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My work experiences have equipped me with knowledge and skills in Media / Online sales, Banking / Financial Sales, Marketing Operations and Customer Service Functions. Ensuring good working relationships, achieving sales targets on the basis of adopting aggressive techniques in marketing, promotions and selling plus maintaining dedicated work approach has been the core of my work disciplines. I am a committed and dedicated team leader taking pride in being direct, spontaneous and responsible. Eager to work with an organisation of repute which will recognise, appreciate and fully utilise my current skills & knowledge base, while providing opportunities for growth & career advancement.
Skill Set: Effective Communication, Presentation & Negotiation skills, Ability to close deals by understanding client's needs and target readership.
SKILLS
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· Accomplished manager 
· Natural leader 
· Persuasive 
· Strong time management 
· Publishing expertise 
· Sales strategies 
· 
Strategic marketing 
· Sales training 
· Organised 
· Digital marketing 
· Online and mobile consumer marketing tools 
· E-mail and direct mail marketing campaigns 
WORK HISTORY
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ACCOUNT MANAGER, 03/2015 to Current 
TURRET! MEDIA – MEDIA CITY, DUBAI
· Set up processes during launch phase of the magazine "Dubai Week". 
· Directed and coordinated marketing activities and policies to promote the magazine. 
· Analyzed third-party data and investigated new growth opportunities. 
· Collaborated with media houses and advertisers to market the magazine. 
· Preserved brand integrity by monitoring the consistency and quality of advertising content. 
· Developed and implemented campaigns for email, online advertising, search engines and direct mail. 
· Defined and tracked campaign effectiveness and adjusted strategies accordingly. 
ACHIEVEMENTS:
· Generated revenue in excess of AED 15,000 per week in the launch phase of the magazine. 
· Achieved sales target of AED 75,000 pm from the 3rd month onwards. 
Skill Set: Presentation & negotiation skills, ability to close deals by understanding client's needs and target readership
through effective communication.
!
ACCOUNT GROUP MANAGER , 07/2009 to 02/2015  AL! NISR PUBLISHING LLC. (GULF NEWS) – DUBAI  
· Sales and planning for traditional print and online medium. 
· Prepare on time, a comprehensive sales planner which ensures a complete and systematic coverage of prospective clients for a particular topic or product. 
· Increase revenue / market share through hard selling, being proactive in selling new concepts. 
· Communicate with corporate clients & their agencies to ensure stronger relationships. 
· Attend to client / agency queries on a timely basis and try to resolve the query ensuring speedy closure and also ensuring the relation is maintained, whilst minimising the value of EMCR's. 
· Co-ordinate with advertisement control dept. to ensure the release of the advertisements is carried out as per requirements and on schedule. 
!
!
ACHIEVEMENTS:
· Appointed as Team Leader and handling a team of 4 CSA's. 
· Achieved target set in the 2nd month from joining the department. 
· Credited with having the lowest NTP till date. 
· Highest revenue achiever for the last quarter in 2013. 
Skill Set: Effective Communication, Presentation & Negotiation skills, Ability to close deals by understanding client's
needs and target readership.
!
ACCOUNT GROUP MANAGER, CIRCULATION SALES, 08/2008 to 06/2009  AL! NISR PUBLISHING LLC. (GULF NEWS) – DUBAI
· Responsible for maintaining and growth of the subscription base in area of operation. 
· Leading a team of 5 Distribution Agents & 60 Distributors to ensure achievement of targets during promotions. 
· Keeping track of daily churn and making efforts to revive & maintain the subscriber base. 
· Cross sell of various other publications. 
· Ensure flow of knowledge skills & training to the Distributors / Distribution Agents to ensure output as per targets. 
ACHIEVEMENTS:
· Achieved 99 % of my target during the promotion. 
· Achieved a high ranking out of 22 teams during the promotion. 
· Rewarded for performance even though I was not a team leader as the teams were pre decided before my appointment. 
Skill set: Strong Interpersonal relations, Team Management and Negotiation Skills.
!
SR. MANAGER, 08/2007 to 05/2008  HDFC! BANK LTD. – MUMBAI, INDIA
· Handling a team of four Sales Managers and their teams of approx. 30 CSE's. 
· Responsible for New Corporate Acquisition and enhancement of relationships. 
· Achieving Number Targets & Value Targets of the 27 branches under my purview. 
· Training and monitoring of the entire sales team along with the Sales Managers. 
· Cross Sell of various other banking products. 
ACHIEVEMENTS:
· Achieved 100% annual targets for 24 out of 27 branches in my cluster (Mar-08). 
· Ranked 14 out of 42 Area Sales Manager's Pan India. 
Skill set: Strong Team Management skills, Effective communication, Negotiation & Presentation skills that enable me in
acquiring new corporates.
!
SALES MANAGER, 03/2006 to 07/2007 
ICICI! BANK LIMITED – MUMBAI, INDIA
· Sales and business development for Mumbai North and the corporate there-in. 
· Responsible for the New Customer Acquisition (NCA) and Enhancing Relationships. 
· Value (ERV) from existing relationships through Cross & Up selling. 
· Operating on an incremental value target of 120 Crore through New Customer Acquisition apart from target for cross & up selling. 
ACHIEVEMENTS:
· Achieved 107% of target taken for FY 06-07 through key relationships like Nortel Networks, Praxis Interactive Technologies, PFH Investments, Digite Software &Pidilite Industries, TCS, Datamatics Tech., Syntel Limited & group companies to name a few. 
· Received appreciation from National Business Head for all India highest figures in fee based income of 70 lakhs. Skill set: Strong Team Management skill, Ability to close deals by understanding client's financial needs and the bank's 
risk and regulatory parameters; Presentation skills and Client servicing with processes driven approach.
!
!
!
MANAGER MARKETING, 05/1998 to 03/2006 
TIME! PACKAGING LTD – MUMBAI, INDIA 
· Achieving sales targets and setting new goals. 
· To compliment marketing activities by formulating strategies to help develop the brand in the region. 
· To identify and open new towns as per the guidelines given by the Sales Manager. 
· To generate and monitor primary & secondary sales achievement plans. 
· To design and recommend promotional schemes for the region. 
· Sales and after sales service for institutional clients. 
· To formulate strategy and criteria to enhance the existing distribution network. 
· Training and managing a sales force in Mumbai. 
ACHIEVEMENTS:
· Assigned a portfolio of distribution and retail sales for Western India within a period of 3 months of employment. 
· Credited as the individual with the fastest growth rate with respect to the appointment of distributors and dealers network across India. 
· Skill set: Interpersonal Relations, Negotiation skills, Organisational ability & Strong team ethics.
!
AREA SALES EXECUTIVE, 10/1995 to 04/1998  PADMINI! POLYMERS LTD. – MUMBAI, INDIA
· Retail & institutional Sales of pet jars. ACHIEVEMENTS: 
· Lead a sales team in retail sales from March1996, and achieved the highest sales in comparison to the past 2 years in retail sales. 
· Also set up dealer networks in Maharashtra. 
Skill set: Aggressive Sales & Negotiation skills.
!
SR. SALES EXECUTIVE, 06/1993 to 09/1995  KIRTI! ENTERPRISES – MUMBAI, INDIA
· Institutional Sales of moulded& office furniture. ACHIEVEMENTS: 
· Conducted sales and after sales service for major institutions like Air India, Reliance, Indian Oil, ONGC at a time when competition was at its peak and also retained the above clients. 
· Lead a sales team for March 1994, thereby recording a 38% growth in sales. 
Skill set: Aggressive Sales & Negotiation skills.
EDUCATION
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MBA: FINANCE, 2006 
L.N. WELINGKAR INSTITUTE - MUMBAI, INDIA
· Finance coursework 
· Coursework in Integrated Marketing Communications 
DIPLOMA IN BUSINESS MANAGEMENT (DBM): 1994  
.N.WELINGKAR INSTITUTE - MUMBAI, INDIA 
!
Bachelor of Arts: WORLD HISTORY, 1993 
UNIVERSITY OF MUMBAI - MUMBAI, INDIA
!
ACCOMPLISHMENTS
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!    Merit Certificate of accreditation for "Selling in the Recession" awarded in Jan 2010.
PERSONALINFORMATION
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Date of Birth
: 03.12.1972
Driving License
: UAE & India
Marital Status
: Married
LANGUAGES

English, Hindi, Marathi and Konkani
REFERENCES

REFERENCES
: On request.
