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Career Summary
· A dynamic and result oriented professional with 20 years’ extensive experience in IT Hardware Sales and Pre-Sales, Marketing, Digital/ ecommerce, Sourcing and Commercial Operations combined with a good financial and engineering background. 
· Lead high performance team to nurture and grow a business by evaluating opportunities, formulating, developing, and implementing yearly business strategies to ensure attainment of revenue goals and profit.
· Excellence in handling and managing Business development, technical sales, and Channel Sales.
· Expertise in strategic planning to generate sales opportunities, drive sales targets, devise marketing solutions and enhance pipeline acquisitions. 
· A skilled communicator with abilities in forging business partnerships in global markets, lead cross-functional teams and establish beneficial relationships with key players in the industry across the Globe.
· Markets handled India, APAC and Middle East.

· Possess expertise in working on international and multicultural environments with the distinction of exploring new markets for expanding businesses from scratch and streamlining operations.
· Senior manager with exception performance in sales and generated business opportunities worth more than 30 Cr.
· Multiple Domain expertise: IT Hardware, Integration of Electronic solutions, Fintech, Payment Systems, Manufacturing Engineering products, Digital business, and Retail/FMCG
Employment Profile

Evolute Fintech Innovations Pvt Ltd as Manager – Business Development 
February 2016 – December 2024
Leading business development in IT Hardware vertical for large corporate banking companies, MFIs, NBFCs and Small finance bank accounts.
Core Competencies
· Lead Pan India sales of fintech solutions, thermal printers, microatm, and SAAS products.
· Securing highly competitive accounts through a combination of sales acumen and subject knowledge.
· Delivering continuous revenue to the company by acquiring business Viz., FIs, Govt Tenders, etc 
· Garnering business intelligence and creating Sales strategies for IT – Hardware products for top MFIs and NBFCs 
· Achieved 200% increase in the over all sales for the company including Equitas SFB, Ujjivan SFB, Muthoot, TCS, etc

· Cross selling and up selling of our products in existing accounts came up to more than 75%.

· Get maximum revenue generation by cross selling other vertical products 
· Consult with clients after sales or contract signings to resolve problems and to provide ongoing support.
· Identify prospective customers by using business directories, following leads from existing clients, participating in organizations and clubs, and attending trade shows and conferences.
· Creating sales pipelines for every quarter and managing company’s P&L. 
· Handling a team of executives, managing their day-to-day activities, training, and mentoring new recruits. 
· Monitor market conditions, product innovations, and competitors' products, prices, and sales.
Wassup On-Demand as Manager – Business Development and Customer Service Operation
July 2015 – February 2016
Leading new business and managing relationship with existing clients. Promote and establish the brand through digital marketing, campaigns and exhibitions.  
Core Competencies
· Lead a team of B2B marketing, sales and customer service operation

· Responsible for new business pipeline in India market 

· Creating end-end branding and promotional activities to enhance the sales pipeline

· Responsible for Brand development, Brand Identity, Brand Expression through integrated creative communication planning and content strategy

· Drive sales and business development through e-commerce and Omni-channel, Multi-channel Retail Strategy

· Preparing sales collaterals, Business cases and Market research to support the growth of service offering
· Formulated strategic platforms and business plans through social media strategy, website and mobile strategy to expand and generate growth revenue 

· Concentrated on Pan India market to evangelise and drive value in sales revenue

· Actively involving in Pre-sales activities, end-to end proposal life cycle and manage the work flow of the operations team 
Megger India Pvt Ltd as Senior Manager - Marketing & Sales
July 2014 – July 2015
 Exceptional team player in the Sales and Marketing of Electrical power applications vertical
Core Competencies
· Steering activities pertaining to new market development and business initiatives based in South India 

· Managing channel partners in each state.

· Maintain full accountability for achievement of goals while developing and maintaining strong customer relationship

· Motivating and helping them in achieving the targets.

· Establish sales strategies & targets in each segment and deliver profitability
· Creating New Business Opportunities for Megger by organising Marketing and branding activities.
· Develop and execute a sales strategy that will result in new business (prospecting, sales calls, presentations, proposals and closing business
· Account mapping and Management, Relationship Management and Customer Mining and working closely with field sales & Subject experts to develop proposal responses and convey customized approach to all business pursuits
Eazy Power India Pvt Ltd as Regional Manager – Sales & Operations 


June 2009 – June 2014
Regional Manager –Sales and Operations handling Sales, Sourcing and Business Operations across Pan India and Overseas Market
Core Competencies
· Lead a multi-faceted, regional and global operation generating revenue and growth.
· Have set up new projects in Power Tools and Solar Energy across South India.

· As a part of the Leadership team developed and implemented strategy to attain growth in sales and Customer Operations.

· Generated 150% year-over-year revenue on the existing products.

· Day – day interaction with international vendors for sourcing of raw materials for power tools.

· Building and generating new business relationships with leading clients in the market.

· Multiplication of revenue from the existing distribution network.

· Successfully launched new offices and established new factories and warehouses in Kerala and Bangalore.

· Enhanced sales opportunities and involved in brand management by creating marketing collaterals, designing e-magazines and websites. 

· Hands on experience in recruitment and have structured the sales team.
Hindustan Times Media - Firefly E-ventures Ltd as Area Manager - Corporate Sales

March 2008 – June 2009

Led a team of sales representatives and responsible for generating sales and managing large corporate clients in Mumbai and Pune
Core Competencies
· Provided end to end HR solutions to large corporate companies.

· Preparing an appropriate funnel to achieve the targets.

· Created strategic platforms for New Business Opportunities for shine.com

· Acquired cream of clients like Reliance, Hiranandani, Godrej, GE, etc.

Info edge India Pvt Ltd as Area Manager - Corporate Sales

January 2007 – February 2008

Led a team of sales executives to acquire new business and maintained a healthy relationship existing clients.
Core Competencies
· Providing advertisement solutions to the major builders in Mumbai.

· Setting targets for my team and achieving the same.

· Preparing an appropriate funnel to achieve the targets.

· Handling Key Clients like the Kalpataru, Rahejas, Lodha, DLH, etc.

· Creating New Business Opportunities for 99acres.com

Egana India Pvt Ltd as Zonal Brand Executive 

September 2003 – December 2006
Core member of team generating sales revenue in the retail vertical.
Core Competencies
· Major brands Handled: Pierre Cardin Swiss and Esprit for the South of India

· Assigned monthly targets, quarterly targets and yearly incentive for the counter sales staff. 

· Business development through new market opportunities in the zone. 

· Recruiting and managing counter sales staff for the South Zone.

· Management and allocation of stocks in all the key accounts.

· Handling Key Accounts like Shoppers Stop, Life Style and West Side stores. 

· Generating awareness for the Brands by closely coordinating with the Marketing Team.  
EDUCATION
Post Graduate Diploma in Business Management   Lala Lajpat Rai College of             2003

                                                                         Management Studies                                                                     

Bachelor of Commerce


         Bombay University 

       2001
IT Credentials

Operating System – Windows XP
Microsoft Office 2003 – Word, Excel, PowerPoint
Tools – CRM and SAP
Personal Information
Phone
: (+91) 9620206455
Email    : sumeshnair80@gmail.com
Address : Bangalore
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