RAJESH 
Email: RAJESH.350361@2freemail.com 
Professional Overview:
Seasoned Sales/Marketing and Services Professional with broad technology knowledge base- Aerospace, Defence, Telecom Industrial and Education business sectors. RF and Microwave Communication Technology expert.

An Electronics and Communications Engineer from well known institute IIT –BHU in India. 
Having more than 2 decades experience in dealing with Telecommunications systems, Electronic Test & Measuring Equipment and Systems, Electronic Components, Modules, High Technology Defense & Space Electronic Systems, Software Solutions, ATE, Design and Electronic Manufacturing Services for Telecom, Defense, Aerospace and Education business sectors.

Currently with Arabian Calibration Dev. Repair Co. LLC (ARABCAL) as Business Head  at Sharjah, UAE which is a leading Calibration and Repair Centre for reputed T&M companies in the MEA region. 

Worked with world leading companies in various functional roles: Agilent Technologies, Hewlett-Packard, Bharat Electronics and Centum Electronics in India
Exposed to all India and international business and cultural practices.
Core Strengths:
Sales Management ( both products and services), Direct Sales, Business Development, Key Account Management, Channel Management, Team Leadership, Repair and Calibration Service Operations, SLA & AMC Management, Profit Management, Client Relationship Management.
Major Customer Accounts Managed in Aerospace, Defence and Telecom sectors:
GHQ, Al TAIF, AMMROC, Tawazun, Masdar, Emirates, Etihad, Qatar Airways, Etisalat, DU, Ooredoo, NSN, Motorola, Ericsson, Alcatel Lucent, Cisco, Juniper, BSNL, MTNL, Reliance, ITI, C-DOT, Sasken, Ciena, Qualcomm, ZTE, LG, Samsung, Elcoteq, ST Micro, Freescale,  INTEL, Texas Instruments, BEL (Ghaziabad, Kotdwara, Bangalore, Hyderabad), HAL (Hyderabad, Bangalore), ECIL, BDL, DRDL, DLRL, RCI, Ordnance Factories, Armed forces (Army, Navy, Air-force) base workshops and units, DRDO Labs   ( All India), Police, L&T, TATA, SAC, ISRO, ISAC.
Business Skills Overview:
1. (Sales & Business Development-14 Years) with Agilent (now Keysight), Hewlett-Packard, Centum Electronics, Prologix, TekSignals and Arabcal. Max Order Book USD 20M.

· From Direct Selling Products and Services to Leading & Managing the Country Sales & Marketing organization.

· Driving business growth through identification & penetration of new market segments. Exploring potential business avenues for achieving increased business growth & initiating market development efforts.

· Identifying and networking with prospective clients, generating business from the existing accounts and achieving profitability and increased business growth. 

· Rendering suggestions to corporate and individual clients for buying tailor-made solutions based on their financial capability and needs. Coordinating with the principals for providing product performance reports.

· Building strong pipeline (funnel), Meeting & Exceeding sales target.

· Reviewing and interpreting the competition and making strategies to beat them.

· Preparation of offers/tenders, contract negotiation and product marketing, equipment demonstrations, market communication material, seminars, trade shows etc. 

· Implementation of effective and efficient sales processes and forecasting systems.
· Managing & monitoring the performance of team members to ensure efficiency in operations and meeting of individual & group targets.
· Trained in various sales related programs – Power Base Selling, Situational Negotiation skills, Professional Selling Skills, Deal Management Guide (DMG) for handling & managing sales effectively.
2. (Customer Support & Services- 11 Years) with Agilent/ Hewlett-Packard and MSPL

· Managing overall Repair & Calibration Services operations. Maintaining profitable and smooth execution of after sales services.

· Growing Services Business over the years in high technology sector-Telecom & Defence.

· Promoting Annual Maintenance and Calibration Contracts. Creating customized Service Contracts to address customers’ special needs.

· Developing and ensuring customer satisfaction by maintaining excellent Turn Around Time (TAT) for delivery & service quality norms.

· Ensuring world class customer experience by tracking voice of customer (VOC), elevating customer satisfaction, while adhering to the SLAs and work processes and thus managing cost-effective operations.

· Establishing quality standards for various operational areas. Ensuring adherence to quality standards as well as designing modifications for overall improvement in quality and service.

· Underwent training programs on project management & Customs Solutions Life Cycle (CSLC) for handling projects professionally & profitably. Quality related training programs in HP/Agilent (like TQM), and Time Management.

3. (Manufacturing/Testing- 5 Years) with Bharat Electronics Ltd
· Leading and Managing Production-Testing Department to test & integrate the Radio Relay for Indian Army and Telecom switching equipment for C-DOT.
Technical Skills Overview:
· Testing of Telecom/Data Network, Optical Network and systems.
· Telecom Network Technologies and Systems–LTE, GSM, CDMA, WiMAX, Bluetooth.

· Electronic Test and Measurement expertise in wide spectrum (DC to Lightwave).
· RF/Microwave communication, Radar, Antenna specialist.

· Metrology, Calibration Techniques and Standards.

· In depth and hands-on experience in installation and maintenance of RF, Microwave and Light wave Equipment and Systems.

· ATE development and up-to-date with latest technology and trends.

Academic Credentials:

1986 


B.Tech (Electronics & Communications) 
IT-BHU, Varanasi (now IIT-BHU)
· Professional Credentials (Career Graph) :
Currently with Arabian Calibration & Arabian Calibration Dev. Repair Co. LLC (ARABCAL) as Sales Manager
(Location: Sharjah, UAE)

Arabian Calibration Dev. Repair Co. LLC (ARABCAL) is one of the largest Calibration and Repair Centre in the Middle East

Catering to the needs of a wide variety of clientele in Telecom, Broadcasting, Defence, Aviation, Oil & Gas, Marine, Medical and Process Industries. Please visit 
Responsible for overall business growth including both Products and Services (Repair and Calibration).
2014-2015 with TEKSIGNALS as Sales Manager (T&M)

(Location: Dubai, UAE)

Tek Signals serves high-technology infrastructure sectors Telecom, SatCom, Broadcasting, Educational, Research, Defense, Security and corporate infrastructure with Telecom & Satellite Solutions, Testing & Measurement Solutions.Currently it has distribution partnership with major T&M companies -Tektronix, JDSU, Spectracom, Bird Technologies, National Instruments and Ametek. 
Responsible for on-boarding of major T&M vendors and growing sales into assigned business sectors of Telecom, Defence and Education. Setting up Sales Channels and appointing resellers across the region. Maintaining stock, profitability and Hit Rate

2011-2014 with Prologix as Manager-Sales (T&M)
(Location: Dubai, UAE)

Prologix offers products, services and turnkey solutions to IT and Telecom Industries in MEA region. One of the business units is focussed on providing Test and Measuring solutions from world leading companies. Currently it has distribution partnership with – Fluke Networks, Agilent Technologies, Empirix, Ideal Industries, Extech, Anapico and Spectracom covering MEA region 
Responsible for on-boarding of major T&M vendors and growing sales into assigned business sectors of Telecom, Defence and Education. Setting up Sales Channels and appointing resellers across the region. Maintaining stock, profitability and Hit Rate.
2010- 2011 with Centum Electronics Ltd as Sales Manager-Sales & Marketing 

(Location: Bangalore, India)

Centum Electronics is focused on Design, Development, Manufacture and Supply of High Reliability Electronic Modules and sub systems for Defence, Space (Launch Vehicle, Satellites and Payload) and Aerospace Segments. It also manufactures high end Crystal Oscillators (SCXO, TCXO & OCXO) for RAKON New-Zealand which are used in Telecom, Defence and Space. URL 
Achievements:

· Set up the country sales and marketing operations with appropriate people resources and processes.

· Introduction of funnel management and customer relationship management (CRM). 

· Salesforce.com implementation.
· Marketing events and customer engagement and lead generation plans.
· Development of 3 year strategic business growth plan with healthy pipeline of USD 60 M. 
2009- 2010 with Measurement Solutions Pvt Ltd (MSPL) as Manager-Sales & Support
(Location: Bangalore, India)

MSPL represents US/European Company Microwave Vision Group (Orbit/FR, Satimo, AEMI) in India providing RF Microwave Antenna Measurement Systems to Telecom, Space and Defence customers. URL  
Achievements:

· Set up the country sales and support operations with appropriate people resources and processes. 

· Relationship building with top customers and review Customer Satisfaction and repeat business.
· New Business opportunities for Orbit/FR and Satimo products. Service Agreements (AMCs).
2001-2009 with Agilent Technologies as Sales Manager-Test Equipment, Systems & Services  

(Location: Delhi, Kolkata, Bangalore, India)                           

Agilent Technologies Electronic Measurement Group is now known as Keysight Technologies.
· Responsible for  Sale of Test Equipment, Systems and Services to all India customers- Telecom, Defence, Education, R&D Labs etc.
· Plan and meet annual Business Targets (Sales, Receivables, Customer Satisfaction).

· Prepare and maintain key accounts management plans tracking the opportunities, projects, prices, quantities, time scales, competitors and qualification needs.
Achievements:

· Achieved 16% business growth in FY08 despite tough business environment.

· Sales Champion Award for 144% of sales target in FY07.

· Won Sales Champion award for exceeding half yearly and annual sales targets several times.

· Gained expertise in selling into Telecom, Defence and Education Sector.
· In 2005 booked the biggest deal in the territory of US$ 1.5 M from Bharat Electronics for a prestigious RADAR project. Early involvement in the deal, positioning Agilent’s unique solutions & services to end customer & the SI, team work amongst European sales, project & support teams, persistent sales efforts for more than 3 years, resulted in securing this deal.

· The same year, booked largest ever business from Education segment in the East amounting to US$ 900K, covering almost all Engineering Institutes funded by World Bank under TEQUIP leaving almost nothing for the nearest competitor.

· Successfully got Engineering Curriculum changed in the territory to include Telecom related experiments ensuring consistent business for Agilent Test & Measuring Equipment.  

· Recognized as regional expert in Telecommunication, Wireless Communication & RF- Microwave technologies.

1991- 2001 with Hewlett-Packard India Pvt Ltd & Agilent Technologies as Manager-Customer Support and Services
(Location: Bangalore and Delhi, India) 

· Managing overall Service Centre operationscovering entire Northern India. Maintaining profitable and smooth execution of after sales services.

· Growing Support Business and Customer Satisfaction in high technology sectors-Telecom & Defence.
Achievements:

· Distinction of doubling HP/Agilent Test & Measuring equipment support business in over 3 years.

· Customer Focus- relationship building, handling delivery related issues-admin co-ordination.
· Significantly contributed in increasing the customer satisfaction score.

· Recognized as regional expert in Telecom & RF- Microwave technologies.
· Won Customer Champion Award for walking extra mile for premier customer NOKIA.
1986- 1991 with Bharat Electronics Ltd as Senior Engineer-Testing (Switching & Defence Production)

(Location: Ghaziabad and Kotdwara, India)

· Leading & managing a team of engineers & technicians to test & integrate the VHF/UHF digital radio relay product for defence services and C-DOT MAX (512 lines Electronic Exchange) equipment.
     Achievements:
· Distinction of being involved in prototype evaluation for bulk production clearance and testing of sub-assemblies & complete system as per MIL standards. ATE development.

