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About Me
A result-oriented professional with proven success of over 14 years of solid experience in
Business Development, Operations, Client, Process, Talent Acquisition Management and in the Service Industry.
Looking for career enrichment opportunities in Business Development, Operations Management & HR
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My Strengths
Business Development Management: Works to improve an organization’s market position and achieve financial growth. Defines long-term organizational strategic goals, builds key customer relationships, identifies business opportunities, negotiates and closes business deals and maintains extensive knowledge of current market conditions, work with the internal team, marketing staff, and other managers to increase sales opportunities and thereby maximize revenue for their organization. To achieve this, I will find potential new customers, present to them, ultimately convert them into clients, and continue to grow business in the future. Also helps manage existing clients and ensure they stay satisfied and positive.
[image: image5.jpg]


[image: image6.jpg]



Operations & Client Management: Implementing short/long-term plans for achieving process objectives. Coordinating with process managers to provide them with the feedback related to the trainings and the recruits that would be joining their process. Interacting with clients through e-mails and daily conference calls to review and resolve operational issues as well as implementing new process & procedure changes
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Projects/Transition Management: Managing Process migrations from US. Developing project planning, training schedule, training implementation Teams, coaching them in delivering the training, monitored the training progress, and updated the stakeholders on a weekly basis. Assisting the teams in sorting out interdepartmental issues in creating a smooth flow of process migrations. Reengineering the process after migrations to eliminate any bottlenecks and save the cost of extra efforts. Following through the migrations till the finishing point and handed over the same to operations by proving the inputs during Post Implementation Review
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Talent Acquisition Management: Develops innovative, creative, and proactive recruitment / sourcing strategies to develop high quality active and passive candidate pipelines. Effectively builds and engages with talent communities through social media outlets. Provides support to regions that are experiencing a significant number of staff vacancies or where the recruiter position is vacant
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My Key Skills
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Excellent communication and analytical skills
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Aggressive Marketing Skills to Develop a strong pipeline of new customers and projects with excellent business strategies
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Proficient at managing & leading teams for running successful process operations & experience of developing procedures, service
standards for business excellence

A thorough professional with a proactive attitude, capable of thinking in and out of the box, generating new design solutions and
ideas

Transitioning of New Projects

Develops innovative, creative, and proactive recruitment

My Academic Overview

MBA in Human Resource, Tamilnadu University.

Bachelors of Sociology, Annamalai University, Chidambaram. TN.

Diploma in Logistics and Supply Chain Management , iACT Global

Executive MBA in General Management (Online) United Business Institute, Belgium

PG Diploma in Computer Applications, IFG ACE, Pondicherry.

My Certifications

White & Yellow Belt in Six Sigma, Aveta Business Institute.

Green Belt in Six Sigma, Online, Institute of 6 Sigma Pvt Ltd.

Certified in Foundations of Business Strategy, Udemy

Certified in Operations Management, Udemy

Certified in English Language, British Academics

My Technical Knowledge
	Graphic Software’s
	: InDesign & Photoshop
	
	
	
	

	
	
	60%
	
	
	

	
	
	
	
	

	Operating Systems
	: Windows, Linux & Mac
	90%
	
	

	Application Packages
	: Microsoft Office - Pack 2003,  2007 & 2010
	
	
	

	
	
	90%
	
	



Languages Known
	English
	95%
	
	

	
	
	
	
	
	

	Hindi
	70%
	
	
	
	

	
	
	
	
	
	

	
	
	
	
	
	

	Tamil
	90%
	
	
	

	
	
	
	
	
	



Passport Status

Available

Active till 2020

My Professional Achievements

My greatest achievement so far in my career would probably be winning the Manager of the Year award in 2011 & 2012.

I made numerous operational changes at my team, including a massive reduction in attrition which significantly boosted our employees as well as the top management. I also drove up the productivity levels, especially by mounting the incentive pay levels.
We cracked the previous year’s productive record by an impressive 37% and profits rose in line with this. Client was extremely happy with the team’s performance. This directly resulted in managing two more teams.

Transitioning New Project

Project head in transitioning new business to RRD Chennai team.

In-charge of creating the laid lines, training documents and schedule the training for new process. Single point of contact between the clients and the operations team.

Successful in transitioning several new processes to India.

My Professional Experience

Manager, Business Development at EFX, Prasad Corp Ltd., a division of Prasad Corporation Ltd, a leader in digital post
production offers the entire range of digital services including Digitization, Digital Film Restoration, Digital Archiving, Media Asset Management, VFX, Rotoscoping, Digital Intermediate, BluRay Compression and Authoring, 3D Movie Production Solutions, Stereoscopic Conversion Services.

Duration : Sept, 2014 to Till Date
Major Clients: Sony Pictures, Universal studios, Fox Star studios, Fotokem, Technicolor, Asianet, ZTV, DHL….

My Role and Responsibilities

New Business Development:

Prospect for potential new clients and turn this into increased business. Cold call as appropriate within your market or geographic area to ensure a robust pipeline of opportunities. Meet potential clients by growing, maintaining, and leveraging your network.

Identify potential clients, and the decision makers within the client organization. Research and build relationships with new clients.
Plan approaches and pitches. Work with team to develop proposals that speaks to the client’s needs, concerns, and objectives. Present an image that mirrors that of the client.

Client Retention:

Present new products and services and enhance existing relationships.

Work with technical staff and other internal colleagues to meet customer needs. Arrange and participate in internal and external client debriefs.

Business Development Planning:

Attend industry functions, such as association events and conferences, and provide feedback and information on market and creative trends.

Present to and consult with mid and senior level management on business trends with a view to developing new services, products, and distribution channels.

Identify opportunities for campaigns, services, and distribution channels that will lead to an increase in sales.
Using knowledge of the market and competitors, identify and develop the company’s unique selling propositions and differentiators.

Management and Research:
Submit weekly progress reports and ensure data is accurate. Ensure that data is accurately entered and managed within the company’s

CRM or other sales management system.

Forecast sales targets and ensure they are met by the team.

Track and record activity on accounts and help to close deals to meet these targets.

Work with marketing staff to ensure that prerequisites (like prequalification or getting on a vendor list) are fulfilled within a timely manner. Ensure all team members represent the company in the best light. Present business development training and mentoring to business developers and other internal staff.

Research and develop a thorough understanding of the company’s people and capabilities. Understand the company’s goal and purpose

so that will continual to enhance the company’s performance.

Associate Client Manager at RR Donnelley (RR Donnelley is a global provider of integrated communications. Founded more than 146 years ago, the company works collaboratively with more than 100,000 customers worldwide to develop custom communications solutions that reduce costs, enhance ROI and ensure compliance)

	Duration
	:
	8 Years

	Client
	:
	F&L
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 My Roles and Responsibilities

Description: F&L is an in-house business. Clients are located at US, Iowa City and involved in composing; designing and provide end to end print solutions and work on Books, Business Forms, Catalogs, Commercial Prints, Labels & Packaging, Magazines and Variable Data Print for various leading companies across the world.

Handled team of 80, KRA was to meet client specified SLA and all team members adhere to SOP and company policies. Effectively set up Composition workflow and run pilot projects in the aforesaid workflow. Dexterously led new implementation (workflow set up, hiring, setting up of performance parameters and SLAs, ramped up the operations team to 80+).
Mapping clients’ requirements and coordinating in developing & implementing processes in line with pre-set guidelines.

Assessing the customer feedback, evaluating areas of improvements & providing critical feedback to the associates on improvem ents and achieving higher customer satisfaction matrices.

Preparing MIS reports & other statements with a view to apprise management of the process operations and assist in critical decision-making process.

Distinguished efforts towards managing the complete process operations for F&L as an Asst. Manager. Acted as SME (Subject Matter Expert) for some of Project Transitions.

Handled team of 103 employees who are experts in graphic designing book work and pre printing. I have also managed a call centre team which is an 82 member’s team which does the customer support or RR Donnelley customers.

Additional Teams in RRD
RRD – Allentown

Client: Penguin Books

Description: Penguin Books is an e-book publishing company located in City of Westminster, London. As a project requirement, I trained on their process knowledge and management. Team size was 22, trained all team members on the process to capture required information.

Setting out quality standards for various operational areas, ensuring a high-quality customer experience, while adhering to the SLAs and work processes.

Creating awareness for driving process improvement strategy & methodology; ensuring maximum operational efficiency.


RRD – Book Group

Client: Book Group

Description: Book Group is an in-house business; Clients were RRD and were located in St. Charles, Illinois. Acted as SME (Subject Matter Expert) for this project transition, Got trained by the clients on the process knowledge, queue handling & daily reports of the project. Trained new hires in batches on the process and provide daily/weekly feedback to make sure all new hires are fully t rained to respond to all queries from the clients. Handled team of 40, KRA was to meet client SLA and all team members adhere to SOP and company policies.

Successfully introduced care bay and buddy system to handle bottom performers, structured awards and recognition system, query sheet with the concept of the project lead sign off to handle dissemination of project information in a structured way and Whale
Done” approach to manage performance/behavioral issues which led to consistent improvement in productivity, quality numbers and
attrition level of 5%.

Escalation Leader at CSS - Cybernet Slash Support (CSS) is a global technology solutions provider to enterprises, consumers & technology companies. CSS follows a support-centric model to all its services that help its clients leverage IT to align business objectives. CSS manages four centers of excellence that create solutions for specific industry needs through a combination of its strategic assets - people, process and technology)
Duration: 2 Years
Client: Vonage Telecommunications

Overview
:  Actively involved in  customer  support  for  Vonage  Telecommunications  and helped  its  customers  to  resolve  their
problems/queries. There are set KPI’s that has to be achieved on a day to day basis, KPI’s are 50 resolved calls per day.

Handling escalated calls from executives, client interaction and in-house coordination for smooth. Direct contact with clients with regard
to the inputs, schedules and billing.

Generating  reports  on  WIP,  Work  Load  Analysis,  Ramp-up  Plan  to  meet  customer  deadline,  Monthly  Performance,  etc.  Managing
invoice data collection and quality functions.

Successfully introduced customer feedback from post completion of projects to measure customer satisfaction level.  Significa ntly set up
of WIP report, usage of revised version of Project  Analysis report to capture project information in a better format. Recognized and
nominated to assist the HOD of Production and Control department.

Successfully managed process operations for Vonage Telecommunications

Undertook training on process knowledge and management.

Organized and conducted training for 52 personnel on the new process.


Team Leader at MôndialCall Centre - Clients included are the leading telephone providers from the UK, USA & Australia)
Duration: Sept’03 – May’04
Clients:  Austar United Communications Limited at North Sydney, NSW

Overview: Duties: Focusing mainly on customer service, prime duty is to make the customer happy. To calling the customers of
Austar and let them know about the new plans and if the customers are happy to change plan we have to change their plan on th e
system. The KPI’s are 2 plan changes per hour, 20% plan changes per contact and 8 contacts per hour.

Job analysis and to coordinate with the production team to meet the customer requirements and due dates. Direct contact with
clients with regard to the inputs, schedules.

Ensuring quality in each and every call. Compliance to time schedule for job completion and quality functions.

Successfully introduced customer feedback from post completion of projects to measure customer satisfaction level.

Business Development Officer at Shriram Chits 40 years in Chits, Consumer loans and Vehicle finance business
Duration: Sept’   – May’ 3
Client: Customers of Shriram Chits Tamilnadu Private Limited, Pondicherry India

Overview
: Prospect for potential new clients and turn this into increased business. Following up new business opportunities and
setting up meetings, Planning and preparing presentations, Communicating new product developments to prospective clients, Overseeing the development of marketing literature, Writing reports & Providing management with feedback

Identify potential clients, and the decision makers within the client organization. Research and build relationships with new clients.

Set up meetings between client decision makers and company’s practice leaders/Principals.

Plan approaches and pitches. Work with team to develop proposals that speaks to the client’s needs, concerns, and objectives. Participate in pricing the solution/service.

Handle objections by clarifying, emphasizing agreements and working through differences to a positive conclusion. Use a variety of styles to persuade or negotiate appropriately.

Special Business Development Plans

Attend industry functions, such as association events and conferences, and provide feedback and information on market and cre ative trends.

Present to and consult with mid and senior level management on business trends with a view to developing new services, products, and distribution channels.
Using knowledge of the market and competitors, identify and develop the company’s unique selling propositions and differentiators.

Bagged numerous appreciation letters from Senior Management and the client for exemplary client servicing.

Has been awarded the Best Performer (Sales) Award for 2002.

REFERENCES AND DOCUMENTS AVAILABLE ON REQUEST
