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Email: poomyne@gmail.com

OBJECTIVE
To seek a challenging position using my extensive background of account management, team management, strategizing, conceptualizing and executing various plans in space of brands and marketing.

PROFILE
· Over 19 years’ experience in Sales, Marketing, Account Management, Client Servicing and Customer Success.
· Versatile and resilient, demonstrated by effectively managing sizable accounts. 
· Strong history of building lasting relationships with clients and colleagues.
· Experience in formulating marketing strategies and contributing towards enhancing business volumes & growth and achieving revenue and profitability norms. 
· Won appreciation and validation on a regular basis both from clients and Management.
· A diligent, positive, and responsible leader for whom results are the ultimate bottom-line

EXPERIENCE

Vice President – Business Growth, Bhilwara Infotechnology Ltd, New Delhi                             Feb’23 – Sep’2023
Bhilwara Infotechnology (Part of the LNJ Bhilwara Group) is an IT Staffing, Consulting & Implementation company.
Key Responsibilities 
· Acquiring new clients and contribute to the growth of the company.
· Understand the requirements and bridge the gap between the client and delivery team.
· Conceptualize, plan & execute marketing strategies and initiatives for brand awareness and lead generation.

Head Customer Success & APAC Marketing, Smarten Spaces, New Delhi                                   Sep’20 – Oct’22
Smarten Spaces, is a global SaaS company that offers a complete suite of solutions for the hybrid / digital workplace.
Marketing Responsibilities
· Develop & execute marketing strategies, campaigns, and initiatives for the APAC Region.
· Conceptualize and execute both online and offline marketing projects.
· Plan & execute innovative marketing campaigns for events, email marketing, webinars, case studies and social media.
· Data mining of prospects / partners / clients to help in lead-generation activities.
· Work closely with the APAC sales team to measure the impact of marketing campaigns.
· Ensure KPI’s and metrics are met for marketing & sales targets in APAC.
· Keep up to date with the marketing trends.
Customer Success Responsibilities (Managed customers like Blackstone & Phoenix) 
· Ideate, plan, create content & execute marketing strategies for App Adoption and engagement.
· Fast-track client dependent decisions and established a go-to-market framework for the app. 
· Establish a systematic and efficient process of work-support between multiple levels of hierarchy at client, teams, client-partner/vendor, and interpersonal level to build a supportive environment for quick & effective decision making and task implementation process.

General Manager – Key Accounts, CS Direkt Events & Exhibitions Pvt Ltd, New Delhi             Dec’11 – Nov’19
CS Direkt is an Experiential Event Solutions Company in creating Transformative Experiences for various Brands. 
It helped me to acquire skills that allowed me to be a well-rounded events and marketing professional, a Brand custodian, consultant and Experience manager for multiple clients such as Microsoft, Mercedes, Canon, Schneider, Novo Nordisk, Becton Dickenson etc.
Key Responsibilities
· Led a marketing team responsible to drive strategies aligned to the vision of the client.
· Responsible for Training, personal development and grooming of the team.
· Ensure profitability and operational excellence for brands.
· Conceptualizing and executing Integrated Marketing campaigns.
· Plan & conceptualize various strategies and monitor industry trends to achieve business goals.
· Making and reviewing proposals and budgets.
· Analyzing the clients branding needs to develop & design customized solutions and concepts.


General Manager, E’Blitz Inc, New Delhi   					                         Oct’09 – Sep’11
E`Blitz Inc an event management company Headquartered in Bangalore, involved with events to an all-new frontier, be it conferencing, artist management, delivering performers, conceptualizing events, brand building, press Conferences, promotions etc.
As the General Manager based in Delhi, responsible for the entire operations of North India.
Key Responsibilities
· Identify prospective clients and explore new avenues to augment business for the organization.
· Understand the client’s requirements and work on concepts and presentations.
· Manage, communicate, and delegate responsibilities to different departments.

Sales Coordinator, Lightspeed Research (Kantar Group), London	                                         Feb’09 – April’09
Responsible for serving clients and understanding their different businesses.
Key Responsibilities 
· Act as a single conduit for all cost requests from business in Europe.
· Ensure that the briefs are understood, and a full feasibility is conducted via outsourcing company prior to accurate costing being provided.

Account Manager, The Training School, London                                                                                   Jan’06 – Jan’09	       
The Training School provides bespoke training in Hospitality and Leisure and is recognized as the leading firm in the industry.                     As the Account Manager for clients such as Coca-Cola, Bacardi, Pitcher & Piano, and Diageo, was solely responsible for delivering clients’ training requirements. 
Key Responsibilities 
· Understanding the client’s training objectives. Attending briefings to establish specific needs and recommending workable and financially viable solutions that fit the client’s requirements.
· Producing detailed timelines and budgets, including resource requirements. 
· Review of client’s legal policies, due to patented branding and corporate identities used in the industry. 
· Commissioning training material from industry leaders or adapting pre-commissioned modular programmes, which are rigorously edited and formatted. 
· Implementing and controlling all aspects of the training day (most easily explained as a one-day industry conference) including sourcing and booking trainers, travel, accommodation, venue facilities, pre-course evaluation, training materials and refreshments.

Sales Executive, ITC Hotel, Windsor Sheraton & Towers, Bangalore                                                 Sep’00 – March’01
As a Sales Executive for this prestigious chain of 5-star hotels, my responsibilities included:
· Marketing the Sheraton Group of Hotel brand to elite Corporations and wealthy individuals.
· Organizing Sales and Marketing events to promote the subsidiaries and restaurants under the ITC Sheraton umbrella. 

Business Development Executive, K. Raheja Group, Bangalore			             Oct ’98 – August’00
The K. Raheja Group is a leading developer and provider of services in the fields of realty business, hospitality, and retailing.
Initially recruited as a Sales Executive to promote a newly built private club (Club Cabana). Following my success in the project and rapport with leading Indian multinationals, was promoted to Business Development Executive.
· Interacting, developing and promoting key partnerships to effectively communicate all upcoming projects and potential business partners.
· Preparing presentations for all corporate meetings and ventures.

Sales Executive, Prima Nexus, Bangalore 					                              Jun ’97 – Sep ’98     
Responsible for the Sales and Marketing of sim cards and mobile phones for the company’s business partner, JTM Mobiles. 

EDUCATION
Post Graduate Diploma in Sales and Marketing 					               1996 – 1997	
Xavier Institute of Management and Entrepreneurship, Bangalore 
Core subjects - Industrial Marketing, International Marketing, Rural Marketing, Business Communication, 
Marketing Research, Consumer Behavior
B. Com, University of Bangalore								1993 – 1996
A Levels, Central Board of India								1991 – 1993
Economics, Accountancy, Business Studies, Computers and English
