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	CAREER OBJECTIVES
· To give my creativity a proper base to prosper in the field of work and to excel in everything I do by giving full commitment to the work.

· To work in an environment that provides continual intellectual challenge.

· To help in improving the efficiency, competitiveness and growth of the organization.

EDUCATIONAL QUALIFICATION
· Post Graduate Diploma in Business Administration (Customer Relationship management).
Institution -Symbiosis Centre for Distance Learning 2010-2012.
· Bachelor of Commerce from  Bharathiar University 2006.
PROFESSIONAL EXPERIENCE:
ORGANIZATIONAL CONTOUR



5th April’12-30th April’15 :           Concentrix Technologies Pvt Ltd

Designation           :           Business Analyst

Client                     :           VMware Software India Pvt. Ltd
Project Name: VMware Business transformation and automation team

Job Description:

As a Business Analyst we work with stakeholders in order to understand the structure, policies, and business of an organization, and recommend solutions that enable organizations to achieve its goals. 

Also use requirements to drive the design or review of test cases, process change requests, and manage a project’s scope, acceptance, installation and deployment.

The Analyst is responsible for analysis and resolution of territory assignments issues related to lead and order transactions. The data analyst will work closely with the Enterprise Territory Management Support lead and the data profiling team to execute action plans for issue resolution. The data analyst will also engage in data enrichment activities in IBM iLog and Oracle DRM to ensure complete sales coverage and ongoing named account enrichment. 

Essential Functions (Tasks and Responsibilities):
· Perform analysis and resolution of issues with Named Account Hierarchy and Sales Coverage definition

· Named Account Hierarchy – D&B Hierarchy

· Data augmentation and enrichment for domain names, alternate names, DUNS # etc.

· Sales territory definition and coverage 

· Geography based coverage: Country, State, City, Postal Code

· Named Account based coverage: coverage based on D&B hierarchy, site based coverage

· Industry based coverage: coverage based on industry and geography

· Sales coverage gaps and overlaps

· Ongoing administration and maintenance of hierarchical data in Oracle DRM and coverage data in IBM iLog 

· Issue resolution of support requests related to Named Account Hierarchy and Sales Coverage definition in Oracle DRM / IBM iLog 

· Implement sales coverage changes in mass scale during the realignment of sales coverage – twice every year

· Data extraction and reporting from Oracle DRM and IBM ilog

· Participate in quality control and checks for activities and data updates performed by other team members

· System administrator and application configuration for Salesforce.com, ModelN, DRM/ILOG

· Work in support requests to resolve issues with system functionality and data; perform regular monitoring of identified system activities to perform regular data updates in Salesforce.com (e.g., lead reassignment)

Roles and Responsibilities:

• Extracting complete data from Salesforce and Perform analysis in Excel with the help of third party data (D&B) and also Oracle DRM and IBM ilog tool.

• Recognizing and extracting critical indicators from large and complex data sets and being able to interpret and express those indicators in a business context.

• Perform Analysis in Excel using formulas like VLOOKUP’s,  Concatenate etc. and also use Pivot for large data set as it is useful to summarize, analyses, explore and present the data.

• Maintain hierarchical data in Oracle Database and coverage data in IBM iLog as it is integrated with SFDC.

• Implement sales coverage changes in mass scale during the realignment of sales coverage – twice every year

• Participate in quality control and checks for activities and data updates performed by other team members

• Work in support requests to resolve issues with system functionality and data; perform regular monitoring of identified system activities to perform regular data updates in Salesforce.com (e.g., lead reassignment)

• Managing Leads, Opportunity, and Territory Assignment in SFDC.

• Technical understanding of system being analyzed and how it affects the various business units.

• Resolve the cases associated with the Account and co-ordinate with the Sales Rep as per the Territory/ Region.

• Prepare sales forecast report and various other sales report to improve the sales.

• Tools use for analysis – CRM Fusion on Demand, Oracle EBS, BI, Salesforce

• Using Oracle Admin Portal for Order/Contract/Product search and update in SFDC

• Communicate with the sales Team on daily basis to have the update on Data coverage (Accounts, Leads, Opportunities, and Orders).

• Communicate with other various Business Teams to have the smooth flow of work in the systems and update them on the change in the System data set.

• Documenting Business Process and sharing within the Team and other Teams as it is important to have the input from all before making any changes in the process.

• SFDC Reports – Accounts, Territory, ISR, Opportunities, and Orders report, Building Order Log, Forecast report, Order Mapping report, Sales Account Coverage report, Leads Territory report and many other various Business reports as asked by the Management.

· Allocation & consolidation of records

· Doing QC of remediated records & reporting the same. Perform Root Cause Analysis
· Making utilization & TAT reports

· Preparation of daily & weekly Productivity report & Status report.
· Training New Hires
Organization: AT&T Business Services India Pvt. Ltd
Designation: Campaign Specialist

Duration: 4th May ’09 -  29th April ‘12(35 months)

Span of Work: Assisting Business Development & Solutions team in following areas: 

· Industry Analysis 
· Identify drivers, trends, challenges and opportunities in multiple industries which enables the organization in developing market strategies

· Providing research based inputs  for Market segmentation and Targeting, Market potential, and penetration study

· Competitive Analysis

· Enable team to gain insights into strengths and weaknesses of competitors & competing services/offerings in multiple domains

· Vertical Analysis

· Provide research based insights into various services verticals & help team form strategies for service capability expansion/diversification

· Databases Research
· Using multiple databases & tools like Smart-lead, Hoovers Online ,  salesforce.com, Internet research - Google, Finance websites - (Yahoo/ Google Finance) for client profiling
· Solutions & Analysis

· Conduct assessment & analysis workshop to identifying & structure client business problems & requirements

· Adhering to a specific client issue and suggesting BPM solution & engagement model

· Provide inputs on business transformation issues, e.g. strategy, operations, outsourcing, automation, etc.

· Project Management
1. Campaign Management:

· Working in the process for organizations to develop and deploy multiple-channel marketing campaigns to target groups or individuals and track the effect of those campaigns, by customer segment, over time.

· Survey Research Team's Member, dealing with each marketing research requirement, i.e. the marketing segmentations, concept testing’s and product treatment and awareness.

· Talked and collected data from the managers in a range of industries including high technology, consumer goods, retailing, banking, and a health care about their applications and platform usage like Oracle, Siebel, Microsoft exchange, IBM Web sphere.

· Edited, pre-tested, and coded in-depth surveys.

· Campaign and Lead Management by Salesforce.com

2. Sales Center Management:

a. Collected Data for 3000+ companies in NA region.

b. Recognized target markets, analyzed and compiled the data, arranged and carried out the focus group within a market segment, evaluated and merged the outcomes from two data-gathering methods, tested initial assumptions, and authored and offered the report to organization including the recommendations for a prospect action.

c. Analyzed data from state probability inspection to recognize buy aims and patterns for the business to client direct marketers.

d. Arranged and presented marketing information to the executive personnel for domestic promotions and the press releases.

3. Report Generation:

· Hands on Creating reports like multiple forecast and Pipeline reports, Opportunity Reports, Weekly sales call reports, Account Penetration report, Monthly Client call Report.

Product Specialties:

 CRM: Sales Force Dot Com (SFDC) – To Manage / create campaign databases for the Business Development / marketing team.

1. Leads creation
                                          

· Sales inbox management, reassigning leads for creation.

· Profiling and creation by campaign source.  

· Leads – import page formatting- Profiling. Leads mass reassigning- ownership change. 

· Leads status change.

· Lead activity history report. 

· Merge leads.
2. Campaigns: 
· Campaign name creation, selecting check boxes. 

· Adding campaigns to leads / opportunities. 

· Importing leads by campaign name.

3.Reports:

· Reports exporting – By conditions, by Account id, contact & leads ids.

· Accounts deduping.

· Accounts profiling.

· Merge Accounts.

· Reports –Weekly/ Monthly Leads analysis.

4. Accounts/ leads import           

· Formatting for import.

· Importing accounts.

· Importing leads.

Organization: Infosys BPO

Client : British Telecommunications plc
Designation: Process Executive/Coach
Duration: 22nd May’ 06 till 18th Dec’ 08 (32 Months)

Job Profile & Responsibilities:

· Handling the customer’s complaints and enquiries and regarding the billing issues.

· Providing new telephone line for the customers- Order management 

· Fixing the engineer appointments.

· As floor supervisor, helping the advisors to handle the customers effectively.

· Handling the escalations if the customer is not happy about the services offered.

· Served in customer complaints team as well, resolving the customer issues.

· Analyzing the issues, researching on that and suggesting better solution to the customer

· Generating expedite upon request from customer using appropriate tools.

· Communicate the relevant information to partner using the appropriate tools and if unable to resolve the cases, timely escalation of reports and claims to avoid further delays.

· Updating compliance team on issues which are critical.

· To provide all the required information to the customer i.e. Order status.

Achievements

· Diploma in Computer Operation - Done at ICA Academy, Coimbatore.
· Tally from - Sterlite foundation, Coimbatore.
· Awarded the MVP (Most Valued Person) from AT&T.

Personal Details
I hereby declare that the above furnished details are true to the best of my knowledge and belief.                                                    




