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ANS IT India Pvt. Ltd.
BUILDING THE FUTURE OF CONNECTED OPERATIONS
Business Head

SALES    ·    SURAT, GUJARAT    ·    FULL-TIME, PERMANENT
	DEPARTMENT
	REPORTS TO
	GRADE
	LOCATION

	Sales
	Director
	M2
	Surat, Gujarat


About ANS IT India

Founded in 2011, ANS IT India Pvt. Ltd. has evolved from a vehicle tracking pioneer into a comprehensive technology ecosystem powering connected operations, intelligent mobility, smart infrastructure and data-driven decisions across India. We serve enterprises, fleet operators and government bodies through our PROTECTED™, OPTIMISED™ and CONNECTED™ platforms — spanning GPS telematics, IoT monitoring, fuel intelligence, video telematics, AIS-140 compliance and smart city solutions.

	15+
	200K+
	52+

	YEARS OF EXPERIENCE
	CONNECTED ASSETS
	URBAN LOCAL BODIES


Role Purpose

The Business Head owns the company-wide revenue mandate across all customer segments — B2C, B2B and B2G — and all engagement models including recurring SaaS, project-based deployments, hardware supply and survey operations. This is a senior leadership role responsible for driving ANS IT India toward its annual revenue target, building and leading a high-performing sales organization, and converting the company’s technology portfolio into sustained commercial growth.
Key Responsibilities

1. Own and deliver the company-wide annual revenue target across all verticals — B2C recurring, B2B distribution, B2G tenders, project & survey, and hardware sales.
1. Lead, mentor and scale the sales organization including Area Sales Managers, Sales Executives, Customer Account Managers, International Business Manager & Tender Executive.
1. Design and execute go-to-market strategies for each customer segment and engagement model.
1. Build and maintain a sales pipeline of at least 3× the monthly revenue target at all times.
1. Drive recurring revenue protection, renewals and expansion across the existing customer base.
1. Oversee key strategic accounts and enterprise clients.
1. Establish accurate sales forecasting with a minimum 90% forecast accuracy each month.
1. Collaborate with Delivery & Operations to ensure smooth post-sale handover and customer satisfaction.
1. Monitor competitor activity, pricing dynamics and market trends to maintain commercial advantage.
1. Report sales performance, pipeline health and revenue forecasts to the Director.
Key Result Areas

1. Total revenue achievement against annual target
1. Segment-wise revenue delivery across B2C, B2B, B2G, Project and Hardware
1. New customer acquisition and market expansion
1. Customer retention, renewal and churn control
1. Sales team performance, productivity and capability building
1. Forecast accuracy and pipeline coverage
Qualifications & Experience

	Education
	MBA in Sales, Marketing or Business Management preferred. Graduate degree mandatory.

	Experience
	10+ years in B2B/B2G technology sales, with at least 4 years in a sales leadership role managing teams and multi-crore revenue targets.

	Industry
	Telematics, GPS tracking, IoT, SaaS, fleet management or enterprise technology sales preferred.


Skills & Competencies

1. Proven track record of delivering multi-crore annual revenue targets
1. Strong leadership and team-building capability across diverse sales functions
1. Deep understanding of B2B, B2C, B2G and channel sales motions
1. Experience with CRM-driven sales management
1. Excellent negotiation, stakeholder management and communication skills
1. Data-driven approach to forecasting, pipeline and performance management
1. Familiarity with government tender processes and enterprise procurement cycles
What We Offer

1. Competitive salary with performance-linked annual increments tied to individual and company performance
1. Structured career progression with a transparent, merit-based promotion framework
1. Performance recognition programmes — Star of the Month, Rockstar of the Month and On-the-Spot awards
1. Privilege, Casual and Sick leave as per company policy, plus restricted and flexible holidays
1. Provident Fund, Gratuity and statutory benefits as per applicable law
1. Professional certification and training reimbursement for role-relevant development
1. Employee referral rewards and regular employee engagement activities
1. The opportunity to shape and lead a core function at one of India’s fastest-growing telematics companies
How to Apply

Email your CV to hr@ansitindia.com with the subject line “Application — Business Head”
Learn more about us: ansitindia.com/about-us
  ANS IT India is an equal opportunity employer. We provide equal employment opportunities to all employees and applicants without regard to race, colour, religion, sex, national origin, age, disability, sexual orientation, gender identity or expression, in accordance with applicable laws of India.
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