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Seeking assignments in Sales & Marketing, Business Development, Client Relationship Management with a reputed organization

CAREER OVERVIEW

· A dynamic professional with  10 years’+ experience in Strategic Planning, Sales & Marketing, Business Development, Channel Management, Client Servicing and Team Management

· Presently employed with TECHNOSTREAM LLC ABLOY HIGH SECURITY LOCKS (Architectural Hardware & high security locks) as Business Development & Solutions Specifier -Dubai, UAE.
· Demonstrated abilities in expanding the market, brand building and generating new business and targeting the potential customers.

· Hands on experience in exploring and developing new markets, appointing channel partners, accelerating growth & achieving desired sales goals. 

· Experience in marketing of products like FMCG, Satellite TV, Consumer Durable Goods, Architectural Hardware, furniture hardware & Building Material goods.
· Skilled in managing teams to work in sync with the corporate set parameters & motivating them for achieving business and individual goals. 

· An effective communicator with good presentation skills and abilities in forging business partnerships with dealers & channel partners. 

SCHOLASTICS

· Post Graduate Diploma in Business Management (Marketing) from Institute of Productivity & Management, Kanpur, U.P., India in 2003.
· B.Com. from Purvanchal University, U.P., India in 1999.
CORE COMPETENCIES

· Formulating long term / short term strategic plans, budgets to enhance sales & marketing operations thereby achieving sales growth.

· Establishing corporate strategies and budgets for achievement of top line & bottom line targets.

· Streamlining existing processes to enhance efficiencies while minimizing operational time/costs.

· Driving sales initiatives & achieve desired targets and exploring marketing avenues to build consumer preference & drive volumes. 

· Gathering market intelligence continuously on the product performance, competitor activities and new emerging opportunities & happenings.

· Establishing strategic alliances / tie-ups with financially strong & reliable channel partners; implementing strategies to maximise sales and achieve revenue targets.

· Building new business partners to expand product reach in the market and coordinating with the dealers to assist them to promote the product.

· Building and strengthening relationships with key accounts; thereby ensuring high customer satisfaction by providing them with complete product support.

· Leading, training & monitoring the sales team to ensure efficiency in the business operations and meeting of the targets.

· Conducting meetings for setting up sales objectives and streamlining processes to ensure smooth functioning of sales.

EMPLOYMENT SCAN

5THOF January Technostream LLC ABLOY High Security Locks (Architectural Hardware & high security locks) as Business Development & Solutions Specifier -Dubai, UAE
Accountabilities:
· Managing the sales and marketing of( Architectural Hardware & High Security Abloy locking Solutions
· Appointing dealer network and managing primary & secondary sales.
· Meeting with Architects, consultant & Contractors & interiors Designer.

· Specified high security locks to the Architects. 
· Launching new sales promotion schemes & implementation for Retail Customer.
· Looking after all kind of projects i.e Commercial Tower, Residential Tower, Hospitality Project.
· Implement contact management Strategies and regular meeting with Dealers.

· Continuously Monitor competitor’s activities, contacts competitors’ analysis, keep abreast of market trends.  

OCT’10 –to 31 of December 2013 Hafele India Pvt Ltd. (Hardware & Modular Furniture goods), Delhi/NCR as Territory manager 

Accountabilities:
· Managing the sales and marketing of Hardware Modular kitchen goods(Architectural Hardware & furniture hardware Goods)
· Appointing dealer & Distributors network and managing primary & secondary sales.
· Meeting with Architects, consultant & Decorative Agencies
· Launching new sales promotion schemes & implementation.

· Looking after sales of incoming customers as well as dealers sales.
· Planned strategies based on competitor activity. 
Highlights:
· Applied Product promotions scheme as per competitor activity and the target incentive scheme implemented by management.

·  Achieving sales target fixed by the management.
· Distributors, dealer key client handle.
· Received year-2012 super achiever & Star Performer certificate from Hafele India pvt ltd.
Since Jan’07 to agust’10: A.S Al Moajil Trading Est., Dubai(under Assa abloy) as Sr. Sales Executive ( Yale & Union Locks.
Accountabilities:

· Managing the sales and marketing of Building Material Products, Lock Union and Yale.

· Appointing dealer network and managing primary & secondary sales.
· Managing Project Sales, Meeting with Architects, consultant & Decorative Agencies. 

· Looking after Existing Project as well as New Project.

· Planned strategies based on competitor activity. 

Highlights:

· Enhanced Sales from 2008 to 2009 15.5million Dirham to 21.5million Dirham i.e. 45% growth.

· Participated in Middle East Exhibition Big 5 Show”.
· Attained 35% more sales increase in territory to previous target after joining.
· Developed Abu Dhabi, Sharjah Ajman,Al Ain,Fujara & RAK in UAE. 
· Got outstanding performer appreciation letter - 2007 given by General Manager AL Moajil Trd Est Dubai.
Jun’05 – Jan’07: Intrex India Ldt. (Essel House, A group of Zee TV-India), Agra to Varanasi as Sales Officer - ITZ Cash Card 
Accountabilities:

· Launching new sales promotion schemes & implementation.

· Looking after sales of incoming customers as well as dealers sales. 
· Achieving sales target fixed by the management.

Highlights:

· Outstanding performer of territory and gave blaster sales during tenure. 
· Developed 24 districts in two territories Agra & Varanasi. 
· Applied Product promotions scheme as per competitor activity and the target incentive scheme implemented by management.
· Planned strategies based on competitor activity. 
· Distributors, Retailer & Travel Agents key client handle.
· Second best performer in Intrex India Ltd India.
Jun’03 – Jun’05: Synergy India Ltd. as Sales Officer – Varanasi(FMCG Soap division)Jo- soap
Accountabilities:

· Handling proper rooting and scheduling for sales expectation. 
· Launching new sales promotion schemes & implementation.

· Looking after sales of incoming customers as well as dealers sales.

Highlights:

· Enhanced sales from Rs. 20 lacs to Rs. 26.5 lac i.e. 30% growth.
· Successfully managed 12 districts in the territory.
· Organized time by time Product promotions campaign.
IT SKILLS: Word Perfect, MS Word, PowerPoint, MS Excel, MS Outlook, Internet & E-Mail Application.


PERSONAL DOSSIER

Date of Birth   

:

26th July 1981
Languages Known
:

English, Urdu and Hindi.









Strategic Planning





Profit Centre Operations





Sales & Marketing





Business Development





Channel Management





Product Management





Market Research





Relationship Management





Team Management








