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PROFILE SUMMARY
· Total 7 years of experience and 5 years into Inside Sales.
· AWS EC2, IAM, AWS Cost Optimization, AWS- well framed Infrastructure, cloud watch, cloud Trail, Auto scaling, RDS, S3, DNS Server

· Confident to meet and exceed monthly/Quarterly & Yearly sales targets

· Responsible for developing a strong professional network and utilizing that network to bring in new business referrals on a regular basis.

· Negotiated number of the largest sales agreements that the company had ever won.

· Able to work effectively as an independent or part of a team

· Zeal to learn new technologies and quest for challenging tasks.

· Excellent Presentation Skills

· Full of a high energy level and a cheerful outlook every day
CAREER OVERVIEW

Client ( Malaysia,Singapore

Business Development Manager-KCS-Tech Pvt.Ltd
Cloud Sales                                                                                                                  December 2019-March 2020
Managed Services, Backup-Solution, IOT, Remote infrastructure Service, ERP     
· Responsible for creating the overall go-to-market sales strategy to maximize the KCS product offering and prepare forecasts, increasing sales pipeline, negotiating customer pricing, maximize profit and client satisfaction

· The product offering set includes fully Managed cloud services, Remote Infrastructure Services, Backup Solution, IOTas a service,  etc. 

· Work with all sales teams to qualify, drive and deliver the Managed Cloud service on a

· variety of opportunity and account sizes (Mid-Market, and Enterprise)

· Act as a contact between customers, sales, service engineering teams and support.
Client ( India , APAC
Account Manager - CtrlS Datacenter Pvt Ltd
Cloud Product Sales                                                                                                         Feb 2018- August 2019
Website Development, Hosting, Colocation Service, data-backup or real-time DR, Managed Services
· Responsible for understanding the customer’s business Infrastructure, scope, and potential. According to which I was responsible to propose the customer the better technical infrastructure and expansion so that it will fulfill the business requirement and provide a reliable environment for their business needs.

· I was dealing with various cloud solution and Architecture to fit with customers business requirement for an example data availability, data-backup or real-time DR to optimize the availability of the servers in case of any technical failure or natural Disaster.

· Not only providing the technical assistance but as from business point of view I was also responsible for getting the payment on time which includes my knowledge regarding handling the ledgers.

· Also providing the managed services to the customer for database, security and OS etc.

· Providing the Solution for Website Development, Hosting, Colocation Service.

· Taking care of Sales Account Management as Account Manager & total ownership for all the concern of client with main concentration to up selling, cross selling and to get the lead from the references.

· Focus on customer retention through different ways that includes educating them about our solution

· Working as Account Manager to provide them all the required assistance to enhance the business relation with our Organization

· Work as a mediator to give all the best possible assistance to all the existing client from Technical, Accounts and Solution side.

· Instrumental in taking feed backs from the customers to increase quality customer service & increasing new clients daily in the satisfied customer lists by effective relationship management.

· Act as a single point of contact and understand all the client concern, includes RFI, RFQ, RFP preparation-submission and manage post sales actions to ensure client satisfaction.

· Taken number of escalations during my work tenure.

· Earlier I was leading chat team for lead generation and reviewing my performance management has moved me to sales.

· Assigned a task for managing all the tickets raised by the customer.
Client  ( UAE, APAC
Sr. Business Development Executive-WINIT Software, Hyderabad
Product Sales: FMCG                                                                                                            Sept 2015-Jan2018         
MSFA ( Mobile Sales Force Automation)
· key responsibilities include to identify the right customers where the product / solution can be a right fit.

· Engaging with the client by various methods such as cold calling, emailing, networking and also social media connect.

· Understanding the customers organizational structure and the sales and distribution process and as well to know more about their current pain points.

· Talking to CEO's, IT Heads, Sales Directors / VP, VP Commercials and influence them with the value ad’s that the solution has. 

· Arranging meetings of WINIT Team and Customer stake holder team to demonstrate the solution and taking the feedback from the customer.
Client  ( Malaysia, Singapore
Business Development Executive - Avensys Consulting Pte Ltd
 IT Services                                                                                                                       Sept 2010-Sept 2012
BI Tool ( Qlik view)
· Ability to demonstrate the full sales cycle from pre-contact, to initial contact, to pitching. And follow up till the closing of the deal.

· Generate and develop new businesses that will correlate into profit for the company whether by cold calling, using existing or new client database and actively managing thereafter.

· Maintain and develop existing and new customers through appropriate preposition and ethical Sales method to optimize quality of service, business growth and client satisfaction.
Client  ( Newzealand
Process Developer- Genpact

Credit Card 
Credit card Sales and issue solving
· Worked with the New Zealand process to provide the assistance on Credit Card related queries
.
EDUCATION

· Postgraduate Master in Business Apllication , Mahatma Gandhi University , Delhi ( Regular) 2012-2014
· Bachelor in Arts – Economics ,Patna University
TECHNICAL EXPERTISE 

	· Aws                                  
	EC2 , S3 , DNS server , Cost Optimization , Load Balancer,IAM , cloud Watch ,CDN 

	· Excel
	Intermediate

	· Power Point 
	Intermediate

	· Windows 
	Beginner

	· Linux
	Beginner
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