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Professional Experience Summary

Sales and Marketing professional with more than Eight years combined experience in Corporate Sales, Institutional Sales, Franchise Development, Key Account Management and Business Operations.
Expert in large value deals, by developing strong & personal level relationships with key deciding authorities. 
Proven people management skills and motivate staff on an individual and team level.

Now looking for a new and challenging managerial position wherein education, experience and skills can be efficiently utilized to increase the profitability of the firm and also further my personal and professional development

Work Experience:

2016 – 2017. Business Development Manager - Evobi Automation Pvt Ltd, Bangalore, India.

Evobi Automations Pvt Ltd is a product innovation company focuses on the field of education through their unique & first of its kind program (bibox innovation lab) to promote innovation and scientific temperament among schoolchildren.

Notable Achievements:
1. Introduced “any idea to prototype” methods in the region, with the prompt support of implementation team, wherein children are exposed to design thinking, innovation and entrepreneurship.
2. Retained the largest group in the region, within 2 months of joining in the role.
3. Opened 3 Major group accounts within 5 months.
Duties and Responsibilities:

· Business need identification, meeting with stakeholders, business affiliates, key client management.
· Develop business plan and sales strategy for the market that ensures attainment of company sales goals.
· Contribute in customer delight program& subsequently achieve organizational growth and business deliverables

· Expand the company's product reach and profit revenues by identify new market and attract new clients.
· Liaison with internal departments to schedule, execute and feedback. 
2012 – 2016.Regional Business Manager – Mexus D&T Labs Pvt Ltd, Mumbai, India.

Mexus is an education innovation company, providing technology based solutions for 

educational institutes through iKen series of products.

Notable Achievements:
1. Recruited and trained a total of 18 support staff members – including 5 sales officers within a short time span of 6 months.

2. Increased the client School base by 45% by being actively involved in marketing and sales promotion considering all products in the product mix.
3. Won largest percentage growth region award in 2015
 Duties and Responsibilities:
· Formulate strategies and execute the team for effective selling to achieve set objectives and renewal of existing business from customers.
· Maintains relationships with key clients by providing support, information, and guidance

· Maintains quality service by establishing and enforcing organization standards.

· Prepares reports for the management by collecting, analysing, and summarizing information from the region.

· Optimizes existing work processes for effective cost management.
2010 – 2012. Area Manager – Edurite Technologies,  Pvt Ltd, Bangalore, India.
Edurite Technologies is the ICT division of Pearson - the world’s largest education company, helping people of all ages to make measurable progress in their lives.

Notable Achievements:
1- Won the Government deal in the wake of strict competition, by devising and presenting them with discount options.

2- Increased customer base from 0 to 63 key accounts within 18 months by employing strategic sales initiatives.
3- Special appreciation and gift received from the management for closing a deal @ 25 Lakhs within ‘2 hour’ in a Holiday in the year 2010.

Duties and Responsibilities:
· Evaluate the Market for ICT (Smart Class for Educational Institute) implementation. 

· Prepares action plans for effective search of sales leads and prospects.
· Sells products by establishing contact and developing relationships with prospects; recommending solutions.
· Identifies product improvements or new products by remaining current on industry trends, market activities, and competitors.
· Establish, maintain good relationship with the Clients and ensure renewals/ up selling.

2006 – 2008. Business Development Officer - IMS e Learning Pvt Ltd, Mumbai, India.
IMS Learning Resources is the first company in India for management test Preparation like CAT, GMAT.
Notable Achievements:

1- Started a new system for generating sales leads which was implemented across the organization.

2- Consistently achieved100% targets with a high level of customer satisfaction by exhibiting a positive attitude and building trust.
3- Helped increase profits by devising and recommending a variety of promotions and customer incentives which significantly increased patronage.

Duties and Responsibilities:

· Identifies business opportunities by identifying and evaluating prospects.

· Formulate strategies for effective selling to achieve set objectives and renewal of existing business from customers.
· Maintains relationships with clients by providing support, information, and guidance

· Maintains quality service by establishing and enforcing organization standards.

· Prepares reports by collecting, analysing, and summarizing information.

 Key Skills and Competencies:
· A quick learner with deep personal motivation towards self-improvement.
· Excellent negotiation - closing skills and Ready to take Initiative.
· Proactive to achieve targets in a dynamic and complex business environment. 

· Able to lead and develop a strong sales team with targeting and Execution.

· A pragmatic approach to get the required results. 

· Ability to cope with different market conditions and develop sales strategy accordingly.

· Build and maintain strong and effective relationships with customers. 

· Extensive knowledge to manage operations within budgetary constraints.

Academic Qualification:

MBA – Marketing management. 

              (Mahathma Gandhi Kashi Vidyapeeth, Varansy, U P, India. 2008 – 2010)

B.com – Commerce. ( University of Calicut, Kerala, India.  2003 -   2006)
HSC – Commerce. ( Board of Higher Secondary Education, Kerala, India.  2000 – 2002)
References:    Available on request.
Place:     Dubai – UAE.                                                                               
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