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SUMMARY

A result oriented Executive MBA professional with experience in, Real estate, Automobile, Corporate sales &Retail sales strong in sales & systems, planning, analyzing, reporting & communication Skills.


SKILL

	· Sales Presentations
· Competitive Analysis
· Customer Segmentation
· Channel Management
· Performance Tracking
	· Marketing Plan Development
· Strategic Planning
· Budget Development
· Sales Forecasting
· Problem-Solving




EXPERIENCE


Head of CRM &Sales Planning, Strategy and Marketing 
Reality 360 Degree – Noida 					

Aug 2025- Till Now 

1. Sales & Marketing Process Evaluation and Audit by CRM
· Objective: Assess the current sales processes; identify inefficiencies, bottlenecks, and areas for improvement.
· Key Activities:
· Regularly audit the sales pipeline for effectiveness and alignment with business goals.
· Analyze and report on sales performance data, identifying gaps in execution.
· Conduct assessments of CRM systems, communication tools, and data flows.
· Expected Outcome:
· Comprehensive report identifying areas for process improvement.
· Actionable recommendations for process optimization.
2. Sales & Marketing Process Design and Optimization by CRM
· Objective: Continuously refine and improve sales processes for greater efficiency and productivity.
· Key Activities:
· Redesign workflows to improve lead generation, follow-up, and closing rates.
· Implement tools and technologies that streamline the sales process (e.g., CRM, automation tools).
· Develop clear sales playbooks, outlining best practices and new processes.
· Expected Outcome:
· Streamlined, efficient sales processes with increased conversion rates and reduced sales cycle times.
3. Sales & Marketing Team Training and Development by CRM
· Objective: Ensure the sales team is aligned with new processes and methodologies.
· Key Activities:
· Develop training programs focused on new sales processes, tools, and techniques.
· Provide ongoing coaching to sales reps on best practices and process adherence.
· Monitor and evaluate the effectiveness of training and process changes.
· Expected Outcome:
· A well-trained, efficient sales team capable of implementing the improved sales processes.
4. Process Automation and Technology Integration by CRM
· Objective: Leverage technology to automate repetitive tasks and improve data accuracy.
· Key Activities:
· Identify areas of the sales process where automation can reduce manual efforts (e.g., follow-ups, reporting).
· Integrate and manage tools such as CRM software, email automation, and analytics platforms.
· Evaluate and recommend new technology solutions that align with the company's growth strategy.
· Expected Outcome:
· Increased operational efficiency, allowing the sales team to focus on high-value activities.
5. Sales & Marketing Performance Monitoring and Reporting by CRM
· Objective: Track the performance of the sales process and identify continuous improvement opportunities.
· Key Activities:
· Establish KPIs to measure sales process efficiency (e.g., lead conversion rate, average deal size, sales cycle length).
· Generate regular reports and dashboards to track the impact of process improvements.
· Provide feedback to the sales team based on performance metrics.
· Expected Outcome:
· Improved sales performance based on continuous monitoring and adjustments.
6. Collaboration with Account, Operation, Customer support Departments by CRM
· Objective: Foster alignment between sales and other departments (marketing, Accounts, customer support, operations).
· Key Activities:
· Coordinate with marketing for lead generation and nurturing processes.
· Work with customer support to ensure smooth post-sale transitions and customer satisfaction.
· Ensure the timely payment collection 
· Ensure that the sales process supports the company’s overall strategy.
· Expected Outcome:
· Better cross-department collaboration leading to a more integrated and customer-centric sales process.
7. Customer Feedback and Market Analysis by CRM
· Objective: Ensure the sales process aligns with customer needs and market trends.
· Key Activities:
· Collect and analyze customer feedback to refine sales approaches.
· Monitor competitors and market trends to stay ahead in sales strategies.
· Adjust processes based on external factors such as market changes, customer preferences, etc.
· Expected Outcome:
· Sales process that is adaptive and competitive in the market.
8. Compliance and Risk Management by CRM
· Objective: Ensure sales processes are compliant with legal, regulatory, and company policies.
· Key Activities:
· Regularly review sales processes to ensure compliance with industry regulations (e.g. data security).
· Address any risks or compliance issues related to the sales process.
· Train the sales team on compliance requirements.
· Expected Outcome:
· A compliant sales process with minimized legal and regulatory risks.
9. Customer Journey Mapping by CRM
· Objective: Create a seamless experience for customers at each touch point.
· Key Activities:
· Map out the entire customer journey, from lead generation to post-sale support.
· Identify pain points in the customer experience and adjust the sales process accordingly.
· Expected Outcome:
· Enhanced customer experience with higher satisfaction and loyalty rates.
10. Change Management and Process Implementation by CRM
· Objective: Effectively manage the transition to improved sales processes.
· Key Activities:
· Develop a change management strategy to introduce new sales processes.
· Ensure smooth implementation with minimal disruption to sales operations.
· Measure the adoption and effectiveness of new processes and adjust as needed.
· Expected Outcome:
· Successful transition with high adoption and improved performance.
[bookmark: _GoBack]Key Performance Indicators (KPIs) to Track:
· Sales cycle time
· Lead conversion rate
· Sales support Team productivity 
· CRM utilization rate
· Customer satisfaction and feedback
· Sales process adoption rate
· Revenue growth and sales target achievement
· Supervision of Operational Process and giving solutions to enhance work productivity for team members:
· Monthly assessment of Team members
· Achieving sales targets as per designated budgets using market intelligence
· Improve market visibility and developing the efficient Channel of Channel Partners ,Broker, Business Associates or Freelancer to generate sales
· Daily monitoring & follow up process for driving sales through the Channel Partners, Brokers or Freelancers
· Doing Performance Review of Channels appointed
· Special handling Team of connect 360 Degree -customer and capitalized on it.


Manager–CRM &Process Audit & Improvements -Sales and Marketing
&Sales forces automation | Buniyad - Real Estate Services
 Oct 2024- Sep 2025

· Systematic Examination:
A process audit is a systematic examination and evaluation of an organization's processes, workflows, and procedures to identify inefficiencies, and areas for improvement. 
· Data Collection and Analysis:
Collect data on process performance, identify areas of concern, and analyze the root causes of inefficiencies. 

· Develop an Improvement Plan:
Create a plan that outlines the specific steps needed to address the identified issues and improve processes. 
· Monitor and Evaluate:
Regularly monitor the performance of the improved processes and evaluate their effectiveness to ensure ongoing improvement. 
· Continuous Improvement:
Continuous improvement by regularly reviewing processes and identifying new opportunities for optimization. 
· Increased Efficiency and Productivity: Streamlined processes lead to improved efficiency and productivity. 
· Reduced Costs: Identifying and eliminating inefficiencies can lead to significant cost savings. 
· Improved Customer Satisfaction: Better processes can lead to improved customer service and satisfaction. 
· Enhanced Compliance: Ensuring processes are compliant with standards and a regulation reduces risk and improves reputation. 
· Better Decision-Making: Process audits provide valuable insights that can inform better decision-making. 


GM Sales and Marketing | Vinayak Infra - Real Estate 
 |May 2022- Sep 2024
· Demonstrated excellence in motivating and training the sales team on product/portfolio marketing Loan& Financing scheme planning

· Big-picture visionary equipped with the ability to execute ideas and plans effectively Training to Monitoring Sales & Marketing Team

· Visioning sales strategies and programs to achieve or exceed the sales objectives for the region and implementing them

· Preparation and execution of Annual sales plan, budget and activities
· Appointing the right set of channel partners with appropriate experience, good infrastructure, financially strong and with an attitude to grow for higher penetration

· Expending scheme and marketing budget strategically to achieve targeted results and within strict cost line

· Setting targets in line with the company's objective. Monitoring them periodically to ensure that they are in line with the business plan
· Analyzing the sales trend SKU-wise and taking corrective actions wherever necessary

· Evaluate market trends and gather competitive information to identify trends that affect current and future growth of sales and profitability and plan strategies to counterattack competition in the best possible manner

· Strategize and initiating marketing strategies and promotions for different segments and evaluate the performance


Head of Sales & Marketing| Nissan automobile
Oct 2020-Apr 2022

· Determine price schedules and discount rates.
· Plan and direct staffing, training, and performance evaluations to develop and control sales programs.
· Prepare budgets and approve budget expenditures.
· Resolve customer complaints regarding sales.
· Monitor customer preferences to determine focus of sales efforts.
· Review operational records and reports to project sales and determine profitability.
· Advise dealers on policies and operating procedures to ensure functional effectiveness of business.
· Created budgeting plans for all marketing activities, tracked expenses, and ensured compliance with company policies.
· Managed a team of sales representatives to ensure they met their goals and objectives.
· Provided training on product knowledge, sales techniques, and customer service skills to staff members.
· Reviewed customer satisfaction surveys to identify areas of improvement.
· Evaluated leads obtained through direct referrals, lead databases and cold calling.
· Planned and facilitated meetings to share marketing plans and explain future business goals
· Supervised creation of marketing materials and collateral.
· Interviewed and hired talented individuals to add value to marketing team
· Marketed products and services at tradeshows and promotional events.

Nissan finance & insurance

· Work closely with set procedures of Nissan finance and reconcile Accounts on monthly basis. 
· Manage dealership payments, employee pay-outs.
· Review of Accounts receivable and ensuring timely collection
· Implement controls and checks in the finance function with a view to improve profitability and costs
· Management of working capital including renewal of Bank limits
· Worked closely with clients to identify needs and challenges and provided solutions-oriented campaign themes.

Senior Sales Manager | Vinayak Infra – Real Estate 
Aug 2015- Sep 2020
· Responsible for new client acquisition for plot and land along with house plan 
· Taking feedback from the client to ensure smooth operation handling 
· Relationship management with client s
· Developing strategies to explore new regions to generate more business.
· Responsible for Construction link plan to the existing Clients 
· Implemented innovative approaches for increasing brand awareness among target audience.
· Interacted regularly with senior management to discuss current strategies and future plans.
· Resolved customer complaints in a timely manner while ensuring high levels of customer satisfaction.
· Analyzed sales data to determine areas of improvement for the organization.
· Managed a team of sales representatives in order to achieve maximum results.
· Negotiated contracts and closed agreements to maximize profits.
· Hired and motivated high-performing sales team.
· Managed sales pipeline and forecasted monthly, quarterly, and annual sales targets.
· Coached, developed and motivated team to achieve revenue goals.


Senior Executive | The India Today Group
 Nov 2012-Jul 2015

· Institution Sales & Distributer Handling 
· Business development: Introducing new clients to the Group to generate incremental revenue. Expertise in resolving escalated customer service issues. Generate data base and client leads which includes extensive cold calling
· Client servicing: Demonstrated ability to gain customer trust and provide exceptional follow-up, leading to increased repeated and referral business. 

· Establishing tie-ups and relationships with corporate clients, distributers and Government Companies, promotion and brand enhancement.

· Building & maintaining healthy business relations with corporate, institutional clients, maximizing customer satisfaction by meeting service & delivery norms

· Developed and implemented strategic plans to achieve company objectives.
· Delegated work to staff, setting priorities and goals.
· Resolved customer inquiries and complaints requiring management-level escalation.
· Analyzed business performance data and forecasted business results for upper management.

Category

· India Today Magazine – Responsible for institution Sales of all LMI and Non LMI brands Magazine 
· India Today Notebook- Responsible for corporate Sales of customize notebook 

· India today Diaries –Responsible of India today Diaries Sales in Corporate 

· India today Children book division – Responsible only for marketing and promotional activity in Corporate Area 


Store Manager | Ballarpur industries Limited
Jul 2010-Oct 2012
· Managed daily banking activities such as deposits and withdrawals.
· Performed regular price checks to ensure competitive pricing.
· Maintained accurate records of employee performance reviews.
· Prepared monthly reports on sales figures, expenses, profits.
· Planned special promotions or discounts based on market trends.

· Monitored employee performance and identified performance gaps for corrective action.

· Built customer confidence by actively listening to concerns and complaints and quickly resolving issues.

· Generated repeat business by responding to customer concerns with friendly and knowledgeable service.

· Monitored inventory levels and placed new orders for merchandise to keep supply well-stocked.
· Prepared staff works schedules and assigned team members to specific duties.

· Corporate Sales, Retail Sales  
· Maintain good rapport with existing client 
· Promote entire range of stationery, Gifting and IT
· Competitor Analysis 
· Maintain detailed database of corporate client 
· Timely payment collection from customer as stipulated in the company policy 
· Take care of the issues related to the corporate client and ensures delivery of material on time.
· Inventory Management or liquidation 

Duty Manager| The Mobile Store
 Aug 2008-Jun 2010
· Monitored performance of staff members.
· Monitored inventory levels to ensure product availability for customers.
· Maintained accurate records of staff attendance, sales figures and stock levels.
· Supervised cash handling procedures, ensuring that all transactions were processed accurately.
· Collaborated with upper management to improve productivity of operations.
· Implemented new operational procedures, increasing efficiency.
· Prepared and presented reports on team performance, challenges, and achievements to senior management.
· Conducted regular performance evaluations, providing constructive feedback and setting individual goals.
· Complied with company policies, objectives and communication goals.
· Planned and delivered training sessions to improve employee effectiveness and address areas of weakness.
· Responsible for Retail sales- Handsets, gaming console and I-pod and MP3 player, and accessories of mobiles
· Stock management, achieving sales target, control shrinkage, management of store staff
· Open and close cash registers, performing tasks such as counting money, separating charge slips, coupons, and vouchers, balancing cash drawers, and making deposits
· Responsible for sale of prepaid connections and recharges 
VAS Jockey|HUTCH
Aug 2006-Jul 2008
· Handled customer inquiries and resolved complaints to maintain positive service experience.
· Promoting Value Added Services like Caller tune, Ring tone, GPRS, Push mail, Tariff Plans, hutch alert.
· Solve customer query for value added services.
· Post paid bill payment. 
· Selling post paid connection.


EDUCATION AND TRAINING


MBA
· KSOU
· New Delhi| Aug 2013
· Karnataka State Open University 
· Executive MBA -Sales and Marketing

B.COM
· CSGM
· Prayagraj| Mar 2007
· B.Com the University of Kanpur 
· Six month diploma in computer from “Stairlite Foundation” Allahabad



Shravan Kumar Srivastav 
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