DEEPAK PANDEY
Contact: 9821154685.
E-Mail: deepp_73@rediffmail.com
HIGHLIGHTS
Managerial Assignments in Sales and Marketing (I.T Solution) with an organization of high repute in IT Solution Sales Industry
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Profile Snapshot

IBM Certified Websphere Solution Sales Specialist with over 20 years of experience in:
~ Sales & Marketing		~ Key Account Management		~Business Development
~ Application & Product sales	~ SAAS & Cloud Selling                 ~ Revenue Generation 
~ Application Mgmt & Outsourcing	~ BFSI Focus                		~ Services

· Currently working with Google Cloud India as Enterprise Sales Representative
· Hands-on experience in handling BFSI customers
· Engage with key C-Level Executives to set joint winning proposition
· Achieved multi-million dollar deal for turnkey project with large Bank for payments transformation at IBM India Pvt. Ltd.
· Acknowledged with Million Dollar Club-En Fuego Award in 2013-14,2016-17 at Oracle India Pvt Ltd. Awarded with President club for excellence in sales in 2014 & 2017 at Oracle India
· Credited with new maiden logo wins for Google Cloud India in PSU BFSI vertical
· Performance driven IT Industry professional, who excels at coordinating with cross-functional teams; skilled in adopting a pragmatic approach in improvising on solutions and resolving complex business issues
· Expertise in handling all stages of sales process from business development, lead qualification to requests for proposals (RFPs), technical need analysis and closing
· Achievement oriented profession al with excellent people management skills and ability to manage change with ease
Core Competencies

· Engagement with key senior executives to lead the team in the client engagement process
· Solution selling experience having sold cloud platform; software apps/ products, applications and services
· Interfacing with the client at both pre-sales and post-sales stages with technical customer engineers, working closely with partners in setting up a compelling  joint value proposition
· Managing activities pertaining to techno-commercial operations for smooth execution of sales order processing 
· Generating enquiries , managing channel partners, handling execution of orders, following-up on payments and carrying out rate negotiations with potential customers & responding to RFP/ Tenders
· [bookmark: _gjdgxs]Employment Details

March 2021 to date   NTT Data Global Services , Regional Manager Sales-West (BFSI)

NTT Data Services is Ranked by Gartner as the 7th Largest S.I Globally. It has 4 distinct pillars of offering viz Digital Application Services, Enterprise Application Sales , Application Services, Infrastructure& Cloud and Business  Consultancy
Leading BFSI engagements for West territory

· Developing team grounds up
· Handling critical BFSI clientle for West
· Key Partner Engagements
· Planning and executive key marketing programs
· Working with CXO for Transformational engagement for Enterprise Application Services, Digital Application Services and Business Process Outsourcing
· Acquiring new logo through well crafted Joint Business Plan with customer
· Coordinating with technical and SME to ensure a complete tech win
· Focus on SAAS Application including Digital Platform, Customer experience platform

September 2019 to March,2021 Google Cloud India , Enterprise Sales Representative  (FSI)
[bookmark: _dqo3iv1sqhvf]
[bookmark: _ogz1q6ez6z11]Working as Enterprise Sales Representative at Google CLoud India for Large Banking and Financial customers in Public sector vertical
· Leading engagements for Digital Transformations on pillars of AI/ML, Open Interconnected platform, collaboration platform, Analytics and Application modernization
· [bookmark: _xqhsgf7li94b]Responsible for setting up  FSI engagement grounds up.
· [bookmark: _bl2xm14o3g67]Engaging as ONE Google with CXO in setting up joint business vision in key focus areas
· [bookmark: _1dgao7kpmj1n]Evangelizing and establishing cloud advocacy as engine of transformation
· [bookmark: _69tuduzc1kpx]Coordinating with partner team to set-up network of partners
· [bookmark: _ntjrlu9ccysj]Showcasing Google Cloud’s differentiating value
· [bookmark: _rcqnpzd15pyp]Identifying and working with customers on selected key business areas on transforming to cloud through structured POC
· [bookmark: _3b97bcm5przy]Acquiring new logo through well crafted Joint Business Plan with customer
· [bookmark: _d702j390ca6s]Coordinating with technical and SME to ensure a complete tech win
[bookmark: _gz1lmec4emwx]Achievements
· [bookmark: _t3x9n6b84nhx]Signed up 1st PSU BFSI logo for Google Cloud India including IAAS and API Platform
· [bookmark: _kglqpo5625k3]Acquired a major strategic Financial Institution for 1st ever SAAS based API platform win in APAC for APIJEE platform. The clientele is amongst the top FSI clientele globally
· Sold SAAS Analytics platform to a leading Financial Institution
[bookmark: _mujmbcz762pc]

Nov17-Jun19: Netapp India ., Mumbai as Key Account Director (Enterprise Accounts)
Key Result Areas:
· Spearheading the following responsibilities:
· Aligning with CXO at business and technology level
· Mapping business requirements vis-à-vis solution offerings
· Liasioning with third party vendors viz S.I, partners and distributors
· Soliciting for repeat business from existing accounts and generating leads
· Acquiring business from new competitive greenfield accounts
· Responsible for selling solutions relating to Data Management line of solutions and cloud services
· Accountable for identifying new business opportunities and converting them into viable business proposition. Managed and successfully handled Axis Bank, Yes Bank, NPCI and NSE.




August 13 to October 17: Oracle India Pvt. Limited., Mumbai as Regional Sales Manager 
Enterprise Security Solutions (Integrated Software Platform)
Key Result Areas:
· Spearheading the following responsibilities:
· Mapping business requirements vis-à-vis solution offerings
· Managing the complete territory (West) for Oracle’s Security solution which includes Identity Management, Data Security and cloud security solution
· Liasioning with third party vendors and handling the activities of vendor management
· Soliciting for repeat business from existing accounts and generating leads
· Responsible for selling solutions and complete product management including sales and marketing functions
· Accountable for identifying new business opportunities and converting them into viable business proposition

Highlights:
· Demonstrated excellence by achieving 180% of target for FY13-14
· Recipient of:
· Sales Quota Achiever of the Year in FY 13-14
· Million Dollar Club-En Fuego Award in FY 13-14
· President Club Excellence-Sponsored Vacation to Hawaii in 2014 and 2017
· Certificate of Achievement for Exceptional Performance 15-16
· Successfully handled major banking project themes
· Governance and Compliance
· Multi-channel Real time Fraud & Risk Management
· Enterprise Mobile Security and BYOD
· Cloud Security solutions
· Integrated AAA platform
· Customer and partner convergence & unified experience
· Effectively managed major clients like Axis Bank,  ICICI Bank, LIC,SBI GIC, Indusind Bank, SBI, Central Bank of India, Yes Bank, Edelweiss, India Infoline ,IDBI Bank ,Union Bank of India and HDFC Life Insurance
· Successfully concluded marquee deals in Yes Bank,Axis Bank, SBI, Union Bank of India, IDBI and Central Bank of India
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[image: ]Sep’08 to Jul’13: IBM India Pvt. Ltd., Mumbai
Growth Path: 
Sep’08 to May’12: Enterprise Middleware Software Solution Sales Manager
Jun’12 to Jul’13: Client Relationship Manager (Financial Services)
Key Result Areas:
· Entrusted with the following responsibilities:
· Maintaining healthy relationship with clients in designated Enterprise Accounts and serving as single face of IBM for its breadth of offerings
· Managing diverse IBM internal team for a unified goal and objective
· Administered the operations of CXO level interactions, participating in large turnkey deals, territory management, negotiations & closure and collections & AR management
· Provided secured, reliable, synchronous application messaging infrastructure for a large MNC Bank for conducting secured Financial Transactions with Reserve Bank of India
· Handled Turnkey project for a large PSU Bank for Enterprise Payments standardization and Payment Process Efficiency
· Managed the activities of Large Core Application Development Project for a leading Private sector Financial Sector firm for Loan Origination System as part of Business Transformation  undertaking

Highlights:
· Significantly cracked largest deal of 12 million USD for turnkey payments project at a major PSU Bank including product ,and complex services management
· Steered in bagging deal for Internet Banking up-gradation for  growing private sector Bank
· Travelled to Singapore in 2008,09,10,11 as part of global training program
· Successfully achieved 138% of target as Client Relationship Manager
· Actively took part in Websphere Competitive Top Gun in Dublin in 2011
· Served as:
· Websphere Solution Sales Manager from Sep’08 to Jun’12
· Member of 100% achievement club developed for meeting the targets consistently
· Distinction of being:
· Conferred as Software Top Gun amongst 75 participants from IBM worldwide for cross brand software workshop
· Awarded with 1 rating for outstanding performance
· Proficiently managed the operations of Core application Software Infrastructure for implementation of:
· Internet Banking for a leading Private Sector Bank
· Concluded middle ware deal at Axis Bank for 1st implementation of Finacle Core Banking in India
· Handed major clients like RBI, IDBI, Axis Bank, IDBI, Yes Bank, UBI, BOI, National Payments Corporation of India Ltd., Deutsche Bank and Barclays, Axis Securities, ICICI Securities, SBI Securities

Previous Experience
Oct’04 to Aug’08: CMC Ltd., Mumbai as Account Manager (System Integration)
Highlights:
· Steered in acquiring a leading Private Sector Bank as new customer and got order for:
· Setting up of Depository Participant Back Office Solution
· Depository Participant Solution
· Effectively added major Foreign Bank as new customer and sold services order valued in excess of INR 2 Crores
· Distinguished efforts towards handling the operations of closing of ABN Amro Bank as client second organization in succession
· Instrumentally attained:
· Order from Large Insurance Company for Turnkey Application Development, Migration, Services and Set-up of Datacenter and BCP Site
· Multi crores for implementation of Core Insurance Solution order from Private Sector Insurance Company
· Major multi crores order from Large Insurance Company for network up gradation and services replacement  incumbent service provider
· Successfully coordinated with following clients for selling capital market application solution:

· Yes Bank
· ICICI Bank
· Barclays Capital
· UTI Securities
· SBI Capital Markets
· Union Bank of India and Bank of India

· Demonstrated excellence by handling:
· Products: Core Banking Solution Core-Insurance Solution, Depository Participant Solution, Online Broking System, Treasury Solutions and Biometric Solution
· Clients: HDFC Bank,  ICICI Bank, Yes Bank, Axis Bank, Bank of India, IDBI Group, AXA Group, Union Bank of India, Bank of Baroda, LIC, GIC, New India Assurance, Axa Life Insurance, Bajaj Allianz, Motilal Oswal Securities, DHFL, FedBank Fin Services, Bajaj Financial Services and Bank of Maharashtra

Nov’01 to Oct’04: Melstar Information Technologies Ltd., Mumbai as Key Account Manager
Highlights:
· Distinction of:
· Getting Excellent with rating of 9/10 in their “Customer Satisfaction Ratings” by Birla Sunlife Insurance 
· Retained by Birla Sunlife Insurance as their “Preferred I.T Partner” replacing existing  vendor
· Successfully bagged and managed large Application Management, outsourcing and services engagement
· Successfully handled major clients like Birla Sunlife Mutual Fund, Birla Sunlife Insurance Birla Sunlife Distribution, Enercon, IDBI Bank, HDFC Ltd., ICICI Pru Life Insurance and ABN Amro Bank N.V
· Effectively managed major relationship accounts:- Lafarge Cement, Godrej SaraLee

Oct’99 to Oct’01: Ontrack Solutions (P) Ltd., Mumbai as Account Manager
Highlight:
· Instrumentally managed major clients like I.D.B.I Infotech Ltd, I.D.B.I Principal, N.S.D.L, UTI Securities, NM Rosthchild Bank, KBC Bank Nv, Enron (I) Ltd, Hikal Chemicals, Zurich India Mutual Fund, DSQ Information Technologies, Capital Markets and IT Nation.com.

Jul’98 to Sep’99: Microassociates Consultancy (India) Pvt. Ltd., Mumbai as Manager Marketing
Highlight:
· Successfully handled major clients like RCF, B.A.R.C., Department of Atomic Energy, Govt. of Maharashtra, Nuclear Power Corporation, Heavy Water Board, Lintas, DBS Bank, Board of Radiation and Isotope Technology 

Jun’95 to Jul’96: Netran Information Access Pvt. Ltd., Mumbai as Assistant Manager-Marketing
Highlight:
· Major Clients handled: Zenith Infotech,.Blue Dart, CMC, PTI, DBS Bank, Natelco, Shree Heat Ltd., Easy Call , V-Marketing(P)Ltd., Neptune Orient Lines.

Academic Qualifications
· MBA (Marketing) from H.N. Institute of Management, Solapur, Shivaji University in 1998
· B.E. (Computers) from M.G.M Institute of Technology, Mumbai, Mumbai University in 1995

Academic Accolade
· Distinction of being  Merit Rank Holder in MBA


Address:		204, Sangeeta Apartments Building No. 3, Karnik Road, District Thane, Kalyan (W)-421301
Languages Known:	English,Hindi,Marathi
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