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Executive Profile

· Have 8 yrs plus of comprehensive experience in Channel Sales & Business development. Worked in Indian Companies – Hypersoft technologies, RSR Infotech and CTPL(in Software and Telecom).
· Proficient in handling the entire range of business operations and accountability for achieving core objectives like - Growth in Sales Volume, Product Market Shares & Establishing New Products.
· A Proven performer, exploring challenging opportunities in Business Development with an organization of repute.
Core Competencies

· Business Development/Channel Sales –  software

· Software Demonstration

· Software testing

· Software Training

· Strategic Planning & Management
· New Product establishment
· Client Management & maintenance 

Professional Experience

                Hypersoft Technologies Ltd. Dec 2011 – Feb 2015
Business Development Executive  at Hyderabad .

Software’s : HMS, RMS, PMS, FAST and SMS
Job Profile:  
· Understanding customers' diverse, specific business needs and applying product knowledge to meet those needs;

· Ensuring quality of service by developing a thorough and detailed knowledge of technical specifications and other features of employers' systems and processes, and then documenting them;

· Identifying and developing new business through networking and courtesy and follow-up calls;

· Cold-calling in order to create interest in products and services, generate new business leads and arrange meetings;

· Preparing and delivering customer presentations and demonstrations of the software, articulately and confidently;

· Maintaining awareness and keeping abreast of constantly changing software and hardware systems and peripherals;

· Providing technical advice to customers on all aspects of the installation and use of computer systems and networks, both before and after the sale;

· Advising on software features and how they can be applied to assist in a variety of contexts, such as accounting, manufacturing or other specialist areas;

· Meeting sales targets set by managers and contributing to team targets;

· Networking with existing customers in order to maintain links and promote additional products and upgrades;

· Handling hardware or software problems and faults and referring on to specialist technical colleagues;

· Responding to tender documents, writing proposals, reports and supporting literature;

· Managing my own diary in order to organise and prioritise daily and weekly goals;

· Contributing to team or progress meetings to update and inform colleagues.  

 As a sales Executive (RSR Infotech ) -- Feb- 2007 to  June- 2009 ,
        Software : Microsoft Dyanamics NAV

· Understanding customers' diverse, specific business needs and applying product knowledge to meet those needs;

· Cold-calling in order to create interest in products and services, generate new business leads and arrange meetings;

· Preparing and delivering customer presentations and demonstrations of the software, articulately and confidently;

· Maintaining awareness and keeping abreast of constantly changing software and hardware systems and peripherals;

· Providing technical advice to customers on all aspects of the installation and use of computer systems and networks, both before and after the sale;

· Advising on software features and how they can be applied to assist in a variety of contexts, such as accounting, manufacturing or other specialist areas;

· Networking with existing customers in order to maintain links and promote additional products and upgrades;

· Contributing to team or progress meetings to update and inform colleagues.  

As a Sales Engineer (CTPL) - Nov- 2004 to Jan- 2007.
· Product Demonstration to end customers.

· Listening to customer requirements and presenting appropriately to make a sale;

· Maintaining and developing relationships with existing customers in person, and via telephone calls and emails;

· Gathering market and customer information;

· Challenging any objections with a view to getting the customer to buy;

· Reviewing our own sales performance, aiming to meet or exceed targets;

· Gaining a clear understanding of customers' businesses and requirements;

· Making accurate, rapid cost calculations, and providing customers with quotations;

· Attending team meeting and sharing best practice with colleagues
Academic Credentials

Post Graduate - (Marketing & H R) 

Telangana University (T U), Hyderabad (2009-2011).

B. Tech. (Electronics and Communication Engineering) 
Vijay Rural Engineering College (JNTUH), Nizamabad, (2000-2004)
Board of Intermediate – (MPC) 
Sri Vijaya Sai Jr. College, Hyderabad, (1998-2000)
Secondary School Certificate 
APSWBR High School, Nizamabad, 1998
Personal Details

Date of Birth

:   25th Jan, 1980
Sex


:   Male
Nationality

:   Indian
Marital Status

:   Single
Hobbies

:   Listening Music & Playing games
Languages known
:   English, Hindi, Telugu
Visa Status 

:  Visit Visa
Address in Dubai
:  Bur Dubai, Dubai City, UAE.
