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PROFESSIONAL SUMMARY
· 13 years of experience in Telecom Consumer and Corporate Sales, Operations Management, Customer Services, Pharmaceutical Sales and BPO Operations.
· Gained Knowledge and excelled performance while working for BPO, Telecom & Pharmaceutical Industry. 

Business Development Manager- Veracity Connect (Delhi) Mar’16 till date.
Key Role and Responsibilities:
· Handling Sales and marketing operations through corporate sales and telecalling outbound sales for different domains i.e. Sales, Retention & Verification to ensure positive bottom line for the Branch.

· Visiting corporate and SME accounts to understand their business requirements and providing Telecom solutions. Acquiring month on month 400+ numbers and solution business of 5-7 Lacs from such corporates.

· Handled JIO money wallet business for Reliance jio and acquired 10,000 merchants within 3 months.
· Driving different sales process of Tele-marketing (220 Seats) e.g. Vodafone Tele-calling and corporate Sales through Field team, dining and Credit card Sales and Jio Money Wallet business.

· Ensuring profitability of existing business as well as expansion by exploring new markets, key/prospective clients, & profitable business opportunities.
· Planning the business for the channel as well as for client in order to upscale business size and market share month on month.
· Driving all operational aspects including Human Resources, Administration, Sales, Marketing, Finance and Legal.
Deputy Manager- Vodafone Business Services- Vodafone UPW Based at Delhi- July’15 Feb’16.
Key Role and Responsibilities:
· Driving fixed line data e.g. ILL, MPLS, PRI revenue target of 2 Crs. and OB target of 5 Crs,
· Driving Non-voice and Mobile Solutions business for Circle. Providing complex solutions to customer’s e.g. M2M, Video Conferencing and cloud products.
· Handling a team of 9 KAM’s and 5 data managers and field team of 30 executives.
· Visiting corporate and SME accounts to understand business requirements and providing solutions.

· Developing Enterprise Account based strategy i.e. understanding the existing telecom solutions and proposing solutions to maximize share of business.
· Closely working with Corporate and Local circle team to increase OB and revenue of business.

Business Development Manager- Veracity Connect (Delhi)- Aug’13 till Apr’15
Key Role and Responsibilities:
· Handling Sales and Marketing operations for the company.

· Driving different sales process e.g. Corporate sales, Tele-marketing sales for Vodafone (Del, HRY & UPW), dining card sales and Credit card Sales.

· Driving SME Sales and ensuring sales of all the products e.g. Voice, FLD, FLV and complex solutions as per the business requirement of Vodafone.
· Ensuring profitability of business by driving existing businesses, as well as the expansion of clientele.

· Driving all operational aspects including HR, Administration, Sales, Marketing, Finance and Legal.
· Managing budget and allocating funds appropriately.
· Adhering high ethical standards, and comply with all regulations/applicable laws.
Assistant Manager- (VBS)- Vodafone Haryana Based at Delhi- Apr’12 till July’13.
Key Role and Responsibilities:
· Promoting and building Vodafone as a Total Telecom solution provider across all Line of Business.

· Managing Circle farming of over 3000 corporate and maintaining relations with their respective decision makers.

· Exploring potential business partners, onboarding them and scaling up market reach.
· Driving fixed line, Mobile Solutions and Complex business solitons e.g. SAP on BB, M2M.
· Visiting Global, corporate and SME accounts to understand their business requirements and providing solutions.
· Handling a team of 5 KAM’s and 5 data managers and field team of 24 executives.
· Managing all aspects of revenue by driving solution business and managing quality of sales.

· Ensuring training and refreshers on products and process for entire team placed at zones.
Senior Executive- Telemarketing Channel Sales- Vodafone Delhi- Feb’011 till Mar’12.
Key Role and Responsibilities:
· Driving Sales through outbound Tele-calling and field team at DSA Channels and achieving assigned targets. 
· Exploring potential business partners, moving them to Vodafone from competition, onboarding them and scaling up market reach with additional business growth as well as portfolio growth.
· Managing all aspect of Sales (Individual & Corporate), MARPU, involving acquisition churn and quality and ambiance management at agency.

· Ensuring ROI for channel partner by resource optimization.

· Keeping MNP business new opportunity in mind scaling up the ratio to 50-50 (MNP and other acquisition) from 100% Pre to Post and new acquisition.
· Managing good relationship with channel partner to cultivate his belief in Company’s future plans.
Executive & Senior Executive- Retention & Relationship - Aug’05 till Jan’11. 
Associate- Aug’05 till Sep’06 and post that On Vodafone Roles in Haryana till Feb’08 and after that in Delhi.
Key Role and Responsibilities:

· Driving different Retention Processes through Inbound & Outbound agencies and field team.
· Handling a  setup of 150 Telecallers and 50 FOS across all setups

· Validation of new acquisition to ensure superior customer experience.
· Responsible to maintain the voluntary churn of Privilege subscribers <1%, onboarding customer <20% and base churn <2.3%
· Driving Retention across all customer touch points e.g. Store/VMS/call centre/ Collection and W-com.
· Ensuring high quality services at various touch points like Outbound agencies, Vodafone Stores and mini stores through regular visits, trainings on Retention and relationship management.

· Pro-active churn prediction and timely measures to address issues.
· Cross functional Coordination for quicker resolution and better customer service.
Sales Representative- Embiotic Laboratories Pvt ltd (Haryana)- June’04 till July’05.
Key Role and Responsibilities:
· Running the program and guiding Doctors and chemists for increasing sales growth and driving sales initiatives in order to achieve business goals.
· Developed relation b/w chemists, Sub-Distributors, Distributors and C & F.

· Achieved 120% Sales target continuously three months from Jan’05 to Mar’05 and successfully Launched Gurgaon & Faridabad Market with achievement of 105% sales Target.
Achievements
· Best Sales Channel Award 3 times from Jan’14 to Apr’15 and JJAS’16. 
· Best Solution Manager of Country for SME Presales business Apr’12 till Mar’13.
· Sales Bond for Best Solution Manager from Apr’12 till Sep’12.
· 5 Consecutive I Made a Difference (IMAD) awards from July’08 till July’09.
Education Qualifications
· M.B. A. in Retail Management from Sikkim Manipal University.
· Graduation from Kurukshetra University (Haryana).
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