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	PROFESSIONAL PROFILE
	

	
	
	

	

	I am a competent and dedicated sales, marketing and business development personnel with skills to develop business, provide operational solutions and serve as a management specialist, perched to deliver relevant service and genuine results. 
I hold rich work experience of over 19 years spearheading aspects of strategizing, directing and executing large scale business involving sales, presales, marketing, business operations and project related activities across various departments and industries; complemented with advanced Business Management studies to facilitate create operational excellence. 

I am acknowledged for Business Development (sales / presales), Marketing, Client Relationship, Account and Vendor Management, Facility & Admin Management, People & Process Management by delivering targeted revenue growth across identified geographies.

	


	
	
	

	
	  AREAS OF PROFICIENCY
	

	
	
	

	

	- Business Development                               - Business Operations                         - Presales and Bid Management           
- Sales and Marketing                                   - Account Management                       - Financial Planning and Analysis
- People Management                                   - Process Management                        - Facility and Admin Management
- Client Relationship                                      - Process Due Diligence                      - Recruitment and Resource Planning 

- Quality Assurance                                      - Training & Development                    - Cost control Initiatives & Negotiation 

	


	
	
	

	
	ACADEMIC & PROFESSIONAL CREDENTIALS
	

	
	
	

	

	        Education and Professional Certification:
( (
Post-Graduation: Master’s in Business Administration (MBA) with dual specialization in Marketing and Human Resource Graduation: Bachelor’s Degree in Hotel Management (BHM) with specialization in Front Office
(
(
(
Six Sigma Certified (DMAIC) through DELL International Services Learning Program
Certified in ‘Advanced Selling Skills’ by Team Productivity Consultants
Level-1 course in Alliance Francaise (International level - French)


	


	CAREER PATH 

	

	

	 1

VARDHAMAN (Technology and Services)

Head Business Development and Operations 

Jan 2015

Till date

2

FIRSTSOURCE SOLUTIONS LTD
Head of Presales (APAC and other regions) / DGM Sales - Business Development (APAC)
Jul 2010

Jan 2015

3

INTELENET GLOBAL SERVICES LTD (SERCO)
Senior Manager - Business Development
Aug 2008

Jul 2010

4
AOL BROADBAND SERVICES (Waterford-Ireland)
Business Partner Asst. Account Manager

May 2007

Jul 2008

5
DELL 
Team Manager Operations

Aug 2005

Mar 2007

6
MPHASIS 
Unit Manager Operations

Jan 2003

Jun 2005

7

BAKERY TRAINING RESEARCH INSTITUTE (IBCA)

Business Development  Manager

May 2001

Jan 2003

8

WOODLANDS HOTEL PVT. LTD.

Lobby Manager

Apr 1998

May 2001




	


	
	
	

	
	     

	
	
	

	

	

	

	

	
	
	

	
	PROFESSIONAL CREDENTIALS
	

	
	
	

	 

	(
Head business units including Business Development (Sales/Presales), Marketing, Operations, Recruitment, Administration and Contact Centre departments with focus on increasing sales and productivity for B2B and B2C markets. Lead teams of professionals to support processes designed to deliver sales, customer service, technical support, tender & bid management, vendor management, project management, facility and administration management and also launch of products across Indian and International identified markets. Reporting to Managing Director.
(
(
(
(
Business development involving collaboration with new and existing partners, head a gamut of Sales and Presales activities to generate leads, map prospective accounts, source customers through identified market basis focus verticals, acquire business and add new customer logos, sign business contracts and agreements with partner firms across regions, promote company and client products, ensure consistence in branding, create support functions such as contact centres, franchise firms, etc. 
Lead teams to formulate and implement marketing strategies, create presentations and proposal documents, conduct due diligence, execute client visits, derive product price, define and design process flows, set performance related KRAs, prepare revenue projection and to analyse win-loss, market trend and competition to achieve revenue increase target. 
Supervise managers to work with cross functional teams to address tender/RFQ/RFP/RFI bid responses requirements. Execute business contracts and agreements with partner firms across regions. Take ownership of presentation and proposal documents, form marketing strategies, provide direction to marketing research, conduct due diligence, manage client visits, maintain database, prepare reports and trackers for sales and operational functions and collaborate with supporting departments.
Account Management of banking client business to manage multiple retail and banking process contact centre offices across the country having an overall capacity of over 3000 seats with responsibility for business growth and performance of processes such as Customer service, Collection, Card sales, Business Continuity Plan, Assets and Liabilities management, Business loan, Personal loan, Mortgages, Business Intelligence Unit, Card operations, Cash management, Corporate credit, Credit & risk, Excellence, Fraud control unit and Non-banking financial centres across multiple locations within the country. Instrumental in increasing 9 banking processes and overall increasing employee count for banking segment from 1100 to 3200+ employees.

(
(
As Business Partner / Vendor Manager of three large Partner firms across multiple locations for a telecom company to manage over 400 employees at the deployed site. Primarily responsible for performance of 1200 employees in technical support queue and overall jointly responsible for performance of over 2500 employees of partner firms across the country to address internet based technical queries of broadband customers located in UK and support Customer Service, Technical and Billing processes.  

Approve projects across India & International centres and implement sharing of best practices across centres to increase productivity and retain talent by creating career progression paths and mentor programs for reporting teams. Conduct periodic business reviews, define regional targets, follow operational process, define relevant KRAs, maintain knowledge repository, monitor performance, provide feedback, increase productivity and conduct periodic audits and reviews.
(
Migrated technical and non-technical operational processes from international locations such as Ireland and UK to centres across India. Increase productivity for partner sites with focus on process, people and planning to achieve set KRAs. Manage inbound, outbound, voice and non-voice contact centre operation to support customer service for banking & technology processes.
(
(
(
(
(
Supervise activities involving Sourcing, Inventory, Digital Launch, Promotion, Marketing and Sales of targeted products. Identify and form alliances with retailers and online partners to launch new line of products. Create distributor and dealer network across identified geographies for sales and promotion of products. 
Supervise teams responsible to manage dealer / distributor network. Plan and execute ATL and BTL activities for product promotion and demonstrate presence across geographies. Form alliances, tie-ups with firms to market products through digital and offline marketing strategies to manage sales in retail and marketplace. Steer contact centre for CRM activities to generate sales and provide support towards customer service, warranty and technical support to acquired customers. 

Head online marketing team to execute ecommerce platform and build digital marketing campaigns with activities involving:  
· Website design 
· Focus sale of targeted products

· Product upload 
· Conduct promotional campaigns 
· Monitor website
· Packaging and shipment delivery 
· Control inventory 
· Analyse customer buying pattern 
· Design Product price 
· Track product category marketing 
· Product quality check 
· Provide promotional discount coupons

· Align Payment gateway 
· Alliance with retail and online partners 
· Study competition websites 
· Focused product SKU’s to maximise revenue

Handled large value business worth over USD $ 20 Million, reduce customer complaints by 70% and facilitate customer retention programs. Review business operational frame work to analyse actual performance against KRA’s and provide feedback to reporting teams. Identify and resolve technical issues with appropriate planning and mitigation strategies.

Take initiatives for accomplishment of organizational vision and goals with chief responsibilities pertaining to business growth, development of sales, execution of projects, customer satisfaction, monitoring performance, product development, financial analysis and feasibility, people and process management, recruitment, techno-commercial functions and management of all functional teams. Responsible for sales and business operations for processes involving over 3200 employees.


	   


