[image: image1.jpg]


Yameen

 Email: yameen..214724@2freemail.com
SALES & MARKETING ~ KEY ACCOUNTS MANAGEMENT~BUSINESS DEVELOPMENT~DIGITAL MARKETING
Executive Summary: Qualified professional with 8 years of experience, exploring assignments as Marketing Manager / Sr.Territory Manager / Assistant Manager to contribute towards the achievement of pre-defined company goals. Offering acquired expertise in the areas of Business Development, Customer Retention, Sales Strategy Implementation, Client Servicing. Possess strong communication skills and the ability to build a rapport with a diverse group of clients and customers.
Functional Competencies

Business Development: 

Building a network of Clients/ Sales Agents/ Consultants and Point of Sales are the basics of BD; Having years of experience in the above mentioned Roles and Responsiblities will bring value across the table to further strengthen your balance sheet.
Customer Relationship Management:

Expertise in building relationships with consultants, contractors and clients to enhance revenue growth and market share. Ability to interact with clients to understand their requirements and accordingly devise customized solutions, thereby maintaining high level customer satisfaction and creating opportunities for repeat business.
Lead Generation/Cold Calling/ Area Mapping:
Acquiring Primary and Secondary data, and filtering the same to reach target customer is the first step towards successful sales cycle and revenue generation, having done that for Banks, Real Estate and Hospitality Industry has made me comfortable in starting the sales from scratch.
Digital Marketing:

Internet marketing skills that include increasing brand awareness and securing new leads through a variety of digital marketing strategies and approaches including web design, email, social media, and paid and organic search.
Presentation Skills:

Excellent communication, presentation and interpersonal skills; capable of resolving multiple & complex inter-personal issues and motivating fellow team members to achieve pre-defined business objectives.
Professional Experience
July 2006 till December 2006 –Sales Representative- Citibank (Credit Cards)

About the company: CITIBANK is one of the largest bank in the world and have presence in almost every corner of the planet offering every possible financial solutions to its customers.
Key Roles

Increasing sales numbers
· Follow up with the leads given by DSA.

· Generating Leads through referrals and Cold Calling.
· Suggesting best card options to the customer

· Up selling the different cards

Documentation
· Finding the appropriate customer from several applications received based on customer profile/ Income/ Job/ Source of Income Etc.
· Sending report to other departments regarding leads generations, sales made, daily sales reports and customer feedback.
· Follow up with the customers for pending applications/ cheques/ other necessary documents.
December 2006 till April 2007 – Bajaj Allianz Life Insurance

About the company: Bajaj Group of India and Allianz Financial service of Germany joined hands to form a Bajaj Allianz in India, catering various Insurance needs of one of the Largest and fastest developing economy of the world.
Key Roles

Approaching the Right Customer.
· Sourcing the Data from various Car Dealers, Property Brokers, and Sales Agent to build a Data bank.
· Doing the cold calling on the Data Bank.

· Filtering the Data based on Age, Income and Dependants in the family.

· Fixing up the appointments with the prospects.

Understanding Customer’s Need and Selling the Right Policy.
· Based on customers Profile, disposible Income, Dependats etc. Suggesting the right Policy.
· Up Selling and cross selling the policies.
· To convince customer for the maximum investment which in turn creates a win win situation for both the parties
· Telling them the benefits of different policies and Tax benefits
· Suggesting them policies that help them in accumiliation of wealth with healthy returns.
May 2009 till June 2010 – Sr. Territory Manager, Humming Bird Suites India, Mumbai
About the company: Hummingbird suites India Pvt Ltd is one of the largest provider of Serviced Apartments in India, Having PAN network specialy designed  to cater the need of corporate stay only.
Key Roles

New Business Development

· Area mapping.

· Generating data base through cold calling.

· Arranging Property Visits for Domestic and International Clients.

· Enhancing customer base by building strong prospect list.

· Consolidate the daily reports and provide details to higher management.
· Work with management to finalize strategic sales planning of the quarter. half year and year.
Customer Relationship Management 
· Retaining existing customer base.

· Ensuring customer satisfaction through dealing with Grievances effectively.

· Ensuring Key Accounts are satisfied and try to pull more business.

· Checking availability of rooms and selling on availability and requirement.
Payment Collection

· Ensuring Bills don’t have any ambiguity and clients have received the bills.

· Keeping a track record of Outstanding Bills. 

· Sending Regular reports to client of Guest’s feedback.

· Collection of Payments from client and updating the records for the same.

Pricing and Quotations
· Drafting quotation.

· Offering Customized services and Pricing to the client.

· Making presentations to the client about our offering
· Ensuring maximum revenue is earned for the company
June 2010 till May 2011 Aamby Valley City- SAHARA INDIA PARIVAR, Mumbai
About the company: Spread over more than 10,000 Acres of land, Aamby Valley city is the largest Real Estate Project of Asia. A unique Gated Community which offers the Most luxurious Property and Experience to HNIs and top celebrities of the Country.
Key Roles

Post Sales Support
· Coordinating with client and internal departments for further process of registration.

· Ensuring hassle free over all Hand-over process for client

· Provide client with timely updated about construction

· Furnish payment status reports to the client.
Customer Relationship Management
· Retaining existing customer base.

· Ensuring Key Accounts are satisfied and try to pull more business.

· Checking availability of rooms and selling as availability and requirement.

· To ensure client’s visit to Aamby Valley City is most memorable one.

· Taking care of special requests made by client
Payment Collection
· Ensuring payments statements reach client on time

· Keeping a track record of outstanding amount. 

· Presenting guest’s feedback to the management.

· Collection of Payments from client and updating the records for the same.
· Coordinating with the internal accounts department for all payment status reports.
Events, Weddings etc.
· Drafting quotations.

· Checking for availability of the rooms, venue etc.

· Offering Customized services and Pricing to the guest.

· Coordinating with events, banquet, F&B team to make event a success.
· Promoting the existing venues for other events like Holi Parties, Post Marriage Events, Photoshoots etc.

Grievance handling.

· Offering special freebies to the sensitive clients.

· Following up with internal concerned departments to resolve challenges.

· Voice client’s complaint to the management

· Building rapport with the client to ensure win-win situation.

Since June 2011 Admire Developers, Bhopal.
June2011-August2013(Asst. Manager Sales and Marketing)

August 2013-August 2017(Manager Sales & Marketing)
About the company: A leading company having dozens of project in and around Bhopal city with projects having Agriculture farm houses, Non-Agriculture plots, Weekend homes and residential complex. A 5000+ customer base and projects on more than 480 Acres of Land. 
Key Roles

Sales Support.

· Using Various Media Platforms to Advertise, create brand awarness and generating leads.

· Mapping of the area for prospects and property Agents.

· Building Relation with Brokers and third party sales channel.

· Negotiating with the third party sales channels to make them sales partner.

· Guiding the sales team for Property visits and follow up with the clients 

Post Sales Support.

· Coordinating with the client to periodically send development reports and pictures.

· Update clients about their deadlines and outstanding amount details.

· Support and coordinate in registration and hand over of the property.

· Build a rapport with the client to encourage repeat sales and references.
· Guiding team to minimise the out standing/Bad debts of the the company. 

Marketing Support. 
· Distribution of flyers/ Leaflets and brochures in the existing  customer base/ references from the customers/ Property Agents and Brokers to build positive word of mouth for the upcoming projects.

· Using of Media Vehicles like Radio/ Newspaper and Billboards to creatse “noise” in the market.

· Sending Souveniers/ Gifts to HNI customers and Property Brokers and Agents.
· Collecting Feedback from Customer base to improve services and offerings of the company.

· Conduct Market Research through the sales team to formulate/ change the pricing policies/ construction policies.

· Holding events periodically to build stron relations with the customer base.

· Holding Lucky Draw events for the non-Paying customers so in turn to offer discounts on their out standin amounts.

· Sourcing data for the Tele calling team from the Property Agents and Brokers to increase prospect base.

· Evaluating/ Guiding and monitoring Sales Team’s performance and submitting the reports of the same to higher management.

Internships
Summer Intern at ISN Global Solutions, Pune  (May 2008 – June 2008)
Project Name: Mystery Shopping’ A vital Tool For Market Research.
Responsibilities:
· Evaluationg, Filtering and Analysis of Feedback forms submitted by Mystery Shoppers.

· Making reports for Companies like Exxon Mobil, K-Mart, Papa John’s Pizza based on our analysis
· Rectifying errors made by Mystery Shoppers.

· Suggesting corrections to the Customer to enhance their Customer Experience based on the reports submitted by Mystery shoppers.
· Constantly updating rules and requisites in the system as requested by client so that more precise reports are generated.    

Extra Curricular Activities
· Represented BIIB in Management Games in ‘Dristhi’, held at SBS, Pune, 2008
· Won an award in the Street Play competition in ‘Dristhi’, held at SBS, Pune, 2008
· Represented school in various cultural and games.

· Loves Photography and adventure sports.
Personal Dossier

· Permanent Address: Mubarak Cottage, House No.6, Peer gate, Bhopal, Madhya Pradesh,India
· Date of Birth: 10 November 1984
· Language Proficiency: English, Hindi and Urdu.
· Maritial Status: Single.
�


Education: 





Post Graduate Diploma in Management (PGDM)-International Business and Marketing,  BIIB Pune, 2009


Bachelors in Arts (BA)-Economics Major, Wadia College Pune-2006





Key Skills:





Business Development


HNI client Handling


Digital & Online Marketing


Customer Acquition & Retention


Advertising & Sales Promotion


Event Management


New Products & Services





Soft Skills:


Strong Work Ethic


Presentation & Communication


Team Worker


Time Manager


Problem Solver








