
 
C L I E N T  S U C C E S S  S T O R Y  ·  S A L E S  &  D I S T R I B U T I O N  L E A D E R S H I P  

From Stuck to Shortlisted: 

Recruiter Calls, Inbound Leads & VP-Level 
Outreach 

 
How a 22-year sales leader went from zero interview traction to inbound recruiter calls and VP-level 

opportunities — through executive repositioning, job search execution, and LinkedIn visibility. 

9+ 
Recruiter Reach-Outs 

 
 

 VP-Level 
Inbound Opportunities 

 
 

A B O U T  T H E  C L I E N T  

 
 

DK 
                                Dinesh K 
                            Zonal Sales & Channel Head (South India) | 22+ Years  
                       FMCG · Medical Devices · Consumer Durables · Telecom 

 
       Telecom 

Medtronic Inc. + Samsung India + PepsiCo + Colgate-Palmolive + Hutchison Essar 
Portfolio: ₹200–250 Cr | Geography: South India & Sri Lanka  

Target: National/Zonal Sales Head, Commercial Director, VP Sales 
 

When Dinesh came to LeadershipAura, he had 22+ years of exceptional execution — Go Direct transformation 
at Medtronic, $5M+ Sri Lanka government tender wins, 20 consecutive quarters of zero overdue AR, and 

channel governance frameworks adopted as national benchmarks. Yet his phone wasn't ringing. Junior-level 
interview invites came in. Senior ones didn't. 

 
 

 
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  
Dinesh was getting auto-rejected despite 22+ 
years of sales, channel, GTM, and distribution 
leadership experience. His earlier resume had 

senior-level impact, but the positioning and 
keywords were not strong enough for Regional, 
Zonal, or National Sales Leadership searches. 

 A U T O - R E J E C T I O N S  
He was getting rejected even for roles aligned with 

his sales, GTM, channel, and distribution leadership 
experience. His earlier profile had strong ₹200 Cr+ 
business exposure, but it was not clearly positioned 
for Regional, Zonal, or National Sales Leadership 

mandates. 
   

N O  I N - M A I L  T R A C T I O N  
Recruiters were visiting his LinkedIn profile, but 

the visits were not converting into calls, 
discussions, or relevant opportunities. 

 J O B  S E A R C H  C O M P L E X I T Y  
He was actively applying and updating profiles 

regularly, but could not identify what exactly was 
blocking Interview shortlisting. 



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

 

 

RESUME LANGUAGE 
Framed as a regional executor, not a commercial 
leader. Bullets described duties, not business 
transformation. Recruiters scanning for ₹200 Cr 
P&L leaders could not identify the match at a 
glance. 

 ATS & KEYWORD GAP 
Senior GTM, Go Direct, P&L Ownership, Channel 
Rationalization, and Distributor ROI keywords were 
absent or buried. ATS systems ranked the profile 
low for Zonal / National Head searches. 

 

LINKEDIN VISIBILITY 
SSI score of 45. Headline was a job title, not a 
value statement. About section lacked commercial 
narrative. No posting, no network engagement, no 
recruiter signals. 

 NARRATIVE MISMATCH 
Profile did not reflect the complexity of Dinesh's role 
— multi-country GTM, manager of managers, $5M+ 
tenders, 20-quarter nil AR. The story in the resume 
did not match the story in his career. 

 
 

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  

 

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

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. 

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  

 

L I N K E D I N  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. 

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. 

   
JOB SEARCH EXECUTION  LINKEDIN CONTENT & VISIBILITY 

Managing the job search on Dinesh's behalf — 
identifying roles, submitting applications, 
tracking application status, and maintaining a 
live pipeline of senior mandates.  

Posting strategic content on LinkedIn to build thought 
leadership, increase profile views, and generate 
inbound interest from recruiters and decision-makers. 

 
 

R E S U L T  
 
 

 

METRIC BEFORE AFTER 

Recruiter reach-outs 0 9+ active inbound 

Interview pipeline Junior roles only Zonal / VP-level roles 

LinkedIn discoverability Low / generic Optimized & searchable 

Job search management Solo & unstructured Fully managed by team 

LinkedIn content & brand No presence Active posting & growth 

Resume–role alignment Task-focused Leadership-positioned 

 



 
 

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 

 
 
 

Task-Based 
→ Achievement-Led  Generic → Searchable 

₹200Cr P&L keywords embedded  Executor → Leader 
Commercial director narrative 

 
  



 

 
R E C R U I T E R  O U T R E A C H  &  I N B O U N D  A C T I V I T Y  

 

 

Real outreach. Real opportunities. Managed on Dinesh's behalf. 
 

RECRUITER EMAIL OUTREACH (HEAD OF SALES ROLE) 

 

 

 
VP B2B Sales Inbound (NxtWave) 

 

 
A P P L I C A T I O N  M A N A G E M E N T  —  D I N E S H ' S  P I P E L I N E  I N  A C T I O N  

 

"Today I received a call from a consultant for Sales Head role in Lodha Group. She has forwarded my CV to 
the HR and will come back to me in a day or two." 

— Dinesh, via WhatsApp 
 
 

 

 
 

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 


