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OBJECTIVE
Looking forward to a challenging and competitive atmosphere leading to a professional experience with a dynamic and progressive organization where my skills, talents and abilities will be tapped to the fullest mutual benefit.

CAREER OVERVIEW

A sales management professional with twelve years' experience in the IT (S/W,H/W) and Education  industry, I have a proven track record of developing new business and motivating a team to consistently exceed targets. I am now seeking a new professional challenge. 

Professional Experience

AFL PVT. LTD – CARTRIDGE WORLD DIVISION 



        

        Nov’13 – Till date

Designation:
Area Manager (TN & Kerala)
AFL Pvt. Ltd. the leading logistics, cargo and courier company is the Master Franchisee for Cartridge World in India, Sri Lanka, Nepal, Bangladesh, Bhutan and Maldives. Cartridge World operates in the fast-paced information technology environment. Advancements in information technology over the past decade have transformed business to be dependent on computers and printers. Consequently, recharging printer cartridges has become one of the fastest growing industries in the world. In servicing this market, Cartridge World has successfully provided an environmentally sound, economical solution to the growing costs of replacing printer cartridges. A printer cartridge can be refurbished & refilled for approximately half the price of a new one, providing substantial saving with output as good as new.
· Establishes productive, professional relationships with key personnel in assigned partner accounts. 

· Coordinates the involvement of company personnel, including support, service, and management resources, in order to meet partner performance objectives and partners’ expectations. 

· Meets assigned targets for profitable sales volume and strategic objectives in assigned partner accounts. 

· Proactively leads a joint partner planning process that develops mutual performance objectives, financial targets, and critical milestones associated with a productive partner relationship. 

· Proactively assesses, clarifies, and validates partner needs on an ongoing basis. 

· Sells through partner organizations to end users in coordination with partner sales resources. 

· Manages potential channel conflict with other firm sales channels by fostering excellent communication internally and externally, and through strict adherence to channel rules of engagement. 

· Leads solution development efforts that best address end-user needs, while coordinating the involvement of all necessary company and partner personnel. 

· Ensures partner compliance with partner agreements. Drives adoption of company programs among assigned partners. Proactively recruits new qualifying partners.


D M UNITES BUSINESS SOLUTIONS PVT. LTD.-Chennai                

          

         Nov’10 – Nov’13
Designation:
Sr. Business Development Manager (IT Solutions)
DM UNITES is a group of companies involved in versatile and allied activities of various aspects of business in Information Technology, Media, Business concept building, Operations, Marketing, Net Portals, Training, Consultancy, Properties, Event management, Travels and Tours and Corporate Collaboration.

· Responsible for achieving the set Sales and Revenue Targets for the Region.
· Establishing a Sales Plan for all the schools covered under the prescribed region.
· Identifying and targeting corporate for the company’s Business solutions and associated services.

· Establish a sales plan at the beginning of each month with each pre-sales and sales person, establishing realistic sales objectives for the month and establishing clearly defined and measurable action plans.

· Developing and executing sales promotion strategies to boost the market share and sales through activities such as Business fairs, workshops, presentations etc.
· Monitor each sales person’s daily performance against that sales person’s monthly revenue target.

· Understand and manage the financial sales data to determine how the region is performing against the monthly sales target.

· Building and managing a team of business partners for the designated territories and developing the skills of the designated team.


MANIPAL K12 Education Pvt. Ltd. - Chennai.



         


Dec’08-Nov’10
Designation:
Sr. Area Manager 


Edurite Technologies in collaboration with Manipal brings, Manipal K-12 Education Programme. Manipal K-12 Education Programme offers complete solutions for schools. Schools will benefit from our unique model where we will partner with them in all aspects - from curriculum to pedagogy, from quality management to school administration, from teacher capacity building to technology enabled learning.

· Manage the entire gamut of direct sales function for the organization with clear focus on revenue and bottom line at Area level.

· The major responsibility will be to deliver numbers and manage the Area and a team of ASM.

· Identify opportunity for new business development in ICT solution for current offerings and develop capabilities and skills required to be future ready.

· Managing large accounts for pre sales, sales and post sales to ensure customer satisfaction.

· Plan and implement sales strategy, sales monitoring and business development.

· Strong strategic thinking, leadership and team building qualities.

· Responsible for market positioning, strategy and execution and supporting the team in closing large orders.


OMR India Outsource Pvt. Ltd. - Chennai.



       

           Aug ’06-Dec’08
Designation:
Area Sales Manager -IT Products (Hardware and Software)

OMR India Outsource Pvt. Ltd. is a one Stop Solution for providing Products & Services for Document Processing to Specialized work of OMR /OCR and ICR. OMR India Outsource is a solution Driven Company and Markets and Support Major Brands of OMR World like Sekonic and Scantron products for OMR Scanners. OMR India Outsource has its own team of software development which develops customized software for OMR Readers.


· Promoting sales of IT Products (DRS, Sekonic, Scantron, Plustek OMR Scanners       and Remark Office OMR Software) through Channel sales and Direct sales. 

· Benchmarking the existing and new clients for new and expanded business    opportunities.

· Identifying corporate/institutional accounts in Corporate/Govt. /PSU/ Schools/ Colleges and Universities.  

· Initiating / developing relations with key decision makers in target organizations   for business development.



Seerock IT Services Pvt. Ltd. - Chennai.



        

          Jun ’03- Aug ’06
Designation:
Asst. Sales Manager- Software Products (ERP, SMS, HMS)

SeerocK IT Services Pvt. Ltd. is a software development company dedicated to the best talent with the best application development technologies, SeerocK IT Services provides IT solutions & services to satisfy the most advanced and demanding needs of customers.

· Maintaining relationship with clients and expansion of customer base thro channel building.

· Responsible to sell ERP, School and Hospital Management Software Products.

· Achieving annual Target through TPM.

· Development of field sales and marketing support functions across the region over time.

· Identify the opportunities for the new services & applications for the existing        infrastructure for additional revenues.

Education

2001 - 2003          Kurinji College of Arts and Science, Trichy.


Bharathidasan University, Trichy. 

· Master of Science[Computer Science]

1998 - 2001          Sri Venkateshwara College of Arts and Science, Peravurani. Bharathidasan University, Trichy.

· Bachelor Of Science [Computer Science]

Personal Details
Date of Birth


:          
31st May 1979

Sex/Marital Status

:
Male / Married

Religion/Nationality

:
Hindu / Indian

Declaration

I hereby declare that the above-mentioned details are true to the best of my knowledge.
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