Urshil a Lohani
Seni or Corporate Account Executive - MngoDB

Gurgaon, Haryana - Email nme on | ndeed: indeed.conir/Ur shila-Lohani/ab8d3dc6dd8b13f0
WIlling to relocate: Anywhere

WORK EXPERI ENCE

Seni or Cor porate Account Executive

MongoDB - Curgaon, Haryana -

May 2016 to Present

* Designed and inplenmented a 2-year sales strategy for South India Region; revenues grew 4X.
« Trained sales teamof 35 from 20 partner conpani es; revenues generated through partners

i ncreased 50%

¢ Led Business devel opment team of 5 to build pipeline of 4X

e Acquired 32 new accounts with industry |leaders including Intuit, IBM Wpro, MAfee, Artel,
Rel i gare and Adobe; 100%renewals in all existing accounts.

« Initiated, designed and executed marketing events; attendees included 200 IT heads;
generated $1M

pi pel i ne.

*« Ranked in top 5% of global sales team of 322; Awarded thrice for highest quarterly revenues
in APAC.

« Wn Excellence Cub Award in FY17 and FY18.

Account Manager
Red Hat - Bengal uru, Karnataka -
June 2014 to May 2016

¢ Responsible for sales of entire Red Hat Product Portfolio in Md market and Enterprise Accounts
in West and South |ndia Region.

¢ Introduced Customer Success Program renewals up 20% revenues rose 12%

¢ Formul ated sal es strategi es and achi eved $4M i n sal es.

e Wn nmultiple awards (four quarters - highest revenues closed) and (2 consecutive years - 100%
Cl ub Award).

e Inmproved brand presence in small cities and towns; inducted new partners; revenue driven

by partner

channel s up 26%

« Designed events engaging IT Directors & CxCOs; penetrated 7 key accounts; generated $400K

pi pel i ne.

Account Manager
Oracle - Noida, Utar Pradesh -
May 2013 to May 2014

https://ww. i ndeed. conir/ Urshil a- Lohani / ab8d3dc6dd8b13f 0?i si d=r ex- downl oad& kw=downl oad-t op&co=I N

Busi ness Devel opnent Rep
Oracle -
Sept ember 2011 to April 2013

¢ Responsible for WSQL, Oracle Linux and VM Sales in North Central US Region.

¢ Cenerate opportunities using Linkedin, Hoovers, Job Portals, Marketing Leads and Oracle Install
base.

« Work closely with Channel Partners, Resellers and Oracle Internal Counterparts to increase
cust oner base.

* Designed & devel oped Pipeline Generation kits for Sales team of 12.

« Anarded in QL and @ FY13 for highest quarterly achievenent in the team 100% Annual Quota
achi eved for FY12 and FY13.

¢ Revanped emai| marketing canpaigns |ed to 15% hi gher response rate.

e Initiated a structured nmentorship programfor MySQL Team Training times down by 2 Months;
productivity

up 50%

EDUCATI ON



B Tech Honors in Technica
Col | ege of Engineering - Roorkee, Utarakhand

August 2007 to May 2011



