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CAREER OBJECTIVE

Seeking a challenging position in a progressive organization, where my experience & skill can be effectively utilized and significantly contribute to the overall success of the organization & provide opportunities for my career growth.

PROFESSIONAL SUMMARY

· Vast experience in human resource management and accounts management.

· Strong interpersonal skills, office etiquette.  

· Extensive experience in candidate recruitment and interaction with overseas clients.

· Strong logical, managerial and customer interaction skills. 

· Effective team player with good communication skills.  

· Well developed and effective communication & interpersonal skills with pleasing personality.

· Expertise in Customer Service/Administration/Key Client Retention.

· A keen planner & strategist in Business Development/Collection/Customer Service/Space Selling.
· Willingness to walk the extra mile for perfection.
PROFESSIONAL EXPERIENCE:

Maruti Suzuki Popular Vehicles & Services Pvt Ltd  Asst. Customer Care Manager       June 2014 - Sept2015  
The Company is a professionally managed and technologically updated company. It was been in automobile industry for the last 7 decades. The Company has vast and rich network of service centers and car dealership. It deals with Sales and Services of Jaguar, Range rover, Skoda & Suzuki Cars and is one of the leading dealers in India. It also has an in-house training department with concept of Finishing School.
· I was involved in managing the workshop of Maruti-Suzuki Service Center from front-end and back-end as an Asst Customer Care Manager.
· Meeting customer directly and helping out them in the process of services.
· Involve in the Audit process of the company in-order to meet the parent company methodology.
· Conducting weekly meeting with the team so as to maintain the company goals along with high customer satisfaction.
· Since a JDP city the workshop had to meet certain SLA and was an active Team Driver for the activities.
· To handle high end customer escalation.
· To keep a track on the Team members on their performance and give timely training according to the need and involve in the appraisal activities of the subordinates.
· Taking feedback and suggestion from customer for the improvement of the company growth.

· Involved in Profit and Loss activities of the company.

· Organizing and Arranging Customer meets to increase customer satisfaction.

· Managing and organizing the team towards Company Goal achievement on monthly and annual basis.
ACHIVEMENTS

Awarded the Young Manager of the year 2015 by KMA (Kerala Management 
Association).

MATRIMONY.COM

Matrimony.com Pvt Ltd, Red Herring Global 100 Winner is India’s leading Internet Brand with significant presence in all major verticals like Matrimony, Jobs, Property, Automobiles, Classifieds, Loans, and Event Management etc. It has pioneered several initiatives that have transformed the lives of individuals, the environment and the community at large.

Matrimony.Com Pvt Ltd       Sr. Relationship Manager      Nov 2010 – June 2014  

I have worked with company’s leading Matrimony Brand – Kerala Matrimony, Service Division. I joined in the company as a Relationship Manager and got promoted as Sr. Relationship Manager.
· Developed business for the organization, identified business opportunities and generated business plans to achieve the same and located potential clients in targeted segments to secure profitable business.

· Train and motivate teams regarding Business objective and service.

· Dealt with customer complaints directly. 

· Keep a tracker of the subordinates with respect to customer’s they handle, the telephone manners are kept or etc.

· Planning and Organizing customer meets and Promotional Events.
· Involved in training the new relationship executive by giving product knowledge as well as company rules and regulations, involved in the yearly appraisal of the team.

· Conducting weekly meeting to achieve the target and maintain the quality of service.

· Meeting the team target with respect to sales converted and maintaining the motivation level.

 ACHIVEMENTS
 Awarded for Outstanding performance in Kerala region in customer satisfaction. 
Inter CAD Systems Pvt Ltd        Training Coordinator                       Dec 2009 – Apr 2010

Inter CAD is a CAD training center and also had software sales of various products.
· To manage the training program according to the availability of the faculty.
· To bring in new training programs in turn generating revenue for the company.
· To prepare proposals and arrange for demonstrations regarding the software and its training.
· To consul the direct walk-in at the center and make them join for the software courses.
· To fulfill their joining formalities and make arrangement for their class.
· To do an overall administration of the center.
Assyst International     Lead Technical Recruiter                                  Sept 2006 – Oct 2007
Assyst International is a US based company involved in staffing solution in US. They also have software development division rendering service worldwide. Their major client was Technology Project Group located at Chicago, USA.

· Sourcing out candidates towards the requirement from direct client & vendors. I was involved in internal recruitment for Technology Project Group.
· Find candidates for Contract, contract to hire position and permanent positions

· Involved in screening the candidates and determining the rate/ salary to resume submittal. 
· Receiving feedback on short listing from client and involved in coordinating for interview setup.

· Coordinate with the team and achieve the team target.

· Conduct weekly meeting with the team.

· And then fix an appointment with the client for interview for the appropriate candidate. 

· To Contact President or CEO of a company as a part of business development.
· Market about the company product (software) to them and fix-up meeting to get new business for the firm.

· Follow-up with the existing client and maintain a good relation with them.

Customer Line Pvt Ltd    Sr.Customer Service Executive                   Jun 2006 – Sept 2006 

Customer Line Pvt Ltd is a vendor company of US Technology. It had an inbound technical support process. 

· To take inbound call in assisting the technicians to complete their work conducted.

· To probe the technicians and get the details of the work conducted at the site.

· To meet SLA targets in terms of Quality and Production Hours in line with the business area requirements.

· Shadowing the Team Leader for effective team handling in his absences.

· To give training about the process to the new associates.

· Involve in R&R activities to keep-up the motivational levels of the associates.

Allianz Cornhill                   Customer Service Associate                    Oct 2005 – May 2006

One of the world’s largest UK based insurance company, which has its operation in India and UK 

· To make outbound calls to prospects and clients using effective telephone sales techniques to promote our products (insurance).

· To enthusiastically respond to guidance and advice on how to improve sales at monthly appraisal and weekly coaching meetings with Team Leader.

· Keeping own Training and Technical knowledge up to date.

· To complete any ad-hoc tasks as requested by the Team Leader.

· Attend regular Team Meetings and contribute to them.

· To up-sell and cross-sell at every opportunity.

Aspinwall Technologies     Sr.Customer Service Executive                  Jul 2003- Oct 2005

Aspinwall Technologies was an Outbound & Inbound Call-Center and involved in sales & services of various products line credit-cards, telephone lines, Tour packages etc. for clients in US, UK and Australia.

· To make outbound calls to sell different products.

· Managing performance of a team of new recruits as a coach, which was assigned internally by the manager.

· To meet SLA targets in terms of Sales, Quality and Production Hours in line with the business area requirements.

· To coach and train the new recruits and also involved in R&R activities to keep-up the motivational levels of the associates
· Shadowing the team Leader for effective team handling in handling in his absence.

ACHIVEMENTS

Promoted as Senior Customer Service Associate to handle daily activities and manage the team in absence of team leader and also had the responsibility of handling a team of new recruits.
TECHNICAL SKILLS

Good Knowledge in SAP BW/BI with expertise in Data Extraction, Data Modeling and Reporting.

SOFTWARE SKILLS:

Operating Systems: Windows-97 -2003-2007 – Word, Excel, Internet, Linux, 

PowerPoint, Office Management

EDUCATIONAL QUALIFICATION
Bachelor of Commerce, Calicut University (2002)

Higher Secondary (1999)

SSC from CBSE (1997)

Higher Diploma in Software Engineering (APTECH)

LANGUAGE 

	LANGUAGE
	READ
	WRITE
	SPEAK

	ENGLISH
	YES
	YES
	YES

	HINDI
	YES
	YES
	YES

	MALAYALAM
	NO
	NO
	YES


PERSONAL DETAILS
Date of Birth

: 3rd October 1981

Nationality

: Indian

Languages Known
: English, Hindi, and Malayalam

Marital Status

: Married

PROFESSIONAL REFERENCES

Available upon request







