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Skills Summary
Developing and executing business development strategies for large scale projects with multiple deployments 
Contract Management via risk identification and mitigation Execution of automation projects for process improvement 
Conceptualizing and implementing change management initiatives to align the company with the vision and mission of the group 
Identifying new business areas to provide greater market breadth; conducting market research activities to identify alternative markets by geography as well as technology for software services offered 
9 years of experience in operations, business development and marketing roles 
Education
	Year
	Qualification
	Institute/Board

	2010
	PGPIM (Strategy)
	AIIM, Ahmedabad
	

	2004
	B.E. (Computer Science)
	VIT, University of Pune
	


Experience
Oct 2010 – Present, Adani Ports and Special Economic Zone Limited
Ahmedabad, India
Associate Manager – Dredging & Reclamation
Reporting to the COO with three different portfolios and responsibilities
1) Business Development 
a. Tendering – Filed tenders using the e-tendering as well as the traditional paper method. 
b. New business opportunities - Conducted market research for prospective projects. 
c. Contract Management – Managing complex governmental and non-governmental contracts, adhering to company policies, procedures and local laws 
d. Marketing & Advertising – 
i. Created brochures, technical data sheets, presentations and websites for market services 
ii. Attended conferences to increase visibility of our services 
iii. Presented in multiple conferences 
e. Estimation, ROI calculations for all projects including PPP projects. 
2) Heading the ‘Centre of Excellence‘ 
Established a sustainable learning environment for the unit by ensuring the following: 
a. Standardizing Operating Procedures (SOP) – Penned the SOP detailing the processes to be followed by the entire unit notwithstanding the geographical location. 
b. Skill up-gradation – Identified and ensured tailor made training for individual skill sets to enhance the skill levels and upgrade the working methodology. 
c.  Mentoring new recruits at all levels. 
3) Change Management 
Part of the team conceptualized to implement process transformation and align it with the group’s overall vision. 
a. Worked alongside reputed consultants to identify process gaps in the existing system. Ensured due diligence at the micro level so that the impact was felt at each level. 
b. Automation: 
i. Conceptualized and developed an application to ensure data capture of everyday operations. Data management and analysis of real-time operational data was made available to counter-check productivity at the head office. 
ii. Designed an application to extract maintenance related data to ensure real time data availability for of all dredger parameters. 
c. Lead the implementation of 5S in the department and turned around the working methodology keeping safety at the highest priority. 
Highlights
1> Envisaged the need for automation and implemented the project successfully. 2> Created the entire stable of marketing tools to implement the GTM strategy. 3> Created the SOP to assist standardization at all deployments.
4> Analysed online monitoring and analysis tools to cut potential losses by 15-20%.
Dec 2004 – Nov 2008, CalSoft Pvt. Ltd.
Pune, India

Key Account Manager – Business Development
A midsized IT Services company specializing in storage software having clients based in the US and Europe
1) Key Account Manager 
a. Single Point of Contact for the client for all technical and contractual issues. Coordinated with clients based out of UK and US. Interactions were primarily with CxO’s. 
b. Identified capacity and technical gaps in the client’ requirements. Strategically augmented the gaps to create a value add. 
2) Generating new business 
a. Building sales funnel across varied verticals 
b. Analysed market trends to identify opportunities 
c. Responding to RFP/RFI’s 
d. Proposal creation and management 
Highlights
1> Broke new ground in the European market by acquiring a client in the UK
2> Established procedures for Account Management to encourage longer term relationships. 3> Mentored new recruits
