PROFILE BRIEF

SURENDER SINGH
Dynamic, Competitive Management Professional with a rich and diverse 30 years of experience in the Automobile Industry. Wide spectrum Experience in Retail, after Sales (Service) in the Automobile environment with proven Skills in Strategic Management, Revenue Generation, Sales, Service, Advertisement & Marketing and New Business Development.
A history of significant profit volume enhancement in Sales and Service and customer satisfaction achievement through which illustrates the ability to combine cost of control, revenue growth, Bay productivity, Insurance Renewal and process improvement, , through effective staff training and motivation; maintaining highest ethical standards always.
CORE SKILLS
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 Strategic Planning
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 Profitability Improvement [image: image3.png]


 Inventory Management
         New Retail and Service Outlet    

           Development
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 Budgeting/Finance
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 Staff Development, Team Building [image: image6.png]


 Recruitment/Training
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 Advertisement & Marketing
PROFESSIONAL EXPERIENCE
GM (OPERATIONS) – Competent Automobiles Co Ltd (Maruti Dealership) June-2024 to April 2025
· New Dealership Development : Designing Sales/workshop facilities for optimal functionality, Hiring for all levels, Policy making, Defining and Executing Procedures/Processes, Designing advertising and marketing campaigns (special emphasis on electronic/print media and event/outdoor marketing)
· Led a Sales and Service team of 70 in successfully delivering Retail Sales numbers and Service targets and progressive improvement.
CEO - Gitansh Motors (MG Dealer), Hisar May-2023 to May-2024 Key Qualifications & Responsibilities
· Developed intensive, ambitious business strategies, short-term goals, and long-term objectives.
· Effectively managed team of over 170 employees in 3 locations in 2 states. Oversaw the day-to- day operations including meeting with department’s heads.
· Spearheaded overhaul of various underperforming departments to reduce stagnation and increase growth and productivity.
· Fostered change in company culture to be more open, transparent, and accountable.
Key Achievements
· Increased revenue (Sales and Service) by over 34% in a 1-year timespan.
VP (Operations) – Himgiri Automobiles Pvt Ltd (TATA dealership) Oct-2021 to April-2023
· Managed 4 outlets (2 main Sales outlets and 2 emerging market outlets -EMO and Service Centre) with an approximate overall team-size of 150 people.
· New Dealership Development: Designing Sales/workshop facilities, Hiring for all levels, Policy making, Defining and Executing procedures/processes, Designing Advertising and Marketing campaigns (special emphasis on Rural marketing that includes meeting the rural influencers (Sarpanchs, Mandi Pramukhs and Govt college/school principals), Participated in various community relation building initiatives such as dangles, cultural programmes etc,
· Achieved Profitability every month since the inception of first outlet at Manesar. Led the team to achieve highest Market share for TATA motors personal vehicles in Delhi and NCR throughout my stay.
· Achieved one of the highest bay productivity in the workshop within the first six months of joining;
raised the manpower productivity thus increasing workshop profitability.
· Established a Management philosophy of hiring the right person for the right job and provided positive and competitive working environment within the scope of my influence
VP (Operations) – JKAK Pvt Ltd (Mahindra& Mahindra Car dealership) Nov-2019 to Sep-2021
· Managed 3 outlets (1 main outlet at Meerut and 2 upcountry outlets of Mahindra personal and commercial ehicles with an approximate overall team-size of 120 people including the sales and service teams)
· Revitalised the dealership that had been in an Annual critical de-growth situation for last 2 years.
· Reduced Total expenses by improving inventory turnover and maximising output within the same infrastructure and resource.
· Improved the per car accessory sale by over 1500% taking the dealership to Top 3 in the region in
accessory sales.
· Led the team to achieve Topmost Band as per Annual performance metrics (even while operating in Covid times).
· Exceeded the CSI ratings along with achieving Annual growth in Service load too.
Chief General Manager – Competent Automobiles Co Ltd (Maruti Dealership) Dec-1996 to Oct-2019
Served tenure of 23 years marked with remarkable growth and achievement throughout. Went from a DSE to the organisation’s Top Management position of Chief General Manager handling an overall team size of over 400 (sales team 200 people; scattered in 8 new car outlets and 1 used car outlet.
· Directly responsible for overall profitability of New car sales for the large volume Maruti dealership having sales volumes of more than 15k in Delhi/NCR region annually.
· Oversee and control all daily sales operations, policy implementation, advertising/promotions and Strategic direction.
· Played a key role in defining Annual Budgeting requirements and implement weekly forecasting and reporting to initiate cost controls to further enhance organisations profitability
· Established Departmental goals with Management Team based on exceeding the annual targets
· Improved and maintained SSI through the implementation of Pro active, customer oriented sales, techniques with ultimate Goal of earning customers for life.
· Recruit/hire and motivate Staff of 400 people including key management and support personnel for Sales, Finance, Accounts, EDP, CRM Department, Insurance and support staff.
· Evaluate overall and individual performance and devise and implement proactive management training processes.
ACHIEVEMENTS
· Pioneered in developing and implementing the Innovative idea of buying back pre owned cars and giving option of new Maruti car purchase with the team.
· AS a CGM Led the team to Achieve parameters to be in the Platinum Band of Dealership for Delhi/NCR
for the first time in the company’s history in the FY 2014 -2015
· As a GM lead the outlet team to No.1 in SX4 sales in Delhi/NCR in FY 2013 with a record margin.
· Always delivered record sales at all levels throughout my stay with the organisation
Sales Exec – Rama Sanghi Auto Limited (FIAT India Dealers) Sep-1994 to Dec-1996
· Handling Corporate Sales to Ballarpur Industries ,Coke India, Mescos&amp; Flex etc, retail sales.
· Dealing with Finance companies like Citi Bank, Bank of America, SRF &amp; Lyod finance.
· DSA sales to all prominent Channel partners of Finance companies
EDUCATION
BA (Political Science) Delhi University May 1988 to May 1991
ADDRESS
60 FF, Jaipuria Enclave, Kaushambi, Ghaziabad 9811506300
singhmails2007@yahoo.co.in
