
 

6 
Interviews Attended 

2 
Final-Round Interviews 

30 
Days to First Response 

₹120 Cr+ 
Revenue Track Captured 

 

M E E T  T H E  C L I E N T  

 

AM 
Channel Sales and Business Development Leader 

IT solutions, CyberSecurity, and OEM ecosystems / Business Manager·  India  ·  20 Years 

He brings ~20 years of expertise across IT solutions, CyberSecurity, networking, SaaS, IoT, and 
enterprise technology ecosystems. His track record includes delivering 120 Cr+ partner-led revenue, 
closing a 100 Cr cybersecurity engagement, building 40+ active partners, driving 60% active partner 

contribution, and strengthening OEM, ISV, distributor, and SI ecosystems across BFSI, government, and 
manufacturing sectors. 

 

C H A L L E N G E S  B E F O R E  C O N N E C T I N G  W I T H  L E A D E R S H I P A U R A  

N O  I N T E R V I W S  
Not getting interview calls because his 
profile was not clearly positioned for senior 
channel sales, cybersecurity, and partner 
ecosystem leadership roles, despite strong 
revenue ownership and large-deal 
experience. 

 A U T O - R E J E C T I O N S  

Facing auto-rejections even for closely aligned 
roles because his profile was not clearly 
positioned for senior channel sales, 
cybersecurity, and partner ecosystem leadership 
mandates. 

 

 
 

N O  I N M A I L  T R A C T I O N   
Not receiving relevant InMails on LinkedIn 
because his profile was not clearly signalling 
senior channel sales, cybersecurity, partner 
ecosystem leadership 

 J O B  S E A R C H  C O M P L E X I T Y  
No time to understand the complex job search 
process and identify why his profile was not 
converting into relevant interview opportunities. 

 

─────────────────────────── 

C L I E N T  S U C C E S S  S T O R Y  

C H A N N E L  S A L E S  A N D  B U S I N E S S  D E V E L O P M E N T  L E A D E R  

From Invisible to Irresistible: How a 20-Year Sales Leader Went from 

 

0 Recruiter Calls to 6 Interview Requests, 2 Final-
Round Interviews in 30 Days 

 
A LeadershipAura optimization: how a 20-year IT solutions and cybersecurity sales leader 

unlocked stronger senior-level visibility through targeted profile rebranding. 



 

 

O U R  D I A D N O S I S :  P O S I T I O N I N G  &  D I S C O V R A B I L I T Y  G A P S  

ATS & Search Visibility Issues 
• Missing ATS keywords: 'cybersecurity sales', 

'channel head', 'OEM ecosystem' 
• Naukri profile not updated with current role 

metrics 
• LinkedIn headline read as a job title, not a 

value proposition 
• Zero SEO-optimized skills in LinkedIn 'About' 

section 

Narrative & Positioning Gaps 
• Resume was task-based: 'managed 

accounts', 'handled team' 
• ₹120 Cr revenue story was buried and 

uncalibrated 
• No clear positioning as a 'Channel + 

Cybersecurity' specialist 
• Role mismatch: recruiters couldn't place him 

in BDM/Channel Head JDs 

 

W H A T  L E A D E R S H I P A U R A  D E L I V E R E D  
 

J D  R E S E A R C H  &  G A P  
A N A L Y S I S  

Researched keywords, identified KPIs, 
KRAs, and market demand for Channel 
Sales, Cybersecurity Sales, Partner 
Ecosystem Leadership, and Enterprise IT 
Solutions roles. JD-aligned keywords were 
embedded across the resume, LinkedIn, and 
job portal assets. 

 R E S U M E  B R A N D I N G  

 
Build ATS Resume, mapped achievements to 
KPI & KRA of Target role. Leadership snapshot 
with quantified impact: 2× mold life, 15%→1% 
rejection. Role progression made visually distinct. 

 

   

N A U K R I  O P T I M I S A T I O N  

Profile rebuilt keyword-rich and 
achievement-first. Total experience (~20 
years) stated upfront to match how IT 
solutions, cybersecurity, and channel sales 
recruiters search. 

 L I N K E D I N  O P T I M I S A T I O N  

Optimized the LinkedIn profile with the right 
keyword density and variations to improve search 
visibility and recruiter ranking. 
Positioned the profile as per the target role, 
ensuring LinkedIn algorithms and recruiters can 
correctly map the profile to relevant mandates. 

 

R E S U L T S  T I M E L I N E  

 

W E E K  1  

Audit & Report 

Positioning gaps 
identified 

 W E E K  2  

Profiles Live 

Resume · LI · Naukri 

 W E E K  3  

Visibility Improves 
Recruiter searches 

begin 

 M O N T H  1  

6 Interviews  
2 final-round interviews 

achieved 

 

  



 
R E S U M E :  B E F O R E  V S  A F T E R  

 

B E F O R E  A F T E R  

 

Task-based • Generic • No metrics • Not 
searchable 

 
Achievement-led • Brand-positioned • ATS-

optimized • Recruiter-ready 

I N  C L I E N T ’ S  O W N  W O R D S  

 



 

W H A T S A P P  C O N V E R S A T I O N  —  R E A L - T I M E  P R O G R E S S  U P D A T E  

 

 

 

 
"It's going well. I am getting calls; given two 
interviews (two rounds each) so far awaiting for the 
final outcome from them." 
— Channel Sales and Business Development Leader 
via WhatsApp 
 
 
When asked the source of interview traction, Client 
confirmed: 
 
"From Naukri profile revamp and LinkedIn profile 
revamp — both were very helpful." 
 
 

 
 
This is recruiter attribution in real time. Not 
assumptions — direct confirmation from the 
candidate on which platforms and brand changes 
drove results. 
 

 
Screenshot captures the client’s first progress update 
after optimization, where he confirmed that his job 
search was going well, he was receiving calls, and 
had already completed two interviews with two 
rounds each while awaiting the final outcome. 

 

 

 

 
Could This Be Your Story? 

Thousands of high-performing professionals are invisible truiters — not because they lack  
 

but because their positioning, keywords, and narrative are misaligned with how hiring 
systems work. 

LeadershipAura closes that gap — with precision, data, and executive-grade branding. 
 

Ready to Get Shortlisted? 
 

Start Your Executive Branding Journey 

JD Research & Gap Analysis  ·  Resume Branding  ·  LinkedIn Optimization  ·  Naukri Revamp 
 
 

www.leadershipaura.com 

 


