Name     : Rohit Ranjan







Address  : G 1305, Antriksh Golf View – 1, Sector 78, Noida – 201301, India
Mobile    : +91 931 974 1232 
E-Mail     : rohit.ranjan2306@gmail.com 
Linkedin : http://in.linkedin.com/pub/rohit-ranjan/7/800/871
SALES MANAGEMENT & LEADERSHIP, DIRECT & CHANNEL SALES, BUSINESS DEVELOPMENT & KEY ACCOUNT MANAGEMENT
CAREER ABSTRACT
· 15 years of proven Sales Management & Leadership experience, covering broad-spectrum of Direct and Channel Sales, Inbound Sales, Key Account Management and Business Development of designated product and services within IT and Interior Infrastructure Solutions space
· A highly motivated Sales Manager with consistent track record of exceeding objectives in various Sales roles of high-performance teams, managing strategic sales of high-value product and business solutions to Small, Medium and Large Enterprise from diverse verticals across US, Europe, Middle East, Asia Pacific, A&Z and India
· Results-driven professional with the flexibility to thrive and adapt in high-growth, fast paced, ever evolving IT industry. Proven ability to rapidly diagnose and resolve complex business and operational challenges to ensure Sales Team is equipped with necessary resource and support to achieve astounding revenue results
· An accomplished Leader capable of business planning, onboarding, executing and building a super charged sales team highly competent in sales, business development, superlative client relationship management, strategic up-selling and cross-selling, account management and customer retention
· Core Sales person with extensive in-depth knowledge and expertise in territory planning, go-to-market strategy, sales offering and positioning, drafting sales and partnership contracts, campaign planning and execution, lead generation, effective requirement handling till order fulfillment
· Expertise in devising sound solution strategy, articulating product offerings and providing technical consulting
· An excellent communicator and negotiator with skills and vision of building a long-term mutually  profitable and viable business relationships 
· Self-motivated professional with a hunger to exceed and supersede goals. Garnered several promotions and earned accolades for fulfilling commitments with utmost dedication and highest customer satisfaction throughout entire span of my profession career
SKILL SET & AREA OF EXPERTISE 
	● Adobe Creative Cloud & Creative Suite
	● Channel & Partner Management 

	● Cloud Offerings
	● Sales Enablement

	● Oracle Virtual Desktop Infrastructure
	● Key Account Management

	● Oracle Database & Middleware
	● Upselling & Cross Selling

	● E-Learning & Custom Content Development Services
	● Business Development

	● Graphics and Multimedia Solutions
	● Campaign Planning & Execution

	● Web Development Services
	● Market Research & Analysis

	● Corporate Interior Infrastructure Solution
	● Solution Consulting

	● Imported Wooden & Allied products
	● Customer Experience & Retention

	
	● Client Servicing & Support


INDUSTRY CATERED
	● Education, Higher Ed & Corporate University
	● Banking & Financial Services

	● Print & Publishing
	● Healthcare

	● Digital Media & Marketing
	● Aviation

	● News & Broadcasting
	● Shipping & Maritime

	● Telecommunication 
	● ITSoftware & Services

	● Automotive
	● Construction & Rail Road


PROFESSIONAL EXPERIENCE 
Uniply Industries Ltd.
Assistant Vice President – PAN India Sales                                                    Year 2018 till date
Responsibilities:

· Responsible for Establishing, Expanding and Orchestrating growth for the newly acquired      Imported Wooden flooring business of the organization across PAN India

· Directly reporting to Country Head, with my core duties largely associated with devising Marketing strategy at country as well as regional level, Resource planning, Processes and Protocols, P&L management, PAN India Sales Team onboarding and target alignment, Promotional schemes and plans for Channel Partner and Customers, Sales and Revenue growth strategies, Brand awareness and Business development initiatives across states and regions in India
· Develop and implement most viable and productive go-to-market strategy for each territory in conjunction with BU heads and regional stake holders
· Design individualized product offering and positioning strategy in consultation with regional representation from respective zones for faster and better results
· Hiring, Training & onboarding Senior and Mid-management Sales Team for PAN India
· Establish robust Channel and Partner Sales network through diligent screening, appointing and on-boarding Dealers and Distributors across PAN India 

· Conduct regular meets with Regional, Zonal and Branch Heads on marketing strategy, territory planning and partner management activities to identify gaps and take corrective measures to ensure successful attainment of targets and long-term business goals

· Work closely with the Country Head on Sales Targets, Marketing and Branding initiatives, Regional strategies and business vision, Planning and executions of campaigns and business events, Identifying New business avenues to upscale and promote organizational growth

· Closely working with Business Heads from cross-functional teams to leverage and gain advantage from each other capabilities, strength and network to identify up-selling and cross-selling opportunities, efficient account management and ensuring mutual growth      

· Handling country level escalations and grievance from channel network and customers

· Contract execution with Alliance and Channel Partners to decide business terms and common grounds for increasing sales, securing consistent profit and sustainable long term business growth in the region  

· Accompany Sales Teams on business events and customer meetings for network building and complex deal closures
· Regular Sales Reporting, Training and Motivation with PAN India Sales team 

G-Cube Webwide Software Pvt. Ltd.
Assistant Vice President – Global Sales & Business Development                   Year 2017 till 2018
Responsibilities:

· Responsible for driving overall sales and strategy for E-learning, Content development and Learning Management System business for APAC & EMEA

· Lead team of Sales Managers & Lead generators to achieve projected revenue growth and business goals for the region

· Manage overall sales pipeline, potential opportunities and revenue targets for the region

· Build Alliance and Partnership with regional players for project offshoring and staff augmentation services

· Explore new business avenues and add new verticals as part of service and clientele expansion 

· Strong analytical and leadership skills to understand business and customer needs and provide innovative solutions

· Core part of BU leadership team responsible for strategy formulation, market assessments, feasibility studies, investment decisions, operations, process design/improvement, policy design & business development

· Provide business solutions through innovative partnerships, with focus on profitability and directing business development to drive the topline

· Interfacing clients and internal stakeholders for Business Solutions and RFI/RFPs 

· Analyze user needs and business goals to devise solutions that address potential areas of customer impact and help achieve long term growth  

· Work with cross-functional teams to create a holistic road-map and planning for sales optimization and effectiveness

· Adhere to standards and procedures; check for compliance. Prepare and present formal training to Sales Team, as needed.

· Provide support, coaching and mentoring to team members
Adobe Systems Inc.
Sales Manager - APAC, Adobe Creative Cloud                                          
Year 2013 till 2016
Responsibilities:

· Heading APAC Sales Team for Adobe Digital Media Solution business, selling Cloud based subscriptions to SMB and large Corporates
· Managing Revenue for the region by growing business from new and existing accounts, through Direct Sales as well as Channel network within respective geos
· Spearhead business development initiatives that are consistent with company’s overall strategy & work as a key member of the executive team that sets company strategic direction
· Carrying sales quota and delivering growth in assigned territories
· Closely collaborate with Enablement, Marketing and Support teams to identify new and emerging customer needs and ensure its addressed within the offerings to achieve customer satisfaction and retention
· Perform marketing research, do sales forecasting, promotional planning and brand promotion

· Conduct sales campaigns and demand generation activities to regain lost accounts and expand Adobe footprint in existing accounts though upselling and cross selling
· Develop strategy and build processes around functioning of Sales Team 
· Assign sales activities and target to the Sales Team and constantly monitor performance to ensure appropriate resource and support available for delivering optimal results
· Regular reporting and active involvement in management business reviews on sales performance and pipeline generated from Direct Sales 

· Constantly develop and update value propositions and positioning strategy for Sales Team based on latest developments in products, ever changing market behavior and competition to ensure all efforts are aligned with organization vision and driven toward common objective  
· Organize frequent peer reviews to encourage learning and build leadership capabilities within the team 
· Conduct regular 1-1 and group check-in’s with the team, for feedback and opportunities to boost productivity at individual and team level
· Strong interpersonal skills and ability to work with in a matrix organization 
Achievements:

· Hold credit for building a successful In-house team, delivering 200% year-on-year growth in sales and achieving highest sales conversion throughout 2013-14, amongst all Sales teams Worldwide 
· Consecutive Best Sales Performance for 2013, 2014 and 2015, for 100% quota attainment and exceptional performance
Oracle India Pvt. Ltd.

Sales Team Lead, Oracle Desktop Virtualization                                            Year 2011 to 2012
Responsibilities:

· Handling Inside sales for Oracle desktop Virtualization products in DACH region, UK and France
· Functioning as Sales Team lead, managing team of Account Managers and Business Development Consultants assigned to my region and ensuring consistent performance and target attainment at teams as well as individual level. 

· Working closely with Account Managers on sales planning, campaigns, complicated deals and other day-to-day sales challenges to overcome that and accomplish their targets
· Helping Business Development consultants on territory planning, sales mapping and coordination, and training them on optimum utilization of available resources to find potential leads and opportunities within their assigned regions 

· Mapping with counterparts and sales support teams at Oracle for internal leads and assure all approvals, quotations, bookings and customer escalations are duly addressed and resolutions taken within set timeline  

· Working with individual Sales Rep to identify challenges in their respective territory and design strategic sales plan to make optimum utilization of available channels, counterparts and resources in the region to meet their business goals 

· Feedback and suggestions from clients and team members
· Training, motivating and counseling the team
· Business and performance review at team and individual level on weekly basis

· Managing the interviews and screening process for hiring new candidate in the team
· Responsible for training new team members on their job role, systems and processes
· Maintaining strong work ethics to create healthy, motivating and productive work environment within the team
Achievements:

· Promoted from Account manager to Sales Team Lead within a year for remarkable performance and team handling capabilities
· Met 200 percent of Sales Quota in FY12 
· Recognized as Key Sales Contributor for FY 11-12 and rewarded the opportunity to attend prestigious InfoMentis Sales Manager Training Program held at San Francisco, CA
Oracle India Pvt. Ltd.

Key Account Manager, Oracle Technology Sales                                             Year 2010 to 2011 

Responsibilities:

· Selling Oracle technology products and solutions in North America. Typical customer profiles included Software-as-a-Service (SAAS) ISV's, High Tech device Manufacturers and Smart Grid Technology Companies
· Responsible for developing net new business as well as managing existing accounts within the assigned territory and meet revenue targets  

· Managing sales through focused business plan, forecasting, account resource allocation, account strategy and planning
· Proactively engage in consultative selling to convert business challenges into IT enabled solutions through
· Proficient in utilizing available online resource, systems, tools and process required for finding potential new leads and upselling/cross selling within accounts
· Mapped and closely connected with territory counterparts, business development consultants, field and partner channels and other networks for strong hold on the business      
· Develop solution proposals encompassing all aspects of the technology, make presentation and sales of value proposition. Qualify, follow up and close sales leads from BDC
· Negotiate pricing and contractual agreement to close the sale
· Identify and develop strategic alignment with key third party influencers. Develop a strong business relationship with Oracle business partners, distributors, resellers and end users
· Mapped and intensively working internal with order fulfillment teams for timely quotations, approvals, order bookings, escalations and customer support issues 
· Keeping track on Industry developments and possess up to date knowledge of market, competition offerings and their position vis-a-vis the serving organization
· In depth knowledge and understanding of sales cycle in conjunction with business process externally and internally
· Delivered exceptional results in challenging environment while meeting strict deadlines and achieving sales targets, and setting a performance/achievement culture
Achievements:

· Promoted as Oracle Enterprise Key Account Manager from Emerging Market Account Manager in just 6 months 

· Achieved 180% of Sales quota in Fiscal year 2010-11
InfoPro Learning Inc.

Business Development Manager, E-learning Solutions                                    Year 2007 to 2010
Responsibilities

· Securing new business and developing strategic business relationship with organizations across Europe. Selling complete portfolio of eLearning products, custom development projects and managed solutions 

· Handling team of Asst. Sales Manager & Lead generators, and guide them through on several sales stages as and when required. Participate in their corporate and product presentations, sample showcase, requirement gathering and solution presentation till final closure. Hence, facilitate target achievement and help in personal development    

· Forming Strategic Business Alliance with eLearning firms across Europe, for joint collaboration on eLearning development projects, managing & hosting services and e-Commerce website projects in respective geography
· Acquiring new businesses and further handling portfolio of these companies to ensure maximum product penetration, thus handling comprehensive sales cycle and ownership of business from generating lead to managing relationships within corporate account  
· Proactively managing coordination between Client, Pre-Sales & Production Department to facilitate uninterrupted information flow, thereby avoiding discrepancy and duplication. Closely working with Pre-Sales to ensure requirement is appropriately gathered and understood, and deliverables match with client expectation
· Working on CRM for regular updation of sales record, with requisite details/comments against new lead, RFQ, Requirement discussion, Proposal sent, Invoice raised/awarded, with present status and next plan of action within the accounts
· Conducting, executing and managing campaign for sales as well as promotion of company’s newly introduced products and services
· Offering consulting by analyzing client’s requirement and suggesting most adequate options to achieve business objective in highly cost effective and efficient manner, hence boosting trust and further strengthen company-client relationship 
Achievements:
· Sales Performer of the Year Award in 2009
· Brought first “Serious Gaming” project for the company, which later became part of company’s distinguished service offerings
· Acquired business worth USD 350K in 6 months with world’s largest Shipping and Logistics organization, and included 1st ever maritime customer in company’s clientele

· Appreciation for forming maximum Strategic Business Alliances within Europe and bringing first ever participation opportunity for the company to bid in European Commission Project worth Euro 3.5 Million 
Harbinger Systems Pvt. Ltd.
Sr. Business Development Executive, E-learning Solutions                            Year 2005 till 2007
Responsibilities
· Selling end-to-end eLearning Products & Content development services in North America
· Prospecting through approaching and establishing communication with top level Management Executives (CEO, CTO, VP Engineering, Director of training, HR Directors) from Universities, Banking, Manufacturing, Construction & Real Estate, Telecom and IT companies to explore eLearning business opportunities
· Responsible for taking all requisite measures to initiate as well as maintain business communication for fetching new projects. Hence performing activities involving market research, client and competition analysis, cold calling & email communications with client
· Organize and lead web meetings with prospects, along with presales team for online demonstration of product and services and customer requirement analysis 
· Conduct tele-conference in conjunction with Business Head for final proposal discussion and price negotiations on the deal
· Process client requirement to the solutions/presales team and facilitate discussions for any clarification, thus ensure proposal captures all relevant information and rightly address client’s needs  
· Gather and analyze information about market trends, pricing, competition, customer needs and preferences and upcoming demand to device strategy for targeting specific geography and customer segment
· Develop sales strategies and processes to approach new customer, including positioning of products & service, online campaigns, communication and follow up plan, presentation and deal closure strategy for comprehensive sale of product & services 
Achievements:
· Awarded Best Business Development Executive for the year 2005-2006
· Bought in company’s first “Large volume” custom development project worth USD 200K from a Federal organization in US 
Freight Express International Pvt. Ltd. 
Sales & Marketing Executive, Global Logistics                                              Year 2004 till 2005
Responsibilities

· Selling freight forwarding and logistics solution to corporates. Offering services for Air Export & Imports, Ocean Exports & Imports and consignment warehousing facility to EXIM customers in Mumbai region
· Gathering shipment details and creating Airway Bills/Bill of Lading of each consignment, to file the Shipping Bill in Customs 
· Provide online consultancy to client on best shipment options and make the booking of shipment in respective airlines/shipping lines
· Create necessary state tax/octroi documentation for smooth transit of shipment from client warehouse to allocated airline/shipping line warehouse
· Providing customer support to both exporter and importer regarding the status of in-transit shipment 
· Client servicing and relationship management. Making frequent visits to customers for discussion on upcoming business initiatives and associated requirements, introduction of new services and feedback on existing service experience. Retaining discussion with past associations to understand their grievances and address them to regain business  
· Explore and identifying potential business opportunities and devise strategy to target them and expand reach within the market 

Achievements:
· Got appreciation for bringing 5 consecutive Air Export consignment worth USD 35K each from a single Export house within 6 months 
· Got recognition for remarkable performance in Air Export division and acquiring 18 high potential clients in less than 7 months   
EDUCATION
· Master of Business Administration in International Business from Institute of International Business & Research, Pune in the year 2005

· Post Graduate Diploma in Foreign Trade from University of Pune in the year 2005
· Bachelor of Commerce from Pt. Ravishankar University, Raipur in the year 2003
· SSC with majors in Commerce & Mathematics from CBSE in the year 2000
PERSONAL DETAILS
· Date of Birth: 23rd June 1983.

· Language proficiency: English, Hindi & German(preliminary)
· Preferred Location: Delhi, Noida, Gurgaon, Mumbai, Pune, Bangalore
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