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PERSONAL SUMMARY
A hands on & aggressive sales professional with 14 years of extensive sales experience, can take responsibility to develop profit oriented sales &  has ability revive the existing business.

EMPLOYMENT SNAPSHOT
Sharaf DG                                           Key account Manager                            ( Aug 16-Till date)
Takyon  Network Pvt Ltd                    -  Assistant General  Manager                      (Feb 15-Till date)
Reliance Communications Ltd.                  -  Key Account Manager                       (May’13 – Jan’15)    
Mts India Ltd                                                     - Lead (Enterprise Sales)                      (May’12- Apr’13)
Tata Tele Services Ltd    - Dy. Mgr         -   (Channel and SME Sales)                   (May’06 – Oct ’11)
Customer Connect (I) Pvt. Ltd.                         - Lead (Direct sales)                     (Aug ’04 – May’06)
KCC Software Ltd.                                                     -  Executive (Sales                       (Mar’02 – June’04)
CAREER CONTOUR      (Last 4 Positions Held)
SHARAF DG  (ETISALAT)                           (August 2016 – till date)

Key account Manager 
Expanding business footprints and achieving strategic goals by driving new business opportunities through SMB key accounts for Data & Voice services in the mobility segment.

Key Deliverables:

· Develop business plan and processes for SMB Sales. 

· Manage presales metrics such as funnel, win rates and close rates for the BU growth. 

· Increase the Market Share and meet the revenue goals of the company. 

·  Manage Corporate (Named) account business teams & marketing functions..

·  Interact with senior level staff (Key Decision Makers) at client’s end, deliver presentations & lead discussions/negotiations at a later stage of the sales cycle as the case gets matured.

· Address client’s escalations whenever there are some concerns with focus on customer satisfaction & process adherence..

· Conduct opportunity analysis by keeping abreast of market trends and competitor moves to achieve market-share metrics.

· Facilitate intra departmental activities viz. pre-sales, service delivery, operations etc.

· Management of ARPU & Churn Management. 

TAKYON NETWORK P LTD                                                         (Feb 2015 – till date)

Assistant General Manager                                              

Expanding business footprints and achieving strategic goals there by driving new business opportunities & spearheading turn key projects for top corporate & government accounts In the domain of Data, Voice, Server & Storage, Network Security & Surveillance. 
Key Deliverables:
Business Development
· Provide Solution for hardware and network connectivity like microwave links, Optical fiber network, interconnectivity between telephone exchange, WAN, video conferencing & connectivity over RF.

· Develop business plan and processes for Corporate & Government Sales verticals of the organization in the domain of Data, Voice, Server, Storage, Network Security & Surveillance.

· Conduct market review / study and analyze competitor activities thereby devising strategies to counter them.
· Build a strong network& business relations with major accounts including corporate & institutional clients for bulk deals. Plan & achieve the budgeted regional sales & revenue targets.

· Establish high potential channel partners for business development & expansion .Work closely with Various vendors Like CISCO, HP ,Dlink ,Polycom, Polysize to deliver turnkey projects for various Prestigious Clients.
Team Management
· Being  Sales Head, responsible to generate sales with Top line and Bottom line. Ensure that planned sales is achieved through a team of  2 SMs & 8 ASMs

· Provide leadership / guidance to the Sales Team for achievement of sales and by helping them acquire new customers, in addition to up selling to existing customer base.
· Monitor the progress of sales operations, projection sales and revenue targets.
Accomplishments:

· Got prestigious projects for the organization including VC solution for connecting various Prisons of Western UP with District Courts.
· Increased customer base by 23% with in 3 quarters while maintaining premium service levels with existing accounts.

RELIANCE COMMUNICATIONS LTD.                                                                                                     (May 2013 – Jan 2015)

KEY ACCOUNT MANAGER (CORPORATE WIRELESS GROUP)   
Expanding business footprints and achieving strategic goals by driving new business opportunities through top corporate & government key accounts for Data & Voice services in the mobility segment.

Key Deliverables:

· Develop business plan and processes for Corporate Sales. 

· Manage presales metrics such as funnel, win rates and close rates for the BU growth. 

· Increase the Market Share and meet the revenue goals of the company. 

·  Manage Corporate (Named) account business teams & marketing functions..

·  Interact with senior level staff (Key Decision Makers) at client’s end, deliver presentations & lead discussions/negotiations at a later stage of the sales cycle as the case gets matured.

· Address client’s escalations whenever there are some concerns with focus on customer satisfaction & process adherence..

· Conduct opportunity analysis by keeping abreast of market trends and competitor moves to achieve market-share metrics.

· Facilitate intra departmental activities viz. pre-sales, service delivery, operations etc.

· Management of ARPU & Churn Management. 

Accomplishments:

· Increased the sales from by 10% within 11 months of joining.
· Demonstrated an unwavering commitment to customer service, adding new customers while maintaining premium service levels with existing accounts.
MTS INDIA LTD.                                                                                                                                        (May 2012 – April 2013)  
LEAD (ENTERPRISE SALE)        
Key Deliverables:

Business Development

· Formulating strategies and reaching out to the unexplored market segments/customer groups for business expansion.

· Conceptualizing & implementing policies for the organization, organizing promotional campaigns and ensuring accomplishment of business goals.


Team Management
· Supporting Team Leaders in Client interactions / lead negotiations & commercial terms with potential clients during the sales cycle (Including demonstrations, CRM, sales presentations, Proposal response process etc.) as the case gets matured. 
· Headed the DST sales vertical with a team size  50+ sales professionals. 
· Training the team to achieve better performance, monitoring and reviewing the performance of the team Conducting meetings for setting up sales objectives and designing or streamlining processes to ensure smooth functioning of sales operations.

Accomplishments:

· Earned a reputation for maintaining a positive attitude and producing high-quality work amongst peers and the higher management during the service tenure.
TATA TELESERVICES LTD.                                                                                                             (May 2006 – October 2011)
DEPUTY MANAGER  (DST & CHANNEL SALES)                                                   
Key Deliverables:
· Headed the DST sales vertical with a team size  40+ sales professionals. 
· Being part of Direct Sales team SME , the primary task was to Acquire Small medium enterprise Account  .
· Instrumental in recruitment, training and performance management of  DST and Channel Sales Executives
· Monitor competition and provide market intelligence, identify new opportunities for revenue enhancement through close interaction with customers. 
· Instrumental in hiring, training and performance management of  Dst and Channel Sales Executives
· Instrumental in appointing high potential channel partners (DSA)  for business development & expansion
SCHOLASTIC
· 2011-2012 - MBA Marketing from Karnataka State  Open University

· 1996-1999 - Bachelors In Arts from M.J.P. Rohilkhand University, Bareilly (UP)
ADDITIONAL QUALIFICATION
· 2001-2002 - Advance Diploma in Computer Networking from ET &T Computer Education NDSE-I, New Delhi. 
PERSONAL DOSSIER

Date of Birth           : 3rd October 1977

Nationality              :  Indian

Languages Known  :  English & Hindi

I am blessed with the vision, determination and skills needed for high-level, revenue-building strategies and tactics. I have an analytical mindset with team building and leadership qualities. Discipline, Dedication and Self Confidence are my key strengths which encourage me to achieve the impossible. I am keen on learning and exploring various cultures, like to play chess and solve puzzles.

�


AREAS OF EXPERTISE





B2B Sales & Marketing


Enterprise Sales


Client Servicing


Government & PSU Sales


Channel & Direct Sales


Strategic Planning


Sales Forecasting & Presentations


Account Acquistion


Key Account Management


Business Negotiations


Team Building & Leadership


Lead & ARPU Management


Bid management


Revenue Growth





 FORTUNE 500 COMPANIES 





 Panasonic, Cargill


Mckinsey,Panalpina Grohe, , HUL, Arcelor Mittal, Sony,Erricson, Amazon, LI & FUNG, Metlife, Siemens … & More 





TOP INDIAN CORPORATES 





Bennett & Coleman, HT Media,  DLF, Zee Tele Films, T Series, Maruti Udhyog, Subros, Tata Motors, Jindal, Hindalco, ICICI, L&T … & More 





GOVERNMENT & PSU 


Ministry of Energy, Ministry of Defence, Ministry of Tourism, Indian Railways, BSNL, Indian Army & Uttarakhand Secretariat, Lucknow Secretariat, Department of Justice, RTO, Department of Economics & Statistics.
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