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Summary

I am a highly energetic and self- motivated postgraduate diploma holder in Sales and Marketing management. I did my graduation from Delhi University in B.Sc. (Honors) Physics and PG Diploma from Jagannath Institute of Management-Delhi.

Career Objectives:

To accept challenging assignments, shoulder higher responsibilities. To extend benefits of my experience acquired while working in highly reputed organizations in different capacities and in different market segments. Therefore, I am very sure that my creative ideas, people management, strong interpersonal skills and analytical abilities to solve problems will provide value addition in the organization and to grow with the team achievements and with the organization growth of the 
Career details are as follows.

From June,2014 till Today

Working with Health Square  as a Manager- Business Development. Working with them since June, 2014.HealthSquare is in the field of Radiology and Pathology. Handling the entire business processes for the assigned territory. 
My current job responsibilities as Manager-Business Development are as following
· Quarterly/monthly sales forecast for the territory. Conceptualizing, implementing marketing and sales strategy for the territory for business growth. Improving Brand’s market visibility to increase market penetration. Handling Empanelment of new corporate to increase sales and customer base. Collecting and analyzing market needs from a range of sources and translating these needs into marketing and sales plan. Developing sales plans to introduce running services in new and emerging territories which is helping in penetrating the markets very effectively. 
· Organizing RWA’S programs and Health Check- up promotions to generate more footfalls and hospitals tie ups for better market penetration and sale generation. Co-coordinating and assisting in organizing CME, promotional campaign and seminars to develop and create new customers base and build strong relationship with the entire chain to increase brand visibility and sale among the potential customers. Promoting and creating awareness about our modalities and services to the doctors in the assigned territory and also through working closely with the sales team to optimize the potential and field force productivity and to create brand awareness.

·  Motivating and managing a dedicated team of sales professionals by ensuring performance management, putting emphasis on their training and development needs. Set out targets and objectives jointly for each member of the team. Appraise performance on the achievement of targets against predefined objectives and recommends career progression decisions. Actively focus on subordinate development through performance monitoring, periodical counseling, guiding and coaching.
· Taking initiative to solve daily operational issues with HR, service and accounts departments etc.
· From September 2010 To May, 2014
Worked for DCA-Diagnostic, one of the oldest and most trusted imaging centers in Delhi as             Territory Manager- Sales at the time when Dabur promoters through their private equity fund called ‘Asian Healthcare’ took over majority stake in DCA and Dabur management was handling entire business gamut of DCA group.
· From December 2008 to September 2010

Worked as an Area Sales Manager-Delhi/NCR for Leeford Healthcare Ltd. Handled sales and marketing operations independently for north India. Supervised a team of 20 people. In addition to some of the above mentioned responsibilities, I was also appointing, handling, managing and maintaining stock, sales and relationship with distributors and retailers network. 

· From The year 1990 to 2008 - Corning Glass Works –Ophthalmic, Lighting and Video Business

Joined Corning, a fortune 500 US based company as a representative -ophthalmic glass on a   contractual basis for one year in July 1990. In appreciation of my performance not only I was selected for the factory training program and went abroad for the product and sales training program in January,1992 but also was absorbed in Corning as a full time employee.

In the year 1994 was given higher responsibility for handling Corning lighting and video businesses independently. Business development and corporate account management became inseparable part of my job profile. Worked with O.E.M customers and introduced new products after analyzing and understanding their requirements e.g- video colored neck tubing and sold first video color neck tubing container to Videocon- Baruch.

In the year 1998 was shifted back to ophthalmic division to handle sales and marketing for the northern region through local warehouse. Supervised a sales team to cover northern region market and met ophthalmologist extensively. Did Introduce white Ophthalmic Glass for the lower end market segment and increased sales volume, sales revenue and thereby market penetration. .

· For the above achievements and outstanding sales record was selected and awarded Corning President Sales Club Award in the year 1996, 1997 and 1998 and went abroad to collect the same. Also was selected many a times because of my work performance and sent abroad on company’s expenses to attend company’s sponsored seminars and product training programs.
In the year 2000 was transferred to Mumbai as Area Sales Manager- Western India to handle western India’s ophthalmic glass and plastic photo chromic business independently. Came back to Delhi due to family related issues in October 2004 and resigned from Corning.

· From 2004 to 2008

In 2004, Started printing-offset business in partnership which initially went quiet well but later on business problems became too big resulting in closure of jointly owned venture in February 2008.
· Themis: From Sep. 1989-1990                                                                                  

Started my career with a well-known pharmaceutical company  ‘Themis pharmaceuticals’ as medical representative.

· Educational Qualification 

1 10th Class from C.BS.E in First division in the year 1980.

2 12th Class from C.B.S.E in First division in the year 1982.

3  B.Sc. (Honors) Physics in second division from Delhi University in the year 1986.

4  Postgraduate diploma in Sales and Marketing from Jagannath institute in the year 2000.

· Personal Details 

             Date of Birth: 10th June 1965

      Marital Status: Married. Have two kids 

· Extra-Curricular

Was captain of both school and college badminton teams.

Represented my school in the inter school and Delhi zonal tournaments and college badminton team in the inter college badminton tournaments.

· Hobbies

I am a member of British council library. I like reading management books. Play snooker.
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