KINAYATH 










Kinayath.337232@2freemail.com
BUSINESS DEVELOPMENT / RELATIONSHIP MANAGEMENT /
 CORPORATE SALES / TEAM MANAGEMENT

A seasoned Sales professional with over twenty-one years’ experience in Office automation, Broadband/ISP, Telecom accessories, Retail Consumer rewards marketing. I have a proven track record of developing new business, key account management and motivating a team to consistently exceed targets. 

Competencies

Sales & Business Development / Channel Sales Management / Key Account Management / Merchant Acquisition - Training & Development / Distributor Management / Corporate Sales / 
Merchandising & Promotion / Team Management

Career Snapshot

	Head Sales
	TELEKONNECTORS LTD 
	June ‘16 –   Current

	Sales Head – N & S
	DOOR SABHA NIGAM LTD – (DSNL)
	Nov ‘11 – Jan’16

	Partner Manager
	LOYALTY SOLUTION AND RESEARCH LTD
(i-mint / PAYBACK)
	Mar ’07 – Nov ’11

	Manager-Sales & Access Operations 
	TATA - VSNL (ISP)
	Apr ’03 – Mar'07

	Territory Sales Manager 
	TELEKONNECTORS LTD
	Jun ’01 – Apr ’03

	Territory Manager
	GBC MODI CORP LTD
	Jul ’98 – May ‘01

	Territory Sales Manager 
	TELEKONNECTORS LTD
	Nov ’95 – Jun ’98

	Sales Executive
	STERLING BUSINESS MACHINES   –   Dealer MODI XEROX
	Apr ’95 – Nov ‘95


OCCUPATIONAL CONTOUR
M/s TELEKONNECTORS LTD






June ‘16 –   Till Date

Head – Tester, Speciality Patch cords & Security solutions
Telekonnectors Limited (TLK), a pioneer in communication headsets, Analog phones, copper cable testers & Speciality patch cords. Analog business phones, tone generators, tracers and specialty patch cords are new additions to our product range.
Key Result Areas (KRAs)

· Entrusted with the responsibility of managing PAN India sales for Cable Testers, Patch cords & Security solution.
· Managing the Business Development, Sales & Marketing operations and accountable to achieve budgeted sales. 
· Understanding competition to fine-tune the business strategies to increase the business share.
· Responsible for leading the development and implementation of all marketing programs and strategic sales activities

· Develop good relationship with system integrators and hardware / networking resellers.
· Analyzing & reviewing the market response / requirements and communicating the same to the backend team for accomplishment of the business goals.
Door Sabha Nigam Ltd – (DSNL)





Nov ‘11 –   Jan’16
Sales Head 

DSNL is a leading provider of world class Integrated conferencing services. 

Key Result Areas (KRAs)
· Leading, training & monitoring the performance of over 32 team members including Managers, 
Assistant
Managers, Sr. Executive & Sales Executives  to ensure efficiency in sales operations &
meeting of individual &
group targets

· Enhanced overall revenue in spite of reduction in ARPU & Increased Customer Acquisition (5% M2M). This team was responsible for 58% of the company's growth over last year's figures.
· Exhibited tenacity in controlling churn from 5.7% to 1.98%, base of 0.28mn.

· Responsible for leading the development and implementation of all marketing programs and strategic sales activities- created direct mailers, participated in launch event of Blackberry Z handset, VAS Asia 2013 etc.,

· Building and maintaining strong relationships with key customers & prospects, ensuring a high satisfaction level with company’s support and services.
· Reviewed & interpreted the market information to fine-tune strategies whilst identifying prospective clients, generating business from new accounts, conducting competitor analysis, product application studies, capacity & cost calculations and developing them to achieve consistent profitability and enhance revenue.
· Was instrumental in doing the tie-up with webconferencing service providers like “Citrix GoToMeeting” & “Join me”

· Creating and sustaining a dynamic environment that fosters career development opportunities and motivates high performance amongst team members.

· Implemented Sales CRM tools to monitor the daily activities of sales team. Productivity of sales team has improved.
· Conducting inter-department meetings for setting up objectives and streamlining processes to ensure smooth functioning and thus helped in speedy resolution of complaints from customers.
LOYALTY SOLUTION AND RESEARCH LTD (i-mint / PAYBACK)

Mar ’07 – Nov ’11
Growth Path:
Sr. Manager - Partner Management 

(Jan ‘11 – Nov ‘11) 

Zonal Manager – South Zone             

(Nov ’09 – Dec ‘10)

Regional Manager     – Tamilnadu    

(Mar ‘07 – Nov ‘09)

Loyalty Solutions and Research Limited (LSRL), a company focusing on enhancing customer experience through loyalty and rewards programs, which launched i-mint in India. “i-mint” – was acquired by PAYBACK, Germany based leading international provider of loyalty management. 

Key Result Areas & Accomplishments

· Managed operations of entire South India focusing on evangelizing need and benefits of loyalty program.
· Prospect and enlist alliances / Marketing Partners / Channel partners.
· Generate awareness in the retail segment through Marketing Activities: ATL, BTL and In-store visibility.
· Organise programs, events, schemes & promotion activities specific to their need of partners, in co-ordination with partner and marketing team.

· Overseeing the key accounts viz ICICI, HPCL, Lifestyle, Makemytrip.com, Planet fashions, Music World etc.
· Promote Paid card sales through retail merchants and direct sales. 
· Developed 110+ customer base in Chennai and increase the card sales revenue by 122% of target.

· Transaction revenue increased from 7% contribution to 22% in the year 2010-11.

· Resource Management – recruitment, training, assessment, motivation, rewards & recognition.
TATA - VSNL (ISP)







Apr ’03 – Mar ’07 
Manager-Sales & Access Operations 

(May ’06 – Mar ’07)
Asst. Manager-Channel Sales


(Apr ’03 – May ’06)
Key Result Areas & Accomplishments

· Greatly acknowledged for achieving:
· 100% Installation target of the territory on monthly basis.

· 100% coverage over the node & feasibility to 80% of the total leads generated from all sources.
· Bestowed with the responsibility of maintaining churn, refunds & cancellation below 5% of active base.

· Recharge voucher distribution through Retail Channels.

· Expertly handled a team of 45 members involving Territory Managers, Channel Partners and Outsourced employee, along with channel management activities, commission payouts, performance management and service delivery from channel partners. 

· Resolved 100% complaints related to OSP issues, also preventive maintenance, policing & protection activities of company equipment, fiber and cables within applicable TAT.
· Received Champion Award for H1 Sales Target Achievement & Won a Trip to Malaysia and Champion Award for Yearly Sales Target Achievement & Won a Trip to Australia.

M/s TELEKONNECTORS LTD



(Nov ’95 – Jun ’98) & (Jun ’01 – Apr ’03)
Territory Sales Manager 


(Jun ’01 – Apr ’03) 
Sales Officer / Territory Sales Manager 

(Nov ’95 – Jun ’98)
A Chennai based Telecom Company with a Technical collaboration with Plantronics Inc of USA-Inventors & world leaders in professional communication headsets. 

Key Result Areas & Accomplishments

· Successfully positioned headsets through effective direct marketing campaigns. 

· Secured repeat orders from major accounts and corporates in paging & cellular sectors, Call-Centers, Customer Service Depts., Tele-marketing companies like Sitel, Spectramind, e-Funds, Stream Tracmail & GTL.

· Initiated liaison with State & Central Government organizations like MTNL, Police Headquarters, Airport Authority, etc for their bulk requirements.

· Promoted & transferred to Mumbai as Territory Sales Manager in 1997 based on my consistent performance.

· Instrumental in enhancing revenue contribution of Mumbai by bring in Channel partners and big corporates.

M/s GBC MODI CORP LTD - Territory Manager




Jul ’98 – May ‘01
A joint venture of the Modi Corp - India with General Binding Corporation (GBC) USA. GBC is the world leader in Presentation Equipments including Lamination systems & Paper Shredders and the new add on products like LCD Projectors, Franking Machines, Wide Format printer and MIMIO.

Accomplishments:

· Appreciated by top management for consistently exceeding assigned targets by 35%. 

· Sold the first Industrial shredder in South India in the year 1999.   

M/s STERLING BUSINESS MACHINES   –   Dealer MODI XEROX


Apr ’95 – Nov ‘95
Sales Executive
Commenced career as a Marketing executive with the dealer for Modi Xerox Ltd and was responsible for marketing Modi Xerox products i.e., Photocopier & Fax machine to end-users.

Accomplishments:

· Sold the first 1040 system III model copier in Bangalore.
· Instrumental in selling colour copiers in Bangalore.

ACADEMIC QUALIFICATIONS & SKILLS
Academic Qualification

· 1996 - 1999 The Indian Institute of Management and Engineering

Master of Business Administration (MBA) (Distance learning program)

Majoring in Marketing & Operations 

· 1992 - 1995 Chhatrapati Shahu Ji Maharaj University (CSJMU) 

Bachelor of Science – majoring in Mathematics 

· 1990 - 1992 Indiranagar Composite PU College

Pre-university course (PUC) Pre-degree course – Science 
Other Certifications & skill sets
· Professional Selling Skills Training Programme.

· HP wide format Printer Sales/Installation Training.

· Train the Trainer.
· Good computer skills including Excel, Word and PowerPoint

PERSONAL DETAILS
Nationality

:
Indian
 

Marital Status

:
Married

Languages
  
:
English, Hindi, Malayalam, Kannada & Tamil

References

:
Available on request
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