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ASHISH TIWARI   
                                 
                                     Area Sales Manager@ Optho Remedies, (Mumbai)
Contact : +91-8630105714
E-mail: ashishatskd12@gmail.com


Career Objective: To work in competitive, career oriented, and challenging environment and become a part of professional team.

Academic Qualification:

            1)PGPM .from Institute Of Management and Development in first division. 
            2)M.B.A. from  Punjab Technical University,jalandhar in distinction grade. 
3)M.com passed (C.C.S. university,Meerut) in 2007 in first division.
4)B.com passed (C.C.S. university,Meerut) in 2005 in first division.
5)12th passed (U.P. Board,Allahabad) in 2002 in first division.
6)10th passed (U.P. Board,Allahabad) in 2000 in first division.
		

Professional Courses

               1)Diploma in software Management from Aptech Computer Education,Sikandrabad.
               2)Course from British School of English language,New delhi.


Area of IT Specialties

               1)  C and C#
   2)  .Net framework ( Java, Visual Basic )
   3) Website Designing – HTML and compiling through Frontpage
               4) Visual Basic  






Work Experience:
[image: 2a84591a5d5ce4ea85ada050be6f02f1_61cdb38d46b0b47577051d6520406191] 
July 2007 –Feb 2009   (Team Leader)
      Marketing and Sales department,
      (Acme organics Pvt. Ltd.)Sikandrabad
          

1)  Weekly progress report to Department Manager.
2)Handling the team of 4 members with fulfillment of  Team responsibilities and company assigned Target.
3) Client Servicing of Existing client e.g. order fulfillment & monthly supply.

           



March 2009-  April 2011
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  INSTITUTE OF MANAGE MENT AND DEVELOPMENT,NEW DELHI
                          Participated as Team Member to conduct the project on INSURANCE Sector in India and won the first prize in college for best student.
                 
  January 2010 – Feb 2010 ACME ORGANICS PVT. LTD. ,SIKANDRABAD
                         Winter internship in Marketing as a  Marketing Analyist for the period of two months in excellent grade feedback from Respected Director and my Respected Reporting Manager.







May 2011-March 2012
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 INDIAMART intermesh limited (MUNIRKA BRANCH,NEW DELHI)
                            WORKED as a Sr. Sales Executive IN NEW SALES DIVISION..

1) IndiaMART.com is India's largest online B2B marketplace for Small & Medium Size Businesses, connecting global buyers with suppliers. The company offers a platform & tools to over 1.4 million suppliers to generate business leads from over 6.5 million buyers, who use the platform to find reliable & competitive suppliers. The company has over 2800 employees located across 50+ offices in the country. Its existing investors include Intel Capital and Bennett, Coleman & Co. Ltd.

2)It’s a  B2B Marketplace, Catelogue Designing involved, Online B2B Media, SME Buyers & Suppliers, Global Bulk Buyers & Suppliers, India Yellow Pages, Indian Importers & Exporters Directory, B2B Matchmaking, B2B Sourcing Guides, Buy Sell Trade Offers, Online Product Catalogs, Business Leads, Trade Inquiries, Export orders by Acquring New Sales as a part Of New Sales Division.

April 2014-December 2014
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 (Relationship Manager-Client Servicing)   FORT BRANCH (MUMBAI)

Key Responsible Area:-

1) Handling a Team of 4 Member along with 350 Companies from various industries e.g. Blue star limited, Steel tubes india, Nexus life care, and a lot regarding services taken from Indiamart.com
2) Maintaining the required services up to the mark throughout the year for these companies as per organization norms.
3) Analyze the performance report on monthly basis of each company.
4) Regular giving suggestions and reviews to Director and Management of these companies  to enhance companies profitability.
5) Manage Online marketing, S.E.O. and S.E.M. for assigned companies Worked on ERP ( Andrenalin & Intermesh)











Apr. 2012-Mar. 2014                 
[image: See full size image](HEAD OFFICE,LUCKNOW), 
                    MANAGER-BUSINESS DEVELOPMENT 



1) Managed  Daily Business of Company Owned 10 Exclusive  Stores,  Four at Lucknow ( AMAUSI Airport, at Fun Cinema Mall ,Waves mall,at HO  Lucknow ) along with two at Kanpur (U.P.), One at Ghaziabad, one at Bhopal,one at Allahabad & one at Varansi & daily Reporting made To Group Product Manager .

2) Targeted Drug De-Addiction Centres in Lucknow to Enhance the Sale volume of  our Liver Products.Finalized Our First Segment with Prerna Drug De-Addiction Centre In Lucknow, (U.P.)And In Lucknow These Govt. Fund Aided Drug De-Addiction centres  Are Registered in Number of 12.And Pan India We Estimated Approx 500 in Numbers. Now Uptill  Today 6 in Lucknow and 40 Across country are in reach of our Liver Products.


3) Per Month Discussion of our Products reach With Doctor’s at Pan India Level of Organization. .

4) Lead the Project of Making the Relationship with Ayurvedic and Panchkarma Centres in Lucknow  to Enhance The Ethical Division sale.

5) Represented The Organization at Various Level  at Lucknow University,CMS NATIONAL EVENTS, Product Launch at Hotel Taj (Lucknow) and AISSCCON Annual Meet,2013.

6) Worked Over Adarsh jail Project (As a Part of CSR) Situated in Lucknow to promote our different products e.g. BOWELCARE –A Reputed Product from Organic India.


7. Monitoring of all meetings - cycle / Annual meeting preparation, Hotel booking, expense along with confirmation of Promotional Tools etc to reach venue.
.



[image: ]  (January 2015 – Present)
                                   (Manager- Area Sales ) Mumbai ( Maharshtra)

 1.Achieve the monthly, quarterly and annual sales targets, product wise and unit wise, head            quarter wise for the Area.
2.Create and maintain effective key customer list for his/her area and focus on expanding the customer base.
3.Create awareness about the company products by conducting CMEs, product promotion, campaigns etc. and ensure return on investments.
4.Keep track of the competitors activities and communicate it to the Product Management Team.
5.Development of sales team in terms of product knowledge and brand building.
6.Develop sales strategies and set targets for the team, monitoring the teams performance on a regular basis.
7.Motivate, guide & manage team members to enable them to achieve their respective targets consistenly to improve POB  & Primary Sales..
8.Review and analyze customer prescriptions / product sales and establish improvement plan.
9Prepare and analyze sales reports & forecasts.



Leisure Time Activities

· Browse Informative Information from Internet and writing poems.
· Playing Cricket
· Listening Music

Personal Data:

   NAME                                                                    Ashish Tiwari
FATHER’S NAME                                                Mr. R.S. Tiwari 
DATE OF BIRTH                                                  21st march 1987
NATIONALITY                                                     Indian 
MARITAL STATUS                                              Married
SEX                                                                         Male

Date:-
Place:-                                                                                    (ASHISH TIWARI)
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