HIMANSHU SARVAIYA,
OM, Madhav Park -1, 150 Ft. Ring Road, Behind Tapovan School, Near Mama Pir Khijada, Mavadi, Rajkot-360004, Gujarat, India, Mob:  +91-7574849000 / 7990242679;  himanshu_sarvaiya@yahoo.com 
Professional Summary
Successful Sales Professional with 17 Years’ Experience in new business Set up, brand building & rapid growth of the company globally.  
Core Qualifications
Sales Analysis & Reporting 		Customer Relations 			Market Share Growth
Decision Making  			Self Motivated 				Negotiation Skill
Time Efficient				Leadership Attitude			Strong Communication Skill
Team Building				Energetic & Confident			Computer Proficiency 
Work Experience
Current Company: RHINO AGRITECH (Brand: Macho)
Duration: From 1st April’19  to as on time.   
Designation: Sales Head Head Office Location: Rajkot, Gujarat, India.
Job Profile: 
· To lead & coordinate with all the functional departments like Production, R&D, Account, Finance, Human Resource, Logistics for overall growth of the company 
· Meet Timeline on MIS, Brand Building, Development & Management
· Direct staffing, training & performance evaluations to develop & control sales & marketing programs
· Setting Target for Marketing Team, Sales Forecasting, Channel Development & appointing new dealers & distributors through sales team, Generate profit through Sales.
· Responsible for cash inflows, company’s internal work, maintain all confidential files, monitoring outstanding payments & receivables
· Develop & implements strategic marketing plans, sales plans & forecasts to achieve corporate objectives for products & services
· Prepare & submit plans, budgets, progress reports & annual sales reports
· [bookmark: _GoBack]Monitor competitor’s solutions. Sales & marketing activities
· Establish & maintains relationships with industry influencers & key strategic partners

Current Company: ATLANTIS AGRITECH PVT. LTD (Brand:Rotoking)
Duration: From 15th Feb’16 to 30th March’19   
Designation: CEO Head Office Location: Rajkot, Gujarat, India.
Job Profile: 
· To lead & coordinate with all the functional departments like Production, R&D, Account, Finance, Human Resource, Sales, Service & Spares, Logistics for overall growth of the company 
· Coordinate with R&D Department & develop new products related to our agriculture machinery 
· New product positioning & overall  direct responsible for Sales, Service & Spares
· Handle direct entire sales process like sending quotations, proforma invoices, Order booking, finalize the payment & LC terms, Coordinate with logistic & dispatch department.   
· Setting Target for Marketing Team, Sales Forecasting, Channel Development & appointing new dealers & distributors through sales team, Generate profit through Sales.
· Responsible for cash inflows, company’s internal work, maintain all confidential files, monitoring outstanding payments & receivables
· Direct staffing, training & performance evaluations to develop & control sales & marketing programs & Develop relationship with agriculture Department
· Meet Timeline on MIS, Brand Building, Development & Management
· Implements Sales Promotional Activity such as Demonstrations, Exhibitions Participation, and Dealer’s Meet etc. 
· Analyzing marketing trends and tracking competitor’s activities & providing valuable inputs for product enhancement & fine tuning sales & marketing strategies
· Identifying valuable emerging markets
· Develop & implements strategic marketing plans, sales plans & forecasts to achieve corporate objectives for products & services
· Prepare & submit plans, budgets, progress reports & annual sales reports
· Monitor competitor’s solutions. Sales & marketing activities
· Establish & maintains relationships with industry influencers & key strategic partners

Achievement:  Atlantis Agritech Pvt. Ltd is one of the fastest growing agriculture machinery manufacturing company in India after my joining as CEO with target turnover of Rs.35 Crore & 25 sales person’s team

Previous Company: KISANKRAFT MACHINE TOOLS PVT. LTD (Brand: Kisankraft) 
Duration: From 23rd Nov’15 to 14th Feb’16
Designation: Director – Sales & Marketing, 
Head Office & Base Location: Bangalore, Karnataka, India

· Handling team of 200 Employees includes Regional, State & Marketing Managers, Executives, Service Persons
· Driving Sales Numbers & Profitability
· Develop Data Driven Sales plan and Execute the plan by tracking all Sales & Marketing initiatives
· Build, Motivate and Monitor day to day operations of Sales & Marketing team
· Maintain Expenses within Allocated Budget
· Provide Management with Business intelligence Including New Product launches, Pricing etc. 
· Developing New Channels to sell our products
· Launching New Products

Company: TIRTH AGRO TECHNOLOGY PVT. LTD (Brand: SHAKTIMAN)
Duration: From 1st Apr’09 to 22nd Nov’15   
Designation: All India Sales Head 
Head Office Location: Rajkot, Gujarat, India
               Domestic Market
· Handling Team of 70 Employees (4 Zonal Managers, 14 state Managers, 32 Sales Managers, 10 Service Persons, 10 Logistic & billing Persons)
· Setting Targets for Marketing Team, Sales Forecasting, Generate Profit Through Sales
· Increase Market Share & Responsible For Cash Inflows 
· Future Strategy Formulation, Estimation Of Market Trend, Implementation & Maintenance Of Standard Operating Process, Organizing The Structure, Sales Quantity, Optimum Product Mix
· Developing Relationship With Agricultural Department
· Meet Timelines On MIS & Provide Management Information System (MIS) 
· Achieve The Established Targets Given By Management & Increasing Profitability.
· Development Of Dealer & Distributor Network, Brand Building & Brand Development
· Effectively & Successfully Launching Of New Product & Product Positioning In Market
· Close Watch & Monitoring the Competitors Activities & Price Monitoring.
· Customers Feedback & Satisfaction (Maintain After Sales Service As Good As Sales)

Achievement
· After my joining in 2009,
Sales 10000 units in 2009-10 with Turnover of Rs.76 Crore
Sales 18000 units sold in 2010-11 with Turnover of Rs.116 Crore
Sales 40000 units in 2011-12 with Turnover of Rs.216 Crore 
· Awarded with Best Leadership Award in Sales & Mktg. for the Outstanding Performance

Export Market
· Manage Products, Sales & Inquiries, generation of new leads/prospects, finding of new customers from assigned international Sales Territories. Identify, target and penetrate large global accounts. 
· Ensure sales, product marketing and business development tactics and processes meet compliance of each country & Tracks weekly/monthly sales data and reports
· Develop distinguished; individualize business and marketing plan for each country and account.
· Ensure businesses have appropriate sales support and customer service.
· Research and identify market product data, industry trends and competitor information for development of new strategies.
· Provide support to distributors in the assigned sales territory and work with distributors to generate new leads.
· Work with existing clients on new products or changes to current products.
· Responds to customer needs and requirements with appropriate solution, Coordination with R&D & customer for new product/aggregates development.
· Oversees entire sales process from start to finish with each customer
· Coordination with management to execute the decided planning & strategy for that country
· Open new countries for business by traveling & participation in exhibitions. select the best partner
· Keep watch on competition & look for smooth happening of business in different countries
· Planning of sales activities & demonstrations with existing customers
· Sending quotations, Proforma invoices & order booking from the prospects.
· Finalizing the payment & LC terms, Placing order to the production & follow up for timely availability.
· Coordination with logistic & dispatch department & with forwarder for stuffing & dispatches of containers.
· LC & payment follow up with the customer & account dept. Warranty claim settlement.
Countries Visited so far for business tour:  Sri Lanka, Thailand, Bangladesh, Myanmar, Philippines, Vietnam, Laos, Indonesia, Cambodia, Bologna, Rome, Italy (Europe), Saudi Arabia, China, South Korea etc.
Achievement After joining Export business Exports 1000 Nos. in 2012-13 (YOY only 550 Nos. in previous Year 2011-12) & 1800 Nos. in 2013-14 & 2200 Nos. in 2014-15

Company: ESSAR GROUP 
ESSAR STEEL LTD
Designation: Area Sales Manager 
Duration: August 2006 to March 2009  
Location – Rajkot & Baroda
· Site selection as per business requirement & supervised establishment of retail outlet
· Generating & Maintaining Customer Database.
· Visiting OEM & understanding/identifying their Products/Sizes in terms of Qty. 
· Identify and develop potential clients in the targeted markets/industries.
· Solving Client problems regarding deviation in quality specification.
· Effective Communication Skill & good convincing power for confirm sales.
· Sales Forecasting & Brand Building, Inventory Management
· Search Prospects & Follow up with existing customers for continuous order confirmation.
· Attending all the inquiry of TRADERS/SMALL RETAILERS/ OEMS & providing quotation whenever required.
· Effective management of Key Accounts, Identifying new business opportunities and business development.
· Effective Customer Relationship Management. Team building, leading and mentoring team members.
· Excellent Communication and interpersonal skills, Customer service and retention.
· Streamlining logistics and warehousing operations.
· Build and manage healthy business relations with clients, ensure high customer satisfaction by achieving delivery and service quality norms, Raise Purchase Orders, Receipt & Verification for Correctness
· Preparing & Presenting MIS on Dry outs, Stock Loss Analysis, Physical verification against book stocks on quarter ends etc, Handle sales & retail operations of Steel Hyper Marts

ESSAR OIL LIMITED
Designation: Supply & Distribution Officer
Duration: March 2005 to July 2006  
Location – Jaipur, Rajasthan
· Handling of supply and distribution of HSD & MS from company depot to different RO's of Rajasthan State.
· Daily interaction with Terminals, Warehouse & Vendors to keep the outlet replenished with sufficient stock of products to avoid the product dry outs.
· Handled dealer grievance for the retail outlet under the territory.

Company: RELIANCE INDUSTRIES LIMITED 
Designation: As an IBR Coordinator 
Duration: July 2004 to February 2005  
Location: Jamnagar Refinery, Gujarat.

· Preparing Packages for IBR Approval, Project Planning & Control Dept.
· Identifying thickness & Diameter of High Pressurize Pipelines.
· Training of MICROSTATION software at Reliance- Jamnagar.

EDUCATION BACKGROUND
· PGDBA (Post Graduate Diploma in Business Administration) in 2006
· BE MECHANICAL in 2004 with first class distinction.
· DIPLOMA IN MECHANICAL ENGINEERING in 2000 with first class distinction.

COMPUTER SKILLS
· Microsoft Word, Microsoft Excel, Power Point & Internet
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