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Objective
To contribute and excel in an organization by consistently learning and growing and contributing towards the overall business development of the firm
Academic Profile
· M. B. A from Cyprus International Institute of Management, Nicosia, Cyprus, European Union 
· Certified in Planning and Project Management, CADD Centre, Mumbai 
· Bachelor in Science (Physics) from University of Mumbai, India in March 2005 
Profile Synopsis
· A skilled professional with about 7 years of work experience in B2B & B2C Sales, Strategic Marketing, Business Development, Product Management, Project Management, and Customer Service 
· Proficient in MS Word, MS Excel, and MS PowerPoint 
· Expertise in sales, pricing analysis, business management, developing new techniques to increase efficiency and ensuring adherence to quality by continuous learning with a keen attention to detail 
· Excellent communication, presentation, interpersonal and team building skills with the ability to quickly grasp new concepts and deliver them in the most efficient manner 
Work Experience
Company
Oct 2013 – May 2014
Manager – Business Development
· Handle the day to day sales (B2B and B2C) and financial activities of the business 
· Contribute to business development by writing and suggesting compelling proposals, making demand estimations and providing ideas for product line expansion and enhancement 
· Promote the company by participating in exhibitions and frequent market visits to Architects, Contractors and Project Management Consultants and maintain a healthy business relationship for recurring business generation 
· Drive strategic development of the firm by creating all the marketing and brand communication material 
· Execute multi-tasking activities for more than one project in adherence to project planning, tracking, monitoring and controlling resources 
· Take accountability of quality and client complaints and ensure continuous improvement of project processes to address this 
· Guarantee the motivation of and getting the best out of the project team 
Construction  Company
Mar 2011 – Oct 2013
Manager – Business Development
· Promote business by keeping a track of new construction developments 
· Make company profile and presentations for clients to gain confidence and build strong rapport 
· Prepare techno-commercial business proposals with top management for clients and ensure closure of deals with good negotiation skills 
· Handle a team of Site Supervisors and Laborers to ensure better co-ordination of projects with the clients’ 
· Maintain a healthy client relationship and networking for recurring business generation 
· Manage project executions to avoid overhead expenses and timely completion of tasks 
Bearings Company
Nov 2009 – Feb 2011
Product Manager
· Prepare a Sales forecast and coordinate with the Principal manufacturers for National Buying Plan 
· Undertake strategic decisions for designing various sales campaigns and incentive programs 
· Develop pricing strategies according to the market needs for better revenue generation 
· Handle channel sales through a network of dealers with focus on sales acceleration 
· Operate Category sales through direct end users by consistently meeting the technical parameters 
· Promote the company by participating in exhibitions, frequent customer and market visits and arranging technical seminar to gain maximum confidence on quality parameters 
Glass Company
Sept 2008 – Apr 2009
Assistant Manager – Business Development
· Spearhead the marketing of 3M’s Construction Market Centre division and Neo Glass Pvt. Ltd. 
· Drive strategic development of the firm by exploring various target market segments 
· Coordinate communication between in-house Site Managers, Architects and Clients for various projects 
· Ensure sales target achievement 
Company
Mar 2006 – Sep 2007
Customer Service Professional
· UK based process – The Trainline services 
· Surpass client expectations by meeting and exceeding internal Key Performance Indicators – Average handling time, quality scores, absenteeism and conversion rate 
· Ensure excellent customer service at all times and achieve clients appreciation calls 
· Maintain internal and external BPA (Quality) scores by sustaining high performance standards 
· Detect, analyze and prevent internet credit card fraudulent transactions 
Achievements
· Rewarded with The SITEL “Reach for the Stars” and SITEL “Star” Award for taking initiatives and extra efforts in fulfilling SITEL’s mission and core values 
· Rewarded with The SITEL “Service Excellence” Award for successfully establishing the pilot program of a new business: ‘Transaction Review Team (TRT) 
· Selected for the Surge team for The Business Continuity plan and exceeded client expectations by achieving a service level of 97% (expected benchmark - 88%) 
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	Marital Status
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	Married
	

	
	
	
	
	

	
	Languages Known
	:
	English, Hindi, Marathi and Gujarati
	

	
	
	
	
	


