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A motivated and energetic professional targeting assignments in Sales/Marketing, Retail Pharmacy, Hospital Administration, Purchase and Supply Chain Management roles in 
Pharmaceutical and Health Care Industry preferably in Dubai/ UAE/ Bahrain

PROFILE SUMMARY

•
A solution oriented Marketing Management professional with over 2 years of experience in Sales/Marketing in Pharmaceutical industry
•
Successfully completed M.Pharm. from KLEU’S College of Pharmacy, Belgaum in 2012 with 67.5%
•
Strategist cum implementer with insightful knowledge of pharmaceutical and healthcare industry  

•
Key role in process improvement by delivering significant business impacts and contributing to the company by improving sales, revenue and customer service

•
Proven track record of planning & executing new ideas and helping the company in expanding business

•
Strong interpersonal and communication skills with enthusiasm to work in a challenging environment

•
Efficient in delivering results for the business by use of excellent networking skills

ORGANISATIONAL
ORGANISATIONAL EXPERIENCE

India Pvt. Ltd, Pune















(Mar’14 - Present)

Sales Executive, Volume Therapy Division

Key Result Areas:

•
Promoting the use of products of Pvt. Ltd. by interacting with physicians and hospitals through one-on-one meetings & presentations, professional education programs and other appropriate means

•
Executing sales & business territory plan activities as identified by the marketing team, supporting customers in using company resources and promotional activities
•
Compiling detailed records of all clients; planning work schedules, weekly and monthly timetables

•
Making recommendations to Doctors, Pharmacists and Hospital Medical Teams on increasing purchases 

   

and increasing availability of products in hospitals 
Highlights:
•
Implemented effective strategies such as arranging Continuing Medical Education (CME) programs on the topics related to products such as

· Use of colloids in management of hypovolemia 

· Advantages of using balanced crystalloids as compared to Normal Saline (NS) and Ringer’s Lactate(RL) in fluid management therapy

· Use of closed system, pvc free, self-collapsible bags containing crystalloids in fluid management therapy

•
Launched products such as Kabilyte and Kabipara and increased awareness and use of the company's pharmaceutical and medical products such as Voluven, Freeflex,Kabilyte through various conferences and campaigns 
•
Successfully achieved highest secondary sales for the brand Kabipara amongst team members of Pune region

•
Monitored the market and compiled data pricing, new or emerging technologies and products, delivery procedures, and competitor merchandising techniques on competitor products such as Haemaccel, Hestar, Stereofundin, Perfalgan, Paracip, Unibag

•
Extended territory wise coverage and worked with follow-up on potential customers which increased the penetration of company products to the interior areas and sales

· Increased the annual sales from 70lacs INR to 80lacs INR within 10 months of joining the company and hence achieved 14% overall growth  

Unichem Laboratories Ltd., Pune 


















 (Dec’12 – Feb’14)

Sales Promotion Executive, UVA Division

Key Result Areas:

•
Sold the company's products which included medicines, and prescription drugs to a variety of customers including General Practitioners, Hospital Doctors and Pharmacists 

•
Established alliances, tie-ups with financially strong and reliable distributors & dealers, resulting in deeper market penetration and reach

•
Arranged appointments with Doctors, Pharmacists and Hospital Medical Teams for creating awareness and promoting products; disseminated relevant product information and samples to medical professionals

Highlights:
•
Supported the launch of new products in accordance with market segment mapping; conducted viability studies for the positioning of brands like UVACEF, D3 High, etc.
•
Distinction of receiving Top Performer award in Pune territory for launching the brand UVACEF for 2013-14

•
Distinction of attaining First rank in induction training, quarter meetings and annual meeting in the competition held regarding detailing, product knowledge and communication skills

· Succeeded in increasing  business from 24 lacs INR to 28 lacs INR within 1 year of joining the company and contributed to 17% increase in business  
PREVIOUS EXPERIENCE

Shree Medical Stores, Shahupuri,Satara as Pharmacist









(May’12 – Nov’12)

Key Result Areas:

•
Sold medicines and related items to the patients/customers as per the requirements and prescriptions

•
Reviewed & filed prescriptions and entered orders in computer

•
Oversaw inventory management, updated & maintained required stock level & performed related duties

ACADEMIC DETAILS

2015
Post Graduate Diploma in Marketing Management from Welingkar Institute of Management with 65% 

2012






M.Pharm. from KLEU’S College of Pharmacy, Belgaum with 67.5%

2009






B.Pharm. fromSatara College of Pharmacy, Satara with 61.15%

2005






12th from YCIS, Satara, Kolhapur Board with 63.33%

2003






10th from New English School, Satara, Kolhapur Board with 73.06%
IT SKILLS

•
Conversant with MS Office and Internet Applications

PERSONAL DETAILS

Date of Birth:



27th July, 1987 

Languages Known:

English, Marathi and Hindi

Nationality:                        
Indian

Marital Status:



Single

Please refer Annexure for academic projects
Annexure
ACADEMIC PROJECTS
Title:

Managing Brands over Lifecycles-Challenges- An Overview
Duration:

Jul’14 - Dec’14
Description:


· The project was undertaken in order to understand the concept of Product Life Cycle (PLC) and the PLC management of brands of different segments.
· Described the challenges faced in PLC management and the strategies used to overcome them
· Analyzed the different phases of PLC using graphs and explained the opportunities and challenges in each of the phases. 
· The study suggested that if a business wishes to increase its salesit must carefully consider how best to extend the life of its product through appropriate promotional activities and more relevant messages

Title:

Formulation and Characterization of Carbamazepine microemulsion for Intranasal 


Delivery

Duration:

Jul’11-Feb’12
Description:



· Undertook a project to formulate a stable microemulsion using different oils and 

its evaluation
· Prepared microemulsions using oils, surfactants & co-surfactants and conducted their stability tests 
· Carried out ex-vivo permeation studies and in- vivo studies of the formulated 
microemulsion
· A satisfactory attempt was made to formulate an O/W microemulsion of Carbamazepine for intranasal delivery
· It was concluded that after intranasal administration the drug can be successfully targeted to brain through the olfactory pathway and was able to give rapid effect in the treatment of epilepsy

