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PERSONAL SUMMARY
MBA in Marketing with 14 years of experience in Sales & Marketing, Business development, Strategic business planning, Market research, Customer Relationship Management, Human Resource Management, Brand Management & Franchising.

Proactive, self-starter with track record of being a change agent to contribute to organization by improving efficiencies, contributing to Customer experience, reducing costs and increasing revenues. Financially astute to control budgets & monitor P&L.
OBJECTIVE

In pursuit of an opportunity to work with the leaders of Hospitality Industry. A challenging position whereby my expertise in leadership & interpersonal skills would receive exposure in the corporate world. I would like to take opportunities for learning and growing in the work environment created by your esteemed organization
CAREER HISTORY 

Current:
July ’2012 till date
                                           Maan Restaurants & Hospitality Services (Surat)

                                                                                                                  Consultant & General Manager
Job responsibilities:

· Developing periodic business plans & strategies 

· Conceptualizing strategic marketing plans through market research, competitive analysis, pricing, customer engagement, and business planning.
· Effectuating long term business directions to ensure maximum profitability.
· Ascertaining specific training needs of subordinates and facilitating training programs for improving service standards.
· Analyze and plan restaurant sales and organize marketing events and  promotional plans accordingly

· Budgeting- Forecasting of revenues/ expenses.
· Aggressively managing all the independent revenue & expense areas to support profitability.
· Compliance with the local licensing laws, health & safety and other statutory regulations.

· Coordinate with the team & ensure employee acknowledgement & maintain a positive work environment.
· Instrumental in rebranding of the company including the market positioning, brand statement & redefining the organizational culture.
· Generating detailed daily, monthly, quarterly and yearly reports on business, cost and profit.
· Setup budgets and execute plans for department sales, product purchase and staff development.
· Coordinating and managing the entire operation of restaurant by scheduling shifts.
· Resolving customer complaints about service or food quality.
· Meeting and greeting customers and organize table reservations.
· Recruiting, training and motivating staff.

Oct.’2009 to June 2012                                           Slimplus Healthcare Products & Services,  Surat
                                                                                                 Vice President – Operations & Marketing                    
Job responsibilities:

· Deploying the brand communication strategies, marketing plans & customer engagement solutions  to meet business objectives

· Liaising with creative, PR, media and digital agency to create brand communication and monitoring adherence to the International brand guidelines, positioning & imagery

· Conceptualizing and implementing ATL (Print media) & BTL activities

· Creating social media strategy that collaborates with marketing, PR, advertising campaigns, top influencers, competitors and trends in the industry

· Competition analysis in terms of product, pricing, positioning, trade offering and marketing

· Consumer insights gathering on end consumer’s brand preference, buying pattern and seasonal basket analysis & conducting need gap analysis on product development

· Developing and communicating trade marketing plans & merchandise support for sales team.

· Formulation of Expansion plans & Projects through Franchise model.

· Establishment & Management of new branches.
· Supporting all the branches in business planning, review, strategy formulation and implementation

· Create, analyze and follow up on reports on timely manner using existing tools or developing new ones.
· Continuously offer insight and advice on improving the exiting processes and performance of various functions within marketing including events, digital, loyalty, presales.
Key Achievements:
· Successfully established 33 franchises of Slimplus Healthcare in Gujarat & Mumbai within a period of 19 months
Oct.’2005 to Oct.’2009
                           Re-Active Healthcare Clinic Products Pvt Ltd, Surat
                                                                                            Director – Operations & Business Expansion   
Job responsibilities:
· Timely execution of all sales activities - leads, campaigns, referrals & any self generated leads

· Ensuring all performance standards are met viz. business targets, controls and compliance
Business planning, coordination & execution with Market & Vertical function to ensure target achievement
· Single point of contact for all outstation branches. Manage sales coordinators in respective regions
· Provide thought leadership & strategic inputs to generate business insights and business improvement ideas
· Translate Organisation's Business Vision & Strategy to derive the overall Brand and Market Strategy with proven ability to think out of the box and building businesses.
· Review information on pricing patterns and decide on the pricing of products so that the top-line & bottom-line objectives of the company are strictly met; Closely coordinate with the Sales team for the same

· Scan the market for potential new category/product opportunities to meet untapped consumer needs.
· Regularly analyze the competitor information through market intelligence and other sources.

· Scan the business environment on a continuous basis to identify, analyse and capture market trends and demands and provide developmental feedback for capability building targeted at catering to the market's present and future requirement.

· Develop standardised Systems and Processes to enhance performance and remove redundancies.

Nov.’2004 to Oct.’2005
                                                              UTI Bank Ltd ,(Now Axis), Pune
                                                                                       Consultant Manager- Client Relationship & BD                                                                   
Job responsibilities:
Operations
· Clearance -Outstation cheques, Local cheques
· CMS Clearing
· Cash Management
· Handling Customer Complaints on Debit cards, Cheques, and other products.

  Marketing
· Business acquisition in Priority banking, the most elite product of UTI Bank under the savings accounts scheme.
Oct.’2003 to Nov.’2004
                                             Confederation Indian Industry, Mumbai
                                                                                                                                                          Executive   
Job responsibilities:
· To work on policy issues related to the Energy, Knowledge Based Industries, Infrastructure, and Biotechnology amongst others.

· Continuous interaction and follow up with government officials to represent the issues of CII members.
· To provide sectorial updates to the Maharashtra State Head as per requirement and scrutinize areas or issues that require initiatives to be taken in any form viz, conference, workshop, training sessions, visits (within India and abroad) to factories, etc.
· Manage conferences and study missions i.e., concept building, marketing & selling, & analyzing the entire event with respect to things went wrong / thinks went right/; collections etc. 
Key Achievements:

· Liasoned with extremely high profile individuals for Events & Policy work. Frequent Interactions with Key personalities like : 

· Mr Vishwas Dhumal, Principal Secretary, Industries & Labour Dept., Govt. of Maharashtra, for policy & sponsorships for various conferences in different sectors of the industry.
· Brainstroming & Coordination with Event Chairman / Sub-committee Chairman / Panel Convenor like Mr Anand Mahindra, Immediate Past President, CII, & Vice Chairman & Managing Director, Mahindra & Mahindra Ltd; Dr (Mrs) Swati A Pirmal, Director, Nicholas Piramal India Ltd; Dr Naushad Forbes, Director, Forbes Marshall India Ltd; Mr Banmali Agrawala, Managing Director, Wartsila India Ltd; Mr Ajit Kapadia, Managing Director, Hindustan Oil Exploration Co.; Mr A. Purwaha, Mahanagar Gas, Consultants from Mr Ranajit Banerjee, Associate Director, PwC, Mr Sachin Menon, Partner, E & Y, Mr Rohit Basin, KPMG, Delhi etc. from amongst others.

· Successfully conducted one to one membership meetings with existing CII members in Mumbai with regards to their expectations from CII, their views on CII’s working in the sectors of their interest & operation, and met them to bridge the gap created over a period of time. 

· Was also a part of CII -  Indian Express “Election Awareness campaign”

Conferences & Deligations Organised: 

650 plus delegates in a corporate conference

· National Conference & Exposition on Captive Power Plant, Mumbai

· New Age Biotechnology in Maharashtra, Mumbai

· Digital Maharashtra, Mumbai

· Goa Leadership Conclave, Goa


All the above three conferences brought about 190 – 195 lakhs of net surplus. (CII being a non-profit organization the profit margin is extremely low). 


Besides this also handled CII events and conferences in various parts of Maharashtra & Incoming International Delegations like MIT Sloan Students Visit, AmCham Mission etc from various countries and Institutions.

Oct.’2002 to Oct.’2003
                                               Ruchi Soya Industries Pvt. Ltd, Mumbai
                                                                                                                                        Research Executive  

· To formulate the pricing strategies and sales and distribution plan for launch of Palmolin in Mumbai 

The project involved primary research of the edible oil market on the basis of which a thorough analysis was carried out. The results aided in formulating pricing strategies and sales and distribution plan

Academic Projects (2001 – 2003)
· Management Information System

         Study of Reservation System of Central Railway   vis -a -vis Indian Airlines

· Consumer Behavior 

           Project study on “Awareness, Attitude and Usage of Elle18 gel lip” 

Additional Projects (2001 – 2003)
Market Search Research Agency, Mumbai

Title : Product Clinic for ‘Mahindra Champion’
Description: The project involved studying customer profile along with overall management of the event.

Gujarat Sidhee Cement Ltd. (Mehta Group of Companies) Bharuch, Gujarat

Title:  Study and analysis of factor affecting sales of Sidhee Cement in Bharuch, Gujarat

Description: The study involved interviewing distributors, building contractors and end users, to know factors affecting sales of cement, performance of Sidhee cement with respect to these factors and recommendations.

Education

· MMS (Marketing) from Chetana’s R K Institute of Management & Research, Mumbai in 2003.
· B.Com from Chetana’s H S College of Commerce & Economics, Mumbai in 2000.
