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AIM: Intend to have a career in sales and marketing with related areas like business analyst, market research, advertising or public relations, etc, where my skills and potential are used at its maximum and to work in a responsible and challenging work position where teamwork and ability are required and where skills are recognized and rewarded.
QUALIFICATION:
	DEGREE
	INSTITUTION/BOARD
	PERCENTAGE
	YEAR
	Specialization

	Master of Business Administration


	 Sir Padampat Singhania University ,Udaipur Rajasthan
	GPA

7.56

(on a scale of 10) 

	2010-2012
	Advertising, Branding,

Sales, Retail management,

Digital Marketing, Human resources.

	Bachelor of Commerce  
	Mohanlal  Sukhadia University Udaipur Rajasthan
	57.19 %
	  2010
	Accounts, Economics,

	Senior Secondary 
	Central Board Of Secondary Education (C.B.S.E) Udaipur Rajasthan
	68.20 %
	  2007
	Science, Mathematics, computer Science

	Secondary  
	Central Board Of Secondary Education (C.B.S.E) Udaipur Rajasthan
	71.80 %
	  2005
	Science, Mathematics, English, Social Science


WORK EXPERIENCE:

Sales and Marketing Executive at Riddhi Motors Pvt. Ltd.  

Authorised dealership of International Cars and Motors Ltd. ( a unit of Sonalika Engineering Group) (8th JULY 2013 – 10th December 2014)
Worked as Sales and Marketing executive at Riddhi motors Udaipur.  My work was to see the sales and marketing of their newly launched “EXTREME” multi utility vehicle(MUV). This car can be used in taxi as well as for private use. My working area was total region of Udaipur, Banswara, Dungarpur, Bhilwara and Chittaurgarh districts in the state of Rajasthan India.

I was given monthly sales target and also I work in these regions to give demo of cars to customers who are interested in purchasing these multi utility vehicles. My scope of work also includes to make customers understand the utility of these cars and to provide them the comparative knowledge of how this vehicle is more useful than the other of same type.
This car can also be used as an ambulance vehicle, therefore I used to visit hospitals for marketing of the product.
Also I used to meet people in different fields to market the product like taxi owners and Individuals  who are already using the vehicle of same type but another brand. I used to give  demo of our vehicle and convince them to sell our products.
Area Sales Executive in Snap Networks (8th April 2012 – 30th June 2013) www.violet3d.com
Managing sales and marketing of the product “Wireless Audio System” in Mumbai, India.
To maintain the channel sales by forming new dealers and giving more DMF (Direct Marketing Franchisee) of the company’s product to different traders & distributors. 

To visit to all dealers of audio systems and give them brief information of the product. And to convince them to take dealership of the company.

A regular visit to Croma stores (High Value Electronics Retail stores of TATA) to enhance the company Sales through promotional activities.

Provide an in depth reporting of the Sales on monthly basis to the management. 
Also promote the company product through online sites such as E-bay, Snap deal, etc. by offering more discount and services.

Also provide monthly reporting of closing inventory, stock delivery and stock return to the operational head.
 Marketing Executive at M/s Sadriwala Collection, Udaipur, India 

(10th May 2008- 10th September 2009)
Sadriwala Collection is a family owned business dealing in readymade garments for Kids, Ladies and Gents. My job profile was to look after the display of products in their 3 stores. Also design various discount offers on selected products. Help to sell out the dead stock fast by attractive prices. 

To promote the brand through various sources like pamphlets, billboards and advertisements in local print media. To work with sales team to take information about customer preferences on different clothing and to order the products according to the customers’ needs and demands.

To promote the sales by offering seasonal discounts like on Diwali, Holi, Eid festivals and other occasions like New year, Christmas, etc.
INDUSTRIAL EXPOSURE:
· Industrial Training- MBA-II semester
Organization: LOKENATH patterns and castings private. Ltd. Faridabad India
Duration: 2 months May 2011 to July 2011
Objective: Measuring customer satisfaction on company’s product on various dimensions like price, quality, etc, and a questionnaire was prepared and survey was done on 50 dealers using scale as Likert rating scale and further hypothesis testing was done in which the dimensions were accepted or rejected by using statistical tool z-test.
· Major PROJECT / Dissertation –MBA IV semester
Topic: ‘A study on customer attitude towards the private label brands’ In this project I check the customer preference towards private label brands own by brands like ‘BIG BAZAAR’ , ‘VISHAL MEGA MART’ , ‘RELIANCE RETAIL’ and many other retail stores in Udaipur area. And I found that majority of the customers were in favour of these brands. In order to their attributes like quality, price , etc, majority of the customers like these Private Label Brands.                            
ACADEMIC ACHIEVEMENTS:
· Qualified in RMAT (Rajasthan management admission test) 2010 with 700 rank.
· Given science Olympiad at school level conducted by Wipro and got a distinction position, 2002
· Participated in exams like national level science talent search exam at school level, 2011
OTHER ACHIEVEMENTS:

· Participated in workshop of 2 days on “Risk management in financial intermediaries”, SPSU, Udaipur, 2010
STRENGTHS AND SKILLS
· Good in maintaining Channel Sales, Market Research, 
· Can work as Data Analyst, Business Analyst & Business Developer Can Collect, analyze and synthesize data.
· Proficient in MS-Office
· Hard working and dedicated towards work, responsible
· Ability to work in team
· Energetic, enthusiastic and a polite person
· Capable of conversing effectively with people at all operational and managerial levels
· Can communicate in English and posses’ effective sales skills, as worked as sales executive.
PERSONAL DETAILS:
DOB

: 15/10/1988

NATIONALITY
: Indian
