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Mobile: 971505905010 / 971504753686
A professional business development executive with over 5 years of experience in International sales Management, negotiation, customs regulations and bid management, together with a graduate degree in International Business. High performing executive with a proven track record of accomplishments in setting up mutually beneficial international contracts. Ability to develop long term strategic partnerships and communicate effectively with all levels
of decision making authorities.
Professional Summary:
	
	
	
	
	
	
	
	

	
	
	Core Competence
	
	
	Selected Accomplishments
	
	

	
	
	Bid Management
	
	
	Successfully achieved sales target in Engineering / Manufacturing
	
	

	
	
	
	
	
	
	
	

	
	
	Procurement
	
	
	services (Automotive , Heavy equipment)
	
	

	
	
	
	
	
	
	
	

	
	
	Market research
	
	
	Experienced in establishing partnership for USA  based  Pharmacy
	
	


	
	
	
	
	
	
	
	

	
	
	Lead generation
	
	
	company with an Indian CMO & CRO organizations
	
	

	
	
	
	
	
	
	
	

	
	
	Bid Management
	
	
	Developed new market – Turkey  ( Engineering services)
	
	

	
	
	
	
	
	
	
	

	
	
	Procurement
	
	
	Hands on experience in generating leads for various industry verticals
	
	

	
	
	
	
	
	
	
	

	
	
	Scope analysis
	
	
	viz. IT, Engineering consultancy services, Solar, pharmacy for
	
	

	
	
	
	
	
	
	
	

	
	
	Presentation Abilities
	
	
	International businesses.
	
	

	
	
	
	
	
	
	
	

	
	
	Interpersonal Skills
	
	
	Knowledge of working on the research databases and CRM tools such
	
	

	
	
	
	
	
	
	
	

	
	
	Customer relationship
	
	
	as : Zoom info , OneSource , Lexis Nexis , Sales Force, Zawya  and
	
	

	
	
	
	
	
	
	
	

	
	
	IT Skills
	
	
	ZOHO .
	
	

	
	
	
	
	
	
	
	

	
	
	Reporting
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	


Academic Profile:
	
	
	
	
	
	
	

	
	Certification
	
	Institute
	
	Year
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	PGDBM (Marketing)
	
	MATS (JGI) School of business, Belgaum
	
	2008 – 2010
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	Bachelor of Commerce (BCom)
	
	Nehru College of Commerce, Hubli
	
	1999 – 2003
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	



Honors & Awards
Professional: Received appreciation letter from Merritt Innovative Solutions management for achieving quarterly sales target (Engineering & Manufacturing).
Academic: Contest name: Board room battle
Won the award in Management competition conducted from Institute of planning and management (IPM management School - City: Meerut – State: Uttar Pradesh)
Career Path:
Technologies Limited – Bangalore.
27th May 2013 – 14th Feb-2014
(United Telecom Group)
Executive – Lead Generation
Engineering- Manufacturing - IT Sales (Region: EMEA / India )
Pre sales (Region:North America /Europe / APAC)
Engineering Services:
· Worked with new business vertical of Engineering & Manufacturing (Automotive & aerospace) reporting to Senior Vice President. 
· Preparation of marketing collaterals. 
· Reporting to Senior Sales Manager on new business opportunities / Tenders. 
IT Services:
· Content Management of Pre-sales repository on Share-point and governing the SP site for the team. 
· Working with Client Account Leads/ Sales leadership across globe to draft winning themes and buyer values. 
· Involved with Proposals over cumulative sum of 29 Million. 
· Worked with Solution Architects to propose Winning Solutions with feasible Technical Frameworks. 
· Working with Senior Leadership on Business requirement and understanding. 
· Organizing and Leading Proposal Kickoff, Strategy, Tracking and Review Meetings. 
· Developing and managing the proposal work-plan and schedule. 
· Structure, develop, and write proposals and build the response around the Request for Proposal (RFP) and leverage existing archived proposal information. 
· Customize customer references and resumes to reflect the specific criteria and requirements in the RFP. 
· Conduct post-proposal debriefs analysis so the team can learn how to improve or enhance future proposals 
· Liaison and Coordination with Designated Client Staff. 
· Providing Inputs and Suggestions on Proposal strategy, Approach and Content. 
Merritt Innovative Solutions Ltd. 9th April 2012 – 15th May 2013 Business Development Executive (Region: Europe)
Key Responsibilities:
· New client’s acquisition in automotive, Material handling equipment, construction equipment manufacturers and OEM segments for offshore Engineering and consulting services. 
· Communicate Engineering services, benefits and financial advantages (Making Cold calls and establish contacts with identified decision makers) 
· Increase market penetration, increase presence in new accounts. 
· Identify regional partners to enhance business development activities. 
· Corporate profile presentation to clients via Tele conference calls 
· Maintaining databases on prospective clients and competitor information for enhancing business opportunities 
Pre-Sales responsibilities: 
· Coordinating with technical team, finance team gather necessary information for proposal. 
· Coordinating and provide inputs for responding to RFI/RFP’s and providing proposals to the clients. 
· Delivery of RFI/RFP’s to clients in a timely manner. 
· Coordinating client visits. 
Notable Highlights: 
· Successfully obtained automotive and Material handling projects from Europe and Euro Asian countries. 
· Successfully managed to establish Joint venture with Mexico based construction equipment manufacturing company. 
· Establish and maintain rapport with influencers & key decision makers and fulfill the needs of customers. 
Award : Received appreciation from management for achieving quarterly sales target. 
Brick Work India Pvt. Ltd.
15th Nov’2010 – 8th Feb 2012
Jr. Business Analyst
Key Responsibilities:
Market Research / Lead generation
· Providing solution reports to customer problem/research areas. 
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· Involved primarily in market research and lead generation. 
· Complete project planning, preparation with initial available information and lay roadmap for the MR department to provide further information to compile the report and suggest analytically driven solutions to customers. 
· Client communication, reporting and information exchange on daily basis. 
· Service price negotiations with clients and discussion in defining the outcomes of the project. 
· Coordination with the finance department towards payment collection. 
· Value enhancement to project in terms of delivery and revenue generation. 
Procurement:
· Coordinating with customers, gathering requirements and scope the projects. 
· Ensuring qualitative market research, low cost country sourcing and supplier due diligence. 
· Provide services across supply market research, Supplier identification, RFX design & processing, Negotiations & Supplier assessments for global clients across various industry verticals. 
· Conducting Supply market research & market analysis including determining market size, growth rate, competitiveness, trends, SWOT/PEST/Porter's five forces/ Risk & opportunity analysis of market or particular commodity or any other focus area to explore business opportunities. 
· Supplier cost and capability assessment/ supplier scoring report & Sourcing recommendation for effective sourcing decisions 
Notable Highlights:
· Successfully handled SCM client from Netherlands 
· Successful towards bridging partnership deal between customer and domestic pharma vendor 
· Satisfactory results in providing services to US automotive firm. 
Infosys BPO
6th Mar’2006 – 27th June’2008 (2.3 yr)
Executive- Operations
Key Responsibilities:
Client: Cisco Systems Inc., ( Order Management Process)
Post Booking issues of Order Management Process. Handled Customer queries regarding their orders, issues related to post shipment, Invoice and Customs issues Have been involved in Post and Pre-audit and training for fresher’s in the team.
· Handling post booking order request and working on them. 
· Working on Expedite request and placing expedite request to manufacturer. 
· Worked on Order Status, Change & cancellation request for customer requests and providing them resolution within SLA. 
· Creating Service requests to contact Manufacturing, Logistics. 
· Contacting cross functional team like, Finance, Logistics to resolve the blocks/ hold on the orders and helping in the shipment of goods to customers. 
· Making changes to customer orders/cancellation as per customer request.. 
· Worked on Oracle 11i. 
· Resolved customer complaints expeditiously Service Contract Management: 
· Creation of new contracts for the service orders. 
· Renewal of existing contracts and termination of contracts as per customer requests. 
· Validating parameters before executing a new contract or terminating contracts. 
· Linking of Main contracts to Sub contracts/new contracts. 
Notable Highlights:
· Rewarded as a top performing employee of the team 

Projects Undertaken:
1. Organization: Brick Work India Pvt. Ltd, Bangalore 
A) Client : Solar City , USA  
Duration: Ongoing Project
Description: Client was looking for the solution to generate more number of prospects in Canada and USA. Role: Business research and solution.
Reporting to the client on weekly basis.
B) Client: Carrus Fleet Management provides IT-related services; infrastructure, systems and solutions support (Tele mastics products)
Duration: 3 months
Roles: Carrus is looking for prospects in Africa (South Africa, Mozambique, and Zambia)
Description: Lead generation in given territory and calling up of these business and find the interest levels and reporting to customer.
C) Client: Biodys , Netherlands , 
Duration: 2 Months
Title: Biodys manufactures small size standalone reactors and continuous large scale systems.
Description : Client was looking for the potential market for their products in North America , Europe and Asia pacific .
Role: Market research and profiling potential customers.
D) Client: Norwegian client: Startup company. Duration: 1 Month.
Title: Lead generation and profiling of prospects in the Norway and Scandinavian market for printed circuit
boards (PCB).
Description: Client was looking for the electronic products manufacturing and contract electronic assembling companies in the geography of Norway and Scandinavian countries.
Roles:
· Lead generation activity in given territory. 
· Collating contact details of C level executives and purchase department authorities. Client feedback: Client was very happy with the information provided on prospects. 
E) Client: Topa Verpakking, Netherlands 
Duration: 4 month
Title: Potential Markets for Packaging & Logistics in Europe for Pharmacy Business
Description: As a part of business expansion in providing specialized services to pharmacy business, the project was aimed to find the potentiality and generate leads in Europe Pharmacy Market
Roles:
· Study and collect the overall pharmacy companies’ names and contact details along with the product profile. 
· Calling up of these business and find the interest levels and reporting to customer 
· Post study and calling, profiling of the suspects and provide detailed report about the potential business opportunities to customer. 
Organization: Brick Work India Pvt. Ltd, Bangalore
F) Client: Velesco Pharmaceutical Services, USA Duration: 3 month
Title: Partnership Opportunities for Indian/Chinese Contract Research Org & Contract Manufacturing Org
Description: Velesco was looking for vendors to establish partnership in India and China for formulization and research and also to market globally
Roles:
· Study and collect the details of CRO & CMO companies in India and China 
· Build reports on core competencies of these companies and exchange communications with management personnel towards describing opportunity areas towards partnering with Velesco pharmaceutical 
· Help Velesco in exchanging collaterals (NDA, SLA, ect) for the successful partnership service Key Achievements: 100% success vis-a-vi target goals 

Personal Details:
Date of Birth
: 15th January 1982.
Blood Group
: B+
Marital Status
: Married
Languages Known
: English, Hindi, Kannada
