RESUME

MANJUNATH. K THAMMANAVAR

Email- manjutmba86@gmail.com
Contact No: +91-9611451559,
Correspondence Address:

Manjunath. T C/O  Bhirappa House

#52, 1st main, 1st Cross, Marenahalli,

Vijayanagar Bangalore – 40
	Career Objective


To utilise my experience, education, capability & creative ideas with self motivated and positive 

approach within an organisation that will help my profession and personal skills.

	Work Experience


Present working with, Redington india ltd (from jun2016)
Designation: Area sales manager,

               Taking care of Lenovo commercial Laptop& desktop business  

Experience includes Sales, distribution, Channel Management and Key Account Management
Continuously monitor developments in the market & competition activities, Ensure sales target achievement as per the business plan of the division. Work with registered customers & support them to grow their business.

payments Collecting  in time from the RD.& channel partners 
Company Name : Neoteric infomatique Ltd  
Designation: Asset manager 
Period : aug2015To jun2016

Job Profile :
 Was taken care 8 products 
            Experience includes Sales, distribution, Channel Management and Key Account Management, . 
Supporting volume partners for secondary sales,  Collecting the payments in time from the RD.& channel partners 
Work with all SMB&SI partners in market to achieve no & Appointing New Distributors(RD) and Dealers.
 Revenue enhancement for the organization.  Ensure sales target achievement as per the business   plan

 Work with registered customers & support them to grow their business.
Company Name :    Nook Micro Distribution LTd

Designation:          Sales officer
Period :   may 2014 To aug2015
Job Profile :
             Handling Lenovo commercial products,Achieving Primary and Secondary sales

Supporting volume partners for secondary sales,Revenue enhancement for the organization.
Collecting the payments in time from the channel partners. . Follow up on new leads
Work with all SMB&SI partners in market to achieve no
Company Name :    k7 computing pvt. ltd

Designation:            area sales manager
Period :        March 2012 To may 2014
Job Profile :
 Managing Dealers and Distribution network.   Appointing New Distributors and Dealers.
 Managing Primary and Secondary Sales .    Handling Channel sales in the product of Active Networking.            Work with all SMB&SI partners in market to achieve no
Company Name: Quick Heal Technology 
Designation: Channel sales Executive

 Period :        June 2009To March 2012

Job Profile:- 

Appointing new channel partners as per set target by mapping their capabilities,  .  Educating the channel partners for new products    Collecting the payments in time from the channel partners.    Achieve the target both from new and existing channel partners time to time.     Follow up on new leads and referrals resulting from field activity.       Identify sales prospects and contact them. closings,    follow-ups on daily, weekly & monthly basis. Participate in marketing and promotional events such as seminars, trade shows & road shows 
	Educational Qualification

	COURSE
	NAME OF THE INSTITUTE
	YEAR OF PASSING
	MARKS (%)

	BBM
	Rural College of Business Management, 
	2008
	62.33%

	PUC (Arts)
	Sri Gavishideshwara PU College


	2005
	68.88%

	S S LC
	Sri Gavishideshwara High School Kukanoor
	2003
	44 %


	Projects Undertaken

	Month/Year
	Course
	Topic
	Company

	March-2008
	BBM
	“Customer Satisfaction” at Dharwad Milk Union (KMF)
	KMF Dharwad

	April -2007
	BBM
	Survey Conducted
	Nandhini Milk Dairy, Koppal


	Computer Skills:


A) Application Software: MS-office.

B) Tally 9.0

	Extra Curriculum Activities:


Represented team in volley ball match./ Represented Finance event in Management fest.
	Personal Profile:


Name: 

Manjunath Thammanavar
Father Name: 
Kalyanappa

Mother Name:
 Devamma

Date of Birth: 
1st May 1986

Languages Known: 
English, Kannada, & Hindi
I hereby declare that the information furnished above is true to the best of my knowledge and belief.
Date:

Place: 
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