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.
Job Expectations: - Seeking Assignments in Sales & Service delivery precisely in B2B Sales / Key Account Management, and looking for a management position that offers variety and the opportunity to develop both personally and professionally
SYNOPSIS

A result-oriented leader with proven success of over 9.11 years in different aspects of sales ,Process Management, Operations Management, Quality Management, Team Management & Customer Relationship Management An enterprising leader with proven abilities in leading teams towards the achievement of organizational goals and industry best practices. 
PROFILE SUMMARY 

A result-oriented professional with nearly 9.11 years of experience in:

Sales & After Sales Service 


Channel Partner Management 
Service Partner Management

Business to Business (Sales and Service)
Business to Consumer (Sales and Service)

Retail Operations



Call Centre Operations (Tele-sales)
Quality Management System

Team Management  


Key Account Management –Service and Customer Grievance 

· Presently on notice period with Vodafone, Uttar Pradesh East Circle as Senior Executive – Sales and Service (Customer Relationship Management)

· To handle the end-to-end telecom & connectivity needs of a set of Key accounts. Ensure achievement of the sales & Revenue targets, by selling Data, Voice, VAS and new product solutions

· Handle day-to-day customer management operations and provides timely resolution for customer issues and complaints

· Responsible for the development and achievement of sales through the direct sales channel.

· Focusing on growing and developing existing clients, together with generating new business.  

· Write Business Plans for all current and opportunity tender business.

· Identifying & developing new leads from new / existing accounts, coordinating first kick-off meetings, reviewing customer requirements, identifying Company capabilities for designing resolutions

· Responsible for achieving the set order booking/ revenue targets for the vertical in the region by effectively handling Key accounts and taking care of their entire range of telecom requirements across all data & voice solutions.

· Expertise in evaluating, establishing & maintaining MIS development policies and procedures

· A keen communicator with excellent relationship management skills.

CORE COMPETENCIES

· Handling each customer transaction from end-to-end and ensuring customer delight, despite drastic increase in number of transactions

· Managing difficult customers competently while ensuring no customer churns

ORGANIZATIONAL EXPERIENCE

Vodafone Mobile Services Limited (Uttar Pradesh East Circle)

March 08’ to till date’ 
Senior Executive – Sales and Service (Customer Relationship Management / Key Accounts) VODAFONE INDIA LIMITED
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Role and Responsibilities:

1. Effective client management 

2. Customer issue resolution within TAT 

3. Increase account penetration 

4. Knowledge sharing with other team members 

5. Timely project kick off meetings 

6. Process Compliance 

7. Critical Behavioral Competencies

Dec 05’ to June 08’ Retail Sales and Service Executive (HNI / Corporate and Post-paid Customers) THE EMINENT (Channel of HUTCH) Currently Vodafone.
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Role and Responsibilities:

· Doing Welcome Visits, Courtesy Visits, Health Check and Retention Visit.

· Generating Sales lead from the store.
· Managing customer relationships/Satisfaction

· Making sales/Service calls and handling enquiries from potential customers. 

· Analyzing and investigating price, demand and competition

· Planning and presenting ideas and strategies

· Writing reports

· Helping C&C team in collection, Planning and implementation.

· Selling/Promoting  Enterprise products as in TFS,VLT and ILL

· Providing assistance on Queries, Requests and Complains on Email and one on one.
Academic Qualification:

· High School from UP. Board in the year 1997
· Intermediate from UP. Board in the year 1999
· Graduation from Lucknow University in the year 2002
Professional Qualification: 

· Certificate in computing from IGNOU
· Diploma in hardware computing.
· Well Versed with the Software’s like

Telnet, Voucher Management Systems, NICE Software, Customer Relationship Management by ORACLE.

Following Development Programs Organized by Vodafone.
 “Positive Attitude” by Sanjay Saluja (XLRI Jamshedpur)
 “Coaching Skills” by Gautam Gothi (IIM Ahmedabad)
 “Train the trainer” by Mafoi 
“Train the Quality” by Vodafone.

