ADESH BALIYAN
E-Mail: adeshkumarbaliyan@gmail.com 






Contact: +91 8010201201 

~ Leadership & People Management               ~ Business Development             ~Relationship Management

( Apercu 

· A dynamic professional with over 6.7 years of rich experience in People Management, Business Development, Institutional Sales, Direct Sales & Relationship Management.

· Presently working with Fortis Hospital, Noida as Manager- Business Development and handling 6 Team Members (2 Deputy Managers & 4 Assistant Managers).
· A team player & team leader with a flair for efficiently implementing strategies and contributing towards enhancing business volumes / growth and achieving profitability norms.
· Exposure of managing relationships for running successful business operations & developing procedures and service standards for business excellence.

· Strong organizer & motivator with a successful track record in executing from original concept through implementation to handle diverse market dynamics.
( Employment Recital 

Since July’12 at Fortis Healthcare Ltd., New Delhi as Manager- Business Development.
Key Accountabilities:
· Sales Planning, Target Setting, Team handling and sales strategy development for Demographic, Referral, Govt. & PSUs.
· To execute the various activities planned as per the phase wise Marketing plans for example, CMES, Workshops Camps, Patient Education Program and Life – Style Management Program Etc.

· Lead the sales efforts to Doctors (Doctor Marketing& Sales). Guide and direct team members on the right process to be followed for creating a doctors referral base. Define focus areas and ways to ensure greater conversion of doctors and enhanced referrals to Fortis

· To explore newer geographical area new markets, for customer target for hospital. 

· Manage and ensure high quality service delivery to high-end clients.

· Monitor the day-to-day operations of the sales team so that business and sales practices are conducted with great professionalism and integrity and comply with the Fortis' Code of Conduct, company policies and ethical standards, and local, regional and national law, regulations and guidelines 

· Gather market intelligence with respect to services offered and their pricing by competitor hospitals and apprise the management of the same in a timely manner. Propose appropriate corrective action as necessary

· Optimize quality of service, business growth and customer satisfaction.
Feb’11to Juty’12 with Max Healthcare Ltd., New Delhi as Assistant Manager - Business Development.
Key Accountabilities: 
· Increasing brand visibility in the market and lead a team for achieving the targets.

· Managing CMEs, Training Programs and other Marketing Activities (In-House & Out-House) 
· Doing Sales & Marketing Activities like organizing health check up camps (RWA Camps, Corporate Camps, Doctor’s clinic Camps, Nursing Home Camps)
· Maintaining good relationship with Doctors by visiting, CME, taking their valuable suggestions and workout on that.

· Taking references cases to Hospital and follow up the patients

· Makings sales Reports, Marketing Reports, Presentations.

· Successfully achieved 130% of the target revenue and added new clients.
June’09 to Feb’11 with Wolters Kluwer India Pvt. Ltd., New Delhi (A leading MNC into Health and Life Sciences products, Publishing House) as Associate Sales 
 Key Accountabilities:                
· Doing Direct Sales to Institutes, Hospitals, Libraries, Nursing Home and Clinics.

· Generating demand from Institutes, Libraries and Hospitals through product viz, books, journals.
· Maximize sales orders, margin, market share, customer satisfaction of given modality and business solutions.
· Doing Sales activities like attending conferences, exhibitions & putting Book Stalls in Institutions & Hospitals.
· Doing Sales activities by phone / email and indentify prospects and cultivate relationships with new potential customers.

· Responsible for complete account ownership and handling the complete sales cycle from creating sales pipeline to closing deals and managing existing customer accounts.
· Handling customer queries for better turnaround time and customer satisfaction.

· Responsible for generating business from new accounts & develop them to achieve consistent profitability.
( Scholastics 

MBA from ICFAI National College, Ghaziabad with 1st Class in 2009.

BSc from CCS University with 1st Class in 2007.

XII from U. P. Board with 1st Class in 2004.

X from U. P. Board in 2002.

IT SKILLS- Well versed with Ms-Office, Net surfing, etc.
( Summer Internship

Company: 

                Kotak Life Insurance Ltd. 

Period:
 

                Mid March to Mid July 2008


Title: 


                      Selling Insurance policy and recruitment (Advisor).

Business Target: 
           Selling 4 policies or 4 advisors per month.

Business Achieved: 
     Sold 16 policy and 12 advisor, total business of Rs. 3.20lacs.
( Recognitions 

· Awarded ICFAI’s National Level Merit Scholarship for Academic Excellence for achieving Ist div in graduation.

· Awarded Certificate for acting, at ICFAI National College, Ghaziabad
· Awarded Certificate for Discipline at ICFAI National College, Ghaziabad
· Won award for ‘BEST REPORT’ during internship at ICFAI National College, Noida. More than 15 colleges  participated in the Event

· Won weekly award for ‘BEST PERFORMER’ during internship at ICFAI National College, Noida. 
· Won Ist Prize in APTITUDE TEST conducted during SIP, 450 students had participated in the event.

( Personal Dossier 
Date of Birth:
15th July, 1987

Languages Known:
Hindi & English 

Address:
A-120, Sector-46, Noida, UP-201301
