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Gagan









Mobile: Whatsapp +971504753686 / +919979971283
E-mail:  gagan.315233@2freemail.com 
Summary
Senior Sales Management Executive
Valued for bold leadershipin building sales organizations that without fail….
· produce award-winning operational performance metrics.
· seize market share from the competition.
· generate high sales & gross margin gains.
Repeatedly successful piloting immediate improvements within just months of hire. Build world class sales and marketing operations that thrive and excel within competitive business markets.
· MBA degree and 15 years of documented sales achievement.
· Companies of all sizes, Fortune 500 to small, regional businesses.
· Managed teams of as many as 60 sales professionals.
· held full responsibility for up to 15 million INR sales revenue.
· Profile:


Male, 37, Married

· Nationality:

Indian


· Current Location:
Dubai, UAE (Employment Visa)

· Driving License:

Issued in India


· Company:

Karvy Middle East
· NOC Requirement:
None

· Preferred Locations
Dubai, UAE
· Salary Expectation
Not Specified/Negotiable
Work Experience
June 2017- Till Date



Karvy Middle East



Dubai, UAE






    Sr. Manager




[image: image11.jpg]



Founded in 1982, Karvy is an iconic name in the financial services space. The Karvy Group is a premier integrated financial services provider, ranked among the top-5 in the country across its business segments. The Group services over 70 million individual investors in various capacities, and provides investor services to over 600 corporate houses. Karvy Group established its presence through a wide network of over 450 branches, (or 900 offices) covering in excess of 400 cities and towns.

Karvy covers the entire spectrum of financial services, viz stock broking, depository participant, distribution of financial products (including mutual funds, bonds and fixed deposits), commodities broking, personal finance advisory services, merchant banking & corporate finance, wealth management, NBFC,  among others. I was Recruited to achieve revenue targets through the development of business in the UAE region: Assess and monitor market needs relative to insurance; direct the improvement & execution of sales application methodologies to enhance sales objectives; and advise clients on policies and operating procedures to ensure functional effectiveness of business for this Indian leader. 
Key Deliverables:
· Took ultra high net worth individuals and corporate clients on board.
· Contributed revenue growth in the branch.
· Successfully organized 3 different ‘Business events’ at different locations in Dubai. 
· Took new Customer’s on-board with the international standard best practices.
· Made my customer’s well informed by giving them the right information & helping them invest wisely.
· Prepared month-end reports for self and helped identify and resolve any problems that occurred.

Significant Highlights:
· Qualifier for CEO Award.
· Achieved AUM Appreciation.
· Begged the most prestigious Award of ‘Value Champion’ for demonstrating Innovation & Dependability.
· Sole qualifier of the biggest product deal of the year. 

Reason for Leaving- Not Applicable



____________________________________________________________________________________________________

Work Experience
November 2015- November 2016


Aegon Life Insurance Company Limited


New Delhi, India

[image: image3.jpg]








         Branch Head
Founded in 1844, Aegon is one of the World’s leading provider of Life Insurance, Pensions & Asset Management headquartered at Netherlands & serving over 30 million customers worldwide. Recruited to achieve revenue targets through the development of Agency & Distributor channel in the NCR region: Assess and monitor market needs relative to insurance; direct the improvement & execution of sales application methodologies to enhance Agency channel objectives; and advise Agents & Distributors on policies and operating procedures to ensure functional effectiveness of business for this World leader. Reporting to the Zone Head, I managed a team of 8 Business Managers.
Key Deliverables:
· Contributed 45% of the revenue growth in the branch.
· Grew Agency/Distribution channel by 62% from 19 to 31 Agents/Distributors.
· Recruited Business Managers& trained them to produce significant revenue outcome that is 70% of the Branch.
· Gained membership in National UH Club by producing team of highest business standards achiever.
· Assessed the manager’s regularly & guided them to achieve Business Goals.
· Took new Manager’s on-board with the international standard best practices.
· Made my Manager’s competent by giving real life situations & helping them in the field with IID (Individual instructions & drill) & GID (Group Instructions & drill) methodology.
· Prepared month-end reports for managers and helped identify and resolve any problems that occurred.

Significant Highlights:
· Qualifier for Zonal Award during Quarter of AMJ (April, May & June 2016).
· Achieved Star of the Quarter Award twice in JFM & AMJ respectively.
· Begged the most prestigious Award of ‘Value Champion’ for demonstrating Respect, Integrity, Simplicity, Innovation& Quality.

Reason for Leaving- Closure of Agency (Tied) Channel


____________________________________________________________________________________________________
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June 2011- October 2015 

Max New York Life Insurance Company Limited


New Delhi, India






    (Sr. Agency Development Manager)
Max Life Insurance is one of the top players in life insurance& Asset Management industry in India with a whooping AUM of 40000 Crore (INR). A company is known for its value & culture in the World. Reporting to the Managing Partner (Branch Manager).Directed a team of 40 Financial Advisors/Distributors including 3 Agency Associates to improve the sales & profitability of the branch.
Key Deliverables:
· Recruited 40 Financial Advisors/Distributors& trained them.
· Motivated my team & kept them supervised in a positive direction.
· Monitored the performance of Financial Advisors/Distributors& Kept them guided how to improve.
· Handhold new Financial Agents/Distributors. Did regular IID & GID which helped them improve.
· Did timely Goal setting of all team member’s that helped them earn money more than their peers.
· Ensured highest level of adherence for GOLD & BOLD system in the team & got the best results in the Industry.

Significant Highlights:
· Premium Champ in Oct’11, Nov’11 & Dec’11, Jan’12, July’12, Aug’12,Sep’12,Oct’12,Nov’12,Dec’12,Jan’13,Mar’13,June’13,July’13,Oct’13,Feb,14,June’14,Nov’14,Jan’15,Mar’15,May’15.
· Qualified ADM of the year 2011.
· Qualified ADM of the year 2012.
· Qualified National level honor ‘Camp Heroes’ in 2012 & 2013 for both the years it was organized.
· Qualified the highest honor CDO award of the year on completing 240 % of the business plan for the year 2012.
· Qualified National Level contest for Cruise- Singapore.
· Qualified National Level contest for Malaysia
· Qualified Highest honor of the company Champions Meet 2013, held at Pat Taya, Thailand.
· Qualified National Level contest for Bangkok, Thailand.
· Created the one MDRT qualifier of the branch, Mr. Rahul Mishra. 
· Application Champ Oct’11, Nov’11 & Dec’11, Jan’12, July’12, Aug’12,Sep’12,Oct’12,Nov’12,Dec’12,Jan’13.
· Certificate of Excellence from ZVP in March 2011.
· Certificate of Excellence from ZVP in March 2012.
· Appreciation Letter from MPML in September 2012.
· SPARTANS Award from ZVP.
· Successfully completed the certificate course from LIMRA, Most reputed institution in life insurance Worldwide.
· Activation Achiever Award from Agency Head in March 2012
· Certificate of Appreciation from Regional Manager in June 2011,2012,2013,2014,2015.
· Certificate of Appreciation from ZVP in September 2011,2012,2014,2015.
· Recruitment Achiever Award from Agency Head
· Certificates of Recognition from Managing Partner in 2011,2012,2013,2014,2015.
· Promotion from ADM to Sr. ADM within 12 months of joining.
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February 2005-May 2011

My Tax Management Services P Limited


New Delhi, India





               (Sr. Business Development Manager)
The Company is a professional organization dealing in providing highly customized tax related solutions for its clients. Oversaw all business development 
activities related to expanding distribution channels and managing dealer networks in Delhi NCR; worked closely with distributors in the development of sales strategies and selective distribution. Reporting to the Head, I managed a team of 10 sales executives.
Key Deliverables:
· Increased company revenue by close to 400 % by Initiating dynamic Agency (Profit Sharing) method.
· Increased company revenue by 32% by Initiating cross-selling drill on a war scale.
· Scheduled & conducted weekly sales meeting to achieve targets.
· Increased company revenue by 130% by Launch & introduction of Referral scheme for friends & family.
· Took charge of the business Goals my Team-mates & help them achieve by adopting international best practices.
· Developed very new & exciting sales strategy.
· Kept compiling & analyzing sales figures for highest profits of the company.

Significant Highlights:
· Qualified each contest offered by the company.
· Got promoted from Asst. Sales Manager to Sales Manager.




____________________________________________________________________________________________________
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December2000- December 2004

Standard Chartered Bank Limited


New Delhi, India





                    (Team Leader)
The company is a world's leading bank & asset management Company operating since last 150 years around the globe. 
Recruited to enhance the Credit card & Loans (Assets) sales in the area. Reporting to Area sales manager.
Key Deliverables:
· Manage sales of Bank products, new business, operations, customer service, and teller activities at tier one banking center and work with regulatory compliance, internal policies & procedures.
· Supervise hiring, training, staffing, and coaching of 6 customer service representatives and 7 personal bankers; lead team of 7 bankers and oversee monthly sales figures to determine if goals were met.
· Given some valuable insights that helped branch grow its Assets Business.
· Provided loan counselling to clients, reviewed overdrafts for branch, and created investment portfolio.

Significant Highlights:
· Help Branch rank among Top 4 branch by increasing the Credit Card business by 170% in my territory.
· I have achieved 250% of target in 2001 & 280% in 2002.
· Successfully Completed NIS Sparta project organized by NIS (Sister Concern of NIIT) to enhance sales.

· Got promotion from Sales Executive to Sr. Sales Executive within a year.

[image: image7.png]Standard
Chartered





____________________________________________________________________________________________________
Education











March 2009- May 2011


Sikkim Manipal University (SMU), INDIA
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Marketing, MBA (Marketing & Sales), GPA- B





University of Delhi, New Delhi, India









     Bachelor of Commerce (B. Com.)
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__________________________________________________________________________________________
Other Certificates


     LIMRA Certification by LIMRA








            IC-33 by IRDA of India
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__________________________________________________________________________________

IT Skills




Microsoft Windows & Microsoft Office Tools-
Expert





__________________________________________________________________________________

Languages





English- Fluent








Hindi- Fluent








Punjabi- Beginner








Urdu- Beginner
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