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About

Business Nead & )lose loop management L,r,t, strateghj sales & marketingj busi-
ness developmentj proxe)t managementj brand building & market eqpansion in 
automotive and )onsumer goodsj durables se)tor, Handled pro)ess & a)tivities 
from stakeNolder management to end to end )ommitment on presales | sales | 
post sales LitN an eqperien)e of spearNeading large distribution netLorksj groLing 
automotive dealers & distributorsj )onsumer goods sales a)ross all )Nannels in 
tNe MEA region, Delivering rezuisite business results for over 22 hearsj eqpertise 
in)ludes eqe)ution of ta)ti)al & strategi) de)isionsj driving business operations 
tNrougN marketingj brand managementj B2Bj B2C sales netLorkj )Nannel devel-
opmentj keh )lient servi)ingj neL business development & eqpansionj keh a))ounts 
management LitN multi)ultural team management, Goal drivenj result-oriented & 
a tNorougN professionalj alLahs striving to a)Nieve targets LNile Nandling large & 
)riti)al markets, Yn deptN eqperien)e in driving business operations tNrougN vari-
ous )Nannels i,e, retailj )orporatej business to business & )onsumerj institutional 
& 'eet, Complete understanding of diverse business pro)ess & related strategh 
development, A )ompetent leader LitN eq)ellent organiRational & leadersNip skills, 
AlLahs )losing LitN outstanding interpersonalj negotiation & )ommuni)ation skills, 
Believe in )ontributing to tNe best of mh abilities & aim to develop )ompeten)ies 
tNus ever readh to improve mhself bh learning from tNe environment, Handling large 
international markets & Lorking LitN tNe groupWs top management, Progressivelh 
adept in Nandling a large team of professionals & aggressivelh driving business 
groLtNj tNis Nas been tNe keh to su))ess till date & surelh Lorked as a )ompetitive 
advantage in getting to tNe rezuisite goal, HigNlh adept at multi-taskingj resolving 
)on'i)tsj mentoring team members, Possesses eq)ellent de)ision making abilith, 
Self motivatedj NardLorking & a )onsistent performer LitN a NigN degree of 'eqi-
bilithj )ommitment and optimism, Strong abilith to Lork LitNin a demanding time 
s)Nedule to meet deadlines, Broad based ba)kground en)ompasses eq)eptional 
Lork etNi)s and )ommitment toLards a)Nieving organiRational obxe)tive, Seeking a 
Senior Management role in a performan)e oriented environment for a)Nievement 
of )orporate goals & personal advan)ement, Being an enablerj optimistj futurist & 
motivator alLahs keeps me moving forLard, Have a Londerful time aNead, KNank 
hou for hour time, Best Oegardsj .aresN CNandra
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Experience

General Manager- Business Head| Consumer Goods | 
Business Development | International Operations
BaNLan Ynternational Group Holding Il) | Apr 28F3 - 4eb 2825

GroLing professionallh LitN NigNlh eqperien)ed & eq)eptionallh mature 
leadersNip team Naving indeptN knoLledge and eqposure of Nandling 
transnational & global markets, Yn zuest to build mh )apabilities and 
drive rezuisite organiRational business results in tNe MEA region, Past 
/,J hearsj as a business Neadj been Neading )onsumer goods business 
unit involving all a)tivities related to marketing & brand buildingj op-
erationsj pre-salesj salesj post-sales businessj )ustomer servi)e, Driving 
top line 9 bottom line groLtNj penetrating tNe market tNrougN B2Bj 
B2Cj retailj )orporate and netLorking, Pursuing NigNer revenue & net 
margin in order to a)Nieve )ompanhWs ambitious groLtN planj on a PDCA 
improvement )h)le to a)Nieve overall groLtN, At a mi)ro levelj involved 
in planning & implementing aggressive strategies in digital marketingj 
event managementj prospe)t pipeline )reationj demand generation and 
sales funnel management, 1tNer aspe)ts of business Nandling on a dah 
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to dah basis involves driving operational e7)ien)h of tNe teamj )ustomer 
relationsNip managementj analhRing market trends jdriving innovation & 
monitoring tNe volatilej un)ertainj )ompleq and ambiguous environment 
for )ourse )orre)tion, Believe tNat people not onlh buh for LNat Le do 
but also be)ause in tNe pro)ess Le make tNeir buhing eqperien)e an 
aLesome one, KNank hou

Project Lead - Strategic Consulting in Automobile Retail
Maven Partners Ilp | 4eb 28F3 - Mah 28F3

Maven Partners represents a set of people Lorking as an integrated team 
to take up proxe)ts LNi)N )on)ern eitNer tNe 1EM or tNe CNannel Partners 
of tNe 1EM in tNe automobile domain, KNe domain )uts a)ross tNe entire 
value )Nain form tNe supplh side to tNe demand side, Maven Partners 
Nas a )ombined eqpertise in strategiRingj )on)eptualiRationj validationj 
developmentj & implementation of tNe optimiRation stru)tured inter-
ventionsj need-based entrhj eqpansionj groLtN or )onsolidation and turn 
around initiatives to be undertaken to )ut a)ross tNe Automobile & 
Auto )omponent Yndustrh domain, 0e )o Lork & )ollaborate LitN our 
)lient partners in order to eqplore & )rhstalliRe )on)ernsj gap areas and 
areas of substantive potential improvement impa)ting tNe fun)tional or 
overall performan)e of tNe Client, KNe LNole approa)N is verh Nands-on 
and real-time )o-Lorking LitN tNe )lient a)ross tNe Nierar)Nh LitNin tNe 
broader guidelines and )ontours deVned as tNe Lork pNilosopNh or guid-
ing prin)iples of tNe esteemed Client, KNe e•ort is to )reate an environ-
ment LNereinj tNe MavenWs Keam and tNe ClientWs Keam )ollaborate rigNt 
tNrougN tNe pro)ess of tNe diagnosis pNase till tNe proper xoint e•ort of 
tNe eqe)ution of tNe solutions suggested and even tNereafterj to ensure 
sustenan)e of tNe )Nange implemented, Maven believes tNat botN tNe 
sNort-term & long-term interventions Nave to be undertaken )onsidering 
tNe overall fabri) of tNe poli)h frameLork of tNe spe)iV) 1EM, HoLeverj 
it appre)iates tNe unizueness tNat eqists in ea)N of tNe fun)tions or tNe 
di•erent CNannel Partners of tNe 1EM tNat needs )ustomiRed solutions, 
Maven does not believe in tNe pNilosopNh of W1ne SiRe 4its AllW, 0e )ol-
laborate LitN tNe Automobile Manufa)turersj 1EMsj Supplier Partnersj 
DealersNip Partnersj Allied Agen)ies and various representatives of tNe 
Automobile Yndustrh, Maven Partners Nas tNe abilith to o•er our Clientsj 
an all-en)ompassing solution for tNe Automobile industrh tNrougNout 
Yndia,

Deputy General Manager | National Sales Operations| 
Business Development | Marketing | Team Lead
General Motors | +ul 288: - 1)t 28F{

} Started as CNannel Sales Manager for DelNi9.CO & Harhana region 
LNere mh responsibilities involved managing sales business operations 
along LitN Nandling )ustomer relations & netLork eqpansion, 
} Yn tNe 3  hears at General Motorsj Nad )onsistentlh groLn tNe )ustomer 
base bh driving )Nannel sales operations a)ross Yndia en)ompassing 
various statesj territoriesj Rones & regions as Senior Managerj Divisional 
Managerj Senior Divisional Managerj Assistant General Manager & pro-
gressed to national sales as Deputh General Manager, 
} SpearNeaded tNe .ational Sales 1perations for F,J hears for Spe)ial 
walue Pa)k - weNi)le Salesj A))essoriesj Alliedj Mer)Nandise business 
j .eL Produ)t Development & developed WG1 K1W market strategh to 
improve overall veNi)les sales business, 
} Gained signiV)ant leadersNip eqperien)e bh driving tNe markets of DelNi 
.COj AndNra PradesNj Kelanganaj (eralaj (arnataka & Nen)e moved to 
Neading business at All Yndia level, 
} Eqe)uting various AKI & BKI a)tivations for market penetration & vol-
ume groLtN, 
} Kra)ked tNe pri)ingj laun)Nesj )ompetition s)Nemes tNrougN resear)N 
& market intelligen)e, 
} Ymproved pre-salesj sales & post sales pro)ess tNrougN mhsterh sNop-
pingj internal team intelligen)e & ben)N-marking, 
} Con)eptualiRedj )reated & eqe)uted NigN-impa)tj multimedia marketing 
)ampaigns tNat )onsistentlh generated neL revenue streams & a)Nieved 
improved performan)e in targeted market segments, 
} 4ore)asting montNlh9annual sales targets & eqe)uting tNem in given 
time frame tNrougN organisational planning, 
} Managing dedi)ated sales team operations to drive )ustomer satisfa)-
tion & business groLtN, 
} StrategiRing tNe long-term business dire)tions of tNe region in)luding 
P&I management in line LitN organisational obxe)tives, 



} .etLorking LitN partners & groLing B2B sales 9 B2C sales tNrougN 
market developmentj market penetration & better rea)N, KNank hou,

Territory Manager | Retail Sales | Corporate Sales | Key 
Account Management | Marketing
Kata Motors Itd | +un 288J - +ul 288:

Managing )omplete )Nannel sales operations for dealers in DelNi-.COj 
Punxabj Harhanaj UPj UttarakNandj HP and +&( at di•erent point in time, �
} (OAs in)luded B2B salesj B2C salesj Sales volume - Sales Oevenuej 
Market SNarej CSY & SSY S)oresj Sales Pro)ess Ynitiativesj Event Man-
agementj Sales Supportj CNannel Supportj Yntera)tion LitN 4inan)iersj 
0orking Capital Managementj Sales 4or)e Oe)ruitment & Krainingj COM 
Deplohment & Spare part sales, 
} Streamlined e•orts for pro)ess enNan)ement & establisNed pro)edures 
for improving operational e7)ien)ies, Planningj devising sales promo-
tion a)tivitiesj s)Nemes and marketing )ommuni)ations in tNe territorh, 
} .otable Attainments  Demand generation tNrougN innovative sales 
promotion & marketing programmes, SNoLed )onsistent groLtN in sales 
volumes & sales revenue LitN T1T in)rease in Car & Utilith weNi)le sales,

Area Manager | Marketing | Channel Sales | Retail Sales 
| Corporate Sales | Key Account Management
MaNindra & MaNindra | +un 2885 - +un 288J

Oesponsible for providing single point )onta)t to dealers for all sales and 
servi)e related matters, Assigning sales target to dealers and monitoring 
tNeir performan)e, Attained Market SNarej Enzuirh generation and Sales 
targets, 1rganiRing sales promotion )ampaignsj advertising and publi)-
ith, Ensuring dealersNip manpoLer zualith & zuantith and training in tNe 
region, Oegulated a)tivation9BKI marketing a)tivith for various Brands to 
Nelp improve Enzuiries and Conversions, All Yndia Best Pra)ti)es Studh 
and Ymplementation,

Management Student | Sales & Marketing | Consumer 
Buying Behaviors' Study
Godrex & Boh)e Mfg, Co, Itd, | Mah 2882 - +un 2882

Summer Proxe)t - Buhing BeNaviour of Customer L,r,t, Godrex Keles)opi) 
Ball Slides, Gained insigNt of tNe NardLare market, YndeptN studh on 
Produ)t9 Pri)e9 Pla)e9 Promotion of Ball Slides,

Sales & Service Engineer | B2B, B2C & Channel Sales | 
Key Account Handling| Business Development
(ennametal | Mah F::: - Aug 2888

Oetail 9 Govt,9 Ynstitutional9 Corporate Sales - (eh A))ount Management 
for sales of )arbide9 )erami) Kools - Handling Part of .ortN Yndia,

Graduate Engineer Trainee | Commercial | Vendor De-
velopment | Purchasing | Project Management
Subros Iimited | Mar F::3 - Apr F:::

A part of tNe Cross 4un)tional Keam Kask 4or)e  to bring doLn tNe )ost of 
)omponents in a HwAC bh lo)alisation 9 sour)ing from otNer international 
vendors 9 negoatiation LitN various stake Nolders from time to time,

Management Trainee | Production, Planning & Control | 
Team Management | Quality Control
IaksNmi Pre)ision S)reLs Iimitedj OoNtak | 1)t F::{ - Mar F::3

Managing a Lorkstation LitN a team of te)Nni)al sta• & a supervisor 
for driving tNe dailh produ)tion and asso)iated operations of a C.C 
)old forging ma)Nine part former  to a)Nieve )ustomer rezuirement bh 
aligning dailh output & produ)tivith from man & ma)Nine,


