Seema Sharma
Email : seema2sharma@gmail.com
Contact : +91-9028094235
About me:
Business Development professional and German expert with more than 7 years of overall experience in India regions in arena of Enterprise IT with a good understanding of product, services and solutions selling and marketing techniques.
Education & Certifications:
· Bachelor of Commerce with First Class

· German expert with below certificates:
A1, A2, B1, B2.1, B2.2, ZDfB, PWD (Business German)
Personal Details:
Name (on Passport)
: Seema Sharma

Date of Birth
: 15th Feb
Marital
: Single
Address
: Sangvi (Pune)
Experience Summary:
· Inside Sales - Lead generation/qualification, prospecting, Cold calling, email campaigns and initial requirement analysis.
· Build account strategies for cross selling within Accounts.
· Direct sales - Make presentations, start and establish strong business ties with customers. Working on existing accounts for cross-selling (Mainly ISV’s)
· Pioneered campaigns and sales strategies for selling MS solutions and built strategies for improved outreach.
· Expert German translator and teaching German

Current technology scope:

· Portals (MS SharePoint, IBM WebSphere & Liferay)
· Application & Product development  (.NET/Java/VB/PHP)
· Website development, CMS, UI/UX, Web 2.0 & social media.
· BI/DW ( IBM Cognos, MS BI & SAS )
· CRM ( Salesforce.com, SugarCRM, Oracle, Microsoft CRM)
· SOA & BPM
· QA & Testing.
· Cloud Computing
Professional Background:
CloudCover.in / ActivElement

Role: Business Development Manager
Duration: April 2014 –till present

Description: Currently working on new business generation across the globe in Cloud Computing space. Target customers include startups as well as enterprises with target of 4 qualified opportunities per week.
Fulcrum World Wide
Role: Business Development Executive and Executive Market Research
Duration: February 2010 –March 2014
Description: Currently working on new business generation in India market through various outreach methods for MS SharePoint & .NET technologies for ISV & end customers. Target customers in the range of (1200 Million- 2000 Million) with target of 6 qualified opportunities per quarter. Also helping European sales teams with German translations.
Achievements: Outperformed target expectations every quarter
Fulcrum Logic
Role: Front Office – Admin Executive
Duration: December 2007 - Jan 2010
Description: Managed business relations and special projects at senior management level. Worked as primary point of contact and liaison between management, sales and other development teams, personnel, clients and vendors. Profile required excellent written and verbal communication skills, problem resolution abilities, and a high level of confidentiality. Equally effective sales management and advanced word processing support. Provided superior customer service, and showcased computer skills with proficiency in MS Word, Excel, Outlook and PowerPoint.
Achievements: Received performance based award
Café Coffee Day
Role: Front Office Executive
Duration: Jan 2007 – December 2007
Description: Provided high-level administrative support by conducting market research, preparing statistical reports, handling information requests, and performing client-facing functions including preparing correspondence, receiving visitors, arranging conference calls, etc. Completed projects within time and budget constraints.
Achievements: Received award “The best Employee”
