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Abhishek Sinha
Email:  artie.abhi@gmail.com         

Mobile: +91 9717199653
Location: Noida 201301 UP India
Summary:
· 6+ years of experience in International Sales, Account management in staffing industry.
· Skilled in Staffing sales, account management, RPO sales, team management, and delivery.
· Account Management of Wipro, Oracle, Synergy, Pernod Ricard, Standard Chartered Bank and Milestone, for China, Hong Kong, Taiwan, Macau and India region.

· Helping clients for their ongoing IT and non IT hiring needs.

· Sharing best fit candidates to the clients.
· Experience in finding and on-boarding new clients with the help of Cold Calling, Emailing, and using social media (Sales Navigator & LinkedIn).

· Experience in identifying and pursuing valuable business opportunities to generate new company revenue and improve bottom line profit. 

· Strong background in designing and implementing innovative online and offline sales strategies to generate fresh business opportunities and maximize market share.

· Excellent verbal/written communication skills.
Education:
· BSc. – Himalayan University
Work Experience Summary:
Nityo Infotech                                                                                                                                                    (May 2021 – Present)

Business Consultant (APAC Region)
Responsibility:

· Focusing on business development work to add new brands in the company’s portfolio.

· Account Management of Wipro for China, Hong Kong, and India region.

· Onboarded Oracle and managing account for Hong Kong region and India.

· Account management of Milestone, Synergy, SCB and Pernod Ricard for Hong Kong, China & Taiwan region

· Coordinating with the stakeholders.

· Helping end clients for their ongoing IT and non IT hiring needs.

· Sharing best fit candidates to the clients.
· Responsible for Client engagement and revenue generation. 
· Continuous follow-ups and keeping a touch base to bring out new opportunities within the existing clients.
· Country handling: Hong Kong, China, Taiwan, India and Macao. 
United Software Group (Stratosphere it services pvt. ltd)                                                               (March 2020 – April 2020)

Manager Sales RPO (USA)
Responsibility:

· Generate leads and revenue from Staffing company at CXO level in the US Region for recruitment process outsourcing services through Cold Calling, Emailing, Using Social Media (Sales Navigator and LinkedIn).
· Sharing RFI & RFP.

· Identify prospective customers in various verticals through primary and secondary research by using online databases.

· Coordinating with the senior management on issues arising in the day-to-day operations for customer service, sales and marketing plans for improvement.
· Responsible for handling US clients in terms of lead generation, market research.
· Collaborate with Sales/Pre-sales team to exchange information on markets/leads/prospects.
· Connect to CXOs of target companies to understand their pain areas and suggest how to solve their problems.
· Understand and design appropriate functional pitch/mailers to the CXOs for the focused segments.
· Continuous follow-ups and keeping a touch base to bring out new opportunities within the existing clients.
· Identify and pursue valuable business opportunities to generate new company revenue and improve bottom line profit.

Crox Consulting Private Limited                                                                                                               (June 2017 – Feb 2020)
Sr. Business Development Manager (USA)
Responsibility:

· Generate leads and revenue from Staffing company at CXO level in the US Region for Staffing services through Cold Calling, Emailing, Using Social Media (Sales Navigator and LinkedIn).
· Sharing RFI & RFP.
· Identify prospective customers in various verticals through primary and secondary research by using online databases. 
· Account management of Prodapt.

· Coordinating with the stakeholders.

· Helping end clients for their ongoing IT and non IT hiring needs.

· Sharing best fit candidates to the clients.
· Collaborate with Sales/Pre-sales team to exchange information on markets/leads/prospects.
· Connect to CXOs of target companies to understand their pain areas and suggest how to solve their problems.
· Understand and design appropriate functional pitch/mailers to the CXOs for the focused segments.
· Continuous follow-ups and keeping a touch base to bring out new opportunities within the existing clients.
· Identify and pursue valuable business opportunities to generate new company revenue and improve bottom line profit.
Gigaspace E-solutions                                                                                                                                  (April 2015 – May 2017)

Business Development 
Responsibility:

· Selling Websites, Mobile application, SEO and Social media marketing services to International clients
· Sharing RFI & RFP.
· Identify prospective customers in various verticals through secondary and primary research by using online databases.

· Coordinating with the senior management on issues arising in the day-to-day operations for customer service, sales and marketing plans for improvement.
· Responsible for handling international clients in terms of lead generation, market research.
· Collaborate with Sales/Pre-sales team to exchange information on markets/leads/prospects.
· Understand and design appropriate functional pitch/mailers to the CXOs for the focused segments.
· Continuous follow-ups and keeping a touch base to bring out new opportunities within the existing clients.
· Identify and pursue valuable business opportunities to generate new company revenue and improve bottom line profit.
Skills:

· Account Management

· Region covered: Hong Kong, China, Taiwan, India, USA

· Good communication and interpersonal skills.

· Good grasp of technology and the ability to write documents in a professional style.

· Good collaboration skills.

· Good negotiation & persuasion skills.


