   Rishi 
   Rishi.341135@2freemail.com
PERSONAL PROFILE

A highly motivated and result-driven Area Manager possessing effective leadership skills. Demonstrating a strong record of facilitating business development through strategic planning and execution. Also identifying and capitalising on opportunities for expansion whilst building productive partnerships. Equally adept in optimising team performances through the delivery of a robust training and development programmes. Having delivered measurable and significant growth within a variety of highly contested marketplaces, I take pride in exceeding typical expectations and view professional challenges as opportunities to shine.

KEY SKILLS AND ATTRIBUTES
· Successfully managed up to 54 BSkyB stores across two regions.

· Takes ownership of personal sales targets consistently over achieving set KPIs

· Managing business development managers and executives, defining and overseeing achievement of targets and delivering training to develop their skill bases.

· Proven ability to review and analyse sales figures to plan and organise relevant sales activity.

· Maintaining excellent client relationships through integrity and professionalism to protect company reputation.
· Avid team player that believes in promoting and developing a “can do” attitude within the team to achieve success.
· Supported 3 Area managers and that of their teams in their development
· Responsible for circa OPEX Circa £18m
CAREER HISTORY
BSKYB

                                                                  

                                                                           2010 - Current
Area Manager 

Responsible for the account management of 32 stores throughout the South East Territory, supporting managers situated within existing branches, identifying opportunities to establish new branches and developing and executing effective strategies to maximise performance throughout the area.

· Building and maintaining strong relationships with existing Centre Managers.

· Developing and implementing advisors to ensure they achieve individual targets whilst contributing to the wider objectives of the area and in turn the region.

· Identifying opportunities for business growth through selecting locations for new branches.

· Ensuring that all team KPIs are achieved without compromising on quality standards.

· Operational performance management and strategic / forward planning.

· Performance and discipline management to maximise staff performance and assure compliance with company procedures.

· Identifying staff training needs; coordinating and delivering training and professional development.

· Effectively developed and implements staff rotas ensuring that appropriate staff cover is available.

· Successfully achieving the individual objectives set by the company & regional manager.

· Attends and actively participates in management reviews.

· Accomplish self-audits and pro-actively engage in external compliance audits.

· Enhances current operations through continuous improvements.

· Provides training and mentoring to staff as required.

· Attends assessment days; recruiting new members of staff.
· Managing profit and loss of stores.
· Analyses market and competitor information and feeding this back to the team & the business.

Achievements

· Assisting in new branch openings, from readying new premises for trader through to go-live, working along with newly installed branch managers in order to ensure a strong commercial start.
· Operationally planned and prepared the entire retail team in London to maintain performance and maximise opportunities throughout the 2012 Olympic Games.
· Delivered a 28% increase in mystery shopper scores by increasing awareness of NPS
· Supported 3 Area managers in their development and that of their teams
· Gained contracts with Universities & Corporate Companies for value 950k.
· Overseeing various change management, project management, implementing procedural change.

· Utilising my own personal contact network from my time spent in the property sector to secure business development opportunities to provide TV service within new properties. 

E.ON Energy









                                   2008 – 2010
Field Sales Coach
Initially employed as a sales agent operating in B2B and B2C capacities, promoted to a coaching position as a result of my performance, knowledge and attitude.  

· Supporting the Team Manager in the development and implementation of a Field Sales Team.

· Responsible for the day to day operational management of the shift, solving immediate customer problems in a professional and timely manner.

· Built and maintained strong relationships with existing and prospective customers.

· Successfully selling to B2B customers and promoted a wide range of products and services.

· Effectively negotiated with internal and external stakeholders; influencing key business decisions.

· Accurately negotiating customer contracts.
· With a keen Health and Safety Policy in place I have understood the health and well being elements of the role, doing risk assessments and delivering training.
· Capturing market and competitor information and feeding this back to the Sales Manager.

· Set personal, organisational and partnership performance measurement targets linked to role purpose, key responsibilities and specific duties.
Achievements

· Consistently overachieving on personal and team sales targets, recognised as a top performer. 
· Initiated and implemented critical change programmes, including new commission structure to deliver enhanced value to the channel
· Leveraging relationships brought from AK&DK, allowing me to tender for energy supply. 

AK & DK Properties






                                                                2004 – 2008
Project Manager – Renovation & Sales
Full-cycle management of the development and subsequent sales over 150 properties on the profile, predominantly student accommodation blocks.

· Responsible for valuing properties, evaluating the property condition, comparing this to others in the area and applying local, market knowledge.

· Working closely with management to understand business requirement for each project, developing effective working relationships and on-going management processes for the project.

· Charged with managing negotiations between the prospective purchasers and the vendor, with the aim of achieving the best sale price.

· Managed rental reviews / lease renewals and cash flows.

· Managed, monitored and motivated the cross functional team assigned to the project.

· Consistently monitored progress to ensure projects were completed on time and within budget.

· Team management experience, comfortable matrix managing project teams of up to 20 staff.

· Chasing up late rent payment’s rent and outstanding debts. 
Communisis Logistics






                                                                        2004 –2004

Customer Complaints 
HSBC Bank, Leicester






                                                                        2002 – 2003

Business & Corporate Credit Card Services
EDUCATION

Buckingham Chilterns University
BA (Honours) Business Management 2:1








      2004 – 2008

BSc (Honours) Psychology and Criminology 2:1








      
Wigston College, Leicester
    







                     2002 – 2003 

3 x A-Levels – Psychology (B), ICT (C), Business Studies (C)
References Available On Request

