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Seeking Senior level assignments in Business Development / Project Management / Channel Partner Management with a growth oriented organization. 

Professional Synopsis
A dynamic professional with over 19 years of rich experience in areas of Project Management, Business Development, Institutional Sales & Marketing of Industrial Products with Strategic Planning. Presently working with Al Awtaan Trading Enterprises an ARJ Group company in Dubai as Project Manager holding a Valid UAE Driving License.  A keen planner, strategist & implementer with demonstrated abilities in devising sales & marketing activities and accelerating business growth. 

~ Strategic Planning ~ Institutional Sales ~ Accounts Development ~ Sales Analysis ~ Key Account Management ~ New Business Development ~Excellent Techno-Commercial Negotiation Skills ~ Project Management ~ Contract Negotiation ~ Distribution Control ~ Team Supervision

Outstanding track-record of managing and developing Project Accounts, maximizing sales and optimizing profits for company benefits. Strong organizer, motivator, team player and decisive leader with successful track record in directing from original concept through implementation and handling diverse market dynamics. Exhibiting professional and ethical behaviour in all circumstances. Knowledgeable and adhering to compliance norms of regulatory authorities (statutory government requirements) in accordance with company policies and procedures. 
Demonstrated excellence in understanding process requirements & suggesting the long standing desired solutions. Bagged large orders from leading customers namely Abhishek Industries, Aarti Steels, Oswal Woollen Mills, Reliance Industries, Surya Roshini Ltd. (Praksah Surya Group), Panacea Biotec, JCT Ltd., Nahar Group of Industries, United Breweries (Kingfisher Group Co.), Vardhmaan Group, Municipal Corporations, Khanna Paper Mill, Punjab Water Supply& Sewerage Board, Public Health Divisions, etc. during Sales in Domestic market across pan India.

Proficient in managing networks and building relationships internally and externally by gaining cooperation and teamwork within group & across teams of vendors/ suppliers and respond immediately & effectively to customer queries for complete satisfaction of  customer’s needs and achieve business results. 
CORE COMPETENCIES 
Business Development / Industrial Sales 
· Exploring potential business avenues and managing Industrial Sales operations for achieving increased business growth and initiating market development efforts. 

· Liaisoning with consultants, contractors & external agencies for determining technical specifications and obtaining necessary approvals.

· Giving presentations and demonstrations to the prospective clients (OEM/Industrial/Corporate); handling various techno-commercial functions for securing business.

· Analysing latest marketing trends and tracking competitors activities and providing valuable inputs for fine tuning of sales & marketing strategies.
Strategic Planning / Project Management
· Recognizing vision and mission of organization by developing plans that align with business objectives. 

· Formulating business strategies with strategic utilization and deployment of available resources to achieve organizational objectives.

· Formulating Annual Operating Plan and Strategic Action Plan to achieve the set goals & objectives; streamlining existing processes to enhance efficiencies from available resources for best output while minimizing operational costs/time & budget expense.

· Sourcing vendors for product procurement and conducting techno-commercial discussions and negotiations to finalize deals for ongoing project and organize material on time for completion of project as per schedule.

· Conceptualizing, defining & implementing strategies as part of brand building and market development effort by regularly taking feedback from market; establishing better understanding of corporate strategies for achievement of top line & bottom line targets.
Distributor/ Channel Management
· Liasoning with the distributors in order to achieve the set target, along with identifying and developing reliable dealers / distributors for increasing market visibility.

· Monitoring end-to-end process flows in order to ensure operational efficiency through distributors. 

· Developing & expanding the distribution channel network to enhance product reach & business targets.
Team Management
· Ascertaining the specific training needs of subordinates and accordingly arranging training programs for improving learning  towards product presentation.

· Imparting continuous on job training to the workforce for enhancing their productivity & operational efficiencies through knowledge building / skill enhancement.

· Managing a team of associates and monitoring their performance to ensure efficiency in process operations & ensure meeting of individual’s as well as groups targets.
Have a Valid UAE Driving License
CAREER SKETCH
Since March 2014:
    DUBAI :   Ahmed Ramadaan Juma Group company as Manager - Projects 
Al Awtaan Trading Enterprises, Dubai based is an ARJ Group company having distributorship of EBARA pumps for entire Middle East.
EBARA are market leader in Pumps business with manufacturing facilities at several places across the globe.

Role:
· Deftly manage Projects Sales and Contracts.
· Strive to put across the brand message effectively by planning & carrying out the right brand communique. Create & put into practice innovative business strategies for product awareness and ensure enhanced brand visibility.

· Overall responsible for defining and planning product lines and product enhancement.

· Discussing technical requirements and providing Value Engineering solutions.

Feb' 12 – Feb’14:
   C&S Electric Ltd. as Manager – Exports (Busbar Trunking Division), INDIA
A leading manufacturer of electrical equipment in India and largest exporter of Industrial Switchgear across the globe with several Joint Venture companies. C&S is amongst the top 4 players in the Switchgear business segments.

Market leader in Busbar business with dominating share in Indian market. With C&S Electric Ltd. looking Sales & Marketing of Low Voltage Sandwich and Air Insulated BusTrunking System in Middle East region for Export Market with priorly handling Africa and South-East Asia region before switch over of territories. 

Role:
· Complete responsibility of Budget Forecasting and Profit management.

· Build & nurture relations with the customers to know their exact requirements and execute Orders successfully.

· Building & maintaining healthy business relations with maximising customer satisfaction by meeting service & delivery norms.

· Networking with prospective clients, generating business from the existing accounts and achieving profitability and increased sales growth.

· Interacting for business promotion with various engineering departments.

· Conducting Seminars and delivering technical lecture presentations to Corporate Group employees on features of Busbars like ease of handling &installation, minimum maintenance time required and aesthetic looks.

· Ensuring timely completion of supplies adhering to delivery schedules.
· Effectuating pre-planned sales strategies for accomplishment of performance milestones. 

· Evolving market segmentation & penetration strategies to achieve targets.
Attainments:
· Key clients handled in Middle East Powerlux for Sharjah, DTS in Doha, Al Zubair &Polar Electrical  in Dubai, Central Electrical in Kenya & Tanzania, Busbar Installations in South Africa and MunHean Group of Singapore in entire South-East region.
Sep’ 08 – Jan' 12:

Jaksons Limited as Senior Manager
Role:
· Fore fronting entire gamut of sales & marketing for DG sets across Pan India.
· Performing engineering activities like preparing engineering diagrams, product procurement list, data sheets and listing their technical specifications.

· Providing the required information to field sales team for targeting a particular segment and pushing higher sales.

Attainments:
· Key clients handled from sectors such as BHEL, NTPC, ONGC Ltd, OIL,  etc.

Dec’ 06 – Sep’ 08:
Aquatics Engineers as a Manager - Business Development
Role:
· Taking care of entire operations for sales and marketing of Capital Equipments & Industrial products to corporates and actual users.

· Preparing project schedule / plans, engineering designs/ drawings and technical specifications towards the successful execution of erection & commissioning of the project.

· Conducting project review meeting for evaluating project progress.
· Coordinating with Contractors and external agencies for optimum utilization of time.

Jan’ 97 – Nov’ 06:
Fludyne Systems as Marketing Manager
Fludyne Systems are leading all India Dealer for Centrifugal Pumps of Mather & Platt Pumps Ltd., Pune  in association with WILO A.G. Germany. They are also Sales Franchisee of THERMAX Ltd. a global company for VAM Chillers.
The Growth Path along with Notable Accomplishments
As Manager - Sales & Marketing:

Jan’ 01 – Nov’ 06
Role:
· Spearheading entire Sale activities for Pumps in entire Northern India.

· Handling all techno-commercial offers, discussions and negotiating with the customers for signing of the contract.

· Coordinating with the departmental heads for speedy order processing and early materialization.

· Handling key corporate customers having plants all over India.
· Extending support to customer’s, right from the project planning stage.

As Marketing Engineer:


Jan’ 97 – Dec’ 00 
Role:
· Independently handeled product marketing of Vapour Absorption Chillers of Thermax Ltd, a multi-crore global Company offering products and services in Boilers, Thermic Fluid Heaters, Absorption Chillers, Waste Heat Recovery Treatment, Environmental Engineering, Water treatment Plants etc.

· Spearheading complete product sale functions including project tracking, meeting promoters and consultants, getting technology approved and insertion of technical specifications in tender documents.

· Creating awareness about the Absorption Technology for chilling units as being a concept selling product.

· Generating enquiries, preparing LCCA and convincing customer regarding benefits of Absorption technology over conventional compressor technology.
· Coordinating with Low-side agencies for submission of offers, tenders, negotiations and execution of order.

· Providing pre-sale function by conducting installation visits for prospective customers to demonstrate operation and safety aspects of Absorption Technology.
Attainments:

· Holds the distinction for being company awarded with the Best Dealer Award for highest sales in Northern region during 1998-99.

· Developed cordial relations with key influencers, controlling critical areas & delivered as per commitments.

· Independently handled entire marketing operations of chiller business.

· Attended training on HVAC conducted by Gupta consultants.

May’ 95 – Dec’ 96:
Tushar Consortium Limited 
As Project Engineer:

Role:
· Administering entire activities right from liaisoning with Government department for establishing upcoming project on Plant Tissue Culture in collaboration with an Israeli firm.

Started Career as Graduate Engineer Trainee in May 1995:

Role:
· Coordinating all activities for Demand Load sanction.

· Listing technical specifications of project equipments in coordination with designated consultants.

· Formulating financial projections, preparing budget estimates and performing extensive project costing.

· Sourcing vendors & conducting techno-commercial negotiations to finalize deals for timely project execution

· Preparing specification sheet for bought-out equipments.

· Undertaking erection and commissioning of wide range of process control and instrumentation system.

· Preparing time schedule charts and reviewing timely completion of project schedule.
ACADEMIA
Pursuing
3Years MBA from IMT Ghaziabad under Distance Learning Education Programme

1995

Bachelor of Engineering (Electrical & Electronics) from Karnataka University

PERSONAL DOSSIER
Date of Birth

:
11th September 1973

Language Skills

:
English, Hindi, Telugu, Kannada & Punjabi
