SADHANA DURAI
Toronto, ON | sadhanadurai02@gmail.com | linkedin.com/in/sadhanadurai
PROFESSIONAL SUMMARY
Results-driven Sales Development professional with 4+ years of experience generating qualified pipeline through outbound prospecting, consultative selling, and customer acquisition. 2x Bell ALL STAR Award recipient (2024, 2025) recognized for top sales performance. Skilled in B2B sales cycles, lead qualification, discovery conversations, objection handling, and pipeline development. Currently expanding expertise in SaaS sales, Salesforce, LinkedIn Sales Navigator.
CORE COMPETENCIES
Strategic Outbound Prospecting • Sales Conversations • Lead Qualification & Analysis • Consultative Selling & Problem Diagnosing • Objection Handling • Pipeline Development • SaaS Sales Cycles • MEDDPICC & BANT Frameworks • Salesforce CRM • Account Strategy & Research • Cold calling • Email outreach • AI
CERTIFICATIONS & TRAINING
MEDDPICC Sales Framework • Salesforce Trailhead CRM & Sales Fundamentals • HubSpot Sales Software Certification • B2B Sales Strategy & Consultative Selling • LinkedIn Sales Navigator.• Apollo.io • Salesloft
PROFESSIONAL EXPERIENCE
SALES SPECIALIST – BUSINESS DEVELOPMENT
NQX (on behalf of Bell Canada) | 2024 – Present
• 2x Bell ALL STAR Top Performer recognition in 2024 and 2025 for strong sales results, customer experience, and operational performance.
• Handle 70+ customer interactions daily, using discovery questions, objection handling, and consultative selling to identify needs and generate sales opportunities.
• Build pipeline through outbound outreach, follow-up calls, referrals, and customer engagement, consistently uncovering new revenue opportunities.
• Qualify prospects by assessing business needs, pain points, timelines, and decision-making requirements before recommending solutions.
• Maintain accurate Salesforce CRM records, activity tracking, follow-up tasks, and customer notes to support pipeline management and sales reporting.

BUSINESS DEVELOPMENT REPRESTATIVE – LEAD GENERATION & PIPELINE DEVELOPMENT
BYJU'S | 2019 – 2021
• Executed 80+ daily outbound prospecting calls to generate new opportunities and qualify leads, achieving a 40% call-to-meeting conversion rate
• Ranked among the top 5% of Business Development Associates for sales performance, target attainment, and opportunity generation.
• Conducted account research and personalized outreach to understand customer challenges, engage decision-makers, and increase response rates.
• Led discovery conversations to identify customer needs, pain points, timelines, and buying intent, qualifying opportunities before advancing them through the sales process.
• Managed end to end sales cycle from prospecting and lead qualification through objection handling, solution discussions, and closing activities.

OPERATIONS COORDINATOR
Kerry  Logistics | 2018 – 2019
• Coordinated stakeholder communication across vendors, customers, and internal teams to support service delivery and customer requirements; managed inquiries, scheduling logistics and operational escalations while maintaining professional relationships.
• Translated operational complexity into clear status updates and strategic reports for internal leadership demonstrated ability to distill information and communicate actionable insights to executive stakeholders.
EDUCATION
Post-Graduate Diploma – Supply Chain Management Sault College
Bachelor of Commerce – Computer Applications Women's Christian College
