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CLIENT SUCCESS STORY
CHANNEL SALES AND BUSINESS DEVELOPMENT LEADER
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.

(] 2 30 %120 Cr+
Interviews Attended Final-Round Interviews Days to First Response Revenue Track Captured

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, SaasS, loT, 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 S| ecosystems across BFSI, government, and
manufacturing sectors.

NO INTERVIWS AUTO-REJECTIONS

Not getting interview calls because his Facing auto-rejections even for closely aligned
profile was not clearly positioned for senior roles because his profile was not clearly
channel sales, cybersecurity, and partner positioned for senior channel sales,
ecosystem leadership roles, despite strong cybersecurity, and partner ecosystem leadership
revenue ownership and large-deal mandates.
experience.

NO INMAIL TRACTION JOB SEARCH COMPLEXITY
Not receiving relevant InMails on LinkedIn No time to understand the complex job search
because his profile was not clearly signalling process and identify why his profile was not
senior channel sales, cybersecurity, partner converting into relevant interview opportunities.

ecosystem leadership



» Missing ATS keywords: 'cybersecurity sales', * Resume was task-based: 'managed

‘channel head', 'OEM ecosystem' accounts', 'handled team'
» Naukri profile not updated with current role » %120 Cr revenue story was buried and
metrics uncalibrated
* LinkedIn headline read as a job title, not a » No clear positioning as a 'Channel +
value proposition Cybersecurity' specialist
» Zero SEO-optimized skills in LinkedIn 'About' * Role mismatch: recruiters couldn't place him
section in BDM/Channel Head JDs
Researched keywords, identified KPls, Build ATS Resume, mapped achievements to
KRAs, and market demand for Channel KPI & KRA of Target role. Leadership snapshot
Sales, Cybersecurity Sales, Partner with quantified impact: 2x mold life, 15%—1%
Ecosystem Leadership, and Enterprise IT rejection. Role progression made visually distinct.

Solutions roles. JD-aligned keywords were
embedded across the resume, LinkedIn, and
job portal assets.

Profile rebuilt keyword-rich and Optimized the LinkedIn profile with the right
achievement-first. Total experience (~20 keyword density and variations to improve search
years) stated upfront to match how IT visibility and recruiter ranking.

solutions, cybersecurity, and channel sales Positioned the profile as per the target role,
recruiters search. ensuring LinkedIn algorithms and recruiters can

correctly map the profile to relevant mandates.

WEEK 1 WEEK 2 WEEK 3 MONTH 1
Audit & Report Profiles Live Visibility Improves 6 Interviews

Positioning gaps Resume - LI - Naukri Recruiter searches 2 final-round interviews
identified begin achieved




RESUME: BEFORE VS AFTER

BEFORE
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Visar, 401303 919876543210

Summary

Personal
5 nior Level Assignments in IT Sales

Experience

& Over 20+ years al Blick Bk, bed sevenne generation . and
BFSEverticals, contributing o sustained business growth and slralegic account expansion

« Major Achievement 100 Cr Deal Win Govt Sector in Space of Cybersecurity sslutions where these
technologies were invelved Active Directery (AD) Management Tool, Application Performance Monitocing

Endpoint Detection & Reeavery (EDR), Netwerk Access C

Sal, Palch Management, Privileged Access Management (PAM], Identity & Access Managerment
(1AM). Vulnerability Management, Packet Capture d Network Detection Majority bosted over Public Cloud.

« Winof .5 Cr for IDAM Solutian i one of the lnsurance Company

« Winning a Couple of Projects with Manufacturing client one complete g

Passive, COTV de EPABX Solution & Firewall

3 New office setup for Paymen! gateway company

Few green Field projects warth 1.5 Cr for one of the Manu facturing companies.

AN Business Generated indeperently in net New Accounts from Seratch

l'otal Revenue generatson af 120 Cr Plus with good Margin

082023 - 0572025

stol

field of 2.5 Cr for Active,

. Alead ”
digital infrastiucture solutions, With 2 strong focus on inmovation, éape
eailored Professsonal & Managed Services, Black Box provides comprehensive
and selutions tailored 10 meet the umsque needs of s clients.

mager, 052022 - 072023

I Glubal § s committed in

1 gement for Wipro Glokal { the total revenue for

o ITes cmbossing

et e Wipno aceount Clobally for ll the requiremments.

* Case locking in CRM pust understanding the requiseraents

o lnteract with Glokal bid 2nd preposal team of ESP Global and work o the pricin medel and prepare the
client proposal

« Responsible for tnteraction with Wipro Procuement and solution tearm post proposal suby

finalicati

st oeder inleraction with ESP Service deftvery team (SOM) 1o fulfill the project by providing the right

resource thorough ESP Regional Mangers from every region across the Globe.

Interact with new [T, T-1T es organisations from Iidia for new business for global peojects for FIE's and

Dispatch both,

Oubwrdiag of new T-[Tes from India for Global Services Business.

Interact with Regionsal Managers yas p

regional recruitment leam within ESP on Global front

I Gilokal Service Delivery team foe dispaich tickes resolution on time

Assign Dispaich projects to the sespective E

* A Gilobal IT suppart and services solition provider, Ous ser
Profisssional services. Lifecyele man

L 0772020 - 0472022

Gilisbal.

o il arder

Interact

Hokal Service Difivery te
s include: IT suppor

service desk,
nent

Manager Channel S

Task-based - Generic - No metrics - Not
searchable

AFTER
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CHANNEL SALES, CYBERSECURITY & PARTNER ECOSYSTEM LEADER
£ i led

<20 yrs across IT solutions, and OEM
120 Cr+ revenue delivered | 100 Cr deal closed | 40+ partners bullt | 60% active partner contribution

Murnbsi, India +13876543210 VIggmaiL.com [r—————
Profile summary metworking
saas, istr
presence and driving partner-ied growth across BFSI, government, and manufacturing sectors. Brings strang
alignment partner capabil i

Channel Sales & Business Impact

. cer makets
5 large-deal and ibi
. v
5 partnes mode caveri o, tering. and, i
. icat
. performance d "
5 ecosyste improving s dictabillty, and execuion control
. through rate contrac o
. Star Peformance Team Award contibuticn
pert P = paline Disci
Enterprise Deal Clesures
Partrer
Tracking 0

Territory Planning and Market Expansion O Stakehalder Engagement snd Influence

Work Histary AUG 2023 - PRESENT
MUMBAL INDIA
Business Manager, Jun 2025 - Present
- Closed i IAM, EDR, NAC. PAN, end
- Delivereg 120 €re ton and ! i
+ secured additional wins including B.5 Ce 1AM deal and multple manufseturing engagements
5 nd o

Drowe cybersecurity solutian adepiion including Fortinet, Trend Micro, HP, Cisco, OpenText,
and Extreme Networks across enterarise sccounts

. and CRM update vsibility
+ Built high-value pipeline through direct engagement and strategic opportupity cemversion approach
+ Pesitioned multi ions based d el
Sales Lead, Aug 2023 - May 2025
. rastruct

MaY 2022 - JUL2023
BUSINESS DEVELOPMENT MANAGER PUNE, INDIA
.«
+ aeross through partner and
. FTE and disps

Achievement-led - Brand-positioned - ATS-
optimized - Recruiter-ready

IN CLIENT’S OWN WORDS

Response to LeadershipAura VT
From:

To: sapana@leadershipaura.com

Date: 2026-05-07 20:10

Hi Sanpa and team LeadershipAura,

Please find my response below.

Dear LeadershipAura Team,

Thank you for rebranding my Linkedin profile, Naukri profile, and updating my resume. It has truly made a noticeable
difference. | am now receiving a good number of calls from recruiters across different domains.

In fact, | received calls from two OEMs and successfully cleared a couple of HR rounds. Although | was not selected for the
final interview round, | am still very satisfied with the overall outcome and the progress | have seen so far.

I would also like to thank the LeadershipAura team for your continuous follow-up and support throughout this journey. So
far, | have received around 6-8 calls from various recruiters, which has boosted my confidence and opportunities

significantly.

Wishing the entire LeadershipAura team all the very best for your future journey and continued success.

Thanks & Regards,
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Hi - )0, pm v/

How is your job search progressing ?

How many interviews you got so far?
12:04 pm ¥/

Good morning Sapana madam

12:13 pm

You
How is your job search progressing ?

How many interviews you got so far?

It's going well .
| am getting calls ; given two interviews
(two rounds each ) so far awaiting for

the final outcome from them

12:22 pm

That'’s great to hear, I N
Two interviews in progress is a strong
signal. 1:15pm W&/

From where did you get interviews?
(Naukri / LinkedIn / referrals) .15, &/

You

From where did you get interviews? (Naukri /
LinkedIn / referrals)
From Naukri profile revamp and LinkedIn

profile revamp us also helpful 1:43 pm

Will keep you posted on the development

«

1:43 pm

"It's going well. | am getting calls; given two
interviews (two rounds each) so far awaiting for the
final outcome from them."

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?

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

systems work.

Ready to Get Shortlisted?

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




