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	Profile
	Management professional with 22 years of multinational organisation work experience handling their Sales and Marketing, Managing Client Relationship, successfully handling large sales team supervision, trainings and assisting team members to achieve business objectives. Possess excellent communication, interpersonal, client convincing, negotiations, follow-up, market research, analysis, business development and administration skills. 

	Personality
	A dedicated and highly motivated team leader with excellent man management skills, who can bring to your business: additional professionalism, passion, productive ideas, enthusiasm and out of the box thinking packed with practical work experience. Also a trustworthy colleague capable of dealing with constant challenges and leading change.


	Education
	


	Bachelor in Mechanical Engineering-First Class
	1983

	University of Madras, Madras, India
	


	Achievements
	


· Best Regional Head Award “Gold Medal”, Atlas COPCO (India) Ltd., for all around performance, judged on a countrywide basis.
· Special Team Recognition Award for Excellent Performance at Carrier in Retail Business.
· Active Wills Carrier Team member to win the Global Quality Award.
· Member of the Executive Committee who had put together an aggressive computer based selling Tool Package for our customers, which earned a Recognition Award at Carrier.
· Global Customer Satisfaction Award at Carrier.
· Excellence in Customer Service Award judged on a Global basis (all Carrier Companies).
· Special Recognition Award for Individual Efforts in Achievement of Key Business Objectives.
· Regular Management and Customer Appreciation Letters.
· Judged No 1 in an international sales achievement comparative amongst 87 countries and gained Dr. Willis H Carrier Global Performance Award-Best Sales.

· Participated regularly in management-business work shops and seminars.

· Significant contribution to top line and bottom line growth together with consistent increase in market shares judged on yearly basis.

· Achieved ISO 9001:2000 certification Team Leader Award.
	Career Progression
	


	Head of Marketing (Gulf wide Exports)
	2003-Present

	

	Sales & Marketing Manager
	1995-2003

	Carrier Saudi Arabia-MNC, Kingdom of Saudi Arabia

World leader in modern air conditioning and refrigeration. Group company of United Technologies Corp-USA; also a fortune 500 organisation.



	Group Marketing Manager
	1991-1995

	DE-ZURIK (India) Ltd-MNC, Madras, India

Indian subsidiary of De-Zurik, USA, as associate of General Signal USA. Involved in manufacture of Fluid Control Equipment & Components.


	Marketing Manager
	1989-1991

	Inventory Control Manager
	1987-1989

	Area Manager
	1986-1987

	Sales Engineer
	1984-1986

	Assistant Sales Engineer
	1983-1984

	Atlas COPCO (India) Ltd, India

Swedish MNC involved in manufacture & marketing of Pneumatic & rock drilling equipments. 
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	Proven Job Role
	

	Sales Management
· Achieve pre set business objectives for the entire range of Carrier Air Conditioning Products in Middle East market consistently.
· Device and deploy strategies to support company objective with prime focus on gaining market share growth and profitability.

· Manage, retain and develop a large customer base besides leading, training, guiding, directing and motivating a team of Top Notch Sales Professionals.
· Generate sales leads in both existing customer base and constantly find ways and means to generate new markets and business opportunities.

· Assist the sales team in developing effective problem solving techniques and set professional standards to guide them in achieving their targets.

· Maintain a world class personal rapport with customers and provide them with effective and efficient pre and after sales support.

· Prepare short and long term strategies with focus on year on year share of market growth and profitability.

· Work closely with other division of the company to achieve X-divisional sales objectives.

· Provide regular feedback to management on market and competitor activities.

Marketing & Product Management
· Conduct regular market surveys (product and price positioning).
· Liaise with global product management and business development team on product strategy, product road map and constantly update them with market feedback and competitor activities.

· Device and deploy marketing strategy to support the business from distributors, dealers and retailers.

· Prepare and present annual business plans to the board and senior management. 
· Regularly update them on the marketing actions taken to support these objectives.

· Create a synergy between the company’s business objectives vis a vis distributor, dealer and retailers individual goals.

· Draw out a detail business improvement plan for retailers (formulate policies, regular improvement on their incentive schemes, conduct regular training sessions).

· Work closely with the retailer sales team to strengthen the sales network.

· Implement Advertising and Sales promotion campaigns and coordinate new product launch (point of sales support, print and electronic media advertising etc).

· Conduct regular client seminars, trainings and annual incentive trips to exotic destinations.

· Update catlogs and brouchers and timely distribute them to all customers.

· Coordinate with different factories for price negotiations, product technical support, update.
· Introduce new MIS system with online access to major customers for information on stocks and their individual order tracking.

· Work closely with the inventory management team for the preparation of accurate forecast to ensure timely availability of products in order to achieve the sales objectives while keeping the inventory terms under control.

· Twice a year update on total market vs share of market data.


	Trainings
	


· Sales Management/Leadership Techniques

· Balance Score Card Training
· Management Development Training Program by Mercury International, Dubai

· Training on MS Windows in 1995 and Advanced Training Course

· Attended ITO University Quality Program Training

· Attended various training courses on Business, Finance Management for Non Finance Executives, Effective Leadership Techniques and Computer Audits.

· Extensive training received in ACE “Achieving Competitive Excellent” based on Six Sigma concept which was held in Japan under sponsorship of Toyota Motor Corporation, Japan.
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	Membership
	


· Bangalore Club, India’s premium club established in 1852

· Ex-Rotarian at Bangalore, India and also volunteering in Social and Charitable activities

	Computer Skills
	


IBM AS/400, MS Office (Word, Excel & Power Point), Internet and E-mail applications
	Personal Details
	


Nationality

: Indian 
Date of Birth
: 7th February 1961
Marital Status
: Married

Driving Licence
: Valid UAE & Indian Light Vehicle
Visa Status

: Employment Visa
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