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	Aaron Biles | Business Development Manager
	Location: xxxxxxx
	Mobile: xxxxxxxxxx
	Email: xxxxxxxxxxx
	Professional Profile
	Core Skills
	 Fulfilled a business development role, funded by Fujitsu, working with leading UK resellers to maintain and grow Fujitsu’s share of the market in the document management line-of-business.
	 Liaised with customers and the dedicated account manager, identifying new opportunities and monitoring service provision.
	 Exceeded KPIs for Computacenter, achieving growth of 15% as well as 20% growth across all resellers, over a two year period.
	 Moved into a role to support a new exclusive distribution deal with a vendor (Genee World), a specialist manufacturer of educational software and hardware solutions, including interactive displays, touch screens and interactive tables.
	 Attended vendor training in the product range, gathered competitor analysis and developed a 90 day plan; identified the top AV specialist resellers to target, arranged demos, lunch-and-learn sessions, set up accounts and managed pitches by the vendor.
	 Developed further leads into the broader tier 2 and 3 reseller community, successfully targeting public sector teams.
	 Gained approval at Softcat for Genee World to provide a series of training sessions to new interns and the public sector team, totalling 90 staff.
	 Generated an initial sale to Capita of £80K for interactive screens for an educational establishment, with potential futures sales of £500K.
	 Arranged a business development showcase day at Computacenter to promote the products of several different vendors, leading to the sale of 7000 monitors (£470K) to the Financial Conduct Authority and several potential sales leads.
	 Worked alongside vendors carrying out floor-walking and promotional activities.
	 Provided account management on a portfolio of 6-8 accounts, including 6 of the 10 top resellers in the UK, managing end-to-end sales cycles.
	 Successfully grew the Computacenter account from £1K GP/month to £30K/month and received the award for top sales performer of the year (2013/14).
	 Identified a timely and cost-effective solution for BP to provide encrypted drives (£30K turnover/month).
	 Facilitated a solution for a high-security finance client of Kelway, providing a cost-effective maintenance package for NAS boxes.
	 Managed several accounts ensuring clients’ needs were met.
	 Identified new opportunities for server and desktop infrastructure, meeting KPIs and sales targets.
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