
 
 
 
 
 
 
 
 
 

 Resume 
 

Shevliuk Vitaliy Vitaliyvich 
 
45 years old (14th October 1976) ·Male ·Kiev, not ready to relocate ·Ready for business trips  
-------------------------------------------------------------------------------- 
 
I was born at Lutsk town of Volyn region in 14.10.1976 year. Ukrainian citizen. 
My address: Kiev region, Obuchov town, Mira str.14, flat num 11. (It situated 40 km far from Kiev). 
Phone: mob. +38-096-409-1131 
E-mail:  vitaliy.shevliuk@gmail.com 
I am married. I have a daughter.  
 
Desired salary, position and business area:  
Proper remuneration 
Additionally I would like to have the annual bonus system according to KPI achievements.    
 
 — Aftermarket sales 
— Commercial aftermarket 
— Spare parts 
— Service 
              
Automotive business, agriculture machinery, construction equipment 
 
Full time schedule 
 
Education:​ ​ ​ ​ Higher 
 
1993 – 1998 years​ ​ ​ «Ukrainian transports university», Kiev 
​ ​ ​ ​ ​ Faculty: Automobiles and motor business 
​ ​ ​ ​ ​ Specialty: Engineer – mechanic 
                                                            Holder of a master's degree; 

 
Qualification upgrade/ courses 

●​ 2020       — Agro Tractors S.p.A. Italia, Fabbrico, Business Meeting Spare Parts and MKT 
Communications Projects McCormick 

●​ 2019       — Agrimatco-Belarus, Minsk, Global Machinery Unit Meeting 
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●​ 2017       — Agrimatco-Ukraine, Kiev, TNG Guarantee 
●​ 2013       — John Deere International, Kiev, The Navigators 
●​ 2012       — John Deere International, Mannheim, Zweibrucken, teacher of agroschool of  UCAB 
●​ Till 2011 — Volvo Truck. Moscow, St Petersburg , Kiev, Goteborg, Umea, Stockholm,   

                   Amsterdam, Belgrade, Selling Aftermarket program, National aftermarket sales leader 
●​ 2011       — Ziglar USA, See You at the Top. The Flea Trainer 
●​ 2007       — Volvo Truck,  Accelerate aftermarket sales 
●​ 2007       — СТС Kiev. Train the trainers 
 

Work experience: 
 
08.2020 – 05.2022​ ​ ​ PJSC Agrimatco-Ukraine 
​ ​ ​ ​ ​ Specialist in methods of expanding the market for spare parts 
 

1.​ Keeping the healthy stock of JCB, JACTO, SULKY, MCCORMICK, RAUCH, ERMO, 
SOLCERA spare parts.  

2.​ Budget creation for annual business plan, both purchase and sales goals setup for spare parts 
department. Price creation and implementation according to approved GP. Planning and initiate 
the purchase process. All relations with foreign and domestic suppliers regarding dedicated 
business field. 

3.​ Competitors price analyzing, sales reports, cash flows forecast. 
4.​ Administration of data base in 1C, more than 400 000 articles 
5.​ Control and assure the compensation of warranty expenses by either credit notes or deliver spare 

parts of free of charge condition 
6.​ Work with key customers: seeking, attracting, meetings, persuading, deal 

 
 
08.2017 – 08.2020​ ​ ​ PJSC Agrimatco-Ukraine 
​ ​ ​ ​ ​ Head of spare parts department 
 

7.​ Main responsibilities are to hold the robust stock of JCB, JACTO, SULKY, MONOSEM, 
SITREX spare parts. 

8.​ Budget creation, both purchase and sales goals setup for spare parts and service department. 
Price creation and implementation according to GP. Initiate the purchase process. All relations 
with suppliers regarding dedicated business fields. 

9.​ Market analyzing, sales reports, cash flows forecast. 
10.​Sales team development, contribution in marketing as exhibition, field days participation. 

Overall leading the spare parts business area. 
 
 
02.2014 – 06.2017​ ​ ​ Auto distribution Cargo Parts 
​ ​ ​ ​ ​ Project manager / head of Agriculture department 
Responsibility:  

11.​Launch a new field of business, the non OE spare parts sales for agriculture machines 
12.​The spare parts market analyze, design, follow up the strategy  
13.​Project budget creation, representation, performing 
14.​Attract new suppliers, communications, product range developing 
15.​The sales team creation, find and hire right people 
16.​Organize and control systematic work with customers base CRM 



17.​Contribution at the stock development (new brands, product, assortment) 
18.​Control the price policy, spare parts availability, turnover rate 
19.​Marketing: exhibitions, advertising, promotion 
20.​Sales plan creation, representation, executing 
21.​Key account management 
22.​Lead and develop the agriculture business 

 
11.2011 – 02.2014​ ​ ​ John Deere Ukraine, rep office 
​ ​ ​ ​ ​ Parts marketing representative 
Responsibility:  

1.​ Custom bonded warehouse spare parts project: Agreements, orders, invoices, inventory, process 
2.​ Annual Dealer Business Plan: goals, participation, visits, reports 
3.​ Dealers parts orders logistic support availability, case support, delivery assistance 
4.​ Customers complains and inquiry’s support; coordination, reaction, reply, follow up 
5.​ Merchandise support; conversation with suppliers, logistic and custom process assistance 
6.​ Dealers trainings and dealers event support, implementation, development 
7.​ Demonstrations and exhibitions preparation, advertising and representation 
8.​ Website developments 
9.​ Analytics and market comparison 
10.​Price evaluation and adjustment 
11.​Commercial offers and active sales 
12.​dealer network stock optimization and inventory 

 
01.2008 – 11.2011​ ​ ​ Volvo Ukraine LLC 
​ ​ ​ ​ ​ National Commercial Aftermarket Product and Sales                
                                                            Manager  
Responsibility: 

1.​ The main task is genuine products and service support, commercial campaigns preparation 
2.​ The marketing support all kind of commercial aftermarket issues and bridging between 

aftermarket technicians and marketing department. 
3.​ The Volvo Service Planning Program: promotion and administration 
4.​ The "Incentive program" - dealers motivation and bonus system administration(spare parts sales) 
5.​ Service Contracts Program. The overall responsibility for coordination sales, support, follow-up 

and marketing of Service contracts products. The bridge between aftermarket and the sales force 
6.​ Software sales administration and Volvo telematics “Dynafleet” system support 
7.​ Key customers support 
8.​ Executive of the aftermarket manager and based on his (the aftermarket manager’s) requirements 

having the formal and legal authority to organize, lead, manage and develop his line of business 
and to take those steps and contacts internally and externally that are needed for an adequate 
fulfillment of the assignment given by the aftermarket manager. 

​ ​ ​ ​ ​  
10.2005 – 01.2008​ ​ ​ Volvo Ukraine LLC 
​ ​ ​ ​ ​ Traveling after market salesman  
 
05.2001 – 10.2005​ ​ ​ Volvo Ukraine LLC 
​ ​ ​ ​ ​  Service receptionist 
 
04.2000 – 05.2001​ ​ ​ International transport company «Raduga» 
​ ​ ​ ​ ​ Fleet manager 



 
10.1999 – 04.2000​ ​ ​ International transport company «Raduga» 
​ ​ ​ ​ ​ Truck driver  
 
08.1999 – 10.1999​ ​ ​ International transport company «Raduga» 
​ ​ ​ ​ ​ The third of category Mechanic 
 
01.1999 – 08.1999​ ​ ​ Private entrepreneur company «Rika», Obukhov 
​ ​ ​ ​ ​ The shop Manager 
 
08.1998 – 01.1999​ ​ ​ JSC «Obukhov‘s Agriculture techniques» 
​ ​ ​ ​ ​ Fleet engineer of exploitation and safety run 
 
Testimonial: 

●​ Volvo Ukraine LLC, Vyrvich Boris, aftermarket director      
●​ John Deere Ukraine Peter Krimm (country manager) 
●​ John Deere Ukraine, Igor Kutovoy, country manager             
●​ Autodistribution, Konstantin Kazimirenko, general director   
●​ PJSC Agrimatco-Ukraine, Kholod Aleksandr, director           

Additionally information:​ ​ Drivers license (В, С, Е categories). 
​ ​ ​ ​ ​ Own private car.  
​ ​ ​ ​ ​ English – fluently. 
​ ​ ​ ​ ​ Ukrainian, Russian – fluently. 
 
Key skills: 
​
Experience in aftermarket marketing, commercial, sales, service, spare parts and distribution.​
Good communication skills in writing and orally. The strong believe in Customer focus.​
Ability to manage and drive a wide range of diverse issues within the after market field.​
Good PC-knowledge and in IS/IT procedures and systems within the after market operation. ​
Own car. Driver experience 20 years B/C/E categories.​
​
My point is:  I am reliable employee. I am working with honesty and thinking not only about less work 
much money. Despite of the difficult I am able to get the result instead of complain to the manager.  
 

My portfolio:  
 













 







 

 
 



 
 

 
 
 
 
 
 
 



 





 


