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                      JAGDISH  

                       JAGDISH.363922@2freemail.com  

Personal Statement - The success I have had in the variety of functional and management roles in my career can be attributed to the passion & energy I bring in, my ability to energize my team and the edge to take decisions & risks. Having worked by Operations, Customer Service, Sales and Marketing with different roles in my career. It gives me an immense pleasure to impart my experience of over three decades at this juncture of my life.

ACHIEVEMENTS
· Master Degree in Commerce – (Marketing)

· Certified Master Trainer – Master Trainer Switzerland
· Certified Mentor & Coach by MSB UK Training
· Area Manager for UAE managing sales revenue and growth 

· Project lead for Sales Processes with Gulf Air for both Corporate and Leisure

· Specialized Training Designed and Delivered for Etihad Airways Graduate A/General Manager and Sales Managers.

· Training delivered with dealing Guidelines across the globe US, Europe, M.E and Asia.

· Legal contract negotiation and facilitation for some of the largest global customers
· Successfully worked with key upper management personnel to achieve results
· Managed local sponsorship negotiations and contracting
· Conducted and developed Sales on Training presentations to Corporate and Leisure

· Sales teams in The Americas, Europe, Africa, M.E and Asia.
· Success in winning multi-national deals -Outstanding relationships with customers,

· Account management and implementation success
· Develop and implement Sales Account Plans to maximise regional and global revenue
SKILLS AND EXPERIENCE
Leadership
· Proven leadership most recently managing the UAE Sales Team, and Leading, Training, Coaching and mentoring Sales managers
· Drive high performance and strong business focused team culture

· Established and monitor KPI’s to evaluate team and individual performance
· Ensuring my individual & my team’s sales performance meets & exceeds sales targets

· Mentoring and training Account Managers to develop sales skills

· Team motivation
Learning & Development (Trainings)
· Certified Master Trainer from Swiss Master Training Institute
· Certified Coaching & Mentoring person by MSB UK
· Certified Train The Trainer from Etihad Airways

· Certified Train The Trainer from Sabre Inc. US

· Managed Commercial Training for Etihad Airways

· Developed and Delivered Training Programs for Graduate A/GM’s and SM’s

· Delivered SOP’s & Systems training to Operational team

Sales Strategy
· Project manage and implemented strategic business planning processes for UAE sales

· Work with customers to understand their strategies, and align to deliver enhanced Business and revenue opportunities

· Develop strategic partnerships and account development plans which deliver value and results

Account & Relationship Management
· Develop and maintain effective relationships with key internal and external customers

· Plan and manage sales & marketing activities for Key Accounts

· Planning and conducting sales calls to meet specific sales objectives

· Ensuring maximum account penetration, retention, market share and growth in value of all defend and attack customers

· Strong Negotiations skills

· New business development

· Strategic sales plan development and implementation

· Ability to close the sale

· Manage all phases of account management including deal development, tender process, negotiation, implementation and account management

· Manage local and global account reviews for all contracted customers and major industry partners

· Ensure the integrity of all sales databases are maintained

· Managing budget and expenditure

· Meet and exceed revenue and cost of sale targets

· Legal Compliance

· Prepare and manage legal contracts, ensuring regulatory compliance and understanding of competition law
Sponsorship & Marketing
Experience having responsibility for local sponsorship agreements and contracts

Experience:
Etihad Airways at present from April 2012 
Facilitator

Emirati Graduate Sales Managers Program: Initiated most crucial part of the sales training for Emirati Graduate Sales Manager single handed. Program with the essential sales process and system/MIS application required for Sales Manager’s to set the basics and provide them launch pad to move outstation with their KAM role assignments. 

Commercial Sales Training: flew across Asia, Europe and America to facilitate Commercial Sales teams with the new dealing guideline and go to market strategy. Touched on basics with Sales call process, required skills to became a perfect sales person and value based selling. Incorporated with systems Rev plus, Dashboards, Sales planner and Sales force CRM.
Subject Matter Expertise: Initializing the process briefings for system changes (Amadeus to Sabre) with various departments in revenue management, Testing teams, Finance,  call center and other departments.
System Training: consolidated Reservation Manual, Workbooks, and Assessment for Reservation Ticketing and Airport check-in system. Conducted system trainings network wide for R&T and A&G staff during cutover.
Steering TNA’s (Training Need Analysis):  Working closely with departments in line with the ultimate goals and customer satisfaction. Drawing the key factors with Operations – SOP’s, Sales & Marketing - go2market strategy, CRM tools and Revenue management.

Gulf Air - From September 2002 till  NOV 2011
Area Manager Abu Dhabi & Al Ain: Managing Passenger and Cargo Sales. Build, Train and lead the team. Been Responsible for Yield, Pricing, GDS, costs & engaged with Sabre Market share, involved in Route Management focusing in growing market share and successfully turned around the Gulf Air operations in 2008 and subsequently grown the business in Abu Dhabi. Maximize revenue and achieve the agreed yearly revenue targets by optimize costs & established a profit making operation to Abu Dhabi with Passengers and Cargo Sales. Coaching Management Trainee’s under Bahrainization program Sales Graduates, providing assisting and coaching sessions for Call Center under Omanization in Oman.
Sales Manager Dubai & Northern Emirates: Extended boundaries of United Arab Emirates to sustain a profitable route and develop northern emirates sales.

Sales Manager Trade Abu Dhabi:  Managed trade with over 350 accounts, pricing dynamics during the operation as next important HUB with 75 flights a day. 

Omeir Travel Agency – Abu Dhabi – From April 1988 to September 2002
Training Instructor: Established first ever call center in Abu Dhabi. Defined and designed complete process, development, and delivery of ticketing/reservation Skills / training events. Conducted GDS/ tariff trainings on Sabre / Amadeus). 
Sales Supervisor/Co-coordinator – GSA-Gulf Air: Responsible for all aspects of daily operation of reservations and ticket offices. Plan to achieve/surpass the given targets. Engaging for business with Corporates houses, embassies, travel agents, Social organizations, and other commercial clients.

Airport Customer Service Agent: Managing customer and supervising check-in and reservation and ticketing office.

Reservation & Ticketing Agent: Handling Complete reservation and ticketing, calculating fares and issuing tickets. (PFA) Preparing Post Flight Analysis & (PFC) Pre-flight Checks.

`
Al Hamili Travels – Abu Dhabi (IATA Approved) From April 1987 to February 1988 
Reservation & Ticketing Agent: Handled reservations and answering all incoming telephone queries promptly and efficiently. Maintaining books of accounts. Filling Sales report to respective airlines.

SAI Travels – Mumbai from November 1986 to April 1987
Reservation & Ticketing Clerk (part time): Handling P forms, Reservation and ticketing for Air/Land Transport 

Engaged as part time Training Instructor for IATA Standard / Advanced Fares & Ticketing and GDS Sabre Training 

· Oasis Training Institute, Abu Dhabi, from Sept 1997 - Dec 1999

· Al Zaabi Training Institute, Abu Dhabi, from Feb 2000 – Dec 2004
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