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	Looking for aninventory control, operations management, sales administration or customer relationship managementposition based in Dubaithat matches my experience or expertise.

	Summary

	An operations management professional with a well-rounded operationsexperience of 20 years with key skills in the areas of:

· Inventory management and planning

· Business development

· Operations analysis and optimization
· Customer relationship management

· Management reporting

· Sales administration

· Receivables management
· Liaising with regulatory authorities

The domains I have worked in include:

· Banking and financial services

· Real estate

· Information management
· Office automation
My strengths include:
· Adaptability to new industries and business models

· Operations management
· Customer relationship management

· Multi-location co-ordination

	Professional Experience

	· Classic Quilts & Quilting LLC, Dubai.  (Nov 2012 to April 2014)
Operations Manager 

Responsibilities
· Inventory management of all the machines, notions etc. in the showroom on a monthly basis. Tracking the fast moving items and placing orders for the same accordingly with distributors and principals.

· Team Management of all the staff members, having daily morning meetings with them, understanding their grievances,  addressing the same by working out solutions, motivating them by having some contests with awards, training them on invoicing, customer loyalty points updation, customer files management, stock taking , carrying out their appraisals and putting up my views to the management.
· Revenue generation by having options like loyalty programs where existing customers are given loyalty points by way of cash discounts on regular purchase, sending them regular mailers on the activities going on in the showroom, anniversary sales,  machine buy back schemes where customers will get a sizeable amount of discount on purchase of new machines etc.
· Customer relationship management by regularly sending them updates on  the various activities being carried out in the showroom like Bernina Club workshops, sending them birthday and anniversary wishes, etc.
· General administration of the showroom, upkeep of the decorum and ambience of the showroom etc.
· Standard Chartered Bank(Oct-2007 to Oct-2012)
Associate Manager – Business Alignment and Central Functions

Responsibilities:

· Relationship management of multiple verticals within consumer banking & central functions of the organization  for real estate portfolio optimization.  Key deliverables include solutions for reducing space vacancy , effective space utilization and cost reduction .  

· Formulating real estate strategies for the Business units by understanding business requirements and accordingly working out solutions for effective space utilisation resulting in saves for the BU’s.
· Managing budgets  by month on month tracking of Premises cost to various business units vis-à-vis the allocated budgets.
· IDBI Bank(July 2005 – Sep-2007)

Management Accountant – Priority Sector and SME Department
 Key Responsibilities:
· Revenue generation– Cross Sell SME products to the existing customer base.Achieved over INR 10 Cr (USD 2.25M) in two months. 
· Performance management – Performance review of branches across India for MSME products & Priority Sector lending.

· Management Reporting– Reporting to the Management on performance of Priority Sector Lending& MSME.

· Compliance Reporting–Submission of various returns to RBI and IBA. Resolving queries from RBI,IBA and external auditors.

	· Dun & Bradstreet(May-2000 to Jun-2005)
National Sales Coordinator
Responsibilities:
· Revenue generation– Business development including selling credit reports to the existing customer base and identifying new customer accounts. Increased the cross-selling sales revenue by 60% for one product. This was the highest increase in revenue for the company then. Recognized by the D&B international“Strike for Excellence” award.
· Management reporting – Reporting to the management on the performance of the Sales Team vis-à-vis the targets.
· Induction and training–Imparting sales training to the new recruits.
· Team management–Handling a team of 4 regional sales co-ordinators.
· Tata Housing Development(July-1997 to April-2000)
Executive Sales Administration
Responsibilities:

· Direct and Channel Sales of residential property – Crossed sales of INR 3.5 Cr (USD 0.9 M) in a quarter. This was the highest recorded by a Sales Administration Executive in the company then.
· Sales Administration – E2Esales management from identifying the clients to handing over the possession of the premises.

· Complaints and Customer Grievance Management – Solvingcustomer grievances for all the projects in the region.

· Tangerine Informatique(Feb-1995 to June-1997)
Executive Revenue and Inventory Planning
Responsibilities:

· Customer grievance management.

· Managing showroom hostesses for customer handling.
· Management reporting on showroom performance.
· Collections and Receivables management.

· Consolidation of Regional accounts
· Modi Xerox(Dec-1989 to Jan-1995)
Executive Revenue Administration
Responsibilities:

· Sales Order Processing
· Sales Accounting

· Ensuring delivery of consumables to customers

	Education

	Degree

University

Year

Bachelor of General Law (BGL) 

Mumbai University, Mumbai, India

1991

Bachelor of Commerce (BCom) 
(Majored in Accountancy)

Mumbai University, Mumbai, India

1989




	Professional Training


1. Total Quality Management (TQM) by Confederation of Indian Industry

2. Leadership thru Quality – conducted by Modi Xerox (formulated by Rank Xerox (UK))

3. Professional Selling Skills – Doors International

4. Team Building – Doors International

5. Professional Selling Skills – Team Productivity India

6. Major Account Management – Team Productivity India

7. Handling Customer Complaints – Indian Merchant Chambers

8. Professional Selling Skills –SMMART

	IT Proficiency


Proficient in Microsoft Office
	Passport Details


· Issued by: Government of India
· Visa status : Residence

· Date of Birth : April 14, 1968[image: image1.png]



1of4
4of4

