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Career Vision; Aspiring for a growth-oriented career in Business Development/ Key Account Management/ Brand Management/ Advertising/ Retail with an organization of repute.
Domain Experience (Government: State & Federal; SMB; Re-sale Partners)
· Product Marketing & New Clientele adoption 
· Technical/Business Decision Maker mapping and relationships 
· Incubate Partner Eco-system 
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PROFESSIONAL SYNOPSIS
· A keen implementer with nearly 10 years of experience and gained expertise in managing entire operations with key focus on bottom line profitability by ensuring optimal utilization of resources. 
· Was associated Sharp Business Systems(India) Limited as a Sr. Territory Manager-Corporate Sales 
· Possess expertise in skilfully managing all aspects of a Concept Selling, Account Management, Customer & Channel Sales, Channel Development and Expansion Planning, Product Management, Sales Management, Logistics and Support, Execution of Promotion Strategy and MIS. 
· Effective communicator with skills in interfacing with clients, suggesting viable product range, cultivating relations with them for securing repeat business and ensuring quality delivery of projects to the clients. 
· Strong analytical, problem solving & organizational abilities and proven track record of forging business partnerships with dealers & channel partners. 
· Abilities in organizing, interpreting and communicating market information / data to facilitate the decision making process of the top management 
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ORGANISATIONAL DETAILS
April 2014 – January 2015 with Commercial Bank of Dubai (CBD) As a Relationship Manager-Personal Loans
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· Identifying prospective clients, mapping their requirements and developing potential clients in the segment of Corporate, Govt, MNC’s and strategizing sales pitch and negotiating with them and sell Banking Product Portfolio. 
· Relationship building with new and existing clients and liasoning with Implementation and development team to fulfill commitments to client of the region. Looking after entire territory of Dubai & Sharjah. 
· Participating in Marketing Activities like Exhibition’s, Seminar’s, Road-shows, Event’s and generating good footfall. 
· Account Mapping 
-Understand the customer's business and document processing needs. -Plan and execute actions to acquire new customers. 
· Customer Relations Management 
-Ability to assess the customer’s expectations and their Work & Documentation flows -Retaining CBD’s existing customer and ensure their satisfaction index is green. -Appoint lead generation partners in respective locations and handle them effectively 
· Cross functional interaction 
-Closely work with the Finance & Credit Division. 
-Forecast the number of prospects required to achieve the targets. 
· Reporting 
-Timely reporting of Monthly plans and targets achieved. 

-Own sales plan for purpose of planning and actual business results. -Regularly update the knowledge on market information and competition.
· Handling entire Dubai & Sharjah region directly. 
Sept’11 –March 2014 with Methodex Systems Ltd. As a Sales Manager-High-End Educational Products

Sales & Marketing
· Responsible for high end educational products and marketing & selling product lines like Projector’s, Interactive Board’s, Interactive Panel’s, Visualizer’s, E-Beam etc. Handling Integration of Smart Classrooms & Digitization of Conference Rooms on PAN India Basis for government/corporate/educational institutions etc. 
· Handling Marketing & Sales directly & with Channel Partners. 
Aug’10 –August 2011 with Sharp Business Systems (India) Ltd. as Sr. Territory Manager-Corporate Sales

Sales & Marketing
· Responsible for Corporate sales in for Projectors ,Video Wall, Professional Lcd Panels, PC Less Conference Suite, LCD Touch Panels, MFD(Multi Functional Devices, Air Conditioners, PCI Air Purifier, Cyclone Cleaner , Fax machines & Solar Panels. 
May’06 – July 2010 with Globus Infocom Ltd. As a Area Sales Manager

Sales & Marketing
· Lead the marketing and sales operations in the assigned region of Uttar Pradesh, Madhya Pradesh, Punjab, Delhi and NCR in INDIA. 
· Lead the Marketing operations for a specific product line. 
· Managing a team of Sales-Business Development Executives, Telemarketing Executives, Pre-sales and achieving operational and sales objectives. 
· Involved in formulating monthly & quarterly action plan for the entire team of state and achieving targets through them. Leading, training and motivating teams and assisting them in meeting the assigned targets 
· To work in tandem with channel partners, motivate them and identify new partners in areas where we are not represented. 
· Handling Product Lines like Multimedia Projectors, Boards, Panels, Visualizers, LCD/LED TV, Data Wall/Video Wall Video Conferencing etc (Conference Room/Ops Room/Board Room Solutions) & Education Solutions like Smart Classroom & Community Learning Solutions & dealing with Architects like RK Associates, Feedback Ventures, Space Matrix etc, advertising agencies etc for various solutions. 
· Devising marketing strategies to tap/ explore greater market/ business volumes. 
· Business strategy planning & analysis for assessment of revenue potential & opportunities to achieve planned targets. 
· Providing Product Training to the new employees 
· Giving presentations in front of Senior Key People covering the concepts of strength, Product, Feasibility, Value for Money & Deliverables. 
Business/Region Development
· Identifying prospective clients, mapping their requirements and designing of proposals and conducting techno-commercial presentations for new business development. 
· Examining competitor activities and keeping abreast with the latest market trends and requirements. 
· Account Mapping in terms of Key Persons, Business Potential, Competition, Key Success Factors& Purchase cycle of Major Accounts. 
· Relationship building & penetration for different products and services offered. 
· Presentations to Senior Key People in terms of strength, Product, Feasibility, Value for Money & Deliverables. 
· To ensure Closures to achieve Win-win Situation with Client. 
· Coordinate the sales promotion activities in the territory. 
· Handling a team of Executives 
· Manage the flow of orders and co-ordinate the deliveries of/to customers with help of business development managers and post sales coordinator. 
· Provide administrative and technical support to Sales and account managers, accordingly. 
· Responsible for complete execution of entire sales cycle staring from introducing the entire product range to demonstrations to payment follow ups. 
Corporate &Channel Management
· Developing dealers/distributors/business allies to develop business infrastructure. 
· Monitoring the performance of dealers and distributors with key emphasis on achieving revenue and collection targets. 
Highlights
  Received appreciation letter from the client and the dealer for the services rendered.

· Supplied various IT related products for the Educational segment like schools, colleges, universities etc , Army, Navy, Air Force & Government & Corporate clients 
· Overachieved the target from 3 Crore to 5 Crore which increased the profits of the company. 
· Successfully expanded the dealer network and appointed 11 more dealers. 
PREVIOUS ASSIGNMENTS  (Pursuing while Graduation)

	M/s Bigtree Entertainment Pvt. Ltd., Rohini, New Delhi
	Delhi Supervisor
	Nov2005-April 2006

	Joined the company as a Team Leader and got promoted as a Delhi Supervisor within a span of 3 Months

	M/s Samsung Electronics, New Delhi
	Telemarketing Executive
	Mar 2005-Oct 2005



FUNCTIONAL SKILL SET
· Marketing: Identifying new streams for revenue growth & developing marketing plans to build client preference. 
· Branding / Promotions: Initiating creative campaigns and possessing ability to evaluate and construct new brand propositions to reposition and/or achieve ‘break-the-rules’ market leadership. 
· Research & Development: Conducting research and market analysis through the full product life-cycle strategy for growth and short-term rapid turnaround in crisis situation. 
· Client Relationship/Business Continuity Management: Drive direct relationships with the key Decision Makers & the Technology Influencers; Maintain daily contact with clients and interact with other agencies that perform the outsourced activities. Receiving briefs on products campaigns and therefore deciding upon the chosen advertising medium by the accounts handlers and the client. Follow-up on product marketing campaigns and drive decisions to choose right advertising medium by the accounts handlers and the client. 

EDUCATION
2006
B.A Pass from Delhi University, Delhi, INDIA
2003
Senior Secondary from CBSE from Tagore Public School, Jaipur, Rajasthan, INDIA
Other Qualification
Basic Computer Course from Aptech, New Delhi

NOTABLE ACCOLADES
· A vivid athlete at State level - Won Gold and Bronze and Cricket Tournament. 
· Played Athletics at National level and Basketball at District Level. 
· Represented the State of Rajasthan for WWF (Wild Life Fund For Nature) at Pachmarhi (M.P.). 
· Came in Outlook Magazine for 2 consecutive years (Nov. 2005 & Oct. 2006). 
· Co-ordinated induction and training sessions for new recruits at Globus Infocom Ltd. 
· Participated as a spokesperson for Annual Sales Meet of Globus Infocom Ltd. 

PERSONAL DETAILS
Date of Birth
31st March, 1986
Languages
Hindi, English, Gujarati
UAE Driving License
Yes, Available

