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CV No: 83418
Email: cvdba15@gmail.com 

         Mobile: +971505905010 / +971504753686.


Seeking opportunities in the areas of Marketing, Key Account Management and Business Development with an organisation of high repute
Introduction

Confident, extremely motivated and result driven sales and marketing professional, with 3+ years of organisational experience in UK and Indian market. Dynamic and an articulate communicator offering high powered presentation, negotiation, objection handling and closing skills. Creative thinker with ability to design innovative marketing and communication campaigns to boost sales for the client. Strong customer relationship builder based on excellent service, support and follow-through.

Skills & Expertise

· Market Research – Primary and secondary research. Identifying and segmenting target audience
· Marketing Communication – ATL, BTL and TTL campaigns

· Developing Marketing Plans for new market entry, positioning and branding for products.
· Digital Marketing – Email, affiliate and mobile marketing strategies. Knowledge of CPM, CPC and CPA campaigns.

· Business Development and acquisition strategies – Using cold calling, personal meeting, referrals and follow-through

· Key Account management and customer relationship management.


Educational Credentials

· Certification course in Digital Marketing by IAMAI, India in 2013

· Masters in International Marketing Management from Leeds University Business School, UK in 2010 securing 65%

 Dissertation and Consultancy Projects –

· An investigation into how the facets of Customer-Based Brand Equity of Harrods influence the purchase intent of its customers.

· Marketing Plan to establish Zoha, an Indian rug manufacturer, as an affordable luxury rug brand in the UK market.

· Direct Marketing project for Carbon Trust, a UK based non-profit organisation in the energy sector, targeted to increase awareness of the company and its services and developing lasting relationship with new and existing customers. 
· Bachelors in Mechanical Engineering from G.H.Raisoni College of Engineering, Nagpur University, India in 2008 securing 60%



Organisational Experience

 Solutions, India: Feb’12 – March’13
Assistant Manager – Key Accounts
Accountabilities
· Conducting primary and secondary research via web searches, social media forums, personal references etc to identify Z category customers (generating annual revenue > INR 1.2 million).

· Planning and executing acquisition strategies through email campaigns, cold calls and referrals, followed by personal meetings and pre-sales activities of product demos and pilots.
· Conducting secondary research on the ATL and BTL campaigns of existing customers to identify new business opportunities on digital platform mainly on Email and Mobility.

· Developing Email and Affiliate marketing campaigns for the clients and consulting them on the best practises on clean emailing, creative design, spamming laws and opt-in database.
· Conceptualising and designing Mobility campaigns using bulk SMS, voice solutions, mobile banner and WAP ads for the clients aimed to facilitate branding and increase sales.
· Liaising and networking, and building strong relationships with colleagues, customers, and suppliers to seek new business opportunities.
Notable Credits

· Acquired 5 Z category customers – Star India, BSE, Oxygen Media Services, Deal Curry and NetieWorld.

· Managed a portfolio of 8 Z customers - Network18, FCUK, CK Jeans, Star India, BSE, Oxygen Media Services etc. generating total annual revenue of INR 20 Million.


The Co-Operative Group, United Kingdom: Jun’10 – Oct’11

Customer Team Member

Accountabilities                       

· Strategising promotional activities for perishable goods, to ensure higher sales and reduce waste.

· Up-selling membership scheme and various promotional offers.

· Managing customer queries and payments in the store, and ensuring quick turn-around time.

· Ensuring availability of products on and off the shop floor conducting regular gap checks and stock count.
Notable Credits

· Acknowledged for maximum membership card sale, in the store.
· Significantly involved in bringing down the waste cost by £1000 - £1200 per month.



Holloware Manufacturing Syndicate, India: June’08 – July’09
Marketing and Sales Executive
Accountabilities                       

· Liaising and networking with a range of stakeholders including customers, colleagues and suppliers.

· Sourcing advertising opportunities and placing adverts in the business magazines and tele-search portals.

· Conducting secondary research to identify prospects and devising acquisition strategies. 
· Promoting company’s brand in emerging markets through exhibitions and personal visits.
· Communicating with target audiences and managing customer relationships.
· Manage marketing budgets and maintain target ROI.
Notable Credits

· Generated total annual revenue of INR 2.25 million.


IT Skills: Well versed with SPSS, MS – Excel, Power Point, MS Word and Internet Applications.



Extracurricular Activities

· Commissioned ‘GO-Nature’ campaign responsible to plant trees in rural Nagpur (Higna) district.

· Organized basic educational and music classes for underprivileged children.

· Founding member of ‘No Rules Crew’ – an event management group that organised gatherings and parties for students.
Awards and Recognitions 

· President of the Rotract Club of G.H.Raisoni College of Engineering fort (1830) for the year 2007-2008.
· Mr. G.H.Raisoni College of Engineering in the year 2007.

· Head of the Sponsorship Committee during inter-department cultural fest – Antragini – 08.

· The Best Anchor for the G.H.R.C.E fashion show year 2008.

· Awarded 2nd prize at a national level project competition.
· Won four instrumental competitions at district and college levels.


Personal Profile

D.O.B:



8th May 1984

Languages:


English, Hindi and Gujarati
Visit Visa:



References available on request

