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Sunny Sreeraj
· Summary:

A highly effective sales communicator with a proven ability in building long term relationships with confidence & demonstrating a high level of attention to detail & build trust. I am skilled at achieving targeted sales objectives to drive growth, profits & apply my motivation & determination to perform beyond expectations. My experience has been in sales of banking product & services since 2002 to 2017 & currently I am working as an Sales Manager ( Hotels & Apartments ) handling multiple properties in the Kingdom Of Bahrain from 2018  to date .
·  Skill Set.
	Sales - Hotels & Apartments.
	Sales - Banking Sector.

	Market new banquets & parties.
	Achieve sales Targets.

	Prepare new contracts; conduct negotiation’s & vendor agreements.
	Key Accounts Management. (Corporate Sector, Retail Banking. Asset & liability products)

	Sourcing new clients & client retention.
	Dealer Channel  Development

	Identify new sales opportunities & strategies.
	Managerial Skills (Training, Motivation, Hiring)

	Payment Follow Up
	Handel sales teams.


· Educational Qualification:
· Executive 1year MBA from NIBM in August of 2009, Elective in Sales Management. Chennai, Tamil Naidu - 2009.

· Graduated in B’COM “Foreign Trade” in June of 2002 from A.V College of Arts Science &    
Commerce affiliated to Osmania University of Hyderabad, Telangana India.   

· Board of Intermediate from Shadan Jr. College in April of 1999, affiliated to Osmania University of Hyderabad, Telangana India.   
· Profile:
Sales Manager - Atiram Premier Hotels from 07th of April 2018 to date.

Job Role:

· Achieve sales targets by selling hotel & apartment’s rooms / flats, organizing banquets events, private parties in our clubs/outlets every month.
· Conduct meetings with different associations, participate in social events to improve our brand & generate new leads.
· Travel to Saudi Arabia by car every month for meeting new & existing client all our segments.
· Lead discussions with new clients & negotiations, close new contracts & retain existing clients.
· Plan & implement sale strategies. Follow up on new & existing leads. Also upsell to increase revenue.
· Ensure our targeted weekly guest occupancy run rate is maintained & monitor the run rate daily.
· Attend HODs meeting to discuss about weekly productivity & co-ordinate with other departments HODs.
· Collect market information about competitions & product offerings.

· Invite potential clients for a walkthrough in our properties to increase business. 

· Coordinate with the hotel HODS to ensure optimum standards are maintained & feedback. 
· Prepare & send sales report to the management, post-sales service, follow up & collect pending payments.
· I have MNCs clients since 2018 till date & support me monthly with consistent business.

· Strategic Area Manager – Zeta Digital Solutions India from 29th of Feb 2016 to 15th of May 2017. 
                     Job Role:
· I have launched, promoted & successfully sold “Zeta Digital Solutions” to corporate clients in Telangana State.
•     Achieved sales target by opening new accounts monthly by selling multiple Zeta product offerings.
· I would complete of 4 to 5 new & follow up meetings daily depending on the company’s locations. 
•    Conducted live presentations & demonstrations of Zeta products (benefits of plastic cards over paper vouchers).
•     Participated & led meetings with top management & key decision makers to close new Zeta contracts.
•    I have conducted live training & demonstration for up to 1000 employees on Zeta products & usage.  
•    Prepared new sales pipeline, KYC check list, maintained existing client database & update Zoho daily.

•    Followed up for payments & ensured it’s credited into the employee cards in the specified time. 

•    Successfully closed 23 new corporate clients in the first year of Zeta.
· Corporate Salary Manager - Axis Bank from 27th of Oct 2011 to 20th of Feb2016.
               Job Role:

· Targeted new Axis Bank salary accounts of Corporates company’s employees & cross-sell products.

•    Handled a team of 7 to 10 sales executive & ensured my team achieved our monthly targets.
•    Conducted presentations at corporate offices for new employee’s inductions & help desk support.

•    Lead discussions with new clients & negotiations, close new contracts & retain existing clients.
•    Activated dormant corporate salary accounts & ensured continuation of salary upload & proper KYC.
•    Prepared, maintained & sent MIS for business heads.

•    Organized training programs to maintain a higher quality of business sourced, quality and process.
•    Achieved a higher AQB per account by cross-selling banks products to existing corporate employees.
· Prepared & implemented marketing strategies for increasing penetration in the market segment. 

· Branch Sales Manager CASA- Kotak Mahindra Bank from 10th of May 2008 to 19th of Oct 2011.
              Job Role:
•    Handled a team of 9 CASA TMs to achieve sales & cross-sell targets for new accounts. 

•    Conducted meetings with department heads to achieve higher penetration in their products.

•     Prepared & circulated daily sales MIS to the sales heads. 
•    Organized training programs to maintain a higher quality of business sourced.

•    Planned & implemented lead enquiries to procure data of “walk-in” customers.

•    Increased productivity to 70 % & initiated activation of dormant bank cross-sells channels.

•    Ensured TAT is maintained for account opening by RPC & CPC & maintains correct KYC.
•    Took the necessary initiative to meet customer & verify documents as per the set process.

•    Introduced HNI customers to achieve value targets, adhere to audit norms & KYC.

•    I have received a “Well Controlled” audit rating twice in the years 2009 & 2010.
· Prepared & implemented marketing strategies for increasing penetration in the market segment
· Sales Manager, Bancassurance Channel - ICICI Prudential from 11th of June 2007 to 9th of May 2008
              Job Role:
· Successfully launched “Credit Assure” for ICICI Prudential in Andhra Pradesh.

· Took complete responsibility of marketing and branding responsibilities for the launch across AP.

· Planned &, introduced Rewards & Recognition programs for channel partners & my team.

· Identified & recruited a new sales team for sale channels across multiple locations in Andhra Pradesh.
· Trained the sales executives on KYC & Product & set up an operations process for the back end team.

· Planned & conducted a sales meeting with ICICI Bank Auto & TW sales heads every month.

· Travel every fortnight to across Andhra Pradesh for sales & support multiple sales channel. 
· Constantly on 2nd position in the national rating & team attrition was less than 5 % with 40 executives.

· Andhra Pradesh as a location contributed to 50% of the business in the South region across India.
· Relationship Manager - Fortune Property Management in Bahrain from 26th of Aug 2005 to 1st of April 2007. (Fortune Property Management was a vendor for Citibank NRI services)
 Job Role:
· Targeted & sold insurance products like Alico, Zurich & MF in Bahrain, Qatar, Kuwait & KSA.
•    Planned sales trip Qatar & Kuwait for meetings NRI clients from the pipeline every month.

•    Generated new leads by cold calls, referral network, telephone directory & direct walk-in.

•    Opened savings accounts for NTB customers, verified KYC & conducted credit check.

•    Consistently followed up with new clients & converted leads sales leads to closure.

•    Sold Citibank products to clients in KSA on the telephone call & followed up for documents.

•    Made sure clients documentation are submitted on time for processing after verification.
· Coordinating with Citi bank operations team to expedite process & maintain TAT.

· GE Money.
· Assistant Territory Manager T/W Loans from the 1st of Aug 2004 to16th of June 2005.
· Supervised & handled a team of 20 sales off roll executives posted in ten two- wheeler showrooms.
· Achieved targets by selling T/W loans to walk-in’s & referral customers in the showrooms.

· Prepared & launched incentive structures for my team every quarter.

· Planned & conducted daily dealerships visits to meet owners, managers, finance & push for my sales.

· Prepared, launched & monitored special discounts offers for dealers every quarter.
· Conducted engagement programs, R&R offers for dealers & managers for their continuous support.

· Ensured dealers receive payments on time & continuous support in sales. Check client KYC.
· Monitored the repayment data every month, contacted & meet customer on collection calls.
· Relationship Manager (DST PL) 2nd of Sep 2002 to 31st of July 04.
•    Handled a team of 40 off-roll sales executives with 4 team leaders.

•    Planned & generated leads by various indoor & outdoor activities for 3 branches.

•    Ensured targets are met, adherence to company policy & individual sales of personal loans.

•    My team maintained & followed the highest level of compliance & discipline. 

•    Allocated data generated by branch walk-in customers to the tele-calling team for sales calls. 

•    Ensured prompt service to existing customers for references, customer retention & cross-sell.

•    Maintained data of walk-in customers, check client KYC & process completed personal loan.
•    Monitored the repayments data every month, contact & meet the customer on collection calls.
· Identified potential locations by doing geographical mapping for sales calls.
· Training Attended:
· Attended two weeks training on IT sales & implementation in field sales activities at Zeta in Mumbai.
· CSM training, Self-improvement skills, team handling & leadership skills in Axis Bank.

· AML, Fire & Safety certifications completed at Kotak Mahindra Bank. 

· Product & Quality check Training & Relationship Managers Academy at GE Countrywide.                                

· “SAATHI” a workshop on team building skills at GE countrywide.

· Quality & Compliance white belt certification conducted at GE Countrywide.

· IRDA Certified
· Computer Proficiency:

•    Proficient in Ms Office, Word, Excel & PowerPoint.
· Personal Details:

· Bahrain DL & CPR: Yes

· Contact No: 973 38210279 & 973 33640038.

· Email ID:sreerajsunny@gmail.com

· Language: English, Hindi & Malayalam

· Marital status: Married.
· DOB: 15th October 1980.

              •    Address: Flat No 5, Bldg. 1608, Rd No 2118, Block 321, Gudabiy. Kingdom of Bahrain Zip-308.
           Place:

           Date: 
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