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Summary
 Overall 10 plus years of experience, 6 years of experience in US Staffing/Recruitment and 4 years International BPO sales experience

· Recruited technical and non technical consultants of all levels, from Entry level programmers to project managers, Architects etc.
· Hands on experience in End to End Recruitment.
· Proficient in Recruiting such as vendor networking, job boards, internet search, head hunting, LinkedIn, X-Ray Search, Hiretual etc
· Expert level knowledge and work experience with job boards like Dice, Monster, Tech-Fetch, Zip Recruiter, Career Builder, Job Diva, Indeed, ,LinkedIn etc
· Ability to get profiles without any job boards.
· Headhunting & Cold calling expertise
· Gained vast knowledge throughout my journey about recruiting.
· Always maintained good working relationship with various staffing partners/companies, consultants, hiring managers and helping them to fulfill their needs. 
· Proven track record of proficient problem solving, organizational and analytical skills.

Professional Experience

	Company
	Job Tittle
	Duration

	Vision Information Systems Inc 
	Senior Lead US IT Recruiter 
	Sep 2014 – Till Date

	GEN-SOURCE RX 
	Team Lead – Sales
	Oct 2013 – July 2014

	GEN-SOURCE RX 
	Sales Support Specialist (Sr Tech Executive)
	Jan 2012 – Sep 2013

	GEN-SOURCE RX 
	Sales Associate 
	Jun 2009 - Dec 2011 





Vision Information Systems Inc (https://www.visionisys.com)  			     Sep 2014 – Till Date

Vision Information Systems Inc ’s expertise spans a wide range of industry experience including banking, communications, computing, financial services, entertainment, manufacturing, oil and gas, retail, technology, transportation, and utilities. We strongly believe that by combining our technical expertise with deep industry knowledge and insight, we can deliver the best results for clients and industry specific business process requirements.

Role: Senior Lead US IT Recruiter 
Responsibilities:
· Reporting to the Director – Talent Acquisition, recruited for positions across all levels, functions and specific requirements based on the Client business.
· Accountable for effective end to end Recruitment ( sourcing, mapping, assessment, selection, hiring and onboarding)
· Engage and Collaborate with internal and external recruiting support partners Internal sourcing, Talent Channels, Agencies etc. to identify learnings / best practices for best in class delivery. Proactively build a network of potential candidate
· Assess talent through behavioral and competency-based interviewing techniques
· Expert level experience in Recruiting Citizens, Green Cards, EADs, H1B &amp; TN Visa Holders on all the tax terms (W2, 1099 &amp; Corp to Corp)
· Monitor and identify impact associated with key performance indicators via Daily/ weekly / monthly reports eg; offers, interviews, hiring SLA etc
· Serve as the primary point of contact for the client in absence of delivery team, on issues, change requests and other matters that come up in the course of day-to-day delivery
· Experience in negotiating the compensation in order to onboard a candidate
· Providing SME support to Recruiters and helping recruiters in day in day out work, responsible for requirement allocation,responsible for quality of deliverable
· Experience in using recruiting portals like Dice, Techfech, Monster, Zip Recruiter, Career Builder, LinkedIn etc.
· Validate job requirements and take ownership of the complete recruitment cycle.
· Experience in hiring hourly, salaried and subcontracting candidates.
· Experience in working with Applicant tracking tools.
· [bookmark: _GoBack]Maintained an active awareness of internal candidates availability and their skills, to make sure that they
can be assigned to any other ongoing projects matching their skill set..
· Recommend initiatives and process improvement as necessary

· Below are some of the IT Clients I Worked for,
· DAZZ
· Cognizant
· Zoetis (Health care)
· EPAM
· HCL
Environment: Microsoft Office, Office365
Applicant Tracking System (ATS): Ceipal

]

GEN-SOURCERX (https://www.gensourcerx.com/)		                                            Sep 2009 –   Jul 2014

GEN-SOURCERX is a National Generic Pharmaceutical Distributor, whose primary mission is to respond to the increasing generic needs of pharmaceutical chains, independent pharmacies and other members of the Health Care community. GEN-SOURCERX operates under the highest standards set by the wholesale distribution industry; accredited by the VAWD in 2007, National Associations of Boards of Pharmacy (NABP)

Role: TeamLead – Sales                                                                                                       Oct 2013 – Jul 2014
Responsibilities:
· Improve training effectiveness by developing new approaches and techniques; making support readily available; integrating support with routine job functions
· Determine call center operational strategies by conducting needs assessments, performance reviews, capacity planning, and cost/benefit analyses; identifying and evaluating state-of-the-art technologies; defining user requirements; establishing technical specifications, and production, productivity, quality, and customer-service standards; contributing information and analysis to organizational strategic plans and reviews
· Prepare new sales representatives by conducting orientation to sales process; developing individual coaching plans; KPI, KRA, providing resources and assistance; scheduling orientation drive-along with senior representatives
· Determine training needs by barging call with sales representatives; observing sales encounters; studying sales results reports; conferring with sales managers
· Develop individual results by maintaining policy and procedure resources; providing coaching; conducting training sessions; developing outcome improvement resources
· Checking the items which are sold and approved less than the True Cost
· Forecasting, budget and track account revenues and cost
· Provided team with a vision and objectives and managed key performance indicators 
· Conducted one on one meetings and share timely feedback with team members. 
· Ensured service targets are met consistently through the predefined productivity norms within the defined costs, time and quality parameters. 
· Assisted Director of Business Development in analysis of the pricing data 
· Conducted performance appraisals for the team and drive regular performance management. 
· Effectively managed a high-volume of inbound and outbound customer calls.
· Accurately documented, researched and resolved customer service issues.
· Responsible for handling teams (calls/emails/complaints)
· Motivating the Team to Drive sales
· Enhancing the productivity of the agents
· Refresher Training to the team on a regular basis
· Coordinating with support functions for recruitment/ on boarding/ training 
· Managing the Roaster, Shrinkage and Attrition
· Set the monthly, weekly, daily Targets for the team and ensure that the targets are achieved 


Sales Support Specialist (Sr Tech Executive)–                                                                      Jan 2012 – Sep 2013
· Taking an appointment and install CSOS Software 
· Analysis of market pricing of Generics during Promotional Offers 
· Undertook market research for identifying potential products
· Ensure ample amount of training intervention is planned and delivered for the assigned team members 
· Placing orders, filing complaints, replacing products, refunds, installation, and other issue
· Call handling to develop first hand sensing of customer pulse and manage irate customers
· Audit Calls and identify the training requirements of each Team Member
· Effectively managed a high-volume of inbound and outbound customer calls.
· Met or exceeded service and quality standards every review period.
· Developed all process controls and metrics for daily management 
· Reactivating the accounts by convincing clients and comparing prices of more than 75 medication with the current competitor invoice








Sales Associate -                                                                                                                       Jun 2009 - Dec 2011 

· Acquiring new clients by giving a brief introduction about the company and explaining the benefits of doing business with us. This includes sales of products and services over the phone and obtaining legal documents of the new clients via fax
· Placing orders, filing complaints, replacing products, refunds, installation, and other issue
· The second attribute is servicing the accounts which include sending industry and product updates to the clients via fax and Tele-communication. I also have to monitor and record the activities on the accounts on a daily basis to ensure that there is no lack of service.
· Developing account goals and business plan with customer
· Partnering with the Customer Marketing Manager in promotional development
· Cold calling and achieving Net Revenue, Gross Margin & Net Working Capital targets for the account portfolio.
· Forecasting, budget and track account revenues and cost
· Achieving Net Revenue, Gross Margin & Net Working Capital targets for the account portfolio.
· Developing multi-level relationships with the account.


Applicant Tracking System (ATS): Salesforce






