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Professional Experience

Birlasoft Inc., US East Coast


Engagement Manager                                                                             Dec 2016 – April 2018

· Strategically develop an account plan to maintain alignment with overall vision of the vertical, as well as quarterly and annual strategic roadmap for existing accounts and sub-vertical: managing $5M+ portfolio exclusively with Fortune clientele.
· Plan and execute qualitative and quantitative initiatives to gain customer satisfaction 

· Successfully cross/up sell professional services to improve brand identity 
· Technology focus of Professional Services: SAP Hana, SalesForce, RPA, HR Bots, Middleware, AWS, AI, DevOps, Analytics 

· In the absence of delivery manager, provide keen supervision to on-site team with more than 20 staff and off-shore team with over 70 members 
· Highlights of Advisory and Consultative services: - 
· As part of the digital transformation initiatives, propose implementation of CoE for Analytics for client, to drive efforts in managing HR stakeholders while staying ahead of the curve.

·  Offer effective advice on enterprise architecture approach with a cross functional team while mentoring client in transitioning into a DevOps lead approach and a proactive inclusion of API approach

· Work closely with stakeholders during digital transformation phase in three areas of corporate HR structure

· Foster a culture of advisory services than the historical tendency of delivery lead sales
Career Highlights:

· Succeeded in obtaining deals worth $1M+ in the past two quarters as well as in developing pipeline of $3M within last year which eliminated the stagnation phase for the previous two years.
· Steered efforts in breaking revenue stagnation of the two accounts through the planning and implementation of innovative strategies.
· Guaranteed & achieved 100% contracts and 2 successful global MSA renewals.
· Spearheaded CXO discussions with Fortune 500 CPG Giant and Tier 1 automotive supplier for customer acquisition initiatives.
· Established strong reputation for consistently maintaining 90% CSAT rating.
Curologic Systems, New York City & Pune


Vice President of Business Development                                          March 2013-Dec 2016

· Administer business development initiatives for professional services from ground up in the US region while serving as the P&L owner for the region.
· Took charge of developing and executing strategic partnerships such as InfoSec, DevOps, and Staffing in the United States territory.
· Carried out the development of overall GTM strategy along with the management and scaling of on-shore and off-shore teams.
· Exemplified relationship management skills in engaging between prospective and existing customers
· Directed the design, development, and execution of (outbound) marketing strategies for US and APAC regions.
· Technology focus through professional services: SAP, MS BI, AWS, Java & Open Source, Penetration Testing, DevOps
Career Highlights:
· Successfully on-boarded 5 new logos for Professional Services in US with new bookings in excess of $600K in 2015 and a pipeline of $1.5M in 2016 while ensuring successful MSAs.

· Played an integral role in transitioning the US team from account management to customer success. 

· Acquired niche technology partnerships for an entry into Australia, South Africa, and UK market.
                                               Maxsimos Techsoft, Pune (Sister concern of Curologic Systems)


Vice President of Business Development                                                                                                   March 2013 – Sept 2014

· On-boarding three initial and strategic clients for Maxsimos in India through consultative SaaS sales in 2013 and 2014
· Attained the conversion of wealth management customer into strategic partner by implementing customer success thought process.
· Tasked as the Market POC for design and delivery teams for employee engagement, wealth management & mobile workforce focused SaaS platforms
· Fulfilled various tasks, which include conceptualizing platform specific sales strategy, designing and executing inbound & outbound sales approach, as well as initiating sales systems.
· Established Business Development team from ground up while enabling the Customer Support Team in initiating a hands-on and scalable structure.
· Orchestrated market research, analysis, and business model creation processes.
· Closely coordinated with the CEO in formulating collateral for investor pitch.
Hopsys: SaaS Healthcare Start-up, Pune (India)


Chief Operations Officer 
Apr 2012–Nov 2012
· Advocated cloud base of ERP for healthcare devices, which drove radical change into the healthcare market.
· Assumed full accountability in executing strategic roadmap for the company and the brand for short- and long- term. 
· Dealt with the negotiations with existing and prospective clients as well as ensured high standards of product delivery management.
Career Highlights:
· Served an instrumental role in building and developing a large pipeline of prospects through outbound marketing
· Allowed customer support channels as well as L1, L2 structures; while implementing governance structure to ensure customer focused product delivery.
DETS – SaaS eLearning Start-up, Pune (India)


Operations Manager
 Mar 2010–Apr 2012
· Launched three different content based (B2C) products in the market by building an eLearning start-up in Pune.
· Significantly boosted revenue by 45% in each quarter through partnership sales model 
· Carried out M&A negotiations with a large publishing house.
· Designated market POC for product development process.
· Generated business model based on primary and secondary research including data analysis, forecasting, and potential scaling plan.
Various Companies, India and United Kingdom



Freelance 
 Dec 2006–Mar 2013
· Acted as Business Growth Consultant for family business, in charge of assessing and establishing a business model for growth strategy.
· Completed primary research and evaluated data to create business model as an Economist for a product company in Pune.
· Built business model focused on environmental economics that was presented to local government, as the Economic Analyst and Advisor for social entrepreneurship project.
· Functioned as Research and Teaching Assistant in India and the United Kingdom.
Activities

Jnana Prabodhini: voluntary work for non-profit
· Coordinator and Team Member, Economics Think Tank 

· Team Leader in Youth Wing, with a focus on various socio-economic problems within slums of city of Pune
· Economics Teacher, 9th and 10th grade full curriculum
Profile





Multifaceted, forward-thinking, and goal-driven professional with solid track record of success in providing first-rate leadership and services across diverse business functions spanning business development, project management, and start-up company development. Possesses outstanding ability to manage and develop high-calibre professionals to drive operational productivity and organizational profitability. Demonstrates expertise in formulating strategic initiatives to boost cost reduction and work efficiency. Exemplify effectiveness in dealing and negotiating contracts with vendors and other stakeholders, while considering the best interest of the company and other parties.





Areas of Expertise





Technology and Business Consulting


Revenue Growth 


Customer Engagement


 Digital Transformation 


Human Capital Management


Customer Success


 Professional Services


Business Modelling


Process Optimization





Education





Coursework toward Doctor of Philosophy


University of Leicester, Leicester, England





Master of Arts in Economics


University of Pune, Pune, India





Bachelor of Arts in Economics


University of Pune, Pune, India
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