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Seeking assignments to Head Business Operations / Human Resource Management with an organisation of high repute in Hospitality sector

APERCU
Acclimatized professional with over 7 years of incisive experience in the Hotel industry. Proficiency in devising and implementing optimum business strategies to enhance property infrastructure, new project development, business development, quality standards across all departments viz. Marketing, CRM, etc. Hands on experience towards maximising operational output, yields, market share & ROI and achieving organizational goals & forecasted budgets.
Experience in maintaining harmonious relations among management and workers through efficient administration and resolution of the employees’ grievances. Proven skills in designing training & leadership modules and organizing team building exercises.
Holds the credit of addressing corporate clientele PAN India, Abu Dhabi and Dubai. Distinguished efforts for interfacing with Top Management Corporate Houses (Finance, Pharma, IT & Banks), Conference & Exhibition Organizers.

The Core Competencies include:

· Strategy Planning: 
Devising and implementing optimum strategies to ensure top line and bottom line profitability with key emphasis to develop business through new accounts and service the existing clients.

· Business Operations: 
Ensuring operational efficiency of the highest standards in various departments through the best training and overseeing adherence to all the norms.
· Marketing: 
Overseeing the formulation of the best marketing strategies with emphasis of segmenting & targeting the potential customer / markets and positioning the services accordingly. Escalating brand visibility through implementing promotional strategies and personal relation skills.
· CRM:
Accountable to fore see the delivery of high quality service to the clients for maximum customer experience and delight in all the satisfaction parameters (time, quality, food service, arranging meeting/ conferences, shows/ entertainment, etc.).
· HRM:
Identifying the human resource requirements and initiating the recruitment process ensuring the best fit. Managing the implementation of recruitment life-cycle after sourcing the best talent from diverse backgrounds including affirmative action. 

· Training 
Conceptualising & effectuating training & development initiatives for improving employee productivity, building capability and quality enhancement. Identifying training needs across levels through mapping of skills required for different roles and analysis of the existing level of competencies.



EMPLOYMENT RECITAL

Since Nov’09: Danat Hotels & Resorts, Abu Dhabi as Asst. Director of Sales

Accountabilities:

· Directing the entire gamut of tasks entailing the implementation of annual marketing plan along with The Group Marketing Manager as per corporate guidelines.
· Providing the sales forecast and account status (corporate & travel trade) monthly report on a timely basis.
· Ensuring the maximization of revenue & ARR through understanding of all booking channels.

· Accomplishing the daily, weekly, monthly and annual administrative tasks and duties.

· Overseeing general records, stock control, international memorandum filing, attendance, IT, etc.

· Mentoring the department employees including personnel requisition, disciplinary, leaves, etc.

Mar’08 – Nov’09: Marriott Hotels International, Mumbai as Sales Manager 

Accountabilities:

· Furnishing account management support to Corporate Business Travel in Hyderabad, Mumbai, Chennai and Goa.

· Monitoring the Mumbai Market including all banks and financial institutions.

· Guiding corporate & intermediary segment through electronic distribution by building relationships with Corporate Accounts and GDS Companies in India.

· Distinguishing MICE segments of corporate & implementing operational and administrative functions.

· Generating various MIS, updating and supervising the online RFP tool of Marriott (MarRFP).
· Serving as the Country Leader for specific target accounts i.e. HSBC, Deutsche Bank, Standard Chartered, etc.
Highlights:

· Served as the key member of the Corporate Account Management Team, which has resulted in exceeding Marriott group budget for the past 3 years.
Jun’05 – Mar’08: InterContinental - The Grand, Mumbai as Sales Manager
Accountabilities:

· Rendering dedicated account management support to the Corporate Business Travel in Mumbai, Delhi & Bangalore.

· Overseeing sales & marketing of amongst Corporates within the markets of North Mumbai.

· Managing the corporate segment by providing support & building relationships with a portfolio of key accounts.

· Recognizing MICE segments of corporate & implementing operational and administrative functions.

Highlights:

· Consistently exceeded sales quotas for three fiscal years, increased market penetration for new home sales from 10% to 65% by the third quarter for Intercontinental property for year 2005. 

Jul’04 - Jun’05: “Cidade De Goa”, Mumbai - Regional Sales Office as Asst. Sales Manager
Accountabilities:

· Acting as part of Mumbai Regional Sales Office with a team of four people.

· Generating business from Mumbai market by handling corporate and travel trade sales. 

· Allocating KRA’s, geographical areas & databases according to their capabilities.

· Coordinating with the concern departments of hotel for the room bookings from Mumbai.

· Interfacing with the key travellers from the corporate sector of Mumbai.

· Recording the hotel as a MICE product in many companies’ preferred list for their group bookings & conferences.

· Overseeing the finalization of packages for the hotels and working with travel agents.
Highlights:

· Holds the credit of initiating various business alliances & partnerships and local initiatives for Cidade De Goa.
· Dexterously gained key clients and managed the top corporate accounts for Cidade De Goa. 

Nov’02 – Jul’04: Le Royal Meridien Hotel, Mumbai as Sales Executive
Accountabilities:

· Managing both leisure and business sectors; coordinating food festivals and promotions.
· Overseeing the promotion and developing new business prospects.
· Addressing group business, mainly conferences & promoting ‘Ensemble’ - the bookers programme.

· Formulating the MIS reports on weekly / monthly / quarterly basis.  

Highlights:

· Effectively handled regional source market development by Customer Forums, Blitz, Account Mapping, etc.



SCHOLASTICS

· B.Com. (Travel & Tourism Management & Computer Application) from Mar Ivanios Collge, Kerala in 2002.

PROFESSIONAL ENHANCEMENTS

Seminars organised:

· IT Seminar at Mar Ivanios College Thiruvananthapuram for over 25 software companies for a 3 day meet. 
· Tourism Seminar with all Colleges all over Kerala and participation of Tourism Professionals like MD Kerala Tourism Development Corporation and other reputed Dignitaries from the Tourism Cadre.
Trainings undergone:
· Taj Malabar, Cochin for a period of 2 months in the Front Office.
· IIM (Institute International Meridien) in Consultative Selling Skills & Account Management.


PERSONAL DOSSIER

Date of Birth



: 
29th September, 1978
Languages Known

:
English, Hindi, Bengali and Malayalam

Nationality




:
Indian
Marital Status



:
Single
