LAKSHMI MENON

Cell:9008279420                                                                               H:243, Trifecta Esplanade, Kadugodi
 E-Mail: lakshmimenon.1984@gmail.com                                                      Whitefield,Bangalore
Profile Summary
· Prince 2 certified Program Manager working with multiple product groups on various research enquiries . This involves training and coaching the product group to program manage the event for there research.
· Result Driven Manager working to ensure beneficial client interactions through strategic management and proactive implementation. Acted as a primary focal for roll out of ServiceNow for 850FTE in Philippines and India
· An ITIL, CSM and Anaplan(Business Planning tool) certified professional with around 12 years of experience in service management, Business development &client management, vendor management &operations, sales enablement, Contract management ,HR & marketing
· Proficient at Client Management & managing cultural sensitivities in a Global Matrix construct; Ran Transition for Corporate Applications to Steady State Support

· Understand the contract and work closely with the delivery team for an optimum solution to fulfill the client requirement.

· Manage the Service Analytics and Automation.

· Worked with varied high-profile leadership, cross functional team and vendors to program manage setting up client visit experience center and various other corporate initiatives.
· Work closely with the recruitment for resource management and identify the right candidate for the role. Reach out through personal network and internal social media to source the right candidate.
· Run marketing campaigns with partners like Wipro, Keane to identify and network with potential client and pitch products and solutions. Also, manage a team of external vendor for prospecting the new business through cold calling.
Professional Experience

April11 till date                                          Accenture                                                  Associate Manager         
Client: Microsoft       Duration 1st Feb 2020- till date                    Role: Research Program Manager         

· Work with various product teams to plan research events for the customer.

· Collaborate with multiple stakeholders including vendors, senior management, and cross-functional teams to learn about the product and its features 

· Use multiple UX Research methods like Surveys, Interviews, Journey Mapping, Customer feedback to cater research enquiries
· Involved in coaching and training the product teams to conduct the research events

·  Work closely with senior leadership to align on goals, present weekly ,monthly updates
· Present in the various stages program which including research, launch, communications, events, budget tracking and post-launch analysis
Client: Oil and Gas Major       Duration 1st Oct 2016-Jan2020                        Role: Service Manager         
· Program Manage ServiceNow Roll out for 850 FTE in India and Philippines.
· Manage the project financials and work with multiple stakeholders to decrease the cost and increase the profit margin. 

· Service Delivery Manager for Enterprise Applications (SAP) and 150+Business Applications. Work with the project team to ensure the agreed service levels are met and recommending actions are taken to address issues.

· Ran Service Management with a 140+ FTE Offshore Unit to deliver mandates in defining, managing, measuring and meeting client expectation.
· Understand contract changes, operating level agreements, service level agreements and other related matters and work with multiple stakeholders to ensure we are covered financially and contractually. Coordinate with delivery team to devise optimum solution for additional scope of work for the client 

· Manage the Transition to Support process for additional releases or work scope agreed to be included in the current service delivery team.
· Drive Analytics and Automation initiatives for the project.

· Work with delivery team to ensure if all requirements for support to take on project changes have been met and highlight  if there are any outstanding issues.
Client: Sales Enablement       Duration: 1st May’11 to 30th Sep’14      Role: Business Operation Lead
· Interact with internal clients, solution architects and cross functional teams to provide support on RFx.

· Closely work with the Marcom team to maintain the facts while responding to proposals.

· Create internal communication plan to increase the visibility internally.

· Program manage and work with multiple teams and vendors to set up client visit experience centers.

· Work with the senior leadership and multiple teams for forecasting and resource management.
· Hire teams across India and train them to handle client visits for high end technology showcase.

· Closely work with the Marcom team to maintain the facts while responding to proposals.

· Undertake internal marketing activities such as writing stories for internal website to increase the visibility of the team within the company
June10 till April11                                   EMC Corporation             Sales Development Representative

· Work closely with different channel partners, media partners and event management agencies to organize events to achieve business objective.

· Organising end to end activities, CIO Roundtable Conferences and other events.

· Running webinars and managing the end to end process from filtering database, designing email invitation, launch, registration confirmation, holding the webinars, and follow up.
· Working closely with the sales team and technical team to ensure there are no gaps in understanding of the user requirement.
· Manage a team of OutBound B2B callers to generate the leads and maintain a healthy sales pipeline for the sales team in Salesforce.
Aug08 till May10                Experion Technologies                    Senior Executive Sales &Marketing

· Work with the CEO to identify a new market segment to position the product and develop clients and create quarterly newsletter, blogs and brochures
· Conduct the product Gap Analysis – Identify the functional and technical gaps of the product with respect to the client requirements.

· Creating product collaterals and participated in bid management activities. Bid management involves RFI, RFP, Tender, Proposal, commercial and contract document preparations.

Oct07 till March08                             Factorial Solution                                         Sales Consultant

· Identify market segment and do market development
· Giving presentations to C level executive after generating leads through B2B calling

· Identifying the Right Party Contacts (Decision Makers) in organization and delivering the right message at regular intervals of time through Phone, Email and Physical Brochures.
Education and Recognitions
· MBA (Marketing) from Punjab Technical University with BE (EEE) from Anna University 
· Received the best performer recognition in the Sep 2018 ,Jun 2017 and  May 2013 with best performing and best performing team award in the year 2014
