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RESOURCE PERSON PROFILE: 
 
Kiran Kumar G.P. Area Sales Manager, Tatatele Service Limited, Tirupati has done MBA from Madanapalle 

Institute of Technology & Science (2007-2009). He is working in Tatatele service Limited since August 2013 

previously he worked for Bharti Airtel Limited as a Prepaid Manager, Samsung India Electronics private 

limited as a Regional Sales Officer and in Idea Cellular Service     Ltd as a Territory Executive.  
He is a result oriented sales and marketing professional with nearly 11 years of distinguished performance, 

possess expertise in working in multicultural environments with the distinction of understanding & exploring 

new markets for businesses growth. Extensive background in complex and challenging environments with 

proven ability to represent the company with team members to clients and strategic vendor partners. Expertise 

in tapping prospects, analysing their requirements and negotiating commercially for orders. Proven records of 

upgrading service backup since inception and ensuring prompt services to valued client of the organization. 

Demonstrated success in building and maintaining relationships with key corporate decision makers, 

establishing large volume and high profit accounts with excellent levels of retention and loyalty. Adept in 

conceptualizing & executing strategies to achieve desired target as well as monitor competitor activities to 

retain market share. An effective communicator with excellent interpersonal and presentation skills. 

Recognized for decisive leadership and proven ability to face challenges head-on and execute sound decisions. 
  
Awards and Achievements: 

 Received Best Tm Award in Quarter VI 
 Received Rank I in zone for the Month of Feb, Mar’12 
 Received on spot awards April2018 
 Won all India Sales Officer Award FY 2010-2011 (Samsung). 
 Received Star Trek Award for Quarter– II in the entire south zone (Samsung) 
 Received Star of Zone Award in moths of Feb  

INAGURATION OF GUEST LECTURE:  
 

The dignitaries in the Inauguration of Guest Lecture were Dr. K.T. Vigneshwara Rao, Head, MITS School of 

Business, Mr. Kiran Kumar G.P. ASM, Tatatele Service Limited Tirupathi, Dr. P. Ramesh Reddy, Alumni 

Relation Officer, MITSAWA & Asst. Professor, Department of Mathematics and Dr. Mohammed Mujahed Ali, 

Assoc. Professor and Alumni Coordinator, MITs School of Business.  

 

The lecture was started with opening remarks by Dr. K.T. Vigneshwara Rao, who thanked Management for this 

great initiation of creating an opportunity to invite the Alumni members of the institute and enabling them to 

interact with the students and enlightening them with the current developments in the corporate world. Dr. P. 

Ramesh Reddy has shown pleasure and promised to conduct many more lectures in future for the benefit of the 

students. Dr. Mohammed Mujahed Ali has introduced about the speaker and invited him to share his valuable 

experiences for the students of MBA II-II semester. The number of students participated in the lecture were 

around 120. 
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ABOUT LECTURE:   
Sales or marketing management is concerned with the chalking out of a definite programme, after careful 

analysis and forecasting of the market situations and the ultimate execution of these plans to achieve the 

objectives of the organization. Further their sales plans to a greater extent rest upon the requirements and 

motives of the consumers in the market aimed at. 
In today’s current Business scenario sales can be seen as a measure of how well your business is or isn’t doing. 

Many Businesses today uses sales as a benchmark for business success. “Sales in business, at the end of the day 

are one of the key benchmarks for business success. Speaker has stressed that these are the questions which 

company expects from their employees are you generating leads? Are you making sales? And what’s next?  
 

Thus, business students should equip with all skills required and be ready to face the real challenges of 

corporate world. 
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