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Profile Summary 
Sales & Marketing Management professional with over 13 years of experience in the medical/surgical equipment domain, specializing in strategic account development, hospital sales, and product positioning. Seeking a challenging role as a Key Account Manager or State Manager to leverage proven expertise in driving revenue growth by managing a large portfolio, making decisions and carrying out significant negotiations, resulting in deal closures, managing high-value client relationships, and leading cross-functional teams in dynamic healthcare markets.
Strategic Sales & Business Development
· Key Account Management – Build and nurture long-term relationships with corporate hospitals, surgeons, and procurement teams to drive consistent business growth.
· Revenue Generation & Market Expansion – Identify new business opportunities, execute territory-wise sales strategies, and expand market share in competitive healthcare segments.
Product & Clinical Expertise
· Product Demonstration & Technical Support – Deliver in-depth product presentations and provide clinical support during procedures to ensure correct usage and customer satisfaction.
· New Product Launch & Positioning – Lead product introductions across assigned regions by aligning marketing efforts with clinical needs and end-user feedback.
Operations & Team Leadership
· Tender & Contract Management – Manage government and institutional tender processes, pricing strategies, and contract negotiations to secure large-scale deals.
· Team Supervision & Performance Monitoring – Guide and mentor regional sales teams, tracks KPIs, and ensures alignment with company objectives and compliance standards.
Key Skills

Work Experience
Dec 2020 - Present										    Peter’s Surgical Pvt Ltd
Career Graph
· State Manager – Sales (Maharashtra),2025 - Present
· Sales & Marketing Specialist (Pune), 2023 – 2024
· Territory Sales Manager (Pune), 2020 – 2023  
Sales Strategy & Revenue Growth
· Drive sales performance across assigned territories by implementing strategic plans to meet and exceed monthly, quarterly, and annual revenue targets.
· Identify new business opportunities by conducting market analysis, competitor benchmarking, and lead generation within surgical and healthcare networks.
· Develop and manage relationships with key decision-makers, surgeons, and hospital procurement teams to influence buying decisions and promote product adoption.
Marketing & Product Promotion
· Execute product launches, marketing campaigns, and workshops to educate healthcare professionals on the features and benefits of surgical devices.
· Collaborate with the marketing team to tailor promotional materials and digital strategies based on regional needs and customer feedback.
· Monitor market trends and customer preferences to recommend product improvements and contribute to the development of new product offerings.
Territory & Team Management
· Lead, mentor, and support the field sales team, ensuring high levels of engagement, product knowledge, and consistent target achievement.
· Coordinate logistics, inventory planning, and timely delivery of medical devices to ensure uninterrupted supply to hospitals and clinics.
· Maintain compliance with all regulatory requirements, ethical standards, and reporting guidelines relevant to medical device sales and distribution.
Highlights
· Secured major corporate hospital accounts and government tenders, successfully established new products in competitive markets, and consistently drove business growth.
· Achieved multiple performance accolades, including the Presidential Award, Quota Achiever, and Customer Focus Award, recognizing exceptional dedication, strategic focus, and outstanding sales achievements.

Apr 2019 – Nov 2020									      Healthium Medtech Pvt. Ltd
Field Officer - Pune
· Promoted and demonstrated surgical and wound care products to surgeons, nursing staff, and hospital procurement teams, driving product awareness and adoption.
· Managed territory-wise sales activities, tracked competitor movements, and executed strategic plans to meet monthly and quarterly targets.
· Provided technical support during surgical procedures and ensured timely delivery and availability of medical supplies to healthcare institutions.
· Built and maintained strong customer relationships through regular follow-ups, addressing queries, and delivering prompt post-sales service and support.

Apr 2015 – Mar 2019									             Lina/ Dynamesh Medical
Area Manager Corp Hospital Sales
· Managed and expanded sales operations across corporate hospitals by building strategic partnerships with key stakeholders including surgeons, department heads, and purchase teams.
· Drove product positioning and sales of mesh and surgical solutions by conducting product demonstrations, clinical discussions, and training sessions for medical professionals.
· Led tender participation, pricing negotiations, and contract finalizations to secure long-term agreements with high-value hospital accounts.
· Analyzed market trends and competitor activity to identify growth opportunities and implemented region-specific strategies to exceed sales targets.

Earlier Assignments in Brief
· May 2014 – Apr 2015: Insightra Medical Ltd, Pune | Sales Executive
· Nov 2011 – Apr 2014: Lyka Labs Pvt. Ltd, Pune| Territory Sales Manager
· Working with Dr. Avneet Kore Nayyer & Dr. Kirti Desai | Anaesthesia Technician Assistant

Qualification [image: Free vector graphic: Hat, Graduation, Cap, Education - Free Image on ...]
2008 	 EMBA in Marketing, NIM Institute, Indore, India 
        2006       DBA, NIM Institute, Indore, India 
        2006       B.Sc., DAVV, Indore, India
        2003     Anesthesia Technician Course in Paramedical Council Act, Bhopal, M.G.M Medical College & M.Y. Hospital Indore, Indore, India
        IT SKILLS – Work related computer knowledge
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