RESUME

C.SHALEM










E-mail: shalem.28468@2freemail.com 
 


To contribute my knowledge & professional skills and be a part of a professionally managed organization where I can learn new things & Implement my Skills & individual skills are appreciated and Enhanced.Aim to scale heights in the field of Strategic Planning, Sales & Marketing, Business Development, Brand Management, and Client Relationship Management with the leading organizations.



-------------------------. --------------------------

A competent professional with over 15 years of accomplished career track of delivering sustaining revenues & profits. A proactive leader and planner with expertise in Sales & Marketing, Business Development, Distribution Management, Sales Promotion with skills in staffing and targeted marketing. Streamlining workflow and creating a team work environment to enhance profitability innovatively for reputed business houses. A proactive leader and planner with expertise in strategic planning, market plan execution, business development and pre-sales efforts with skills in staffing and targeted marketing. An effective communicator with exceptional relationship management skills with ability to relate to people at any level of business and management.
  PROFICIENCY FORTE 



Strategic Planning

· Formulating business strategies and strategic utilization and deployment of available resources to achieve organizational business objectives.

· Establishing corporate goals, short term and long term budgets and developing business plans for the achievement of these goals.

Sales & Marketing
· Overseeing marketing and sales operations for achieving increased growth & profitability. 

· Utilizing the public information and personal network to develop marketing intelligence for generating leads. 

· Leading techno-commercial negotiations for conclusion of high value contracts.

Business Development

· Identifying prospective clients, generating Business from new accounts & developing to achieve profitability.
 Building and Maintaining healthy business relations with major clientele, ensuring maximum customer  
 Satisfaction by achieving performance parameters delivery & quality norms
Brand Management 

· Devising & implementing pre & post marketing activities for successful launching of new products.

· Conducting market surveys for effective product launches.

· Conceptualizing and implementing sales promotional activities such as Stockiest /Dealers meets & demonstrations etc., as a part of brand building & market development effort.

· Tracking market/ competitor trends to keep abreast the changing client’s requirement/ expectations.


Customer Relationship Management
· Maintaining cordial relations with customers to sustain profitability of and increased referrals.

· Monitoring development of relationship with corporate clients to gather their support in the business.

· Handling customer grievances and resolving issues.

Team Management 

· Imparting /organizing training programs for new recruits for achieving pre planned business targets. 

· Leading, training & monitoring the performance of team members to ensure efficiency in sales operations and meeting of individual & group targets.
CAREER FEATURES



PRESENTLY WORKING:
Designation: 
Senior Business Specialist
Organization:  
Pixel Digital Systems, Dubai (Deals with Gestentner, Ricoh, HP)
Duration: 
Since May ’12 to Till Date

Chief Responsibilities:
· Responsible for selling product range multifunction’s (MFP’s), Fax, Printers, Wide Format and Software.
· Responsible for selling IT (Infrastructure Services), Production Printing Services, HP Printers and Solutions.

· Responsible for vertical based (educational) sales development targeting educational institutions like schools, universities, training institutions and Nurseries in Dubai Region.
· Focusing more on Managed Print Services (MPS), with application software Equitrac & MyQ

· Liable for Direct Strategic Planning of marketing of products & services for market share and growth.
· Tapping Educational Sector by using the Standard Questionnaire/Survey of their existing machines. All basic details of the Photocopy machines printers such as volume of printing and the model of printers were taken down
·  Responsible for Territory & Account Planning which includes Generating of new Prospects with New Customers, Creating Proposals, Sending Sales Forecast & Pipeline.

· My job responsibility depends on Machines in Field (MIF) Management, 
· Selling of Audio/ Video projectors, Digital Boards.
· Identifying and Tracking Pixel MIF territory /account, Converting warranty machines into a service plan

· Responsible for Tracking Competition machines.

· Overseeing the Renewal of existing service and lease contracts accordingly.

·  Responsible for selling of audio visuals, projectors, digital boards

· Selling of Document Management Solutions - Laserfische.

Notable Credits:
· Successfully introduced and implemented Production printing concept at schools.
· Installed Managed Print Solutions in prestious schools and Universities 
· Solutions Selling at Universities and Schools
· Won “Best Achiever” award as “Highest Machines Placement” in a Quarter.
EXPERIENCE – I: 

Designation: 
Area Sales Manager

Organisation:  
APSOM INFOTEX LIMITED, India (Roland Div.)
Duration: 
Since December ’09 to Apr’12
Chief Responsibilities:
· Liable for direct Strategic Planning of marketing of products & services for market share and growth.
· Identifying marketing initiative though customer interaction and developing targeting & segmentation plan.
· Analyzing industry trends and competitive landscape, overseeing opportunity identification and evaluation, constructing business cases.
· Formulating new offers and business promotions.
· Accountable for resource planning in consultation with delivery, based on sales forecast and pipeline.
· Creating track and evaluating internal metrics & management reporting to identify marketing performance and effectiveness of programmes, offers, channels, markets and product mix. 
· Driving branding guidance across the organization and with clients.
· Overseeing the strategic management and operational oversight of the company's Business Development and Operations in order to provide streamlined operations, reducing operating costs and greater profitability.
· Shaping up a product vision and constructively delivering towards the same. 
· Aligning product vision to organization objectives and prioritizing the business requirements.

· Providing functional and technical direction to the team.
·  Understanding of solution and service selling. 

· Competitive industry knowledge

· Ability to make compelling presentations to an audience of diverse business stakeholders.

· Strong organization, time management and prioritization skills.

· Ability to travel to client sites as needed. Making face to face calls. Responsible for increasing account penetration, customer satisfaction and sales growth for long term results.

· Sales Incharge for Andhra Pradesh for all the Roland Products and Middle East Colorjet India–Large & Wide Format Printers & Engravers, Engravers and Routers

· Marketing & presales activities like Lead generation presentation & negotiations, sales closures, client servicing, support activities of Wide Format printers, Routers, and Laser Printers. 

· Doing Market Survey and Market positioning to generate Leads and generate business opportunities. Taking Feedback from the Clients on Product Evaluation and sending Customised Proposals to them

· Bringing new business to sales pipeline. Driving the sales process and closing the deal.

· Appoint new Channel Partners to company, and generate business with them. Support the channel partners and help them in order closing.

· Experience in motivating & monitoring dealer sales force and Carry out Product and Sales Training Programs to ensure adequate capability of the Partners & Sales Force.

· Meeting an assigned revenue quota for sold and billed revenue.

· Ensuring client/customer satisfaction at every level of the sales process.


Notable Credits:
· Promoted Roland brand products in the Market very aggressively and made Andhra Pradesh No.1 in the promotional and sales for the Eco solvent printers during that period.

· Existing Channels were reviewed their strength new Channels were brought in to have more run rate business and better bottom line to the organization. Old Sticky Receivables in the market has been brought down to bare minimum level.
EXPERIENCE: 

Designation: 
Sales Person (Overseas)

Organisation:  
Emirates Computers (Roland Division), Dubai

Duration: 
Since April ’07 to August’09(Transfer to India)
Chief Responsibilities:

· Leading a team to establish the products of leading MNC brands through Channels. 
· Research and identification of target market, companies and relevant contacts.

· Contact CEO level decision makers and schedule appointments/meetings

· Conduct presentations, sale of the companies Services/ Products to prospects

· Use CRM database used by other teams for updating contact information and customer information etc.

· Work closely with Pre-Sales and Delivery teams to create solutions, presentations and also work on RFPs

· Understand the vibes in market, and competition and communicate the same to internal teams.

· Understand new technologies/applications and communicate the same to internal teams

· Work on creating winning processes for their team. 
· Sales In charge for Bahrain,Qatar,oman,Kuwait,East African Countries for all the Roland –Large & Wide Format Printers & Engravers, Umarq - Engravers and Techno - Routers

· Marketing of Wide Format printers, Routers, and Laser Printers. Managing the external relationship with clients, co-ordinating and communicating with Client Services, Training, Marketing, Consulting and Research as required using the company’s client management process (including CRM systems).
· Meeting of Dealers and discussing about their Printer requirements.

· Coordinating with department to produce required artworks.

· Preparing Proforma Invoices, sales report and Business Plans.

· Building customer relationship and ensuring smooth up- selling.

· Business development - Identification of potential clients / opportunities (identification of client issues and appropriate solutions), development of proposals etc.

· Establishing Quality Relationship with the potential Customers

· Co- Ordinating with the warehouse and the freight for the moving the materials
Notable Credits:
· Sales Incharge for Bahrain,Qatar,oman,Kuwait,Kenya 
· Marketed and sold Roland Printers in Nairobi, Tanzania…etc

· Conducted promotional Roadshows of the products for the GCC countries.


EXPERIENCE – II

Designation: 
Account Manager (Channel & Corporate)
Organisation:  
Golden Neon, Dubai

Duration: 
Since July ’03 to March’07

· Marketing of Trivisions, Flex face boards, hoardings, and glow sign boards.   

· Meeting customers and discussing about their outdoor advertisement requirements.

· Coordinating with art department to produce required artworks.

· Preparing quotations & sales report.

· Building customer relationship and ensuring smooth up- selling.

· Business development - Identification of potential clients / opportunities (identification of client issues and appropriate solutions), development of proposals etc.

· Establishing quality relationship with the potential Customers
· Developing strategic business plan for new channels and products. 
· Developing comprehensive business development and account plans that will add to the knowledge base of the regional Sales & Account Management
· Launching multinational Brands and establishing the brand products in short span.

· Interfacing with partners and large clients to develop and maintain organizational strategies, operational efficiencies, and proposals for increasing technical efficiency & improving profitability.
· Overseeing all aspects of a new product line introduction including product line management, new product introduction, pricing strategies and advertising.

· Directing marketing strategies, business development plans, promotional / product development activities.

· Liable for competitive market analysis, implementing Go to Market strategies.

Notable Credits:
· Focused more on Solution Selling. There by bottom line is improved. 

· Better Client Management has been done.
· Achieved an AED 500,000 single order by identifying the new customer.

EXPERIENCE – III

Designation:
 Executive – Key Accounts

Organisation: 
 Samsung India Limited
Duration: 
 Since February’02 to June‘03
 Chief Responsibilities:

1. Corporate Mapping

· Building relations with customers

· Customers to be categorized into vertical segments. Like Government, Public Sector, Banks and Financial Institutions, Corporate, software, Export Oriented Units, Manufacturing, Advertising etc. (Making cold calls and identifying the customer as hot or cold)

· Building relationships with the above customer segments.

· Unearthing laser printers cases, tender and other requirements.

· Having Samsung laser printers as one of the approved brands at the various customer segments. (whenever a tender comes out for a laser printer, it should have Samsung also mentioned  and other brands)

· Identifying corporate partner working at that account and converting him to pitch the product.  

· Identifying new requirements and speccing the requirement for Samsung Laser beam printers.

· Passing on the leads, new requirements and all the cases unearthed to the corporate channel partners for them to fulfill.

· Closely follow up the cases generated to closure.

· Registrations and Rate contracts at various customer segments. Laser printers to be registered at the various rate contracting and registration bodies. Bodies like (NIC, NICSI, APTS, WEBEL, KELTRON, Kendriya Bhandar, and NCCF).

2.  OEM Mapping

· Mapping OEM’s like. HCL, Zenith, PCS, Compaq, IBM, Wipro Infotech, ACCEL ICIM, Nelito, SpiceNet.

· Getting to the structure of the regional office of the OEM.

· Training the sale managers of the OEM’s on Samsung products

· Supporting them with competition comparisons, brochures, and demo units whenever required.

· Explaining the service structure, service policy. Always carry a service guide with you, which give the list of service centers, the service policy, and the spares parts pricing details.

· Discuss and map the segment each individual sales person in the OEM is handling.

· Get OEM sales guy mindshare, to quote Samsung laser printers in tenders, work with me to do the speccing in cases.

· Doing customer meets along with the OEM’s.

· Joint calls to end customers with OEM sales managers for the Samsung range of laser printers.
3. Corporate channel mapping.

· Identify corporate partners who are big and who are willing to work with Samsung.

· Getting the mind share of the corporate partners.  

· Work closely with the corporate channel sales executives.

· Getting their pipeline on a weekly basis.

· Support them in terms of demo requirements, speccing.

Notable Credits:
· Prestigious project of Ramoji Film city by selling 17 no’s of TFT/LCD monitors has been executed.
· Maintained Strict Time deadlines modules wise and department wise in development and deployment. Participated and acquired orders from organisations like APTS, ECIL, and Kendriya Bandhar etc…

EXPERIENCE – IV

Designation: 
 Sales Executive –NAM Team

Organization:
 Xerox Modicorp Limited

Period:

 Nov’ 99 to Feb’02
Chief Responsibilities:
· Marketing of analog copiers models like 5816, 5821,5825,5834,5845,5855,5365

· Marketing of Digital Copiers models like XD100,XD155df, DC332, DC340

· Marketing of High end Digital copiers like DC420,DC432,DC440,

· Marketing of multifunctional devices like WC365, WC385

· Marketing of FAX machines like F4000, FC160, F2900

· Worked on end of life equipment’s for 3 months.

· Responsible for the Collections of the sold machines.

· Making presentation to the corporates, state and Central Govt. about Xerox products, their features.

· Interacted and made sales to some of the Hyderabad most prestigious Govt. Organizations like Police, High Court, AP Secretariat, MCH and various others.

· Customers to be categorized into vertical segments. Like Government, Public Sector, Banks and Financial Institutions, Corporate, software, Export Oriented Units, Manufacturing, Advertising etc. (Making cold calls and identifying the customer as hot or cold)

· Identifying new requirements and speccing the requirement.
· Providing an end-to-end solution especially if it is an enterprise - wide, distributed, heterogenous platform, highly - secure solution involves due consideration of different factors such as reliability, scalability, security considerations, portability of solution, legacy integration. 

· Working on providing a comparative evaluation of such factors in the provision of the above kind of comprehensive solutions.

· Liable for relationship building with existing clients and their endeavor to growth.

· Simultaneously managed multiple projects under tight deadlines
Notable Credits:
· Major Clients handled A.P.Government, Police, Secretariat, Judicial department (Courts) and R&B Dept. 
· Sold Digital photocopiers DC340 in Roads & Buildings Dept. of Government of AP.

· Sold 3 Digital photocopiers DC332 in AP Police Department in one single order.
STRENGTHS

Confident and Aggressive in completing the tasks assigned

 Young and energetic - hence easy to mould

 Enthusiastic to learn

WEAKNESSES

Workaholic - tend to be a perfectionist

QUALIFICATIONS:

Master of Business Administration (MBA) from ICBM, Hyderabad Specialisation in International Marketing -1997 to 1999

Bachelor of Commerce (Taxation) from Osmania University - 1994 to 1997

Bachelor of Law from Osmania University - 1999 to 2002
COMPUTER KNOWLEDGE:



MS Office, RDBMS (ORACLE 7.5, 



DEVELOPER 2000) VISUAL BASIC 5.0

TECHNICAL KNOWLEDGE:
Typewriting (Lower)


PROJECTS IN MBA:

Organization:
Elpro International Limited, Balanagar, Hyderabad, Andhra Pradesh

Title: 

Total Quality Management & ISO 9000 Specifications & Impact of Global Economy

Guidance:
K. V. Sukumaran, Manager (Commercial), Elpro International Ltd.



Hyderabad, Andhra Pradesh



D. V. Ramayya, Industrial Consultant






Description:
The basic objective of the project is to study about the Quality Procedures followed by the Company 


And the ISO 9000 Specifications and its Impact on Global Economy.
 PERSONAL PROFILE



Gender



Male

Date of Birth


05. 09. 1977

Marital Status


Married

Languages Known


English, Telugu and Hindi.

Date of Issue


31-01-2008

Date of Expiry


30-01-2018
STATION: HYDERABAD.

DATE:        
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