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	SALES & MARKETING MANAGER

	“Proven performer with strong self-motivation towards the betterment of the organization and possess humility to accept construction criticism for productivity enhancement. I am flexible to work under strict deadlines and perform effectively under work pressure”. 
· Yujin Louis Koola
	Double MBA qualified specialized in Marketing and results-oriented professional with an effective combination of technical abilities, selling-technical presentation skills and a genuine commitment to customer service and satisfaction. Track record of impressive sales results in Manufacturing, Contracting and Oil & Gas markets. Built on strong technical background and in-depth product knowledge to identify customer needs, recommend solutions and become a trusted customer resource. Consistently demonstrated leadership, initiative and strong communication skills.

	STRENGTHS

	· 16+ years of progressive sales experience
	· Techno-commercial sales background

	· Competent in sales lead generation & capitalization
	· Skilled in cost estimation & product pricing

	· After sales support & customer service
	· Excellent communication & negotiation skills

	· Familiar with local government rules & regulations
	· Decisive and results-focused professional



	

	Master of Business Administration – Manipal University  - I.T. & HR -    Abu Dhabi , UAE


	2008 - 2010

	Master of Business Administration – Marketing & Finance American Global International University- Florida – U.S.A.
Diploma in Mechanical Engineering -Polytechnic - Valapad  (Canada India co-op project - CIICP) 

	2005 - 2007

1995 - 1998

	Degree in Commerce , Calicut University , Kerala, India


	1992 - 1995

	PROFESSIONAL DEVELOPMENT

· HOKE – CIRCOR Energy – U.S.A. Instrumentation products Technical Training by Professional Trainer of Circor Energy – U.S.A. by various Training Centres in Abu Dhabi  ( AIMS – Training centre, Al Mansoori- Training centre, Galfar Engineering, E&I Emirates, etc.)
· AVK Middle East (Ductile Iron Valves) Training, Dubai, UAE, April 2009

· Offshore Technology Conference (OTC-2008) on May, 2008 in Texas U.S.A. as a U.A.E Official Delegate for exploring new ideas with new manufacturers and suppliers in oil and Gas field related products and services. And possible joint venture with US organizations looking to do business in the U.A.E

· Attended Company Conference in Georg Fischer - Switzerland & Germany in 2006.

· Leadership Training – ‘Train Your Brain’ (from Inner Universe, Dubai in 2006.

· ERP Training from Hepworth, Dubai, UAE

· E-Procurement Online Training from U.S.A

· Toast Masters Training – Abu Dhabi Al Jazeera Club/ Inner Universe

· Typing English (Higher), Maharastra Bureau of Examinations, Mumbai, India
· Certificate in Travel & Tourism, Micropro, Kerala, India



	SALES EMPLOYMENT

MARKETING & IMPORT & EXPORT           SPECIAL EQUIPMENT SUPPLIES (www.ses-uae.com)           Jan  2017- Present
Company profile:  Agent, Stockiest of  Welding Consumables,  Oil and Gas Industry, Hardware tools, Building Materials, Safety Products & One stop shop of all Industrial Equipments
· Represent company in a positive & professional manner in & outside of company, Keep up to date on market trends & new products, Instruct, train, mentor & manage direct reports & other inside sales resources as assigned.

· Sell company products & services & reach revenue quotas for existing customers. Provide guidance to the Direct Sales Team & improve overall direct sales department performance. Submit Quotes (and instruct direct reports to submit quotes) to customers and negotiate as necessary to secure contracts.

· Support Public Relation (P.R.O.) services including Visa, Emigration, etc. for all employees of the company

· Support VAT & Accounting services, to Accounts department 

· Develop & deploy plans to increase company Direct Sales Group performance in coordination with the Directors

· Be prepared to provide detail reporting detail to the Directors on Monthly Revenue accounting, Forecast & activity, both personal targets & sales team performance. Use professional business judgement & be prepared to define plans, justify actions & identify  options  as appropriate to the Director of sales. Adhere to a proper business work ethic & create a similar expectation of your reports  / peers

· Approach government companies for product pre-qualification, Co-coordinating & responding to all requests of internal meetings. 

· Assisting in the implementation of sales strategy as prepared by the Managing Director.

· Action without delay concerning all the purchase requisition.  

INTERNATIONAL SALES & MARKETING MANAGER- PETROTECH                                    May  2015         -  Jan  2017 
· Company profile:  Energy, Oil and Gas Industry, Petrochemical & Chemical, Marine,  Power and Desalination Plant, Light and Heavy Industrial Unit - Middle East’s leading Agents, Importers, stockiest, Distributors and suppliers of an extensive range of high quality metal, marine, offshore, oilfield and industrial products and services Consortium  with workforce strength of 500+. 

Product portfolio: 

Filters, Instrumentation & hydraulic tubes (SS 316L, Monel, 904L, 6Mo, Super duplex Grade),  solenoid Valves, Regulators, instrumentation fittings (Parker),  Hydraulic & interface valves, switches, needle, check & exhaust valves (Midland acs- U.K.),  positioners for Rotary & Linear valves, Low power control monitor w/ solenoid & switches (westlock controls  (Pentair), pressure gauges, thermometers, pressure calibrators (Nuova fima), single & double clamps (FKB), Pressure & temperature switches (Georgin - France),  Ball valves, water pressure reducing valves, safety relief valve (Apollo ) Hydraulic pressure regulators, Pressure & flow control valves, Nytrogen batteries & all types of defense materials  (Hale Hamilton U.K.),  Relief, check, needle & Shut-off valves (Generant - U.S.A),  

· Pre-qualifying products with Major Government Companies, Consultants and Technical Sales & Marketing in Middle East and International Market. Responsible for Middle East, Vietnam, Singapore & Indian Market.

· Acquiring special prices from local & international suppliers to materialize orders

· Developing and implementing complete sales cycle; managing product development; attending promotions and product exhibitions and conducting technical product presentation to clients.

· Developing organized documentation and maintained proper entries for all projects to address effectively on clients’ sales queries for projects as well as complaints about sales and services concerns.

· Analyzing sales performance, doing follow-up for enquiries, orders, Materials Delivery, Payment and After Sales Service with the daily, monthly and yearly reports.

· Daily, weekly, yearly sales forecasting and developing annual sales quotas for different territories, projects and profit for existing and new products.
· Maintaining sales as per product mix, stock and the current Market conditions, competitors' price of supply and demand 



	Sales  & Marketing Manager      
	GOLDEN HARBOUR  (www.goldenharbour.com)
	May  2012 - May 2015

	
	· Company profile:  Ship Building & Marine Industry, Oil and Gas Industry, Petrochemical & Chemical Industry, Power and Desalination Plant, Light and Heavy Industrial Unit Middle East’s leading Agents, Importers, stockiest, Distributors and suppliers of an extensive range of high quality metal, marine, offshore, oilfield and industrial products and services Consortium  with workforce strength of 300+. 


	

	Product portfolio: 

Non-Ferrous Metals & Alloy Steel, Bronze Round Bars & Hollow Bushings,Pipes, Fittings & Flanges, Hydraulic Tubes, Instrumentation Tubes, Compression Tube Fittings & Tube Clamps, Heat Exchanger, Condenser pipes, Tubes and fittings, Marine Valves, Gaskets and Packings, SS, BRASS, LEAD Sheets and Shims, Perforated sheets and Wire Mesh, Packing, Jointing, Fibre Glass and Boiler sight Glass, PTFE (Teflon), Nylon and Neoprene - backlite, ebonite acrylic bar, Other Products
· Overseeing complete sales, marketing, pre-qualifying products with Major Clients & Project   activities of the organization.

· Developing and implementing complete sales cycle; managing product development; attending promotions and product exhibitions and conducting technical product presentation to clients.

· Staying abreast on market trends using various sources such as Emirates tenders, Chamber of Commerce, etc.

· Developing organized documentation and maintained proper entries for all projects to address effectively on clients’ sales queries for projects as well as complaints about sales and services concerns.

· Liaising with Consultants and Manufacturers to increase company products market share.

· Maintaining strong business relationship with the existing customers and ensuring provision of after sales service to achieve business retention and loyalty.

· Analyzing sales performance through the daily, monthly and yearly reports.

Sales Manager                                           GOLDEN NEON - U.A.E. / G.C.C.                                                  Dec. 2008    -  May  2012

                                                                                        (  www.goldenneon.com )

Company profile: Manufacturer & supplier of Total Signage Solutions in Arabian Gulf

with workforce strength of 500+.

_______________________________________________________________________________
· Guiding Technical Team, Installation Team, Arts Department, Machine Department for smooth functioning of company works for Client Satisfaction

· Liaising with Consultants and Manufacturers to increase company products market share.

· Maintaining strong business relationship with the existing customers and ensuring provision of after sales service to achieve business retention and loyalty.

· Analyzing sales performance through the daily, monthly and yearly reports.

, .



	Sr. Sales Incharge
Sales Co-ordinator
	     Hepworth P.M.E L.L.C, Abu Dhabi, UAE (www.hepworthpme.com)
	Feb 2003  – Nov 2008

	
	Company profile: Manufacturer of PVC, GRP, PE, PP-R pipes and supplies, the biggest range of British manufactured pipes & fittings, required by the water and drainage industry in the Arabian Gulf.
	

	Product portfolio:
DUCTILE IRON VALVES (A.V.K. Middle East) PE Pressure & Drainage, PVC Sch.80, C-PVC Sch.80, PPR, UPVC,GRP, PVC Underground and above ground pipes and fittings & ABS Pressure and Drainage products

· Drove efforts towards directing sales into new and existing client accounts in the market segment 
· Providing inputs to the Seniors through Sales Forecast with the business opportunities based on past, present & future trends

· Sourced out sales opportunities in the market with potential customers, explaining company profile & capabilities, show product samples and explains product specifications to ensure all customers have comprehensive information about company and products. 
· Understand customer needs in terms of prices and technical requirements, relays the information to senior and makes recommendation by preparing offers

· Negotiate with customers on prices and contractual terms, provides feedback to Senior on the same.

· As per the Market Situation suggesting pricing to be offered to customers ensuring that prices are competitive & feasible; justifies recommended prices to Supervisor. 

· Co-ordination with pre-qualification Team for timely and accurate submittal of P.Q. documents.

· Prepared and approved sales orders across the branch; evaluated cost and accordingly developed quotations Carried out continuous follow up to the clients to conclude sales including follow-up of delivery schedules through effective liaison with the stores department on regular basis if  any delay or changes
· Administered contracts within the business unit as per the British Standard and posted on ERP system.

· Contacted Consultant with Suppliers (Wavin & Georg Fischer) to increase product share.
· Payment follow-up and debt collection from clients.
· Handled products prequalification from AD-GAS / GASCO.

· Represented the company with Chamber of Commerce.

· Served as prime interface of the company to its customers and monitors feedback from customer to measure their satisfaction level with company products and services, relays customer feedback & complaints to supervisor for resolution within standard and immediate effect.



	Retail Operations  Administrator
	Arabian Food Supplies, Riyadh , Saudi Arabia
	Feb 2002 – Jan 2003

	
	Company profile: A leading Saudi company that operates in casual dining, retail, and catering industries all over the Saudi Arabia.
----------------------------------------------------------------------------------------------------------------------------------- 
Product portfolio: 

Retails operations for all over Saudi Arabia – more than 50 outlets in western compounds and other important areas
· Overseeing complete sales, Administration,  marketing & Project   activities of the organization.
· Regular Visits to Supermarkets in various western Compounds to check the stock, expiry date of the product, etc. 

· Monthly Stock checking, daily meeting with supervisors for the increase sales and maximum customer satisfaction

	


	SALES EXECUTIVE &

EDP INCHARGE
	Spectra Motors Ltd. Mumbai , India
	Jan 1997 – Jan 2002

	
	Company Profile: A core group leading in AUTOMOBILE INDUSTRY (MARUTI, AUDI, ETC. )in India.
· Administered after Sales Service section and Meeting Corporate clients for generating business
· Contacted new dealers like Audi to increase product share.

· Effective liaison with the stores department & after sales division on regular basis for daily reports and warranty related issues
· Served as prime interface of the company to its customers.


	

	

	CAREER HIGHLIGHTS



	· Consistently achieved sales target and surpassed performance goals set by the management.

· Achieved outstanding knowledge on the technical specification of products sold to clients.

· Demonstrated excellent presentation and negotiation skills resulting to closing of sales deals.

· Well-equipped in new product development, acquisitions and development of strategies.

· Well-travelled across USA, Germany, KSA, Oman and Iran for attending exhibitions as company’s representative.

· CRM (Customer relationship Management) Project for Corys, Hepworth. Appreciated by the IT Division.

· Outperformed various challenges faced during the execution of job profile.

· Gained extensive administrative related works with accounting, public relation and drawing background.

· Experienced in preparing drawings using AutoCAD package also in drafting essential documents for corporate sector, oil industries and government departments.

· Tact to deal with government departments and embassies for visa formalities plus license renewals.

· Adept in developing monthly financial reports and processing payroll.
· Successfully managed the sales and administrative operations of 68 supermarkets in Riyadh, Alkhobar and Jeddah.

· Excellent background in IT as the EDP Manager of Spectra Motors Ltd.



	

	CORE COMPETENCIES

	Sales / Marketing Management
· Perform effectively towards enhancing the company’s image, maintaining business volume and gradually accelerating growth in terms of turnover, brand name, client base and personnel.

· Set up plans and strategies to develop new business opportunities and ensure business growth.

· Lead new product launches, marketing, promotional campaign planning and product management to increase revenue, improve brand visibility and availability of product in the market.  

· Initiate market research studies and collection of information used to help identify demand for products/services.

· Utilize sales forecasting abilities and strategic planning skills to ensure the sales and profitability of products, lines or services besides analyzing business development and monitoring market trends.



	Sales Engineering / Marketing Development
· Expertise in encouraging sales & Marketing of technical equipments with outstanding knowledge on its specifications 

· Interpret client requirements, offer the products and calculate quotations.

· Negotiate tender and contract terms to meet both client and company needs.

· Deliver technical presentations, pre-sales technical assistance and product education.

· Offer after sales support services and solve client problems faced about the products.

· Well developed communication skills and confidence in liaising with all levels of staff and across all various functional areas including presentation to customers during trade shows or exhibitions.


	

	IT COURSES & SKILLS

	· Peachtree Accounting package, Timex Information Technology, Abu Dhabi, UAE
· AutoCAD, Galaxy Computer Training, Abu Dhabi, UAE
· Well versed with Oracle, Foxpro (DOS based) Programming, MS Office Suite (Word, Excel & PowerPoint), MS DOS< Internet & Extranet, Software Installation, Networking, E-Procurement


	

	PERSONAL DETAILS

	

	Nationality
	:
	Indian

	Date of Birth
	:
	14th May 1973

	Marital Status
	:
	Married

	Visa Status
	:
	Employment Visa

	Languages
	:
	English, Hindi & Malayalam

	Driving License
	:
	UAE + Own Car



	

	

	 (References will be forwarded upon request)
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