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	DOMAIN EXPERTISE

Project In charge & administrator, Sales & Marketing, Business Development, Key accounts Management & Team Management and Training skills.
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EXPERTISE

Senior Level assignments in Skills Training /Sales & Marketing/Business Development.

PERSONAL STRENGTHS

Rapid Learner

Adaptive to new environments in minimum time

Excellent Business Analysis Patience, Perseverance and Balance

Excellent Verbal & Written communication skills

LANGUAGES KNOWN
(Read, Write & Speak)

English

Tamil

Malayalam

Hindi

Malay

IELTS Academic  Overall 6
PERSONAL DOSSIER

DOB: 08th January 1973
Marital Status: Married
Education: 
B.A.corporate secretaryship

Nationality: Indian

Email: kannan.379105@2freemail.com 

	Synopsis
· An astute professional with extensive experience in Sales & Marketing, Business Development, Key accounts Management & Team Management and Training skills.

· Presently working as Sr relationship Manager 

· Keen Analyst, planner and strategist with expertise in increasing sales and profitability for the company. 

· Have consistently attained a balance between Training, Sales and OPERATIONS department. 

· Team leader with the ability to train, mentor and develop team members. 

· Trained in skills development at all levels of Management. 

· Part of Zonal projects In terms of Sales Increment.

Professional Snapshot

· Product Training to SMs and Agent Advisors and also ICICI bank employees.

· Preparing Agent advisors for the Recruitment exam for License.

· To conduct various training programs to compliment the sales of the concerned office 

· To be a part of the creative programs in generating revenue for the office.

· An integral part of the goal setting of the Office in terms of ideas and value.

· Training and Developing Agent Advisors for better business propositions.

· Training of the TMs in terms of Boot Camp for the patch handled.

· Creativity in terms of Activities which has direct impact on Business.

· Coordination with sales and Operations Team to meet the Business standard of region

· Realtionship Management and Sales Training with banca partner to achieve goals of Company.

· Part of the Leadership team and Zonal Projects for achieving the goals of the Company

COMPUTER PROFCIENCY:

· Possessing (HDSE) higher diploma in software engineering in Aptech Computer Education.

· Proficient user of MS Office, web based applications and basic knowledge of operating systems.

OBTAINING TRAINING PROGRAMME ON GOLD APPRAISER CERTIFICATE

· GOVERNMENT OF INDIA, MSME – DEVELOPMENT INSTITUTE – CHENNAI

                                   TENURE: AUGUST 2011 TO 2.9.2011
   Al Million Services Trad. & Cont.Co.W.L.L
   Jan 2017 onwards as a Project Incharge
   Qatar Steel Plant- RASGAS
                             Area Expertise

·  Works towards as a team and monitor Manpower/Semi-Skilled/ Fleet services 
· Advanced analytical, problem solving and decision-making skills
· Working hand in hand with procurement team, Transport team inside QSP resolve issues every now and then.

· Taking care of the project effectively and sending reports on basics.

· Coordinating with operations team to meet the Budgets of entire project    
·  Responsible for all the administrative processes within the Office, as well as

· providing general secretarial support to enable the smooth and effective running

· Following standardized company procedures relating to all aspects of Office Performance.

· Answering incoming calls in a professional manner.

· Processing of the entire payroll on a monthly basis.

· Updating databases with confidential and relevant information.

· Ensuring that all information and documentation is compliant with

· Arranging interviews and confirming interviews by email.

·  Coordinating and communicating activities for the Office, including all employment events

Duties:
· Ensure that each crew has the tools it needs to meet project milestones

· Create project schedules that include materials estimates and manpower needs to be submitted to management

· Assist in documenting project phases and creating summary reports for company management

· Work with field personnel to handle project issues as they arise

· Build a strong team by cultivating relationships between each crew and illustrating how individual team members affect the success of the entire project

· Supporting the administrative requirements of internal teams in a pressurized office.

· Can prioritize and handle multiple tasks while meeting established deadlines.

· Strong knowledge of all I.T packages (Microsoft Word, Excel, etc).

· Collating timesheets, calculating hours & producing information to forward to payroll organization

· Ensuring office expenditure is maintained within budgeted levels.

· The ability to plan, anticipate & react positively.

· Ability to communicate effectively at all levels   

NETAMBIT VALUE FIRST SERVICE

   Aug 2010 – Sep 2014 onwards as a Sr. Relationship manager

   Promoted to Sr Training Manager- Circle Training head in Bancassurance channel (ICICI LOMBARD). 

________________________________________________________________

Area Expertise

· Instrumental in Training of Both MLIC employees as well as ICICI BANK employees.

· State Training Head for the MLIC- ICICI Tie up in COIMBATORE Region.

· Instrumental in Training people to Increase sales with Specific products

· Works towards creative Training programs for ICICI Bank Employees

· Working hand in Hand with Sales Team to achieve the budget of the Region.  

· Coordinating with Sales and Operations team to meet the Budgets of COIMBATORE region.

· Managing the Region sales in terms of Profitability by bringing down

· Operational Costs by managing a Operations team.

· Expertise in conducting behavioural Programs.

Achievements (2009-2015)

· Always have a record of more than 85% pass percentage in training Agent advisors in the last four years.
· Have completed 23 batches as on date in training Agent advisors.

· Mentoring and motivating Agent advisors.

· Conducted my first MOS-1 with a feedback score of 93%.

· Was the PRODUCT CHAMPION for the LIFE LINE SERIES.

· Was instrumental in the Launch and success of Life line series in Coimbatore GO-2 

· Have been a integral part in driving activisation and sizzlers success in GO-2
· Instrumental in training and inducting new SMs into the GO.

· Integral part for skilling and value adds to the agents.

· Was a part of the team which closed 26 laks regular pay SIPS Highest in COIMBATORE Circle in August.

· Have been managing Banca Sales in COIMBATORE Circle from May to July.

· Have increased the Bancassurance sales from 7 laks in June to 40 laks in July in the circle.

· Managed the entire Sales team and Operations team as a State Head sale from March to June 2011.

· Showed a growth of 175% in 2010 compared to 2013 in the first financial Quarter.

· Continuous achievement and participation in every quarter from 2010 onwards till date.

· Persistency consistent and top circle in Pan India

Attended

·  Sales Excellence Training at Bangalore in 2003.

· National Call Excellence Training in 2001 and 2002 Respectively.

· Selling skill programs held in new delhi 2007
· Basic Career skills program in at Chennai 2008

· Early leadership program in May 2013

· Setting priorities Program in jun 2013- Lead Trainer

· Licentiate passed

· Passed IRDA exam 3 times 

KAMDAR GROUP (M) BERHAD (MALAYSIA)

Tenure: August 2008 TO JUNE 2010

Position held: Supervisor

Responsibilities:

The position is responsible for supervisor, directly to the branch manager. Handled the complete branch with the strengths of 15 sales trainees, 5 seniors and managed various other responsibilities like day to day operational functions.

Area Expertise

· Stock and inventory(Managing sales/stock)manual counting day to day check

· Sales analysis, product vice and value vice

· Achievement of sales targets,daily.Monitioring the floor/staffs and motivating staffs

· Merchandising-displaying 

· Point of sales(POS)

· Sales and business development

· Team mentoring , Building and Leadership

· Sales – Go getter attitude, winning trust of decision makers, managing relationships at all levels and self-organization.

· Communication – Excellent oral, writing, presentation and team working skills.

· IT: Highly proficient in Microsoft Office and Operating Systems

ICICI BANK LIMITED (Coimbatore)

Tenure: November 2007 to July 2008

Position held: Business banking executive

Responsibilities:

The position is responsible for banking products like Current account, Fixed deposits, Over draft, Life insurance and Mutual funds, by managing sales with the team strength of six Senior, Junior and sales trainee. The task requires visiting customers belonging to defined segments in their assigned territories to achieve the requisite goals. 

Collected all the necessary documents from customers to expedite the loan process, scrutinizing the documents and initializing and to extending support to back-end operations.  Achieving set target consistently.

STANDARD CHARTERED FINANCE LIMITED (BIL, BUSINESS INSTALLMENT LOAN) (Coimbatore)

Tenure: March 2006 to November 2007

Position held: Senior Sales Officer

Responsibilities:

The position is responsible for the acquisition of new customers for SCB by managing sales of Business Installment Loans. The task requires visiting customers belonging to defined segments in their assigned territories to achieve the requisite goals. 

The key products for which the sales have to be managed are as follows:

Business Installment Loans

Acquisition of new customers and managing sales team
· Delivered 40 lac avg / per month

· Create a healthy work atmosphere for the sales force

· Find innovative ways to fix an appointment with a customer.

· Design and execute a specific plan for customer acquisition in your assigned territory.

· Experience in handling sales teams in financial industry

· Strong communication and negotiation skills with the ability to influence outcomes

· Monitor the profitability of each account to avoid misuse.

· Conduct weekly meetings with the team to review Ach v/s targets

· Ensure adherence of self and team to KYC and AML norms and standards as well as the Code of Conduct & SCB 5 Values.

· Ensure that missed sales are nil and customers are serviced with speed and skill.

· Ensure no complaints and provide timely feedback to the customers.

· Ensure timely closure of cases within minimum TAT.

· Strong inter-personal skills, which encourages and promotes enthusiasm and team spirit

· To manage & develop relationships & negotiate at all levels of management in external as well as internal organization.

· Applying ‘Best in Class’ sales training skills on and off the field to demonstrate financial institution world class standards

GE MONEY (STPL, SMALL TICKET SIZE PERSONAL LOAN) (Coimbatore)

Tenure: January 2002 to February 2006.

Position held: DST Manager Personal Loans

Responsibilities:  

Joined as a team leader in Coimbatore territory served for a year and a half and then promoted to DST manager in Erode Region, handling 25 executives inclusive of lead cell delivering 100% branch target successfully. Collected all the necessary documents from customers to expedite the loan process, scrutinizing the documents and initializing the loan, extending support to back-end operations until disbursement of the loan. Achieving set target consistently.

Alternate distribution channel: 

New marketing strategies implemented, to penetrate repayment surrogate and other products, set the trend in the market by using two wheeler mechanic shops as a distribution point to procure viable leads from the respective mechanic shop leads followed by the lead cell team. Thorough with credit policy, deviation, credit appraiser memo and all other process New Marketing Strategies implemented for proximity to reach customer by conducting small fairs in public places like Petrol Bunks, department store, gas agencies, bus stops, etc. Delivering 125 loans/per month with the average amount of 22,000/-

ARIHANT COMPUTERS PRIVATE LIMITED (Coimbatore)

Tenure: June 1999 to December 2002

Position Held: Sales in-charge

Responsibilities: 

Gone for cold calls and attending government tenders and extending support to back-end operations until the systems delivered to the respective customers. Mainly keen on corporate, MNC, schools, colleges and other private concern. Achieving the set targets consistently. Measuring the business potential and giving proposal for the business.

1 Deciding and negotiating on the price with the client (Admin.Mgr)

2 Finalizing the pricing and undertaking agreement between client and the company.

3 Solving the problems of payments and service problems by coordinating with accounts and service depts. respectively.

4 Communicating with head office in getting approval for new installations. Customer relationship management for future reference and handling all documents relating to the individual clients.

PARAMOUNT SOLUTIONS PRIVATE LIMITED (Citi bank credit card) (Coimbatore)

Tenure: May 1997 to May 1999

Position Held: Marketing executive

Responsibilities:

 Joined as a Marketing executive, gone for cold calls. Achieved the set target consistently.



	
	



