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	SANDEEP KUMAR VERMA
TEAM MEMBER SALES SERVICE AT BIRLA TYRES
Sales & Marketing / Channel & Dealer Management / Product Launch & Promotions / Supply Chain & Servies
Location Preference: U.P. / Anywhere in India


	       Career ObjectivePersonal Details

Date of Birth: 04th July 1982
Languages Known: English  and Hindi
Address:  Sambher Khera, Bara Birwa, Kanpur Road, Lucknow-  UP 



· Over 9.6 years of experience in Sales, Marketing, Dealer Management & After Sales & Service
· 5.6 Years experience in Supply Chain Management, Project Planning, Logistic Management, Inventory Control
· Expertise in strategic business planning, market plan execution, product launch, brand promotion and targeted marketing
· Skills in developing new markets, managing sales & service operations, establishing dealer & customers networks & achieving desired goals
· Designed successful sales techniques/strategies/tactics using customer and market feedback
· Analysed the client list for growth opportunities; mapped and supervised new sales prospects
· Planned, formulated and implemented marketing strategies and promotions to increase market penetration and to drive revenue and profitability by maximizing sales
· Accomplished and exceeded volume and profit goals by nurturing partnerships with existing customers
· Designed and executed channel sales & distribution strategy to achieve segment-wise targeted sales volumes, city-wise market shares, reach and coverage objectives
· Excellent communication, interpersonal and motivational skills to sustain growth momentum 

Notable Accomplishments Across The Career

· Augmented sales of assigned territory from than 1200 (APM) to more than 1800 (APM) per month in 01 year after posting @ Lucknow 
· Review many inactive dealers & added new dealers in network @ Kanpur with in 11 months.
· Attained and registered more than 50% growth for 1 consecutive year
· Associate All Major dealers of Lucknow, Kanpur, Faizabad & Gorakhpur with Birla tyres.
· Increase market share of Lucknow, Kanpur, Sitapur, Faizabad, Gorakhpur & Faizabad depot by conversion of fleets & customers to support our dealer network & secondary sales.


Core Competencies


~Business Development 		~Sales & Marketing 			
~Dealer Management			~Key Account Management		
~Product & Market Development	~Trade Marketing
~Strategic Partnership and Tie-ups	~Branding/Promotions
~After Sales & Service	                             ~Supply Chain & Services
~ISO Audits Assistance                 	~Internal Audits


Education

· B.Sc from Lucknow University, Lucknow in 2004

	

	
	

	Employment Details


· Team Member Sales & Service at Birla tyres

       Role: T. M. Customer Service        Tenure:  1st Jun 2014 – 07th Jul.2020 Lucknow, Gorakhpur,                                                                                                                                                                                                 
                                                                         Faizabad, Sitapur & Sultanpur depots 
· Responsible for After Sales Service i.e. Monthly Service audit of evry depot, Service Claim Inspection, Product Evaluation & Claim analysis, Customer Conversion & Retention, relation building with consumers, Product Launch, BTL activities, Mandatory rejected customers visit to convince them, Customer conversion to achieve fleet targets & secondary sales, Direct handling of OEM/STU dealers & customers complaints, CSI & testimonial collection from customers, dealers, OEMs, Conduct Customer training programs for proper fitment as per application, driver & fitter education programs for tyre care & maintance guidance.
 
        Role: Sales Engineer                        Tenure:  1st Jan. 2011 – 30 Jun. 2013 (Lucknow); 
        Role: Sales Engineer                        Tenure:  1st Jul. 2013 – 31 May 2014 (Kanpur); 
· Responsible for Market mapping, Potential analysis, Dealer appointment for network expansion & sales growth, Monthly Sales planning, conduct BTL activities, Customer conversion to increase secondary sales for growth with channel parteners, Lead & monitor the Sales team of Selling Agent to execute business & achieve sales targets, Claim Inspection.
           
Role: Zonal Co-ordinator                Tenure:  1st Oct. 2007 – 31 Dec. 2010 (Lucknow handling 16 Sales depot of UP    
                                                              & Uttranchal);                 
· Responsible for Supply Chain & Services, Maintain warehouse stock accuracy as per System & department target of 16 sales depot of UP & UA, Identification & disposal of slow Moving & non Moving inventory, Monitoring & followup for dispatches from factory to unloading at depots, Monitoring reverse logistics of empty returnable containers, Project monthly SKU wise supply planning of Sales depots. HO & Marketing team coordination, Handling ISO Audits of region.
       
· Depot Incharge at Vamshi Rubber Limited

     Role: Depot Incharge                      Tenure:  5th Jul. 2005 – 30 Sep. 2007 (Lucknow – UP & UA);                 
· Resposible for stock maintainance, follow FIFO, monitoring Moving/non Moving stock, Billing & Dispatch, followup for order & payment from dealers. Internal Audit of C&F at Uttranchal. 

Responsibilities:	
· Executing business initiatives & strategies, thereby resulting in increase in market share, sales volume & added bottom line
· Setting up route to market network in the assigned geography, ideating & creating appropriate distribution structures and motivating local businessmen to develop dealerships
· Creating distribution strategy and blueprint for respective geography
· Implementing efficient supply chain mechanism to create sustainable partner ROI model
· Operating within tight operational & financial disciplines such as P & L, distribution and business development for reviving / restructuring organizations
· Empowering teams to facilitate business through periodic data and action plan
· Developing objectives, business plans, and sales strategies for growing company’s revenue & market share 
· Managing opportunities in pipeline; developing, maintaining and distributing business opportunities to the Channel Partners thereby ensuring sale, implementation & growth

· Identifying & establishing strategic alliances / tie-ups with suitable business partners, resulting in deeper market penetration to achieve profitability
· Following up for targets as well as achievements of channel goals
· Understanding customer's problems, pain areas, goals, needs, and issues 
· Suggesting solution to the customer, which is economical, comprehensive, and easily adaptable 
· Conversion & Retention of customers & dealers of Lucknow, Kanpur, Faizabad, Gorakhpur, Sultanpur, Sitapur depots and surrounding areas 
· Customer Education Programs (Customer Customized Call, Driver Counseling Program, Fitter Training etc.)
· Depot Internal Audits
· Project Monthly SKU wise supply planning of Sales Depots
· Fulfill proper stock requirement of Sales Depots.     
· H.O. & Market Team coordination 
· Assist Regional Team in ISO audit (2008, 2009 & 2010 at Delhi)

   TRAINING COMPLITED 
· Induction program (Birla Tyre Balasore)
· 13 Points (In the market)
· Claim impowerment training (Birla tyre Laksar)
· Marketing training (Birla tyre Kolkata)
· Advance techinical training (Birla tyre Delhi)
Key Responsibilities and Deliverables:
· Enhancing the company’s market share
· Identified the various selling plans under the direct marketing for this company
· Identified its competitive firms and studied their selling plans as comparing with it
· Exploring the market and identifying the target customers
· Claim Settlement & Customer Satisfaction 
· Handling of OEM Dealers/Customers & STU regarding After Sales Service
· Supply Chain Managements
· Stock Maintanance & Internal Audit




					

