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RIYAJUDEEN

                          

E-mail:  riyajudeen.374194@2freemail.com 



MBA - SALES & MARKETING 
An impressive experience of 14 years, in delivering results; demonstrated an exceptional ability to meet organizational objectives and demands. Strong negotiation skills; maintain effective presentation and communication skills as well as strong quantitative & analytical skills with Industry and market knowledge.

Target reputed organizations with challenging assignments at Senior Managerial level, utilizing my education, skills and experience in various facets of sales and marketing


PROFESSIONAL SYNOPSIS
· Seasoned professional, predominantly in the spectrum of Sales and Marketing; currently spearheading as Head – Sales & Marketing with MiDCOM Group Ltd, Tanzania
· An all-rounder intellect blending Team player skills with sound practices to achieve turn around growth and position organization for long-term profitability; expert in achieving defined targets.
· Creative abilities in ensuring that the best practices and methodologies are being both adopted and followed by the team; proven acumen by working independently and as a team member in developing, and implementing innovative strategies. 
· Self-motivated, hardworking and goal-oriented with a high degree of flexibility, creativity, resourcefulness, commitment and optimism.

· Flexible and self-directed team leader with excellent mentoring and motivating skills coupled with the ability to successfully influence and drive consensus across cross-functional teams.
· Results-oriented and bears positive attitude, able to balance multiple responsibilities with strong analytical skills, thereby consistently delivering results on time.

· Leadership – Inspires and Motivate others , Display high Integrity and Honesty, Solve Problems and Analyze issues , Drives for Results , Communicate Powerfully and Prolifically, Building Relationship, Display Technical and Professional Expertise, Develop Others , Innovates ….
Core Competencies:
Think Strategically ● Sales & Marketing Skills ● Retail Management ● Communications  Skills ●  Analytical Skills  ● People Management  ● Nurture, Inspire and Motivate ● Supply Chain Management ●  Business Development ● Team building & management Skills ● Product knowledge ●  Time Management  ●  Problem Solver ●  Interpersonal Skills  ●  Achieving Targets ● Budgeting Skills ● Vendor Management ● Leadership Skill
Key Skills:

· Possesses a strong will to develop the spirit of teamwork.

· Ability to organize and prioritize the tasks and work under pressure.

· Self starter and seeks new challenges and responsibilities.

· Quick learner, able to grasp new ideas, concepts and methods.

· Confident, possesses good communication skills and Leadership qualities.

· Identifies areas of improvement and assist in creating and implementing solutions.

· Arrive to work and meetings on time and prepared.

· Maintain work areas in an organized manner and perform any other duties assigned (related to profile).

· Strong positive attitude and quick adaptability and flexibility with work.

· Ability to work both independently and as part of a team with professionals of all levels.



PROFESSIONAL EXPERIENCE
MiDCOM Group Ltd., Tanzania, East Africa
                                                                            


Jan 2017 – May 2017  

Sr. Sales Manager – IT Business. Reporting to Business Head
Key Deliverables:

· Implement a local and international sales & distribution plan for all IT related products
· Implement effective sales & marketing strategies related to all product ranges 
· Manage a team of 15 Heads & Stock Management, Invoicing & Payment Collections.
· Build new client relationships offering the companies branded product range and approve terms of business
· Attend local trade shows & exhibitions – working with the Marketing team on new product launches and variety of other market communications initiatives
MiDCOM Group Ltd., Nigeria, West Africa
                                                            


             Jan2016–Dec2016          Sr. Product Sales & Distribution Manager – IT Business. Reporting to Business Head
Key Deliverables:

· Managing the Complete End to End Biz. 

· Established a very strong relationship with the partner community across Pan Nigeria.

· Working Closely with OEM’s & Building the relationship strongly.

· Handling a Sales team of 10 Peoples & Managing 25 Merchandiser and Managing Stock Management, Invoicing & Payment Collections
· Understanding the Market dynamics, having a complete knowledge about Competition info.

· Involving in Day-to- day banking activities, helping the management to procure dollars for Biz.

Channel Distribution Ltd., Nigeria, West Africa




         
         May 2014 – Dec 2015
Senior Product Sales Manager – Acer Business. Reporting to Managing Director
Key Deliverables:

· Support the success of an assigned team of sales peoples, including Account Managers, and Business Development Sales Representatives. 

· Meets assigned targets for profitable sales growth in assigned product lines.

· Provides coaching and professional development to team-member sales associates in order to enhance their product knowledge and sales skills. 

· Lead demand-generating marketing activities in the assigned market for the assigned product specialty.

· Establish productive, professional relationships with key personnel in assigned customer accounts. 

· Coordinate the customer involvement of other company personnel when needed, including support resources, team members, and management.
Nvidia Graphics India Pvt Ltd., Chennai





         
     Nov 2012 – April 2014
Business Development Manager (Quadro Business); Reporting to: Director –APAC Sales.
Key Deliverables:
· Worked as Business Development Manager with Major Corporate accounts in the region.

· Understanding the Customer’s requirement and addressed with total end to end Solutions

· I have been assigned to improve the existing biz and to develop new biz opportunity in the assigned region.

· Established and maintained good rapports with the key client accounts in Chennai.

· Track the activities of competitors in the region.

· Shoulder the responsibility of handling Channel / Corporate sales and business development activities for Tamil Nadu & Kerala market.

· Liable to sell NVIDIA Quadro graphics cards to Channel Partners.

· Interact with Large Corporates, Institutions & SMB in creating funnels & Closing deals across all verticals.

Ingram Micro Company India Ltd;   Chennai, India


              

                      Dec 2010 – Nov 2012
Sr. Associate Sales (TN); Reported to: Sr. Branch Manager 

Key Deliverables:

· Responsible for all HP Commercial product (Ex:-HP B2Biz, Desktop, Notebook, Server, Workstation, Storage, etc.) 

· Managed top set of partner’s accounts in terms of complete Biz. (Ex: Polaris, Ashok Leyland, Infonet Technologies, Solaris Computers Pvt Ltd, Rox Trading, The Zigma Technologies, etc.)

· Managed the a/c in terms of Revenue targets & Payment collections.

· Helped them to achieve their PFR & maintaining all transaction.

· Worked on Large projects in terms of structuring & executing the deals.

Intel Technologies India Pvt. Ltd., Chennai (Hinterland Project)


                         Oct 2007 – Nov 2010
Denave India Pvt Ltd

Lead Channel Manager – Intel Business; Reported to: Channel Account Manager
Key Deliverables:

· Liable to sell Intel CPU, Server CPUs & Mother Boards.

· Handled a set of team with 10 Members.
· Manging complete set of Retails partners and maintain Retail hygiene like Stock management, Pricing, Merchandising, finance and customer service. 

· Looked after entire South India (Tamil Nadu, Kerala, Karnataka, Andhra Pradesh)

Premier Systems & Peripherals, Madurai 





                             Jun 2003 – Jul 2007
Channel Sales Manager (Tamil Nadu Upcountry); Reported to: Managing Director 

Key Deliverables:

· Responsible for the Sales/ Marketing of All Brands of Laptops, Desktops, D-Link, Netgear, Cisco Networking Products and all Branded Components in assigned territory.

· Accountable for identifying business areas and appointing partners for developing and establishing the product in the territory.

· Managed the spectrum of providing product training to sales force.

· Looked after effective Channel Management.


ACADEMIC CREDENTIALS
Master of Business Administration (Sales & Marketing), 2008, Madurai Kamaraj University

Bachelor of Computer Application, 2003, Madurai Kamaraj University

IT Skills:
Well versed with MS- Office, Windows environment and Internet applications


PERSONAL DOSSIER

Date of Birth: 


4th Dec, 1981;

Gender: 


                Male;

Marital Status: 


Married;

Languages Known: 

English (Fluent); Hindi and Urdu (Basic); Tamil (Fluent).
Nationality: 


Indian;
Passport Details:

                J8822536; Valid till 27.10.2021
References:  
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