NEERAJ AGGARWAL

Mobile: 08400111188
E Mail : neerajaggarwal2k@gmail.com
Business Development ~ Sales & Marketing ~ Channel Management

Career Precise

· A result oriented professional with 25 years’ experience in Business Development, Sales Operations, Channel & Distribution Management and Team Management.

· Presently associated with RALSON INDIA LTD. (Ralco Tyres) as REGIONAL MANAGER- UP EAST/NEPAL
· Hands on experience in exploring and developing new markets, appointing channel partners, accelerating growth & achieving desired sales goals. 

· Expertise in formulating marketing & sales strategies, promotion plans and new product launch for new business generation. 

· Skilled in managing teams to work in sync with the corporate set parameters & motivating them for achieving business and individual goals. 

· An effective communicator with good presentation skills and abilities in forging business partnerships with dealers & channel partners. 

Education

· PGDBM (2 Years Full Time, Sales & Marketing) from Institute of Productivity and Management, Meerut in 1996.

· MA (Economics) from Meerut University in 1996.

· B.Sc. from Meerut University in 1994.

Core Competencies 

Channel & Distribution Management

· Identifying and developing channel partners for achieving business volumes consistently and profitably. 

· Evolving strategies & activities to achieve desired business objectives & implementing recognition campaigns for motivation. 

· Ensuring cost effective logistics operations across the distribution channel and monitoring availability of requisite goods at the various sales outlets/ channels.

· Evaluating performance & monitoring of dealer sales and marketing activities.

Strategic Planning

· Formulating business strategies, strategic utilization and deployment of available resource to achieve organizational objective. 

· Developing business plans and for the achievement of these goals. Allocation & strategic deployment of short term and long term budgets.

Sales Promotion

· Building brand focus in conjunction with operational requirements. 

· Ensuring maximum brand visibility and capturing optimum market shares. 

· Brand image building and organising the awareness campaigns.

Sales & Marketing

· Developing Primary & secondary network to increase width & depth throughout the state.

· Adapting sales process, Route plans & reviews to increase coverage/penetration.

· Conducting activities to increase tertiary sale & repeat sale of the product.

· Evaluating marketing budgets periodically including manpower planning initiatives.

· Providing direction to execute promotions / launches in sync with regional characteristics.

Key Account Management

· Identifying prospective clients, generating business from new accounts & developing them to achieve consistent profitability.

· Building and maintaining healthy business relations with major clientele, ensuring maximum customer satisfaction by achieving delivery & quality norms.

People Management
· Monitoring, recruiting, training & motivating the team & ensuring quality deliverables in the market.

· Providing direction, motivation & training to sales team for ensuring high performance.

Organisational Experience

RALSON INDIA LTD.

    
        

As REGIONAL MANAGER – UP EAST/NEPAL                                                        DEC.’ 17 – Present

To achieve growth in Automotive tyre aftermarket business of UP East/ Nepal  with team of 20 + peoples.
Key Result Areas:


Regional Sales Manager for Aftermarket Sales for entire range.

Leading sales team, devising sales plan & implementing it successfully for the attainment of Monthly & yearly Sales goals
Channel Management: Appointment & retention of distributors & dealers and effecting sales

Strategies Formulation & Execution: Devising strategies, driving change, infusing new ideas and taking business performance and productivity to the next level

Segmentation, Targeting & Positioning: Customer segmentation, brand positioning and sales strategies to help the brand to connect more emotively to consumers and increase loyalty

Defining Processes & Sales Team Management: Defining processes & establishing and managing sales team for attaining organizational objectives

Pricing Strategy & After Market Activities: Spearheading the pricing strategy, Sales Promotion schemes, branding plan , designing & implementation of Sales schemes

Sales Forecasting: Monthly skew wise sales forecasting; determining desired performance levels & need for growth into current and additional product categories

Product Lifecycle Management: Working with Product development team on New product development and existing product improvement and implement product launch strategies

Market Research & Competition Benchmarking: Conducting market research and mapping competition on all 4Ps

Customer Service Management: Leading Technical Service team for Product Establishment through Claim settlement, Defect analysis, Product testing & competition benchmarking; spearheading Training Team for conducting dealer meets, fitter meets, Shop boy training
Highlights:


Achievement of Sales targets:-Attained a growth of 150% in replacement sales in 2020-2021 over 2019-20.


Channel Management:-Developed a strong network of distributors & dealers for the assigned Zone.


Team Management:-Established Sales, Service & Training team in North & East in a period of just 6 months;


Product lifecycle Management: Devised a series of strategies for every stage of product lifecycle.


Digitalization of Sales process: Launched a unique & industry best secondary sales tracking mechanism for real time visibility of Secondary sales & for preventing unauthorized trading of tyres by the distributors and dealers



Market research: provided useful insights to the management through designing & execution of Customer Value Proposition research.


Digitalization of Service processes: Developed a Portal on claim settlement for 2wheeler tyres; provided support to Marketing through


Out of the box initiatives: for improving brand visibility at  Dealers/ Distributors’ shops
CONTINENTAL INDIA PVT. LTD. 




    
                                       Nov.’ 11- Dec.’17
As AREA SALES MANAGER – UP EAST                                                     
· Continental is the 4th largest tyre company globally with sales of 33 billion Euros. Being a German company, a lot of emphasis is placed on perfection and efficiency. This way of working has been transferred to how we conduct ourselves in the market.

Key Role: 
· Achieving area target settled with zone on monthly, Quarterly, Yearly basis and growing market share. 

· Aligning area level strategy with all in India strategy for target achievement. 

· Increasing dealer numbers and spotting potential dealers. 

· Building relationship with other departments. 

· Exercising check on CFA system and policy implementation. 

· Communicate correct use of product to dealer/ consumers. 

· Organising Consumer Campaigns for increasing sales & premium brand positioning.

· Ensuring a premium positioning of our tyres in the market place and consumers minds.
Accomplishments:
· Received Best ASM (Dealer Retention & Development) Reward for Year 2013 at 2014 Annual Sales Conference.
· Received Best ASM (Most Reliable Dealer Network) Reward for Year 2014 at 2015 Annual Sales Conference.
· Received Best ASM - Runner UP (Financial Discipline) Reward for Year 2015 at 2016 Annual Sales Conference.
· Attended Leadership Simulation Training Program in Dec. 2014.
Apollo Tyres Ltd. 


















 


Sep. 07 – Nov’11
As DISTRICT MANAGER - Panipat (Haryana)




                            

         Aug’ 11 – Nov’ 11
· Managing the Profit Centre Operations of Chandigarh with annual business turnover worth Rs. 60 Crores. 

· Significant accomplishment in achieving 110% of budgeted target.
· Mentoring and managing team of 8 people of sales, service & commercial to achieve desired kra.

· Promoting product and consumer awareness by organizing activities like sampling, promotions and local events    

    Campaigns, etc. 

· Implementing and maintaining best possible merchandising of company product. 

· Identifying untraced market for maximising sales

· Ensuring proper storage and handling of merchandising material and closely monitor inventory. Looking for new       Market opportunities & recommending appointment of new dealers, programmes, incentives & schemes.

· Establishing and building report with business partners so as to understand and service consumer needs. 

· Motivating subordinates and ensuring best work from them 


As DISTRICT MANAGER - Chandigarh                                             






  July’10 – Aug’11
· Managing the Profit Centre Operations of Chandigarh with annual business turnover worth Rs. 30 Crores. 

· Significant accomplishment in achieving 110% of budgeted target.
· Mentoring and managing team of 6 peoples of sales, service & commercial to achieve desired kra.

· Promoting product and consumer awareness by organizing activities like sampling, promotions and local events campaigns, etc. 

· Implementing and maintaining best possible merchandising of company product. 

· Identifying untraced market for maximising sales

· Ensuring proper storage and handling of merchandising material and closely monitor inventory. Looking for new market opportunities & recommending appointment of new dealers, programmes, incentives & schemes.

· Establishing and building report with business partners so as to understand and service consumer needs. 

· Motivating subordinates and ensuring best work from them 

Apollo Tyres Ltd. 




















As District Manager – Haldwani (Uttarakhand)



            

Aug.’07 – June’10
Role: 
· Ensuring attainment of primary sales target for the entire District Office.
· Developing business & generating demand in the assigned District through network extension and contact programmes with end customer. 
· Assessing the target assigned to each Territory in the district, coordinating with supply chain and commercial functions for availability of stock as per requirement. 
· Providing after sales service with the customers and technical services associates. 
· Handling an array of operations including Brand Positioning, Market Price Management, Team Building, People Development, Strategic Planning, MIS generation and Commercial Operations. 
· Monitoring operations in Uttarakhand.

Accomplishments:

· Successfully increased the turnover from 1.50 Cr. to 2.50 Cr.  p.m.
Bharat Shell Ltd.




















Since Jan’00 – Aug’07
(Joint Venture of Bharat Petroleum Corporation Ltd. and Shell Overseas B.V.)

As Key Account Manager – Transport, Nasik










Sep’06 – Aug’07
Role:

· Managing marketing and distribution in North Maharashtra & Marathwada region.

· Imparting training to distributor and sales team for ensuring accomplishments of sales targets and market share.

Accomplishments:

· Effectively organised sales promotion activities like Dealer Meet, Mechanic meet and Fleet meet.

· Managing distributor business with a team of 10 DSMs and Reliance RO network independently

· Successfully & independently handled Pune and Nagpur Depot.

· Received Vice President’s appreciation for turning around Nasik territory in six months in April 07.

· Instrumental in implementing Sales Drill (Sales Process) in Tier 1 market.

As Key Account Manager – Transport, Gwalior










Oct’04 – Sep’06

Role:

· Managing marketing and distribution in Gwalior Division.

· Imparting training to distributor and sales team for ensuring accomplishments of sales targets and market share.

Accomplishments:

· Successfully enhanced Distributor/Retailer Base; appointed new distributors at Tikamgarh and Dabra; achieving sales target of 7 kl through Distributors and Retailers. 

· Managed distributor business with a team of 9 DSM; independently handled Indore depot.
· Effectively organised sales promotion activities like Dealer Meet, Mechanic meet and Mandi activities.

· Implemented Sales Drill (Sales Process) in Tier 1 market. 

· Achieved 100% Sales target of the territory.

As Sales Executive – Transport, Chandigarh











Jan’00 – Sep’04

Role:

· Handling marketing and distribution in Chandigarh, Himachal Pradesh, parts of Punjab and Haryana.

Accomplishments:

· Successfully appointed Distributors at Chandigarh, Pathankot, Mandi, Damtal (Kangra), Parwanoo, Una, Ambala and Panchkula. Increased business from 18 kl to 34 kl per month.

· Stellar in implementing Sales Process in Tier 1 Market.

· Managed distributor business with a team of 12 DSMs and independently handled Chandigarh Depot, Gagret Depot, Jalandhar depot and Gurgaon depot.
· Organised sales promotion activities like Dealer Meet, Fleet Meet and Mechanic Meet.
· Received National Sales Manager’s appreciation for highest growth in Northern region in Feb’01.

MRF Ltd., Chandigarh








   Sales Supervisor


Feb’97 – Jan’00

Role:

· Handling sales & marketing, Dealer network and branch management at Himachal Pradesh. Also handled Govt. department of Himachal Pradesh and Chandigarh.

Accomplishments:

· Conducted promotional meet for Trucks, LCV and Auto tyres owners.

· Instrumental in enhancing market share by 22% through increase in the dealer network and customer base; truck tyres sales increased from 804 tyres to 980.
· Successfully added new Govt. Accounts in Chandigarh & H.P. like  DGS & D , Tourism Department ,   HP Agro branches (Hamirpur, Bilaspur, Kullu)

· Appointed Exclusive Dealers at Solan, Nerchowk (Mandi), and Parwanoo, Darlaghat, Rampur Bushar, Dehra and dealers at Palampur, Una, Kangra, Mandi and Nahan. 

The Daily Amar Ujala, Moradabad




Management Trainee


May’96– Jan’97

Role:

· Conducting various sales promotion activities and handling operations in Circulation Department.

Accomplishments:

· Successfully launched India’s 1st Hindi Financial News Paper “Amar Ujala Karobar” in Western U.P.

Summer Internship

· 2 month Market Research at Cipla Ltd.

Personal Profile

Date of Birth 


     :
19th June 1971

Present Address


:
18/404, First Floor, Indira Nagar, LUCKNOW – 226016. (U.P.)
Permanent Address

:
H.No. 55, Bank Colony, Street No. 2, Modi Nagar, Dist. Ghaziabad (U.P)

Contact No.



:
08400111188
