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A SEASONED BUSINESS DEVELOPMENT PROFESSIONAL
GLOBAL IT VENDORS & SERVICE PROVIDERS – TECHNOLOGY & PROFESSIONAL SERVICES SALES
HIGH VALUE ENTEPRISE SOLUTIONS (ERP), PROFESSIONAL SERVICES (CONSULTING) & OUTSOURCING (OPD)
An experienced Business Development Manager, acknowledged for well-defined understanding of the business-technology interface and capacity to identify and align clients’ emerging needs with astute people networking & verbal & written communications skills.  A successful and diverse background spanning technical, operational, delivery, account management, and business-development disciplines; with expertise in engaging “C” Level decision makers and devising winning sales strategies and solutions through a consultative approach.
Uncompromising ethics & transparent communications underpin business-focused value propositions that leverage competitive advantage via top quality service and verifiable credentials.  Skilled in optimizing teams dynamics, uniting diverse agendas to a common goal, and harnessing strategic and operational drivers to deliver results.

EIGHT YEARS OF PROFESSIONAL EXPERIENCE
	Business Development Exposure In
	Business Development Industry Exposure In
	Sales

Skills
	Marketing

Skills

	Professional Services
(Managed Services, Outsourced Product Development Services, Enterprise Technology Consultancy)
	Manufacturing & Trading
Accounted for more than 10 deals in this sector in Middle East & India)
	New Business Pipeline generation for new services and/or for new markets
	Marketing Communications through targeted local campaigns, advertisement,
press releases, preparing go-to-marketing strategies

	Microsoft Dynamics ERP Product Suite License plus Implementation Services
	Retail
Accounted for Two Air Port Duty operations in Middle East & successfully acted as Project Manager.
	Significant Sales Pitch 
Experience
	Marketing Collaterals
Direct mail pieces, Whitepapers, Case Studies, Corporate Presentation, webinars

	Enterprise CRM Solutions with expertise in Life Insurance Sector
	Oil Marketing & Retailing/Petrochemicals
Accounted for Two Deals in Oman.  Narrowly missed in getting Two more State managed Oil companies in Oman eventually went to Wipro & Infosys = Learning Curve
	Key Account Management
Experience 
	Direct Marketing Events
Corporate presentations & service offerings speakers in focused events with 200-2000 audiences

	Experience with Big 4 - Deloitte & Touche, Hyderabad as Analyst - Marketing Communications
	Life Insurance
Successfully launched the 1st CRM web-based software in India through Country-wide Industry Events participations & Direct Marketing
	Liaising with all levels of executives
with expertise in dealing with C Level Executives
	Value Proposition
Keen eye on always proposing
the "True" value of the services

	Pre-College experience as Proof Reader in Medical Transcription Services & self-funded my MBA from PICT, Pune, India
	General Business Understanding
Automotive (1 deal), Financial Industry (Money Marketing, Private & Public Equity), Big 4 consulting environment understanding
	CRM to me means:-
Customer - Clients & Prospects
Relationship - State of Being Connected
Management - Tools & Discipline
	ROI based Consultative Selling
Always adept to look at things from macro & micro level information to bring a common goal to variety of perspectives 


BENCHMARKS & MILESTONES 
	· Distinguished for creating a sales pipeline of new business from zero to $12Million.

· Won the second largest new outsource services contract in Infospectrum’s history, later used as the managed-services flagship and reference company.  The $2.8M two-year outsourcing contract surpassed offerings by prime competitors Infosys, Wipro, and Global Logic.

· In the last 5 years, sold 23 Microsot Dynamics ERP solutions in Oman, Bahrain, India in variety of industry sector especially in Retail, Manufacturing, Food&Beverage, and Oil & Gas Sector.


	[image: image1.png]New Business Pipeline

5000000

4000000

3000000

2000000

1000000

0
2004 2005 2008 2007 2008 2009
Year






EMPLOYMENT NARRATIVE

NaviWorld LLC, Oman








June 2009 - Present

Sales Manager
Distinguished for establishing the local office in Oman for  NaviWorld Group Ltd. 
in Oman.  And developing a qualified Pipeline of $4M for a new line of business

and establishing the gold standard of prospecting and cold-calling processes

later used by other group companies in NaviWorld.

Afte liasing with Government Officials to establish the local office, the challenges
appeared daunting.  The unexpected departure of the Regional Product Manager

prompted the need to develop a personal Strategy and the tools critical for driving

sales & key recruitements.

Identified gaps between customer needs and market offerings & joined forces with
Microsoft to address issues, conduct market research, devise new strategies and

produce the marketing collateral, sales tools and templates to support the sales

effort for a new line of business nationally.
· Streamlined an unstructured sales processes into 6 step process with clear Output
at each steps eventually helping to build the value prop and closing deals.
· Generated within 8 months a single qualified pipeline of USD4.2 Million from
Zero in Oman.
· Closed 5 major ERP accounts in Manufacturing (2 deals), Duty Free Retail
(2 deals), & Automotive Dealer (1 deal)

OCS Infotech, Oman








April 2008 - May 2009

Account Manager – Software Solutions

Gained distinction as a superior business development performer accomplshing
65% of sales budget within the first 6 months.  Later, handpicked to lead the 

Complete portofolio of Softwar Solutions Sales mainly comprising of Microsoft

Dynamics ERP Portfolioa, Micros Fideolio Solution for Hospitality & Proposal

Management for Telecom Services selling. 
Defining strategy for and developing, executing, and managing comprehensive 

sales plan encompassing integrated marketing initiatives designed to penetrate

and grow targeted customer accounts & prospects.  Communicate with customers,

management, internal departments, and vendors to coordinate overall marketing

effort in accordance with corporate goals. Drive Lead generation activities through

effective direct marketing campaigns, event management & road shows in partnership

with Principle Company.

· Closed 5 Microsoft Dynamics ERP solution deals in Oman.
· Closed 6 Micros Fideolio Hospitality solution deals in Oman.
· Successfully spearheaded the Business Proposal for Telecom Billing Solution.

Infospectrum India Pvt. Ltd. India 





March 2006 – March 2008

Marketing Manager

Asst. Manager – Business Development

Propelled a new marketing function into a high-class business function and 

setting up processes for central marketing collateral depositary,  international

prospecting through setting up of inside sales team, targetted account

management & enrolling the organization as the First Microsoft Dynamics 

Solution Provider in Central India.  I was responsible for 2 business functions:

a. Selling of Outsourced Product Development Services (Offshore Contracts)

b. Heading the Sales of ERP Centre of Excellece – Microsoft Dynamics.

In fewer than 12 months, provided leadership for many of the company’s most 

Prominent and strategic tenders and sales, in tandem with the Pre-Sales Technical 

Team.

· Won the 2nd largest offshore contract in the history of the organization worth

$2.5M contract from a healthcare solution provider in US.

· Won 2 more short term offshore contracts in managed services, one from UK &

one from Sweden.

· Won 7 Microsoft Dynamics ERP deals in Central India.
· Was promoted from Asst. Manager as Marketing Manager in just over 1 year.
Deloitte & Touche, Hyderabad, India. 





December 2005 – Feb 2006

Analyst - Marketing Communications

As Analyst – Knowledge Management my role was to find the best internal information

related to our practice and services and in leveraging and sharing existing materials

and project best practices for future client engagements. I worked with Pursuit 

Writers to source information from various external tools (Factiva, Intellinet, 

Forrestor, OneSource, etc) & internal knowledge repositories & eventually

 process this content on internal portals for future reference.

Premier Technology Group, Nagpur, India. 




February 2004 – November 2005
Executive – Marketing
Managing and participating in the various tasks associated with the unveiling of a new

product and promoting the direct sales of the windows-based CRM Software for Life

Insurance Advisors and simultaneously gathering market information for company’s

future offerings. Brand Promotion: Participating in various Insurance Seminars &

Conventions organization by various Life Insurance Companies and giving product

demonstrations. Product Promotion: Designing, planning and executing effective and

innovative promotional schemes and campaigns to heighten brand awareness and

increase market penetration.  Sold more than 600 license of the CRM software in India. 
EDUCATION
MBA/PGDBM – PICT School of IT & Management, Pune, India, 2002-2004
· Two Years Full Time Post Graduate Diploma in Business Management, Marketing & Finance.
· Marketing Batch Specialization Topper; Overall 2nd for the batch.

· Placement Cell Co-ordinator.  
Bachelor of Commerce (Nagpur University in India) , 1999-2002
PRE MBA PROFESSIONAL EXPERIENCE

Medical Transcriptionist - StariTech Pvt. Ltd., Nagpur, India.
February 2000-February 2004 (2 years 1 month).  Website www.staritech.com  

After six-months training as Medical Transcriptionist; I was appointed by the company to work on a full time basis as Proof Reader.  This opportunity immensely helped in sharpening my written and verbal skills & self-sponsoring my Graduation & MBA.

DETAILS

Relationship Status: Married.  My wife Yamini works for KPMG Oman as a Consultant
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SNAPSHOT





Company: One of the leading Microsoft Dynamics ERP Solutions Provider in Middle East & South East Asia 





Budget: $2M sales target.





Sales/Deals: $300K-200K average deal size, 3-6 months sales cycles.





Summary: Targeted new business in enterprise companies with high-volume process oriented complex business processes & systems need.





SNAPSHOT


Company:  The 1st IT Company in Oman established in 1981 & part of Business conglonomerate , Zubair Corp. 





Budget: $6M





Sales/Deals: $500K-750K average deal size, 6-9 months sales cycles.





Summary:  Developed Sales for ERP, Hospitality & Telecom Bid Management.





SNAPSHOT


Company:  A CMMi Level 3 company based out Nagpur, India. 





Budget: $4M





Sales/Deals: $500K-750K average deal size, 6-9 months sales cycles.





Summary: 


Resonspibilities include selling of Offshore services and ERP sales in domestic market.





SNAPSHOT


Company: A part Big 4 Worldwide Consulting


Summary:  Support function for BD-US.








SNAPSHOT


Company: A n Insurance CRM Solutions Provider.


Summary:  Direct Selling of CRM software for Life Insurance Advisors.





SNAPSHOT


Company: Insurance CRM Solution Provider


Summary:  Selling a web-based CRM.





SNAPSHOT


Company: Insurance CRM Solution Provider


Summary:  Selling a web-based CRM.









