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SHAZI 


An Overview 

With over 10 years of collective experience in 
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Business
Planning

Leadership &
Team
Management

Sales & Business
Development




· An effective leader, IT Industry Expert & Multitasking Professional with extensive business background of over 10 years in Sales, Business Management and Key Account Management including Government clientele. Skills in developing relationships with key decision-makers in target organizations for revenue generation especially in the GCC markets
· Adeptness in expanding revenue base in the market; formulating & executing industry benchmarked management strategies. Hands on experience of working with multiple stakeholders in envisioning & implementing organizational goals and strategy as well as maximizing product and corporate brand equity
· Expertise in nurturing & capitalising on business /  personal network as well as negotiating and managing strategic partnerships.  Excel at partnering with core business operations to increase the company’s footprint, expand market share, and generate sustainable revenue gains
· Possesses fused vision to identify organizational strength / weaknesses to redirect missions, create new markets & harvest business opportunities. Deft in turning around underperforming business and enhancing the value of operating business units through process improvements focused on sales & best practice identification.
· Comfortable interacting with multiple levels of organization, management and staff from different geographical areas. Energetic leader known for ability to envision and create successful outcomes in complex / multicultural environment.
CORE COMPETENCIES

Strategy Planning
· Overseeing complete business operations with accountability of profitability, forecasting monthly/ annual sales targets, & executing them in a given time frame.

· Strategizing the long term as well as short term business directions to ensure maximum profitability in line with designated objectives.

· Providing a growth-driven environment to the team and sustaining well-planned initiatives for performance management, appraisal and training of associates.

Business Development

· Identifying and developing new streams for long-term revenue growth and maintaining relationships with customers to achieve repeat/ referral business.

· Utilising public information and personal network for developing marketing intelligence to generate leads.

· Tapping new markets and coordinating with channel partners to penetrate these segments to expand business & generate income.

· Mapping areas of improvement and recommending process modifications to enhance operational efficiencies.

Sales & Marketing

· Driving sales strategies for attainment of periodical targets with a view to optimize revenue from primary as well as secondary sales.

· Conducting competitor / market analysis by keeping abreast of market trends, competitor moves to achieve market share metrics.

· Building brand focus in conjunction with operational requirements and ensuring maximum brand visibility and capturing optimum market shares.

· Handling  product  development  and  new  product  launches  to  widen  the  product  portfolio  and  generate exceptional sales volumes.

Key Account Management/Channel Partners

· Identifying and networking with financially strong and reliable channel partners, resulting in deeper market penetration and reach.

· Charting out new sales avenues in the market for expanding the potential customer base, gauging their requirements & bagging sales orders.

· Extending technical services to clients, involving interfacing with them, suggesting most viable product range and establishing relations with customers for securing future business.

· Making sales forecasts basis production plan, despatch plan & sample development plan for smooth execution of procurement & order execution.

· Overseeing finalisation of sales deals with the key accounts, controlling market receivables to manage credit figures, and building healthy relations with the accounts to secure repeat / referral business.

Team Management & Development

· Identifying & implementing strategies for building team effectiveness by promoting a spirit of cooperation.

· Providing direction, motivation and training to field sales team for ensuring optimum performance.

OCCUPATIONAL CONTOUR



Since Mar’13: Nexuslib LLC – Dubai, UAE as Business Development Executive
Key Deliverables:

· Selling technology solutions to several Academic Institutions, University's Libraries and e-Learning companies. 

· Researching business development opportunities and prospects in GCC to further enhance and grow the market 

· Accountable for the Marketing and selling of Multimedia Content, Digital Publishing, eLearning, eBook and RFID security systems solutions to several Academic Institutions, University's Libraries for the GCC region

· Create demand for revenue opportunities with focus on driving business and tapping key accounts and market with focus to achieve business and close demand.

Sep’12 - Feb’13: Ras Al-Khaimah Bank, Dubai, UAE as Relationship Officer

Key Deliverables:

· Accountable for the Channel Sales for Banc assurance (Islamic Insurance)

· Coordinating with other channel partners in Bank, building relationship for cross selling Banc assurance products to the existing customers of the bank.
· Provided detailed explanation on the productivity, benefits and usability of the products and convinced the client to bag orders
Jul’10 - May’12: Conference & Incentives Management Pvt Ltd, Bangalore, India as Assistant Manager – Operations

Key Deliverables:

· Organized Seminars, Conferences and Events on National and International level across industry such as Telecom, ITES  Medical and scientific forums such as DRDO (Defense Research Development Organization).

· Accountable for Key accounts management for enhancing business relations with the company.

· Demonstrated efficient and effective methods to improve operations, decrease turnaround times, streamline work processes, and work cooperatively and jointly to provide quality and seamless customer service.

· Co-ordination prior to the event, including negotiations with vendors like designers, printers, Exhibition fabricators, hotels and transport & travel agencies

Aug’08 - Mar’09: Veriton Software Solutions Pvt. Ltd. Mysore, India as Senior Executive - Marketing
Achievements:

· Successfully increased market awareness of the firm’s products & services. 
· Developed new clients in areas where there was minimal or non-existent clientele, thereby boosting market share, overall.
Apr’09 - Feb’10: GulfIncon W.L.L (QATAR) as Sales Executive

Achievements:

· Accomplishment of sales target and devised market strategy for QATAR, for VIP & Carlton Branded Luggage.

· Expanded market territory and created a larger client base to bring in more revenue and business growth

· Performed market survey of all the retailers and value chain influencers which was used by the management to make a got to market strategy.
Dec’07 - ’Aug 08: ONE TEN SOFT NET L.L.C (UAE) as Business Development Manager

Achievements:

· Supervised all aspects of daily operations of this business that may occasionally require response after hour’s issues, directing subordinates or other situations as needed on a 24/7 basis.

· Handled the emirates of UAE for acquisition of potential clients for meeting revenue and business plans. 

Aug’04 - Nov’07: VIP Industries LTD Bangalore, India as Area Retail Executive

Achievements:

· Successfully accomplished sales target and devised market strategy for Karnataka with regards to Personal Products giving a revenue growth of 25% over previous year. 

· Developed relations with intermediaries and increased market exposure for the company products and services – gained a Market Share of 52%.

Aug’03 - Aug’04: Soft line Software Services Pvt Ltd. Bangalore, India as Business Development Manager

Achievements:

· Increased market exposure for the company around 20% over previous year.

· Charted out Marketing plan and strategies to enable the achievement of goals beyond budget expectations.

ACADEMIA





Bachelor of Commerce from Karnataka State Open University in India, 2003

CERTIFICATIONS



   MCSE




 Microsoft Corporation

Web Designing



   Pentasoft Technologies

IT SKILLS

Proficient in Microsoft Office Suite, Windows, Web Designing and MCSE 
PERSONAL DOSSIER



Date of Birth:

4th December 1979

Linguistic Proficiency:
English, Hindi and Kannada

Driving License:

UAE, Indian

Nationality:

 Indian

Visa:


Employer Sponsored (Validity: 12/05/2015)
Strategic Business Development & Sales Management


Professional
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