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Objective: Experienced Sales Professional with 13 years experience in the area of Payment Space, I.T and Manufacturing Industry. Providing  service to the customer, sales and marketing, working with the productivity objectives and targets aimed at the achievements of the company’s short and long term goal.
Expertise:
· Prepaid Cards, GPR Cards MTSS Cards, DMT
· IMPS, Mobile Wallets, UPI and  CMS

· ERP, EXM, FCM, RFID

Organizational Experience
Transcorp International Limited.: November 16 till Date 
Designation: - Enterprise Sales Manager.

Department: - Prepaid Instruments and Ewallets 
Role:- Report development, Planning and Stratergising, Merchant Acquistion, Vendor Tie-ups, Corporate and Cross Sale, Sales Forecasting.
Functional responsibilities:

· To Look after the business Business Development Model for upcoming TransCash EWallet, Prepaid Cards, GPR Cards and other upcoming Cards. 
· Providing DMR API and Whitelablel to Channel Partner and create a new line of Channel Sale.
· Coordinating with NPCI for understanding a new set of Guidelines or Rules applicable on our line of business.
· Associating with different banks for different card products and finalize on commercials and further coordinate to get the project started in mentioned timeline.
· To coordinate with different technology provider and finalize on commercials and offerings on the host system.
· Acquire new merchants for Ewallet.
· Form Channel Alliances to cover more regions and target more verticals, End to End’s market position, and identify event opportunities. 
GI Technology Pvt Ltd.: April 15 Till August 16
Designation: - Zonal Enterprise Sales Manager- West.

Department: -  Digital Mobile Banking (DMT API, IMPS, Mobile Wallets, Scholar Cards, CMS and UPI)
Role: - Channel Sales, Corporate and Cross Sale, Merchant Acquisition
Functional responsibilities:
· Working as a solution consultant by addressing and providing solutions for Cash Management System, providing eKYC and Cashless Management Solutions along with Mobile Applications and IMPS to the Co-operative Banks and providing DMR, Travel and Recharge API to Small and Medium Enterprises.
· Constantly focused on new client acquisition for API and Whitelabel Products. Involved in the Tie ups in the company.
· Formed Channel Alliances to cover more regions and target more verticals, End to End’s market position, and identify event opportunities. Identifying opportunities for further sales and new areas for development through detailed research of the specific industry or market.
· Constantly in touch with the clients to increase the recurring business of Money Transfer.
· Working with team to develop proposals that speak to the clients needs, concerns, and objectives.
· Using knowledge of the market and competitors, identify and develop the company's unique selling propositions and differentiators. 

· Attend industry functions, such as association events and conferences, and provide feedback and information on market and creative trends.
Achievements:

· Achieved 75% of the allotted target in the annual year for creating new Channel Partners.

· Achieved 125% of the allotted target in the recurring business from the Channel Partners

· Acquired Big accounts of Domestic Money Transfer, which currently increased our recurring business by 60%.
· Was involved in getting the tender of Bank of Baroda for IMPS.
· Was involved in getting Eureka Forbes and Payso.com for CMS right from the lead to closer and getting it live on our system.
· Partnered with Bookmyshow.com to enable our  ICash Wallet on their platform.
· Partnered with Vodafone for top-ups Mobile and DTH recharge.
· Partnered with MSRTC for cross selling their tickets on our B2B Bus Portal.

· Partnered with Adani Gas for recharging of Utility Bills through our agent Network.
Mantis technologies Pvt Ltd.: October 14 Till March 15
Designation: - Relationship Manager: Sales and Operations.

Department: - Sales
Role: - Sales Forecasting, Funnel updations, Acquiring new Agents, Maintaining relation with Operators and Agreegrators.
Functional Responsibilities:

· Appointing Agents and Operators.

· Developing plans and executing the same to achieve the assigned growth targets.

· Constantly focused on new client acquisition.

· Working with the Product Development team in fulfilling the key clients' product requirements.
· Facilitating New Plans/ Product Launches.

· Making plans, marketing strategies for the team and for the company.

· Ensuring adequate classroom and on the job training is imparted to the new joiners.

Achievements:

· Achieved 200%  growth in the revenue from the existing agents in 2  quarters.

· Managed to create 100% growth in acquiring new agents.

· New agents contributed 40% to the total sale during 2 quarters. 
· Dormant operators back on Mantis System to provide a high number of inventories.
Mondial IT Consultants Pvt Ltd: July 11 Till September 14

Designation: - Business Development Manager.

Department: - Sales
Role:- Sales Forecasting, Report development, Funnel Updates, Arrange meetings for Pre Sales team to arrange product Demo. Followups till closure. 
Handling software products and services, i.e. ERP’s, BI, CRM, EXM, FCM, RFID and Accounting applications in PAN India and globally. Managed Customers in MNC’s, Large corporate and growing SME’s in specific territories.
Functional Responsibilities:

· Build a Funnel with a thru qualified Pipeline of Prospects by establishing and maintaining professional relationships with CXO’s and Key decision makers.
· Research, source, market penetration and meet potential clients at their locations to accurately qualify the prospect and establish needs.
· Giving a sales presentation, and working with presales for Product demonstration onsite/ webinars.
· Managing relations with Infor, Maia Intelligence, Harness Solutions and others expand footprints of their solutions.
· Preparing quotes, handling negotiations and closing deals.
· Up sell and Cross Sell add-ons to market products and licenses in existing accounts.
· Strategy Building, Marketing, conducting events to expand Infor’s OCFO footprint for the company.
· Involved in Product Development for all seasons.

Achievements:

· Acquired order NSDL and NDML for FCM right from the lead to closure. 
· Parterenered with The Principal Financial Group for there AMC support, earlier was under Infor US.
· Acquired order of Hard Castle (McDonald) for BI.

· Acquired with Adlabs Imagica for EXM and FCM

OSS RETAILS PVT LTD. (One Stop Shop): September 08 till June 11 

Designation: -  Business Development Manager - South Zone
Department: - Channel Sales
Role:-  Acquire new Channel Partners and Agents. 
Functional Responsibilities:

· Appointing Channel Partners.

· Developing plans and executing the same to achieve the assigned growth targets.

· Determining new opportunities by analyzing business needs.

· Ensuring adequate classroom and on the job training is imparted to the new joinees.

· Maintaining follow ups to ensure effectiveness of the training imparted.

Achievements:.
· Acquired 48 Channel Partners in a year.

· Acquired more then 10000 B2B agents for the company.
· Have been awarded twice for Best Performance of the Month.

FINEX INDUSTRIES Pvt Ltd. Mumbai: January 03 till August 08

Designation: - Sales Manager
Department: - Sales 
 Functional Responsibilities:
· Maintained appropriate cash inflow and outflow, liabilities and assets.
· Making deals with suppliers (Domestic and Exports)
· Monitored all operational actions
Achievements:

· Was awarded the best employee for two years.

· Increased customer based by 20% some of prestigious client acquired were Godrej and Kadvani Forging Ltd.
Educational Qualification:
B.COM (Bachelor of Commerce)

Personal Detail:
3rd April 1978 

