· Gulfjobseeker CV No: 1348578
To interview this candidate call 971505797566

Or email us back filled up Vacancy Form

         http://www.gulfjobseeker.com/Free_Job_Posting_Form.doc
  B.E (Electrical) + MBA (Marketing) With 9+ Years Of Experience In Industrial Marketing
A BRIEF SYNOPSIS


· An astute & result oriented professional with nearly 9+ years of extensive experience in managing Techno Commercial Sales, Project Sales, Business Development Functions, Sales & Marketing, Key Accounts Management, Industrial Marketing.
· Experience in charting out sales strategies and contributing towards enhancing business volumes & growth and achieving revenue and profitability norms.

· Analyzing latest marketing trend and tracking competitor’s activities and providing valuable inputs for fine tuning Sales & Marketing Strategies.

· Experience in charting out sales strategies and contributing towards enhancing business volume & growth and achieving revenue and profitability norms.

· Proven skills in breaking new avenues & driving revenue growth and proactively conducting opportunity analysis by keeping abreast of market trends/ competitor moves to achieve market-share metrics.

· Currently working with JSL Industries Ltd as a Marketing Manager (Marketing Manager- Ahmedabad)
· Skills in developing relationships with key decision-makers  in target organisations for revenue. Ensured successful ramp up of business assignments; while working in coordination with clients & ensuring effective service deliverables.

· Proficient in developing & streamlining systems with proven ability to enhance operational effectiveness and meet operational goals within the cost, time & quality parameters.

· Demonstrated skills in team management & client relationship management with excellent organisational ability.

    DOMAIN SKILLS:
Strategic Management: Strategizing business directions ensuring profitability in line with organisational objectives. Formulating business plans for overall development & accomplishment of top and bottom-line profitability. Handling overall business operations (sales & business development) for conceptualising & implementing sound business strategies for accomplishment of sales targets.

Sales & Business Development: Developing new clients and negotiating with them for securing profitable business. Forecasting sales targets and executing them in a given time frame thus enhancing clientele. Giving products demonstration/presentations to clients for securing profitable business. Identifying and networking with prospective clients generating business from existing accounts and achieving profitability and increased sales growth.

Client Relationship Management: Managing customer centric operations and ensuring customer satisfaction by achieving delivery and service quality norms. Identifying improvement areas & implementing measures to maximize customer satisfaction levels. Implementing high quality services, resulting in customer delight and Optimum resource utilization for maximum service quality.

   ORGANISATIONAL DETAILS:
Since Mar ’14 – Till date
JSL Industries Ltd 
Marketing Manager– Ahmedabad Branch Key Deliverables
· Work with GM/ CEO for the Sales and Administration of Ahmedabad branch.
· Giving Sales forecast on monthly basis depending on the Sales pipeline, pending orders etc.

· Handling Purchase proposal / Purchase order / Purchase conformation / Price and Availability / Purchase requisition.
· Responsible for stock planning, Payment collection & Invoicing from the branch.

· Giving MIS reports at the end of the every month.

· Supporting engineers for their individual business inquiries by giving them technical inputs, commercial negotiations and attending joint calls to enhance branch business.
· Classifies, reviews and input data in the computer terminal according to prices, manufacturers name, part, number/model number and stock number of certain materials through ERP system.

· Authorizing -  GRN and cost sheet.

· Utilize stores and logistics ERP for monitoring the Inventory by gathering and inputting the data.

· Verifies, checks discrepancies on stock quantities, packaging, quality and pricing.
· Validation of stock transfer within the branches.

· Maintains quality of supplies and monitors shelf life of particular items based on receipts or invoices for submission to the head of operation.

· Conducting full physical stock audit at the warehouse on monthly basis.

· Inspection of items in detail by safety handling methods for received Goods.

· Report on damages of warehouse & co-ordination between principal & customer for complaint handling.

· Arranging repairs and returns with manufacturers and customers.
· Attending trade shows.

· Giving presentations to clients for development of new customers and secure project business.

· Supporting customers by giving pre tender support by means of technical documentation and coordination with principal.

· Supporting channel partners and Key accounts development and Management.

· Preparation and submission of technical offers including planning, designing, costing to secure business.

· Training and Motivating the team for better performance and productivity.

Significant Highlights
· Handling all the major key accounts. i.e Nirma, Adani, RIL, GNFC, GSFC etc.
· 10 New Customers added in the First Quarter in 2014-15.
· Completed the Manpower requirement of the branch.
· Motivated and Trained the team for better performance.    ORGANISATIONAL DETAILS:
Since Sept’12 – Feb 2014
Bharat Bijlee Ltd 
Sales Manager – Projects Sales Key Deliverables
· Was looking after the business of LT Motors across the Gujarat region.

· Preparation of Sales Funnel based on the upcoming projects and existing projects.

· Preparation and submission of techno commercial offers in co ordination with design and costing department.

· Conducting seminars for energy efficient motors to existing customers and new customers.

· Closing the orders in consultation with Regional manager.

· Development of new customers.

· Assisting in development of HT motors business.

· Working with consultants and contractors for various projects.

Significant Highlights
· Have worked with renowned key accounts like RIL, GNFC, GSFC, Team Aqua, Adani Group, Hitachi. 
· Some of the major breakthrough orders are RIL, Hazira (50 Lacs – Hazira Expansion), Team Aqua (50 Lacs – OPAL Dahej Project, 25 Lacs – JSPL Project, 20 Lacs – Adani, Hazira), Adani Power (10 Lacs for Replacement of Chinese Motors), Hitachi Hirel (25 Lacs for Neumen Essar Project).
· Conducted seminars for awareness of IE2 motors in Adani Group, KRIBHCO, Sintex Industries, GNFC, Dahej, Hitachi Hirel.
· Added new customers like Nimbus International, Doshion Veolia in BBL fold. 
 ORGANISATIONAL DETAILS:
Since May ‘11 – Apr ‘12
                   ABB LTD.       Pune             Sr. Engineer – Marketing HT Motors Key Deliverables
· Was looking after the business of HT Motors across the Pune region.

· Worked with all the major OEMs of Pune region for development of HT motors business.

· Preparation and submission of techno commercial offers through a Cussamo software and coordination with project management team.

· Providing pre tender and post tender techno commercial support to the OEMs to grab the business.

· Closing the orders in consultation with Regional manager.

· Development of new customers by giving presentations, seminars and attending trade shows.

· Working with consultants and contractors for various projects.

Significant Highlights
· Achieved the budget of 1000 Lacs.
· Have worked with renowned OEMs like KSB pumps, KBL, M&P, Thermax, Ricoh Indutries, Johnson controls etc.
· Some of the major breakthrough orders are KSB Pumps (50 Lacs – Indorama project, 50 Lacs – BHEL Project), Ricoh Industries (65 Lacs – JSW Bellary Project), KBL (100 Lacs for various projects), M&P (100 Lacs for various projects), Johnson controls (50 Lacs – Inhouse use).
   ORGANISATIONAL DETAILS:
Since Feb ‘08 – May ‘11
             Crompton Greaves Ltd.       Ahmedabad             Executive – Sales Key Deliverables
· Was looking after the business of LT Motors across the Gujarat region.

· Worked with all the major channel partners and Industries of in and around Ahmedabad.

· Assisting the Channel partners in achieving their MOUs on year on year basis.

· Working with Industrial customers by providing techno commercial support to achieve the business.

· Closing the orders in consultation with Regional Sales Manager.

· Adding new customers by giving presentations, seminars and attending trade shows.

· Collection of payment from the allotted Channel partners and Industries.

· Giving MIS reports to the Engineer In charge on monthly basis.

· Follow up with the plant for timely execution of orders regularly. 

· Involvement since the Inquiry Generation to Order to Order Processing and till the execution and payment collection.

· Processing the orders in SAP.

Significant Highlights
· Was working as Executive (Sales) in its LT Motors division and looking after the business of LT motors through Key Accounts management, Channel management.

· At the time of joining in year 2008 budget given was 1000 Lacs and at the time of leaving in year 2011 has achieved the business of 1800 Lacs with the GOLY of 30% every year.

· Have worked with all the major dealers (above 5 Crs) like Baviskar Sales, Bombay Engineering, Shree Raj Traders, Akshar Agencies, General Electric etc. and have contributed in their growth year on year.

· Also worked with major key accounts like RIL, Nirma, Ultratech Cement, TLT Engineering, GNFC, GSFC etc.

· Some of the major breakthrough orders are Nirma (75 Lacs – Kalatalav Bhavnagar Project), Ultratech Cement (50 Lacs – Replacement of Chinese Motors), TLT engineering (60 Lacs – RIL Project).

· Covered whole Gujarat territory.
   ORGANISATIONAL DETAILS:
Since Aug ‘05 – Feb ‘08
     Godrej & Boyce Mfg Co Ltd       Ahmedabad           Sr. Executive – Sales Key Deliverables
· Was looking after the business of Office Automation products across Gujarat.

· Worked with all the major Channel partners of office automation products.

· Worked will all the major key accounts.

· Closing the orders in consultation with Regional manager.

· Development of new customers by giving live demos and presentations.

Significant Highlights
· Successfully conducted product demo and presentations for business development.
· Covered whole Gujarat territory.
   ACEDEMIA:
2005  Masters Of Business Administration (M.B.A) in Marketing completed with 61.8% in qualifying      examination from AES Post Graduate Institute Of Business Management, Ahmedabad, Gujarat University.
2003   Bachelor Of Engineering (B.E) in Electrical completed with 70.8% in qualifying examination from   L D College Of Engineering, Ahmedabad, Gujarat University.
1999  Higher Secondary Certificate (HSC) in Science completed with 62.15% from A H Saraswati Vidyalaya, Ahmedabad. (GSEB)
1997  Senior Secondary Certificate (SSC) completed with 85% from A H Saraswati Vidyalaya, Ahmedabad. (GSEB)
   IT FORTE:
· MS EXCEL, MS WORD, MS POWER POINT, C LANGUAGE, AUTO CAD, VISUAL BASIC, WORKING KNOWLEDGE ON SAP, CUSSAMMO HT MOTOR DESIGN SOFTWARE.

   PROJECTS DONE AS A PART OF CURRICULA:
· Grand project on STUDY OF INDIAN POWER SECTOR IN POST LIBERALISATION ERA, Semester IV, MBA-II.

· Summers on ANALYSIS OF TRADITIONAL LIQUID FUELS TO NATURAL GAS IN INDUSTRIES for Indian Oil Corporation Ltd. Ahmedabad.

· Project on SOFTWARE FOR 3-PH. INDUCTION MOTOR DESIGN AND ANALYSIS OF ENERGY EFFICIENT 3-PH. INDUCTION MOTOR, Semester VIII, BE (Electrical).

   TESTIMONIALS:
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