software and knowing the purchasing pattern of the retailers.
· Organizing the Retailer & Garages seminars regularly to promote the new products and get the insights on competitors & Market information.

· Dealer life cycle management i.e., Recruitment to retrenchment.

· Managing a team of 2 members for driving the sales as well as Marketing initiatives in my region.

2. Company: Amara Raja Batteries Ltd. (AMARON BATTERIES), India.

    Industry: Auto Ancillary
    Duration:  Jun’07 – Oct’10 ( 3yrs 4 months)
·  2.08 yrs of work experience at Hyderabad looking after Andhra Pradesh region for Sales & Marketing since May’08 as Marketing Executive.
· 10 months worked at Chennai looking after northern Tamil Nadu districts Sales & Marketing from Jun’07 to Apr’08 as Marketing Executive.

Website: www.amararaja.co.in
Milestones:
· Selected as a ‘Best Marketing Executive’ for implementing effective Marketing strategies through all the channel levels, which helped us to overshoot the Sales targets almost 130% at the end of third quarter in my region during the Sales meet conducted in Dec’09.
· Worked as a SAP Functional team member to design the SAP SD module as per our business requirements, worked with the SAP Consultants and got the adept knowledge of SAP architecture & Business environment.
Job Responsibilities- Highlights:
· For all Channel Sales & Marketing activities in my region to achieve assigned sales target.
· Dealer life cycle management i.e., Recruitment to retrenchment.
· Managing the team of 3 members for driving the sales as well as Marketing initiatives in my region.
· Providing the training, motivating and guiding my team members as well as Dealers Sales team.

· Monitoring the Dealers performance against company strategies, accordingly taking action to improve the dealer effectiveness. 

· Monitoring the Stock levels at Dealer place & Company Warehouse.

· Organising all Marketing (BTL) activities Such as campaigns, Dealers meet, Retailers meet, Service meet and distributing marketing collaterals etc., to promote the product in my region.

· Competitor analysis and Marketing Intelligence for implementing good Marketing strategies and giving inputs on technical issues for product improvements to achieve customer satisfaction.
· Collecting the payment from the dealers as per the agreed terms & conditions.

Education:
· M.B.A (Marketing & Finance) from Department of Management Studies, S.V. University, Tirupati, AP at the end Apr’07 with 65%. 

· B.B.M (Management) from Sri Vijaya Durga College, S.K. University, Kurnool, AP at the end of Mar’05 with 73%.
Technical Qualifications:

· Worked as SAP SD Module Power User and functional team member during the SAP implementation in Amara Raja Batteries Ltd.
· Six Sigma Green Belt Certification from Indian Statistical Institute, Hyd.

Achievements: 
· Selected as a ‘Best Young Manager’ in South India Level Management meet conducted at Kandula School of Management, Kadapa during my M.B.A.
Personal Profile:

Date of Birth       : 12th Apr’83.

Father’s Name    :  Shaik sha vali R.

Marital Status     :  Married.
Hobbies              :  going for outing on holidays along with friends, reading Business    

                               Magazines.

Passion    : I want to be the Best in my field and enjoy every moment of my life.
Communication address: # 103, Sakhamuri Residency,
                                           Sbh colony, Srinagar Colony 

                                           Hyderabad.- 500 082.

Date: 1st Sep’2020.           

Place: Hyderabad                                                                  (Mohammad Rafi R.)
