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 ____________________________________________________________________________________
INTERNATIONAL SALES & BUSINESS DEVELOPMENT MANAGER 

Business Development ∙ Working up markets with budget responsibilities ∙ Sales of Products ∙ Identifying and appointment of dealers & Distributors ∙ Sales through dealers and sales to end-users ∙ Concept sales ∙ Introducing new products ∙ Market analysis ∙ Developing  Sales tools and brochures ∙ Company and product presentations ∙ International exhibitions ∙ Preparing and negotiating of contracts
PROFILE

Senior Manager with 20+ years of enriching experience in Pharma, Media and Telecom industries. Globally focussed with P&L responsibility with focus on Revenues / EBIDTA. Repeated success in multiple industries and International Markets. Eighteen years of International Sales & Business Development career reflecting pioneering experience and performance expanding international footprints and achieving strategic goals. Broad experience in driving new business opportunities. Established strategic partnerships to increase revenues of the organizations.  Good knowledge of worldwide export/import regulations. Basic understanding of Commercial and International Contract Law.

· Outstanding success in setting up a distribution network and building and maintaining relationships with key decision makers, establishing large-volume, high profit accounts with excellent levels of retention and loyalty.
· Well organized with a track record that demonstrates self motivation, creativity and initiative to achieve corporate and personal goals. 
CAREER OBJECTIVE  

· A position in a progressive organization where my track record, inter personal skills would be of value and which offers opportunities for advancement. 
· Managing International Business as an independent profit centre to maximize growth and profitability of the organization. 
PROFESSIONAL EXPERIENCE

August 2017 to Present
 



BEC Chemicals Pvt. Ltd. 
Mumbai  - India
Designation





Sales and Marketing Manager 







(International Sales)

Job Profile:

· Handling Exports of Bulk Drugs (API's) & Intermediates to Regulated and Non Regulated Markets ( Latin America, Europe, Russia, USA, Asia, Middle East and South East Asia.)
· Responsible for Sales, Marketing & Business Development in Europe, Russia, Turkey, USA & ROW for existing and future products of the company and growing the revenues as per company goals with profit responsibility.
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· Ensuring budgeted Sales, Profits and new business development with special focus on Europe, USA, Russia, Latin America, Japan, Korea, Indonesia.
·  Constantly monitor competition and identify areas for competitive advantage.
· Key Customer Management, retention & expanding the same.
· Co-ordination with Production, Logistics, Accounts and R&D 
· New product identification and viability in co-ordination with R&D and Production departments.
· Achieve and surpass Sales Budget / Targets
· Participation in International Trade exhibitions.
NOTABLES
· Revived old accounts and generated sales worth Indian Rupees 13 million.

· Upward revision of rates of select customers that contributes to generate additional revenue of Indian Rupees 25.5 million per annum

· Identified new customers in in new regions USA, Brazil, Japan, Indonesia, Russia, Canada and also new customers in existing markets like Europe, Bangladesh and Pakistan.

· Identified domestic customers for the company’s New Products and generated inquiries 

· Successfully achieved the projected profits and budgeted sales for 2017-18

· Retained Key Customers and also managed to expand the sales in these accounts.

· Successfully managed several Customer, Regulatory and Third party plant audits. 

· Achieved and surpassed Sales Targets for 2018-19
PREVIOUS EXPERIENCE

· June 2016 to January 2017



Qatar Polymer Industrial Company  

Doha Qatar 
Designation





Sales and Marketing Manager 
Job Profile:

New Business Development - strategically identify and target potential major user’s importers and distributors of FIBC's and other PP woven products such as PP woven small bags and PP woven Fabrics, Geo Textiles, Container Liners in the International Markets within the chemical, pharmaceutical and food, fertiliser industries across the globe and proactively create and develop new business opportunities for the organization.

Sales Management & Leadership - As an inspirational leader, coach and mentor the sales team to ensure targets and performances are exceeded. Ascertaining training requirements for each individual and implementing accordingly.

Key Account Management - Retain and Grow existing key customers, look to increase profitability through the development of strong, long term partnership agreements.

Technical Support & Innovation - Provide technical support to customers whilst also using market Intelligence to look at new product and service development.

Participation in International Trade Fairs and Exhibitions

Oversee the organization's advertising and promotion activities and campaigns

Develop and evaluate Marketing strategy
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June 2011 - April 2012 


MATRIX COMSEC PVT LTD







Vadodara – Gujrat.

Designation



Head - International Business
JOB PROFILE:  


International Business Development

· Planning, developing and executing  sales strategy capable of succeeding in the rapidly evolving environment.
- Driving productivity.
- Developing innovative sales tools and internal process.
- Mentoring and coaching.
- Leveraging and cultivating long-term relationships with top decision makers
· Implement and execute company's International Market and International Business Development strategy.

· Prepare annual budgets for Exhibitions, Travel, Technical and Sales Trainings, Marketing Activities including promotions etc for the International Sales Department.
· Setting targets for Sales Team and evaluating their performance.

· Identifying of prospective clients and making presentation to these potential clients.

· Establish policies and processes for the International Sales Department.

· Scan and Analyze competition and its market share.

· Prepare techno-commercial proposal for prospects.
NOTABLES
· Instrumental in the opening of US Branch Office at California.

· Surpassing monthly sales targets  

· 40% growth in International Sales between June 2011 to December 2011

· 50% growth over the corresponding period of the previous year

· The ratio of International Sales to Domestic Sales which stood at 30:70 now stands at 50:50.
PREVIOUS EXPERIENCE 

February 2008  - June 2011 


RELIANCE COMMUNICATIONS







Chandigarh

Designation




Deputy General Manager – Enterprise Business


JOB PROFILE

• Customer Acquisition • Channel Business Management • Revenue Enhancement  • Planning wireline Network Rollout • Relationship Building • Achieving Retail Sales Targets thru Sales Teams  • Achieving penetration in SMB’s thru Account Managers • Designing and Implementation of Marketing Strategies and Publicity and Promotion activities.• Ensuring total Customer Satisfaction. • ARPU Management• Churn Management.& Churn Control
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· Achievement of Retail & Corporate Acquisition & Revenue Targets 

· Implementing the sales & marketing strategy. 
· Manage and develop the channel sales network by achieving the volume/value/profitability targets 

· Understand market trends, competition and suggest improvements. 
· Build brand image, position and achieve market leadership. 
· Monitor productivity of Sales Teams and Control Costs.
· Monitor competition strategy and approach constantly 
· Work closely with Account  Sales Managers for sales performance

· Responsible for Controlling Churn and Increasing market share
· Develop and deploy Sales Management System with focus on relationship management 

· Conducting competitor analysis by keeping abreast of market trends &competitor moves to achieve market share metrics.
· Facilitate intra departmental activities viz. pre-sales, service delivery, operations etc

· Management of ARPU.

NOTABLES

· Identified several un-utilized and under utilized assets of the company.

· Generated new sales in these assets as above, thus saving a Capital expenditure of around Rupees 10 million.

· Enhanced the Revenue of the voice products in corporate by 67%

· Managed 45% of the revenues of the Circle

February 1996 -  

Bennett, Coleman & Co. Ltd

February 2008  


(The Times Of India Group) 

            
Mumbai 

Designation:


DEPUTY CHIEF MANAGER – (International Sales)

JOB PROFILE
 INTERNATIONAL SALES & BUSINESS DEVELOPMENT
· New business development involving prospect development, understanding business scenario and needs, identifying opportunities, including involvement in preparation of proposals and final negotiation and closure. 
· Identifying Launch countries and conducting of Market Research of these International Markets. 
· Manage the sales with the sole focus of maximizing revenues in a timely, reliable and consistent basis. 
· Forecast annual and quarterly revenue streams. 
· Responsible for relationship building, account management and mining of new clients. 
· Plan strategic growth and aggressive market specific strategies including Product promotion for International markets.  
· Select, appoint and manage distributors in International Markets. 

· Achieving the Sales Targets in the respective countries . 
· Develop Country specific pricing strategies 
· Budgeting and Delivery of Budgeted estimates. 

· Team Motivation and Strategic Planning. 

· Customer Relationship Management, Supply Chain management, Logistics
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Key Achievements
· Successfully navigated the International Sales Department to establish it as a separate profit centre. 

· Surpassed projected sales targets. 
· Prospected for and appointed distributors in new markets like USA, Canada, Australia, UK, Mauritius Bangladesh, Oman and Kuwait. 

· Negotiated distribution terms and agreements in accordance with the local laws of the respective country.

· Increased the existing market share in the GCC countries by 125 %. 
· Developed market specific splits of magazines to generate additional revenue from advertisements.

· Designed and implemented various promotional schemes to motivate dealers and distributors. 

· Pruned the outstanding level from an average of three months to one month. 
· Achieved upward revision in rates.
· Successfully negotiated freight rates with Airlines and economized freight costs by introducing cost-effective method of dispatches. 
· Procured Orders for newly established Music Division to the tune of Indian Rupees 1.1million within a span of one year.
April 95 – Jan 96
Richline Pharma Limited 
Hyderabad, Andhra Pradesh, 

India. 

Designation: 

Export Manager. 

Job Function: 

International Marketing of Pharmaceutical raw material and its intermediates
Preparing regulatory dossiers required to seek and maintain marketing authorization and regulatory approvals for assigned products / product lines.
 

Achievements: 

Procured orders worth Indian Rupees 4.5 Million from the European markets. 

.

Sept 94 – Mar 95
Blue Cross Laboratories Limited 

Mumbai  India 

Designation:  

Export Executive. 

Job Function: 
International Marketing of Pharmaceutical raw material and its intermediates / Sourcing of Material Negotiation of rates with suppliers.  Preparing regulatory dossiers required to seek and maintain marketing authorization and regulatory approvals for assigned products / product lines. Organizing smooth Shipments and Documentation.

Achievements: 

Procured orders worth Indian Rupees 10.5 Million from the European market. 

July 93 – Aug 94

Universal Capsules Limited 

Mumbai.  India 

Designation:

Export Executive. 

Job Function: 

International Marketing of Empty Hard Gelatine Capsules. 

Achievements: 

Procured orders worth Indian Rupees One Million from the Far Eastern markets.
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July 92 – Jun 93

IPCA Laboratories Limited 

Mumbai.  India 

Designation:

Export Executive. 

Job Function: 
Licensing, Co ordination with the plant and supporting manufacturers for production planning,  Arranging of smooth and timely dispatches, Preparation of Dossiers for registration of products with the Ministry of Health of individual country, Preparation of  Pre shipment and Post Shipment documentation for shipments by sea and air, Pre shipment Inspection procedures.

Sept 89 – July 92
ESPEE CHEMICALS

Mumbai - India

Designation:

Asst to the Export manager  

Job Function: 
Licensing, Co ordination with the supporting manufacturers for production planning, Negotiation of Rates with the suppliers, Arranging of smooth and timely dispatches, Preparation of Pre--shipment and Post Shipment documentation for shipments by sea and air, Pre shipment Inspection procedures.

EDUCATION
· Bachelor's of Commerce from University of Bombay- 1986. 

· MDBA (Master's Diploma in Business Administration) with specialization in International Marketing, through Symbiosis Institute of Management Studies.

· Diploma in Advertising Management conducted by Indian Society of Advertisers

COUNTRIES VISITED: Germany, Spain, Hongkong, Bahrain, Oman, Kuwait, UAE, Egypt, Saudi Arabia, Sri Lanka, Mauritius, Thailand, Turkey

COMPUTER PROFICIENCY 

· Proficiency of Windows based packages like MS Office, Word, Excel and Power Point. 

· Excellent Familiarity with Internet. 

STRENGTHS 

· Enthusiastic and Well organized. 

· Analytical Mind. 

· Excellent Inter personal & Planning Skills. 

· Good Entrepreneurial & Negotiation Skills.      

· High Energy level. 

· Self - Motivated, Result Oriented and ability to work in a start up environment. 

· Ability to deal with higher level of management and customers as well. 

PERSONAL TRAITS AND ATTITUDE:

* Excellent cross-cultural communication skills

* Passion for continuous learning and personal growth

* Highly motivated and driven, with strong desire to excel

Total Experience:        20+∙ years 

__________
