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In quest with challenging assignments challenging and rewarding professional position within a growing organization where my prior experience, personal ability and commitment to professionalism would be of an added value. Position should allow for continued personal and professional growth commensurate with achievements


SYNOPSIS



· M.B.A. (Marketing & Human Resources) from SSIM, Hyderabad, India.
· Proven expertise in formulating & implementing competitive marketing strategies to increase awareness and enhance business growth with a rich experience in Channel Management, Business Development & Key Account Management.

· Exhibits a high degree of professionalism and trust, and takes pride in promoting an organization's reputation and building relationships.

· Recognized for innovative start-up solutions; a highly positive individual with strong written and verbal communication skills, adapting easily to changing environments.

· Entrepreneurial drive with a can-do attitude, a strong desire to learn and shape own career path. Commitment to making a positive lasting client impact.
· The ability to succeed in a professional environment where client and project direction is not always well defined.
· A proactive planner with abilities in devising strategies geared towards enhancing business, evaluating end-user requirements, custom designing solutions, and troubleshooting any problems in the process.



EXPERTISE ORBIT



Business Development

· Analysing business and market potential, conceptualising & executing strategies to drive business and augment turnover.

· Identifying prospective clients, generating business from the existing clientele, thereby achieving the business targets.

· Monitoring competitor activities and devising effective counter measures.

· Identifying, qualifying and pursuing business opportunities through designing campaigns targeting top business partners and prospects to generate business.

Analytical and Presentation Skills

· Quantitative, fact-based approach to team based problem solving and strategic approach to addressing issues and offering solutions.

· Need specific problem solving and offering the best possible solution. 
· Identifying, qualifying and pursuing business opportunities through designing campaigns targeting top business partners and prospects to generate business. 

· With an eye of detail at clients’ business processes and suitably acting to devise effective solutions. 

Key Account Management

· Interfacing with key influencers among corporate/channel partners for assessing requirements, making presentations and delivering need based product solutions.

· Negotiating with clients to finalise the best product offer and optimise revenue. 

· Understanding client requirements in estimation of time and cost and committing deliverables in consultation with experts.

· Ensuring speedy resolution of client queries & grievances, maintain excellent relations with existing / potential clients to generate avenues for additional business.

Marketing & Operations 
· Identifying & developing new systems for revenue growth and maintaining relationships with customers to achieve repeat business.

· Communicating information on corporate initiatives, schemes, and incentives, etc. to channel partners for enhancing performance from their end.

· Identifying target audiences, plan marketing activities to achieve volume estimations, review products/ merchandising & execute promotions to ensure movement of slow moving & dead stock.

· Establishing strategic alliances with similar brands for enabling cross promotions & business generation.

· Analysing business and market potential, conceptualising & executing strategies to drive business and augment turnover by preparing the suitable statement.

Customer Relationship Management 

· Managing customer centric operations & ensuring customer satisfaction by achieving delivery & service quality norms.

· Attending clients’ grievances; undertaking steps for effectively resolving them.

· Interacting with the customers to gather their feedback regarding the product satisfaction.



CAREER SCAN



1. FCm Travel Solutions, Hyderabad, India



                     November’10 – May’14

‘Assistant Manager – Sales’


Responsibilities 
· Identification and segregation of potential Market Segments
· Revenue generation through new account development and key account management
· Acquiring fresh businesses
· Utilise the public information and personal network to develop marketing intelligence for generating leads
· Defining the exact marketing processes and execution.
· Developing relevant business proposals
· Monitor market Intelligence within the travel industry in terms of market development, competitive activity, new customers, etc.
· Handling meeting of key clients
· Consistent follow-through and resourcefulness, in order to achieve organizational goals and objectives
· Responsible for generating new business relationships and negotiating new revenue for agreed targets
· Responsible for keeping our sales contracts up to date and for checking all sales contracts prior to signature to ensure company policies are upheld
· Lead enterprise-level sales opportunities
· Develop and maintain effective prospective client and existing agency relationships
2. Hampshire Plaza Hotel, Hyderabad, India



                     July’09 - November’10

‘Assistant Manager – Sales’


Responsibilities 
· Maintain accurate and up-to-date information on competitor’s performance, sales & marketing strategy, etc.

· Handle a portfolio of ~ 150-200 accounts (focus on key accounts). The key task is to: 
    -   Assess size and nature of business (for value conscious travellers)
    -   Meet with all decision makers and influencers and establish a relationship with corporate and individual customers, bookers, media, hoteliers and socialites. 
    -   Offer special rates depending on volume of business 
    -   Service the account on an ongoing basis i.e. get their business

· Assist in preparation of revenue budgets for room and various outlets and implementing revenue management techniques and ensure improved RevPAR.
· Identify key customer needs through formal research, survey, sales calls & meetings.

· Facilitate learning and development for all the team members of the department.

· In addition: 
    -   Market knowledge - be informed about the trends in hospitality, changing customer needs and behaviour, and developments in other industries.
    -   Product development ideas - based on customer feedback and industry trends, provide inputs to Operations 
    -   Co-ordination for any external communication e.g. press event, food promotion, marketing activity 
    -   Exploring new markets/cities for Hotels growth. As part of the business development effort of the company, assess new opportunities and give recommendation.

· Develop systems and procedures that achieve higher cost efficiency and guest satisfaction. 

· Assist in developing and implementing promotional activities to increase sales, customer retention, etc.

· Maximize revenues from all areas, like – banquets, rooms, restaurants, etc.

3. ICICI Prudential Life Insurance Company Ltd, Mumbai, India
                    
    April’08 - June’09

 ‘Associate Health Assurance Manager’


Responsibilities 

· Responsible for sourcing new business opportunities, and managing existing partners. 

· Launching new packages and services, sales promotion, strengthening the brand image and create brand awareness in the market. 

· Ensuring speedy resolution of client queries & grievances, maintain excellent relations with existing/ potential clients to generate avenues for additional business.

· Responsible for preparing reports of marketing activities & updating CRM on daily basis. 
· Co-ordination with Operations and Accounts Dept. for payment clearance.


TRAININGS



1. McDonalds Restaurants Pvt. Ltd., New Delhi, India                                         January’08 - Feburary’08
Project: A study on ‘McDonalds – Breakfast Menu Launch- The Advertising Strategy’

2. Bajaj Allianz Life Insurance Company Ltd., Gwalior, India



      May’07- June ’07

Project: A study on ‘Effectiveness of the Sales Personal in Bajaj Allianz Life Insurance Company within Gwalior Chambal Region’.

4. ITDC Ashok Group of Hotels, New Delhi, India


                         May’03 - October’03
Project: Worked as Industrial Trainee at ITDC Ashok Group of Hotels, New Delhi as a part of 3-year bachelor degree program. 

Learnt about the hotel operational structure through participating in day-to-day activity of various departments especially guest services and operations.


ACADEMIA



· M.B.A. from Siva Sivani Institute of Management, Hyderabad, India, 2008

· B.Sc. Hospitality & Hotel Administration from Institute if Hotel Management, Gwalior, India, 2005

Computer Skills

· Internet, MS- Office (Excel, Word, PowerPoint, Outlook Express).

· Windows 2000/XP/Vista.

· Salesforece.com



PERSONAL SNIPPET



Date of Birth

:      12 December 1984

Nationality                     :      Indian

Marital Status

:      Married

Interests

:      Relationship building, Internet surfing, Gardening, Reading & Travelling
