Sunny XXXX
Mobile: 78******
Email: sunny******@gmail.com

CAREER SUMMARY
Sales Executive with strong experience in Large Account Management, P&L responsibility and leading high-caliber sales teams. Strong customer advocacy, communication and cross-group collaboration skills. Industry experience across ISV Platforms, Mobility and Storage Sales.

PERSONAL QUALITIES
· Creative lesson Planning
· Good Coordinator
· Self Motivation

KEY RESPONSIBILITIES HANDLED
· Create XXXX’s mobile OEM penetration strategy by targeting the largest OEMs across the globe and incubate this new market within HCL’s Hi-Tech vertical.
· Lead a high performance sales team and guide them in targeting new named accounts.
· Responsible for creating strategies and partnerships across the supply chain of mobile technologies and participating in capability development within HCL.
· Build and sell new solution accelerators across the existing cloud frameworks and services to make them mobile- ready.
· Team lead for managing one of the largest storage accounts in HCL.
· Responsible for taking control of a stagnant relationship and drive future growth and higher product partnership.
· Enable synergies across various delivery units in HCL and present a unified view to the customer
· Strategically align with the end customer needs, drive joint Go-to-Market revenues and expand the relationship.
· Part of the initial team that incubated this relationship and contributed to growing it into a Top 10 customer for HCL in 5 years.
· Personally created a portfolio from less than USD 1M pa to USD 30M+ in that period.
· Sold XXXX’s capabilities across multiple technologies and platforms ranging from Cloud, Storage, Server, Client and Mobile.
· Created one of the largest Mobile engagements for XXXX.
· Managed 6 high-caliber sales team members and guided them in their career growth.

ACHIEVEMENTS
· Incubating a new market vertical within XXXX for future revenues.
· Creating collaterals for more ownership driven selling in the product engineering space for the field and driving HCL up the value chain in these relationships.
· Co-created one of the top 10 largest customers for HCL in 5 years organically.
· Signed 3 large deals including USD 75M/ 5year deal on cloud platforms.
· Created the largest mobile engagement for XXXX in this relationship.
· Implemented multiple innovative engagement models to scale the relationship at every stage.
· Won many sales awards during this time and nominated for large account management training at Harvard Business School.
· Incubated XXXX’s relationship with this customer’s captive center in Hyderabad to nearly 100 FTEs in under a year, enabling the foundation for HCL’s entry into the city.

EMPLOYERS
1. Jul XX - present
Company: XXXX
Regional Sales Executive

2. July XX – Jun XX
Company: XXXX
Area Sales Executive

ACADEMIA
20XX-20XX: MBA (Marketing) from University XXXX with 75%.
19XX-20XX: Bachelor of Technology, Electronics and Communications from University XXXX with 65%.

EXTRA CURRICULAR ACTIVITIES
· Member of football team in college.
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PERSONAL DETAILS
Date of Birth: 3rd August 19XX
Languages Known: English, Hindi & Marathi.
Permanent Address:
