Position and Candidate Specification

Manager - Sales (Commodity / Non-Commodity)

ABOUT THE COMPANY

GreenLine Mobility is committed to reimagining energy for people and our planet, to spearhead environment

friendly growth, reduce carbon emissions and improve people’s lives through innovative green mobility solutions.

GreenlLine is now pioneering smart, green mobility in India, enabling conscious corporates in their journey to Net Zero

through a switch to cleaner freight transportation. Switching to GreenLine’s fleet of LNG powered trucks enables

corporates to decarbonise their heavy trucking, reduce toxic emissions, improve their ESG performance and reap economic

benefits.

Ultra-Gas & Energy, subsidiary company of GreenLine Mobility is building a pan-India network of Green Fuel Hubs that will

provide closest access to a wide variety of clean fuels to both, industries & transport sector.

OSI Steel, subsidiary company of GreenLine Mobility is a new and growing FBV solution provider and fabrication company

in India which manufactures a range of automotive bodies to OEM and retail customers.
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GREENLINE AIMS TO BE THE PARTNER OF CHOICE FOR LOW-EMISSION TRUCKING
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KEY COMPANY HIGHLIGHTS

"  Set-up in 2021 to deliver Liquefied Natural Gas (LNG) & Compressed Natural Gas (CNG) to industries in off-gas-
grid locations, quicker and safer.

- Transform the logistics industry with the largest and the only fully integrated green mobility solution in the country.
®  Currently operating at strategic locations of MH, GUJ, RAJ, MP, CG, TN, TG, HYD, WB.

"  People: 750 (including contractual workforce)
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POSITION SUMMARY

As GreenLine embarks on its mission to enhance sustainable logistics, we are seeking an experienced Manager - Sales
(Commodity / Non-Commodity) to join our team. This role will be responsible for driving sales, building customer
relationships, conducting market research, and achieving sales targets. The ideal candidate will have extensive experience

in transport, FTL operations, and fleet operations, with a proven track record in sales and market knowledge.

KEY RELATIONSHIPS

Reports to
Direct reports

Other key relationships

KEY RESPONSIBLITIES

= Drive sales efforts for both commodity and non-commaodity segments.

= Build and maintain strong relationships with customers, leveraging sound market knowledge and industry contacts.

= Convert market opportunities into customers with immediate effect.

= Conduct market research and analysis to identify potential sales opportunities and trends.

=  Gather and analyze market data to inform sales strategies and decision-making processes.

= Develop and implement effective sales strategies to achieve targets and drive business growth.

= Monitor and evaluate sales performance, making adjustments as necessary to meet objectives.

=  Understand customer needs and provide tailored solutions to meet their requirements.

= Ensure high levels of customer satisfaction through effective communication and service delivery.

= Build a Formidable Pipeline 2x of the annual budget plan.

=  Responsible for business acquisition besides working to cultivate the field of existing customers to higher value.

=  Proactively managing collections to reduce business delinquencies, decrease days of Sales Outstanding (DSO) and
enhance overall cash flow.

= Solution selling — to consider the needs of prospective customers and provide tailored products and services and help

solve critical business challenges.

CANDIDATE PROFILE

Ideal Experience
= Bachelor’s degree in Business Administration, Marketing, or a related field.

= 10+ years of experience in transport, FTL operations, fleet operations, and sales.
=  Proven track record in driving sales and building strong customer relationships.

= Extensive knowledge of the market and industry trends.
= Self-driven and highly motivated with a strong sales acumen.
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Core Competencies

= Planning and Organising: Establishes a course of action and sequence of steps to ensure that activities and
objectives are efficiently achieved.

= Result Oriented: Speed matters in the business. Drive a strong sense of ownership and accountability from every
action.

= Analytical Thinking: Capability to collect, analyze data, and make informed decisions based on insights.

= Having and Creating Trust: Ability to build and maintain positive relationships with colleagues and team members,
collaborate to win.

= Decision Making: Makes timely and appropriate choices based on accurate analysis and experience. Uses sound
judgment even in conditions of uncertainty. Anticipates impact of decisions and plans how to manage risk.

=  Frugality: Frugal mindset with the ability to manage resources effectively.
=  Customer Centricity: Starts with customers and work backwards.
= Communication: Strong verbal and written communication skills for effective interaction with various stakeholders.

=  Self-Management: Remains calm, objective and controlled in responding to urgent or demanding situations. Maintains
effective performance under pressure. Stays positive.

For more information, please visit:

Green Mobility | Sustainable Transportation Solutions

Ultra Gas & Energy

LinkedIn Article:

GreenlLine Sustainable Mobility

Essar Green Mobility

Essar Green Hydrogen
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https://greenline.in/
https://ultragasandenergy.com/
https://www.linkedin.com/posts/greenlinein_greenblueprint-greenline-sustainablemobility-activity-7208433582774579203-gxPh?utm_source=share&utm_medium=member_ios
https://www.linkedin.com/posts/greenlinein_essar-essargreenmobility-sustainabletransport-activity-7170707429549096960-3527?utm_source=share&utm_medium=member_ios
https://www.linkedin.com/posts/essar_essar-greenhydrogen-greenmolecule-activity-7208380572270833665-lZk-?utm_source=share&utm_medium=member_ios

