Jasleen Singh[image: ] 
Phone: +91- 7087959479 
E-Mail: jasleen161Ldh@icloud.com
2 YRS’-SALES | BUSINESS DEVELOPMENT | CUSTOMER RELATIONS | OPERATIONS
Transformational leader & highly skilled IT technical sales professional whose problem-solving style is analytical, careful and deliberate. Able to assess customer needs, build confidence, credibility, rapport and mutually beneficial relationships. Solid communication skills augmented by strong technical knowledge and organizational aptitude. Enthusiastic learner with a high learning curve, capable of rapidly assimilating and incorporating unfamiliar product knowledge. Great customer service skills to provide clients with best service possible and resolve conflicts when they arise. Leadership skills to take initiative and encourage team members to perform at their best. Cheerful personality to make potential clients feel at ease and offer support when there are uncertainties around the office. 
 Targeting senior level assignments with a reputed organization preferably in sales & operations.
 Location Preference: Anywhere 

PROFILE SUMMARY   

· A keen implementer with recognized proficiency in spearheading business operations with an aim to accomplish desired plans and targeted goals successfully in the IT and technical sales support industry.  
· Sales: Taking care of the IT sales with focus on achieving predefined sales target and growth across different zones. Forecasting and planning monthly & quarterly sales targets and executing them in a given time frame.
· Marketing: Analysing latest marketing trends, tracking competitors’ activities and providing valuable inputs for fine tuning sales & marketing strategies; initating market development efforts.
· Business Development: Executing the long term business directions of the region to ensure maximum profitability in line with organisational objectives. Fair understanding in increasing sales revenues, developing profitable and productive business relationships, coordinating with decision-makers, building an extensive client base and market development.
· Operations: Managing activities pertaining to  negotiating/finalization of deals (techno commercial) for smooth execution of sales & order processing.
· Relationship Management: Managing customer centric operations and ensuring customer satisfaction by achieving delivery timelines and services quality norms. An unwavering commitment to customer service, with the ability to build productive relationships, resolve complex issues and win customer loyalty.
· Team Management: Leading, mentoring & monitoring the performance of the team members to ensure efficiency in process operations and meeting of individual & group targets. Creating & sustaining a dynamic environment that fosters development opportunities and motivates high performance amongst team members.
· Expert Planner & Business Strategist: Pioneered & implemented measurable marketing strategies that drove hard revenue goals, sustained customer base, created conversions and increased awareness at the global levels. Recommendations were presented to senior management, which resulted in aggressive penetration of new market.
· Expereinced in coordinating with internal/external customers; implementing procedures and service standards for business excellence. Possess excellent organisational, relationship management & analytical skills.
· Strategic-relationship and partnership-building skills: Listen attentively, solve problems creatively and use tact and diplomacy to achieve win-win outcomes.

KEY SKILLS  

~ Business Analysis		        	  ~  Quality Assurance                                 ~ Customer Services 
~ Major Account Management	               	  ~ Operations Management	          ~ Profit Centre Operations
~ New Business Development		  ~ Project Management                             ~ Staff Training & Development
~ Risk Management                                            ~ Business Administration                      ~ Strategic Planning & Development
~ Market Research & Analysis	                  ~ Solution implementation   	          ~ Complex Negotiations 



EDUCATION   

· 2005–2008: Bachelor of Computer Application (BCA) from [image: ] Panjab University, Chandigarh, India  (http://puchd.ac.in/) securing first division.  
· March 2005: Senior Secondary Examination(Humanities) from [image: ]Punjab School Education Board, Mohali, Punjab, India (https://www.pseb.ac.in/).  



TRAINING & CERTIFICATIONS   

· May 2016–April 2018:  Beautician diploma course from M.G. Institute, Ludhiana, Punjab, India. 	 

WORK EXPERIENCE  

May 2012 – November 2014 : [image: ] IYogi Technical Private Limited, Gurgaon, India  (www.iyogi.com)
As Team Leader
Growth Path:
May 2012 -Feb’ 2013 :    Sales Executive
Feb'2013 -Nov'2013 :     Floor Support
[bookmark: _GoBack]Nov'2013 -Nov'2014 :    Team Leader

Key Result Areas: 
· Spearheaded full accountability for effectively handling customer objections/queries, and meeting conversion/revenue targets. Provided detailed information about technical specifications of products and services marketed by the company.
· Demonstrated how the product, be it a software or hardware, works and provide technical advice to customers about installation, usage, and networking
· Interaction with customers located in the USA/UK/Canada over the phone (Inbound) and listening to and understanding the customer's requirements.
· Gave presentations & demonstrations to customers on customer e-sales portal for online review of dispatch, accounts etc.
· Explored new customers acquisition by way of both Inbound and outbound calls by asking the correct questions and probing the customers wherever required to capture accurately sufficient details. 
· Emphasized key words, handled objections using product/service benefits to respond to customers queries & objections. Stayed current with knowledge of products/processes & services.
· Maintained achieve call quality requirements as outlined via call monitoring guidelines of the company.
· Monitored competitor activities and prepared analysis reports to Initiate and review marketing studies.
· Provided tactical insights to improve sales forces productivity and drive lessons learned initiatives to continually improve pursuit strategies.
· Continually improved processes to improve efficiency and compliance to company policies, procedures, laws and regulations.
· Attended industry events that are aimed at improving the marketability of the company’s products and services
· Became the lead “go-to” person for new representatives and particularly challenging calls as one of the company’s mentors and trainers of both new and established employees.
· Managed to keep records of customer interactions, transactions, complaints, comments as well as actions taken, process orders, forms and applications.
· Handled post sales maintenance and upgrade activities and ensured that any problems are resolved within standard time allotted for the nature of complaint.
· Led internal training and development for employee candidates for management roles, including mentoring and coaching employees with the lowest rating and improved their overall performance.
· Recognized resource person in providing extensive support to the product development group in creating and delivering cutting-edge solutions into very competitive marketplaces.
	
PROFESSIONAL ACHIEVEMENTS   

· Helped company attain the highest customer service ratings (as determined by external auditors)—earned 100% marks in all categories including communication skills, listening skills, problem resolution and politeness.
· Commended for initiative, persuasiveness, intense customer focus and dependability in performance evaluations.
· Provided customer support, involving problem solving, procedural changes, and corrections one of the top earners by commission among branch team members & improved relationship with industrial association/partner organization.	
	
VOLUNTEER ACTIVITIES    

· Volunteer blood donor during camps organized by different organizations.
	 
PERSONAL DETAILS  

Date of Birth:	              June 19th , 1987
Passport Number:            IND-S2280390 (Date Of Expiry: 26/09/2028)
Permanent Address :      House No.-314, Industrial Area-A, Ludhiana-141003, Punjab, India
Languages Known:          English, Hindi and Punjabi.

Declaration:

All the information mentioned above is true to the best of my knowledge and if anything found incorrect, I will be responsible for that.

                                                                                                   
                                                                                                                                         			          Signature
 Date:                                                                                                                       				     (Jasleen Singh)
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