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Professional Experience
HAGER  ELECTRO PVT.LTD. (Automation Solutions)
Business Development Manager                                                                    10th Aug  2016 to Present
· Generate business with potential architect/client through presentation for home automation solutions and premium switches.
· Invite architect / clients to Demo Room to experience home automation
· Customize home automation solutions to meet specific needs of the customers
· Assist system integrator (SI) to achieve target and keep tap on their sales
· Secure and allocate resources, manage implementation schedules and facilitate meetings for new and existing projects
· Collaborate with engineering teams and other internal teams to meet customer needs
· Ensure targets are met every quarter.
· Make presentation regarding the client requirement  i.e commercial or residential projects to give a over view of the product
PLAN B PVT. LTD. (Alternative wooden flooring)



1st Sept 2014 to 8th Aug 2016
Business Development Manager
· Identify potential architects, and the decision makers within the architects firm.
· Give presentation regarding floorings and other company verticals to architects
· Ensure products can be used for their respective project.
· Research and build relationships with new clients/architects.
· Participate in pricing the solution/service.
· Present new products and services and enhance existing relationships.
· Make client preventative about product offered by the firm.
· Work with technical staff and other internal colleagues to meet customer needs.
· Submit weekly progress reports and ensure data is accurate.
Internships & Projects.
GODREJ &BOYCE PVT LTD.






1stMar 2013 to 30thMay 2013
Department  Godrej Interio (Marketing Dept.)
Project Details
Studying  the buying behavior of SME (Small Medium Enterprises) for Godrej Interio products.
The sales of Godrej Interio products (Desking, Seating and Storage) were low in the SME segment compared to other segments.
Methodology
A market research was conducted via a questionnaire to understand the current reach and scope of Godrej Interio products. A questionnaire was built to understand the sales pattern of the Godrej Interio dealers catering SME segments.
Scope of questionnaire for the dealers covered the following aspects:
· Dealers understanding of the products
· Sales percentagewise /numbers in SME segment
· ATL and BTL activities conducted by dealers to enhance sales
· Category wise(Desking, Seating and Storage) sales and perceived need for SME segment
· Feedback from dealers to improve the sales pattern.
Key Learning’s
· Decision making factors of SME segments while choosing furniture for institutionnel needs.
· Studying competitive brands in the same segments.
· Impact of the local vendors catering SME segments.
· Needs of price sensitive SME clients.
Education
	Degree
	School / College Name
	Board /University
	Year of Passing
	CGPA / %

	M.B.A
( Mktg. & Ops )
	Indian Business School
	ICFAI
	2012-2014
	6.43

	T.Y.B.COM
	Bhavans College
	Mumbai
	2011-2012
	61.74

	H.S.C.
	Bhavans College
	Maharashtra State Board
	2008-2009
	46.33

	S.S.C.
	VS Gurukul Technical High School
	Maharashtra State Board
	2006-2007
	58.33


Additional Qualification

Diploma in Import &Export Management from Welingkar Institute of Management .Introduced to subjects namely.

· Foreign Trade Policy
· Import Documentation
· Export Documentation
· International Trade
Core Competencias
· Interpersonal Skills
· Quick Learner
· Leadership
· Presentation abilities
Extra-Curricular Activities &Skills
· Played Volley Ball &Football at District Level
· Won Silver medal at Inter-collegiate atFootball &Volleyball tournament
· Part of the organizing committee for the College Festival (O2–Bhavan’sCollege,Andheri)
· Computer Proficiency–Good with MS Power point, MS Excel, Internet Browsing
· Languages Known –English , Marathi ,Hindi.
