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SENIOR PROFESSIONAL

Sales and Marketing / Regional Administration / Business Development
A BRIEF OVERVIEW

· A dynamic professional with over 18 years of rich experience in trade sales & marketing / revenue expansion activities with Medical sector.

· Strong business acumen with expertise in creating sales & business development procedures, channel / distribution dealer strategies as well as service plans and guidelines; skilled in operating each of the designated business units / territories as separate profit centres.

· Adept in managing entire life cycle for development / introduction of key brands, product type & quality assessment, multi vendor positioning, pricing policies, merchandising plans, trade visibility and display programs, advertising strategies, etc., collaborations & tie-ups; effective in establishing primary & secondary networks.

· Proficiency in managing business operations with focus on top and bottom line profitability and customer satisfaction by ensuring optimal utilization of resources as well as handholding of business partners & other key stakeholders.

· Comprehensive experience in developing relationships with key decision-makers / dealers / channel partners in large corporates & enterprises / Govt. / Public & Private Sector / Consultants for business development; skilled in suggesting most viable services & cultivating healthy relations for securing repeat orders / business.

· An effective leader with abilities in recruiting, leading, training & motivating cross functional and cross cultural teams; effective in accomplishing greater operational efficiency towards selling and promoting cost effective products / solutions in different categories for business excellence.

OTHER KEY SKILLS

Budgeting, Forecasting & Cost Control

Proposals & Presentations 





Stock Control



Negotiations & Contracts 





Knowledge Management 





Resource Optimization




Statutory Compliance 






Market Intelligence / Trends Analysis

Receivables Management
















     

ORGANIZATIONAL EXPERIENCE  

Molnlycke Healthcare
























since Aug’13 

India Business Director – Surgical

Key Deliverables 

· To define the Strategy, in cooperation with local surgical management and Regional Management.
· Prepare 5-year India Business Plan, present it to the Surgical Board for approval.

· Manage the P&L of the India business; achieve the financial targets for the surgical business in India.
· Scout for potential contract manufacturing possibilities.

· Liaise with investment banking firms for potential JV and M&A opportunities in India.
· Recruit, manage and Develop Surgical team from all aspects.

· Identify the right supply chain model and warehousing partner.

· Setup and manage a distribution channel.
· Work with APAC RA/QA team with respect to regulatory approvals for the surgical range of products.
· Identify KOLs to develop into Advocates and Opinion Leaders for the surgical business.

· Accurate Sales Forecasting and Financial Reporting
· Coordinate with APAC Marketing on marketing plan, product launches and distributor team trainings.

· July 2014 – Additional responsibility for distributor driven markets such as Pakistan, Sri Lanka, Bangladesh, Nepal and Afghanistan for both Surgical and Advanced Wound Care Businesses.
Highlights
· Have re-validated the market research company’s findings and plugged the gaps as regards import duties, market ASPs.
· 5-year India Business Plan submitted to the Global Surgical Board and has been approved.
· Have identified potential partners for JV/M&A as also contract manufacturing. These are at an advanced level of talks with the possibility of concluding the JV by end-Q4-2014 after due diligence and related formalities.
· Have identified a professional Warehousing cum Import partner who has extensive experience in healthcare industry and expect to sign them on board by June-2014.
· Marketing plan and product launch activities prepared with timelines.
· Marketing materials (brochures, leave behinds, banners, posters, FAQs, training binders) have been finalized.
· Made presentations to the Indian Regulatory authorities on the surgical range of products. Was able to get clearance on 2 important product lines.
· Working with the APAC RA/QA team and local regulatory consultant on filing for regulatory approvals for the remaining products to ensure we have the necessary approvals in line with the timelines drawn in the Business Plan.
· Recruitment process is on-going. We should have people on board by June-2014.
· Distribution Channel partners have been identified and territories/accounts have been allocated. Account profiling has been initiated to identify and understand the various stakeholders.
· Working closely with the Swedish Embassy as part of an empowered group in Healthcare to promote Swedish healthcare business interests in India which involves working closely with heads of hospital groups/hospitals in the area of infection prevention and control.
Trivitron Healthcare P Ltd., Hyderabad, AP
















Feb’13 – Aug’13 

Deputy General Manager & Business Unit Head – Cardiac and Neuro Medical Devices
Key Deliverables

In addition to the Neuro Business - 

· Have P&L responsibility for Cardiac and Neuro Vascular Intervention businesses.
· Launch and drive the Cardiovascular Intervention business for CID, Italy.
· Prepare business plan for 2013 - 2016 to drive the Cardiovascular and Neuro Vascular business in South Asia comprising of India, Sri Lanka, Bangladesh and Nepal.

· Recruit team for the successful running of the Cardiovascular business.
· Identify and manage distributors across the South Asia region for the Cardiovascular business.

· Part of the management team to look into possible investments/acquisitions in the cardiovascular segment.

· Part of the management team to form strategy for the medical devices division to foray into newer segments of medical devices arena.

Highlights

· 2013-2016 plan in place for the cardiovascular business.

· SOPs in place for Sales, Finance, Accounting, HR and logistics.
· Identified channel partners for the CID business and have 6 distributors in place.

· Currently manage 4 Regional Sales Managers, team of 3 Territory Managers and one Logistics Manager.
· The frontline sales team will be on board once we have recruited distributors across all regions. Candidates have already been screened and are short listed for recruitment.
· Have identified 2 more companies which have products so that we can have a complete basket of cardiovascular intervention products.

Trivitron Healthcare P Ltd., Hyderabad, AP

















since Apr’12 

Deputy GM - Neuro Vascular (Medical Devices)
Key Deliverables

· Have P&L responsibility of Neuro-Vascular Division (Stryker NV business). 

· Expand the footprint of the business to a pan-India level.
· Prepare business plan for 2016 to drive the Neuro Vascular business in South Asia comprising of India, Sri Lanka, Bangladesh and Nepal.
· Identify and manage distributors across the South Asia region.

· Have identified key tender based businesses which hold huge revenue potential for which distributors have already been identified and products have already been quoted. 
· Part of the management team to form strategy for the medical devices division to foray into newer segments of medical devices arena.
Highlights

· Witnessed an increase of 45% in sales revenue in the 3 quarters of the year of taking charge of the business.

· Worked with the logistics team to ensure that inventory levels are re-defined at various warehouses across the country to ensure adequate and in-time supplies. This by itself contributed to the increase in sales revenue as well.
· Have re-defined territories for the team to ensure effective market coverage. Have proposed an increase in manpower for the division to the management with 2016 business plan and market potential as the background.
· Currently manage 2 Regional Sales Managers, team of 3 Territory Managers and one Logistics Manager.

Star Trivitron LLC, Member of ETA Group, Dubai, UAE














since Nov’10 

Deputy GM-International Business Development for MENA, South Africa
Key Deliverables

· Spearheading responsibility for managing the gamut of business operations pertaining to AED 30million (US$8.15million) with 3 PCHs each for Medical Imaging, Medical Consumables / Equipments / Ortho Implants (Stryker) and Lab Diagnostics.
· Directing efforts for the overall P&L responsibility of Star Trivitron UAE business. 

· Steering measures towards restructuring the current business to ensure profitability & positive cash flow.

· Overseeing preparation of strategic business plan for 2015 to drive and develop business in MENA/South Africa.

· Initiating development and management of master distributor business in GCC/MENA by identifying principals, local partners as well as providing direction for driving the franchisee business model. 
Highlights

· Reported a nett profit of AED 200k for FY 2011 after reporting FY 2010 nett loss of AED 95k.
· Q1-2012 reported a 17% growth over the same quarter in 2011 with a nett profit of AED 214k. 
· Prepared a detailed business plan with division wise P&L for 2012-2015 and company valuation.
· Initiated several cost cutting measures including integration of 2 sales offices into 1, downsizing of warehouse and team downsizing, resulting in savings of AED 1.2 million (down 21% from AED 950k per month to AED 750k) by end of Dec’11. 

· Successful in reducing:

· DSO (Days Sales Outstanding) and DSI (Days Sales in Inventory) to ensure better working capital management. 
· Payables to principals have improved - resulted in getting back credit facilities with important principals, lower finance costs.

· Number to principles for ensuring control of cash flow issues.
· Stryker Ortho:
· Kicked off the business in June (after a wait of nearly a year) with 5 implants and an important KOL.

· GM percentage for FY 2011 was 61% with an implant average of 6 implants a month.

· Aiming towards achieving an average of 15 implants a month for FY 2012.
· Medical Imaging – 

· Increased the GM percentage from 29% to 39% due to tighter controls on quotations and negotiations.

· Witnessed an increase in Nett P&L percentage to 14 from -22%.

· Lab Diagnostics (IVD)

· GM% increased from 33% to 38%.
· Nett P&L increased from 11% to 15%.
Trivitron Healthcare P Ltd., Hyderabad, AP















      Dec’08 – Oct’10

National Sales Manager – CRM

Highlights

· Managed a team of 1 Regional Sales Manager, 3 Area Managers as well as 5 Territory Managers.

· Successful in increasing:

· Distribution network from 4 to 19 across the country.

· Team size from 5 to 10. 

· ASP across product range.

· Successfully handled the product launch for Altrua range of pacemakers across the country.

· Reduced inventory from 6 months to a little over 2 months.

· Witnessed a reduction in sales receivables from 98 days to 68 days due to tighter controls.

· Distinction of being selected for training at XLRI, Jamshedpur on Finance for Non-Finance Managers in 2010.
· Formed part of Trivitron Management Committee in 2010.
Boston Scientific Intl BV, Hyderabad, AP
















    Jan’07 – Nov’08

Regional Sales Manager – Cardiac Rhythm Management – South & West India, Sri Lanka
Guidant Corp (GDT) was acquired by Boston Scientific (BSX) and the CRM business became part of BSX worldwide.

Highlights

· Managed a team of 1 Area Manager as well as 1 Territory Manager.

· Championed the change in distribution strategy from a single large South India distributor model to state/region specific distribution model. 
· Successful in enhancing sales from US$225k to US$487k as well as market share percentage in key segments - heart failure and tachy products.

· Witnessed a doubling of sales volume for Brady range of products 
· Increased ASP across product range.

· Accomplished successful launch of 3 products.

· Actively involved in moving the business from a single large distributor to multi-distributor model for enhanced reach.

· Distinction of being recognised as Best Employee of the Year for 2007.
· Formed part of Global President’s Club for Excellence in Sales during 2008.
Guidant India P Ltd., Hyderabad, AP

















     Dec’99 – Nov’08
Growth Path

Dec’99 – Dec’02

Clinical Specialist, Vascular Intervention – Andhra Pradesh
Jan’02 – Dec’06

Territory Sales Associate – Cardiovascular and Cardiac Surgery – Andhra Pradesh
Jul’02 – Dec’06

Territory Sales Associate (Cardiac Rhythm Management) - South & Sri Lanka.

Highlights

· Successfully set up the distribution network and sales / technical team for the start up Vascular Intervention, Cardiac Surgery and Cardiac Rhythm Management (CRM) businesses in India.
· Identified:

· KOLs and initiated market development for the new business.
· PR agencies and coordinated with KOLs / media partners for creating awareness of new therapies.

· Initiated strategic tie-ups with pharma companies for better KOL / customer relationship management.

· Was selected to Handled a 1 month Tachy Training for Singapore and Malaysia based at Singapore Office, received appreciation for same.
· Successfully handled 2 product launches.

· Managed a team of 4 Territory Managers.

· Recognized as the Clinical Savvy Champion in 2004.
· Functioned as Product / Sales Trainer to the Singapore team on Tachy products during 2005.
Ranbaxy Laboratories Ltd., Bangalore, Karnataka














Dec’95 – Oct’99
Growth Path

Dec’95 – Oct’97

Medical Sales Representative.

Oct’97 – Oct’99

Area Sales Manager.
Highlights

· Managed a team of 14 representatives and 22 distributor partners. 
· Distinction of attaining first rank at:

· The Sales Representative Training / Assessment Centre, 1995.
· All India Managers Assessment Centre, 1997.
ACADEMICS

· Post Graduate Diploma in Marketing Management from Bangalore University, 1995.
· Honors Diploma in Sales Management from National Institute of Sales (NIS), Bangalore, 1996.
· Workshop on LEADERSHIP by Kellogg School of Management at Macau, 2004 – Organized by Guidant.
· Finance for Non-Finance Managers from XLRI, Jamshedpur, India, 2010 – Sponsored by Trivitron Healthcare Pvt Ltd.
· Bachelor in Science from Bangalore University, 1994.

IT SKILLS

· Conversant with SAP - Sales Management Module.
· Well versed with Windows, MS Office (Word, Excel and PowerPoint) & Internet Applications.

EXTRA CURRICULAR ACTIVITIES 
· Formed part of the Tsunami Relief Operations and worked closely with an NGO.  
· Received a grant of US$90k from Guidant and was able to re-build and equip a school alongwith an additional block at Akkaripettai (Nagapattinam) with the support from the NGO, which was aptly named the Guidant Block.

PERSONAL DETAILS

· Date of Birth


: 
7th November 1973
· Driving License
: 
India and UAE Driving License

