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PROFILE

· Qualified Sales Manager with experience in sales management, increasing sales revenue & business development.

· Result driven personality with an incentive to learn and grow in a professional environment with measurable leadership capacities, including managing and motivating agents to reach good company results.

· A good communicator on different levels within an organization.

· Possessing problem solving and analytical skills.

· Extensive international & GCC experience.

PROFESSIONAL EXPERIENCE

FORBES MARSHALL

Sales Manager – GCC (Instrumentation Group)
2007 – Present

· Handle sales activities of Forbes Marshall products and provide solutions to customers regarding automation & control instrumentation for GCC Countries

· Responsible for the sale of instrumentation products viz. Control Valves, Flowmeters, Process Analytical Instruments and Turnkey Instrumentation Packages and Solutions to Consultants, Oil & Gas Sectors, Petrochemical Refineries, Power & Desalination Sector, Process Industries & EPC Contractors

· Identify, train & assist Representatives within the GCC.

· Handle Technical presentations & discussions with Consultants / Clients at the evaluation & approval stages.

· Oversee Vendor Registration activities with Oil & Gas and Power Companies.

· Co-ordinate with in-house Engineering Departments to provide Customized Solutions catering to customer requirements.

· Supervise the installation of the systems and provide Customer training.

· Identify new business opportunities in the region and design innovative business proposals.

· Implement marketing plans and ensure their adequate & timely execution in a strategic manner.

· Maintain contact with clients; ensure that their needs have been met and assist them with any additional problems that may arise post-order.

· Obtain and correlate customer feedback to assist with production planning, market analysis and product development.

Key Achievements:

· Grew Sales of Instrumentation Group in GCC from USD 250,000 in 2006-2007 to USD 620,000 in 2007-08 (growth of 148% YOY) & USD 940,000 in 2008-09 (YOY growth of 51%)

· Identification, appointment and training of Representatives in Oman, Saudi Arabia & Bahrain.

· Oversaw the Vendor Registration and Pre-Qualification in KNPC, ADNOC Group of Companies

	Sales Engineer – Middle East & Africa
	2005 - 2007


· Handle Sales of Steam Engineering & Control Instrumentation Products for MENA & African Regions.

· Preparation of Techno-Commercial Proposals, Post – Order Documentation.

· Conduct an Energy Conservation study at the client site; provide techno-commercial ROI proposal and prove the effective result of the study.

EDUCATION & SKILLS

Bachelor of Engineering (Mechanical) from University of Mumbai (2005)

Participated in a Knowledge Enhancement programme on “Automation: PLC Simatic S7-300” organised by Siemens

Computer Skills: Microsoft Office (Word, Excel, PowerPoint), AUTOCAD 2009

