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1. Job Objective 

Assignments as Chief Executive Officer of Automobile Business and  holding more than 25 years successfully working experience in business development and monitoring the area of Sales, Service, Spares, Back-office, Administration and Accounts in dynamic and high growth organization.

Specialties: 
Starting of new business from the very first day, Strategic Planning, establishing of well laid down systems in dealership, Business Plan, Setting-up infrastructure, Start-up of operations, Getting break-even point and then comes into profit within planned period. 
1. 
1. Summary of Skills & Experiences:
· Monitoring and controlling Sales and workshop output as no loss of business.
· Supervising the accounts, inspecting each and every expense, inventory controlling at all branches.
· Maintaining remain good relations with Local Bodies and State Govt. Departments. 
· Implementing business strategies, identifying new markets and key people, launching new products, taking functional initiatives to solve the problems and managing the dealership operations independently.
· Distinction of consistently raising turnover and profitability of the organization in each assignment.
· Excellent team building, motivational and relationship management skills.
· Perform duties to co-ordinate between Customers, Team, MD and Principles. Independently controlling.
· Outstanding and Stock brought to bare minimum level without affecting the volume of business.
· Setting up targets based on present position of market and principal requirements. 
· Sustain profitability for dealership: Keeping attention on revenue growth and cost cutting.
· Development of innovative offers for Sales and Service customers. 
· Interacting with Sales and service team on daily, weekly and month-end basis. 

Ownership Tasks:
· Representing the company and the brand as a whole, both internally and externally.  
· Developing and taking care of positive relations of the employees, representatives in the interest of group.
· Developing and maintaining positive relations with contacts related to business development, other decision-makers, key figures in society, as well as representatives from key organizations in the automobile business. 

Strategic Planning:
· Taking initiate for concepts working on the local and regional markets and tapping new markets. 
· Strategic specifications in accounts matter. Strategic planning and implementation of marketing concepts for increasing the business. Arranging 
· Planning of annual sales and service volume. 
· Coordinating the volume strategy with the Wholesale Units.

Human Resources:
· HR planning for the Company, Principle and Staff based on requirements.
· Monitoring the selection of staff for whom he/she is directly responsible; selecting candidates; employing new staff.
· Managing, promoting and motivating employees to guarantee a high quality of co-operation.
· Ensuring a positive working atmosphere and the team's development. 
· Reaching target agreements with employees for whom he/she is directly responsible. 
· Planning personal development goals with employees for whom he/she is directly responsible, agreeing on suitable measures and ensuring target achievement.
· Ensuring HR development measures for all employees within the framework of the training program. 
· Evaluating employees and, if necessary, initiating disciplinary measures and leading regular employee discussions.
· Determining a wage/salary and bonus policy in accordance with strategic goals. 
· Determining the employees- level of remuneration and developing incentive/bonus system. 
· Developing and implementing guidelines on management and cooperation.

Organization:
· Guaranteeing clear assignment of tasks, functions and areas of responsibility, as well as delegating the required competencies to employees and regularly checking job descriptions. Defining links between company and employees. 
· Guaranteeing consistent customer service using EDP tools. 
· Guaranteeing an open and constructive flow of information within the company. 
· Ensuring the goals of quality and environmental policy are met by a quality management/environmental by providing auditing system.

Marketing:
· Observing the regional market of automobile and competitor activities. 
· Guaranteeing the analysis and evaluation of trends and changes in the market and the desired market positioning of the company. 
· Evaluating social, cultural and political information to identify customer needs. 
· Ensuring the marketing database (customer purchasing behavior, target group analysis) contains relevant and up-to-date information.
· Checking current offers from external service providers for marketing campaigns. 
· Independent decision-making and controlling regarding advertising campaigns, campaigns, sales promotion measures, events and customer information. 
· Ensuring the company's image and the way in which all the companies are represented in the media.

Sales:
· Monitoring the profitability in sale of new and used vehicles, as well as financial services and accessories. 
· Establishing and fostering contacts with decision-makers and spokespeople, as well as approaching and advising VIPs and major customers. 
· Ensuring sales standards are met.
· Maintaining remain good relations with State Transport Deptt., R.T.O., S.D.M., Municipal Corporation.
· Relationship with C.S.D. Depot, Local Govt. Departments, Key Customers, Opinion Leaders, Channel Partners, Ex Servicemen Welfare Societies, Corporate Sectors, Industries for getting business and also with Banks, NBFCs and Local Financiers for providing best finance options to customers. 

After-Sales Service:
· Monitoring the profitability in sale of workshop services, spare parts, accessories and other jobs. 
· Ensuring the development and implementation of concepts for increasing customer. orientation and profitability in workshop and the spare parts business. 
· Ensuring a high level of after-sales service to win customers and exhaust market potential.
· Establishing a zero complaint environment.

Customer Satisfaction: 
· Observing the level of customer satisfaction in the individual units; identifying issues and putting potential improvements. 
· Ensuring effective complaints management in all departments and, if necessary, leading customer discussions to special cases. 
· Determining customer satisfaction goals, initiating measures and checking implementation thereof.

Quality Management: 
· Ensuring all defined processes are carried out correctly and those standards are met. 
· Ensuring continuous optimization of all processes in Sales, Administration, workshops and warehouses. 
· Suggesting and deciding on the introduction of new business systems. 
· Arranging for management reviews to be carried out on quality management and environmental protection systems. 
· Decision-making regarding the overall EDP concept and selecting software and hardware, taking regulations as well as experts- opinions into account.

Organizational Experience:

From Nov. 2011 to Mar. 2014 and Mar. 2016  onwards Mar. 2014 with Sidak Automobiles Pvt. Limited joined as CEO at Ambala (Haryana), Dealers for Skoda Cars (a leader in Luxury Cars) for 2 Distts. (Ambala & Yamunanagar.                                                                                                                                                                                                                                       
Key Responsibility areas include:  
· Responsibilities comprise of managing internal systems, HR matters, customer care, funds management and monitoring all working in the dealership. Dealer principle relations and ensure to meet the standards. 
· Forecasting of sales, review target vs. achievement and setting of new targets.
· Controlling all departments of Sales, In-house Insurance and finance, Extended warranty, Accessories and monitoring all activities of dealership (i.e. sales, marketing, plan, administration, EDP and Accounts). 
· Conduct relationship management with key customers and strategic alliances with channel partners (DMAs, DSTs and other reference sources).
· Close working with the Finance Companies and promote tailor-made finance schemes.
· Monitoring of age wise stocking of vehicles in stock yard.
· Periodical monitoring of person wise, source wise and geographical area wise sale.
· Getting time to time approvals for Activities and Events

Achievements:
· Managed Sales Working (e.g. Team wise, area wise and source wise; enquiries generation and conversion), Back office, Administration and Accounts.
· Given improvement in systems.
· Outstanding and Stock brought to bare minimum level without affecting volume business.
· Successfully strengthen and developed an effective and responsive network in terms of trust, values, infrastructure and financial strength to achieve better penetration of markets.

From Apr., 2014 to Jan. 2016 with  Shri Hari Krishan Automobiles at Ambala (Haryana) as C.E.O., Dealers for Continental Engines Limited (3 Wheeler and  L.C.V. Dvn.). for four Distts. (Ambala, Yamuna Nagar, Kurukeshtra and Kaithal).

Key Responsibility areas include:
Started dealership from first day, managing dealer relationship with principles and ensure to meet the standards as per their norms.
Heading end-to-end business operations including sales & marketing, business development, customer satisfaction and employee performance & development. 
Monitoring on all departments of the dealership (i.e. Sales, Service, Spares, Marketing Plan, Administration, EDP and Accounts).
Forecasting and review target vs. achievement and setting of new targets.

Achievements:
Successfully established, strengthen and developed an effective and responsive network in terms of trust, values, infrastructure and financial strength to achieve better penetration of business.
Given improvement in expansion of business. 

From June, 2009 to Oct.,2011  with Jaya Motors Pvt. Ltd. as General Manager (Dealership Head) at Ambala (Haryana). Dealers for Mahindra & Mahindra limited and Mahindra Renault Pvt. Limited (A leader in Passenger and prosper vehicles) for 4 Districts (Ambala, Yamunanagar, Kaithal and Kurukshetra).
                                                                                                                                                                (2 ½ Years)
Key Responsibility areas include:
· Managing dealer relationship with principles and ensure to meet the standards as per their norms.
· Monitoring on all departments (i.e. Sales, Service, Spares, Administration, EDP and Accounts). 
· The responsibilities comprise of managing internal systems, human resource, customer care and funds.
· Forecasting and review target vs. achievement and setting of new targets.
· Conduct relationship management with key customers and strategic alliances with channel partners.
· Periodical monitoring of person wise, source wise and geographical area wise sale.
· Close monitoring of age wise stocking of vehicles in stock yard and Spares stock.
· Working closely with the Finance Companies and promote tailor-made finance schemes.

Achievements:
· Successfully strengthen and developed an effective and responsive network in terms of trust, values, infrastructure and financial strength to achieve better penetration of markets.
· Successfully managed the dealership working (e.g. Team wise, area wise and source wise).
· Given improvement in systems to upgrading the dealership image as zero complaints.
· Stock and outstanding brought to bare minimum level without affecting volume of business.

From Apr., 2008 to Jan., 2009 with Eakansh Wheels as General Manager (Sales) at Ambala (Haryana), Dealers for Maruti Suzuki (a leader in Cars).                                          
(1 Year)          
Key Responsibility areas include:
· Responsibilities comprise of managing internal systems, human resource matters, customer care.
· Dealer relationship with principles and ensure to meet the standards.
· Forecasting of sales, review target vs. achievement and setting of new targets.
· Controlling all departments of Car Sales, True Value, Maruti Insurance, Extended warranty, Accessories and monitoring all activities of dealership (i.e. sales, marketing, plan, administration, enquiries management, EDP and sales accounts). 
· Conduct relationship management with key customers and strategic alliances with channel partners (DMAs, DSTs and other reference sources).
· Monitoring of age wise stocking of vehicles in stock yard.

Achievements:
· Managed Sales Working (e.g. Team wise, area wise and source wise; enquiries generation and conversion).
· Given improvement in systems to get Platinum Scoring in Balance Score Card Auditing.
· Outstanding and Stock brought to bare minimum level without affecting volume of business.
From Jun.27, 2006 to Mar., 2008 with Metro Motors Pvt. Ltd., as Location Head at Karnal. Dealers for Tata Motors, a global leaders in L.T.V,M.& H.T.V.  for 2 outlets (Karnal and Asandh.)                    (2 Years)                                                     

Key Responsibility areas include:
· All activities of dealership (i.e. Sales,Marketing, Administration, -Accounts and stock-yard).
· Team and branches network motivation through leadership. Introduction of motivational activities.
· Conduct relationship management with key customers and strategic alliances with channel partners.
· Close monitoring of stock of vehicles in stock-yard at Karnal and in the branches.

Achievements:
· Strengthen and developed an effective and responsive network of the business.
· Successfully launched ‘Tata-Ace’ in the territory of dealership.
· Successfully developed the markets, to maintain the leadership position in L.C.V, .M & H.C.V. and maintain a constant growth in the market share.
· Given improvement in profitability of the dealership and expansion of business.

From Feb. 2001 to May, 2006 under Piaggio Vehicles (Pvt.) Limited ,( a global leaders  in 3-Wheelers.) with their  dealerships Pearl Motors at Karnal for 3outlets (Karnal, Panipat and Asandh) and Mehar Intl. Pvt. Ltd. at Ambala as   General Manager (Business Head).                                                                          
 (5 Years)
 Key Responsibility areas include: 
· To monitor Sales, Service & Spares and act upon Factors effecting profitability.
· Generate enhanced business opportunities in the different market segments to aggressively meet sales targets and achieve growth.
· Create an excellent pre-purchase & post-purchase environment to uphold the customer satisfaction. 
· Build up, develop and strengthen the network in the assigned territory.
· Leading the sales team to achieve targets for the territory along with increasing the market.
· Motivating the sales team through leadership. Introduction of motivational sales activities.
· Relationship management with key customers and strategic alliances with channel partners.

Achievements: 
· Successfully launched the Piaggio ape’ 3-wheeler in Karnal & Panipat.
· Successfully developed the markets, to maintain the leadership position in 3-wheeler & maintaining a constant growth in the market shares.
· Bagged orders from many FMCGs & MNCs.
· Bagged approval of ape’ Cylinder Carriers (Special Purpose Vehicle) for local distribution, from Indian Oil Corporation, Bottling division, Panipat and other ‘Special Purpose Vehicles’ for Municipal Corporation.
· “The Excellent Service Rendered” certificate is given by the Managing Director at the time of leaving the organization. 

From Oct.11, 1995 to Jan.,2001 with Delhi Automobiles Limited (A Leading Dealer – in North India) as Branch Manager (Business Head) at Ludhiana. Dealers for Premier Automobiles Limited (A leading Car) and Bajaj Tempo Limited (3 Wheeler and Commercial Vehicle Segment)                                                                 (5 Years)                                

Key Responsibilities were:
· To Generate enhanced business thou corporate sector.
· Close working with Finance Companies to promote their tailor-made finance schemes.
· Monitor Sales, Service & spares activities and act upon Factors effecting profitability.
· Liaison with Channel Partners and various government departments. 
· Outstanding & Inventory to control. Overall improvement in Profitability of the Dealership.

Achievements:
· Successfully strengthen the business of assigned branch and achieved higher volumes.
· Planned and conducted field activities to tap sales potential.
· Taken a good number of booking of “Peugeot 309” car and efforts appreciated by the Chairman and appreciation letter is given by the management.
· Improved sales volume and workshop labor turnover.
· Successfully released” Public Issue” of their sister concern “Sagar Suri Estates & Finance Limited” efforts appreciated by worthy chairman & appreciation letter given by management.
From Apr.,1988 to Oct. 1995 with Haryana Dairy Development Co-operative Federation Limited as Sales Supervisor and as Production Supervisor at Ambala (Producers of ‘Vita’ Milk.                            (7 Years)

Key Responsibilities:
· Leading the team to achieve Sales targets for the assigned area.
· Develop and stabilise the sales in assigned territory through distributors and dealers networks.
· Organise the supplies, billing and collection of payments.

Achievements:
· Successfully launched various Promotional Schemes.
· Successfully developed the market to retain the relationship in the product line.
· Bagged orders from many distributors and appointed area wise super stockiest.
· Conducted field activities to tap new markets.

From May, 1981 to March, 1988 with Norton Motors as Sales Supervisor at Ambala Dealers for Bajaj Auto Limited, a leader in 2 and 3 Wheelers segment.                                                                                       (7 Years)
Key Responsibilities were:                                         
· Generate enhanced business opportunities in the market and to aggressively meet sales                                                                       targets and achieve growth.
· Develop and stabilize the sales in assigned territory.
· Diagnose the productivity of each executive.

Achievements:
· Successfully launched various promotional schemes.
· Plan / Conducted Field activities to tap sales potential.
Cultural Activities:
· Mass marriages (501 Nos.) organized in April 1995 by the then Deputy Commissioner Sh. Ramender Jakhu at Ambala and received “Appreciation Letter” on account of appreciable initiation in the function.

IT Skills: MS Office & Internet.

Educational Qualifications:

· Bachelor of Arts with Economics from Kurukshetra University in 1980-81.

Habits:     

· No smoking, No Drinking, Vegetarian and Religious.

Date of Birth		:	2nd December, 1953
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