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Silsila Silla

Email 
: silsila.silla@innovacx.com
Phone
: 9553913840

A Certified Oracle Sales Cloud Solution consultant (Cloud) with over 11 years of total experience in  Business Process alignment, Configuration, Implementation, Enhancements, Testing, Training, Post implementation support and Project management. Encompassing various projects, most of them are full implementation cycles from Blue Printing to Realization and Go-Live across industries.


Additional experience includes in Training, Defect Management, and Test Management which includes Functional, Regression, and User Acceptance testing consistently demonstrated Initiative, Multi-tasking, Commitment, Leadership, and Result-oriented approach with strong customer focus and an ability to resolve complex and challenging issues.

KEYSKILLS

· Business Requirement Elicitation and Business Case Development

· Process Analysis and Redesign

· Change Control Management

· Business Process Improvements

· Requirement specifications gathering and documentation

· Usability focused functional design and testing

EXPERTISE 

· Oracle Sales Engagement Cloud  (Oracle Certified Professional)

· Salesforce.com
· Oracle CPQ Cloud ( Configure, Price and Quote)

· SAP 

· Qlikview
PROFESSIONAL EXPERIENCE

ORGANIZATION 1:

.
Name

: Innovacx Tech Labs Private Limited 
Period

: Jan 2017 to Till Date

Industry

: Professional Service Company 

Project Type
: Development & Implementation

Role

: Senior Solution Consultant
· Organize multiple conference room sessions with Business team of Client to understanding their requirement

· Interface with Customer, gathering requirements and delivering complete solutions.
· Own the design, development, and maintenance of ongoing metrics, reports, analysis, dashboards etc to drive key business decisions.
· Utilize various Project Management techniques to effectively facilitate change management for validated and non validated software systems, managing scope with in the Project.
· Document Software functionality for conversion to a different technology platform
· Worked with Developers and business process coordinators to come up with improvised solution, lead to increased efficiency in sales and overall functionality.
Responsible for: 

· Interact with Business representatives and gather business requirements

· Prepare Business Requirement Documents (BRDs) and finalizing scope 

· Work with respective business stakeholders and take Sign off on BRDs 

· Conducted show and tell, class room pilot, demos for Business to showcase system capabilities and provide overview of the application

· Discuss requirements with solution architects on the best design based making sure least customization and efforts required

· Playback the design solution to business and get their approval

· Prepare the Functional Specification Document (FSDs) covering requirements and the respective solution design 

· Help the development team in clarification of design queries

· Give walk through of the developed functionalist to the testing team

· Review Unit and System Integration test cases to make sure coverage of entire functionalists

· Prepare Trace-ability view matrix to make sure all the business requirements are covered, Prepare end to end user guides covering the end to end functionalist 

· Provide training to the end users 

· Help Business users during UAT phase. Work in collaboration with the quality assurance team to ensure test cases are sufficient, regression cycles are performed, and high quality testing is completed within the project time frame.

· Represent in the defect triage meetings to make sure invalid defects are filtered out and appropriate severity for the defects

· Conduct functional validation workshops and get a good understanding of the business processes/New CRs etc. 

· Acted as a Single Point of Contact (SPOC) between Customer/Client and Oracle during the implementation project lifecycle.

· Proper and in-depth understanding of each object / module of Sales cloud and CPQ Cloud. 

· Developing process maps of sales cycle, determining stages of sales pipeline, capturing activities within stages, and defining exit criteria for each stage
PROJECTS WORKED ON

Project # 1 

Client

:
Leading Consumer Appliance Manufacturing Company 

Team Size
:
6

Scope
:
Oracle Sales Cloud implementation

Integration with Siebel

Integration with OBIEE for Activity validation

Client 1 is a leading supplier of various products like Consumer Products (Appliances, Fans, Lighting), Exports, Luminaries and EPC (Illumination, Transmission Towers and Power Distribution) for the Indian and overseas markets. 

Brief Description of the Project:

· Simplify business process flows by setting up multiple Business Unit Setup, Organization Hierarchy

· Account Management, Lead Management and Lead nurturing process, opportunity management, Implemented User, Territory, Sales Quota, Incentive Compensations, Outlook Integration, Forecasting, Mobility’s, BI Analytics and Role Based Dashboards

· Activity Management and Activity validation and Reactivation through OBIEE
· By Leveraging OSC we have enabled modern CRM solution to manage SFA processes. Sales Reps are empowered with Mobility and OSN and enabled customer 360 view in OSC. Migrated from Siebel on premise system to Oracle Sales Cloud.
Project # 2 

Client

:
Leading Safety Equipment Manufacturing Company 

Team Size
:
7

Scope
:
Oracle Sales Cloud implementation



Oracle CPQ Cloud



Integration with Oracle EBusiness Suite



Integration with Customer Web Portal



Integration with Success Factor 



Integration with Customer In-house application – Bolt On
Client 2 is India’s leading Personal Protective Equipment Manufacturing enterprise, and is rated as one of the finest Indian companies providing world class PPE. It ranks as the number one Company in the field of Personal Safety in the country, and as one of the top ten Fall Protection manufacturing companies in the World.

Brief Description of the Project:

· Setting up multiple business process as per business organization based on Organization hierarchy, defined territory.

· Lead Management, Opportunity Management, Account Management, Activity Management, Sales Order Management, Expense Management, Sales Quota Management

· Mapped with current Bolt On application for Quotation. Multiple Quotation template designed based on business specific requirement.

· Full fledge customized Service Request / Complaint Management system

· Leveraging Oracle CX Cloud Mobile application

· Configuration of Products and Price in CPQ and Quotation process and Quote Approval Process. Quotation amendment

· Integration with Oracle EBusiness Suite for Customer and Sales Order Creation. Update on Sales Order status, Customer billing , payment, Invoice, Credit Memo and Sales Commission data

· Integration with Client Web Portal for Lead Generation

· Integration with Success Factor (HCM Solution) for Sales User creation and updation

Project # 3 

Client

:
Leading FMCG Cement Manufacturing Company 

Team Size
:
4

Scope
:
Oracle Sales Cloud implementation



Integration with SAP Business One



Self Service Portal for Dealer / Sub Dealers



Integration with SMS Gateway

Client 3 known for its strong product portfolio management, best in class quality as well as innovation in products & services, is quite confident of Double Bull Cement more than meeting the customer’s expectations. Double bull cement is a premium product with best-in-class quality in terms of strength and work-ability. It comes with a bundle of services for the consumer to optimize on construction needs. 
Brief Description of the Project:

· Setting up multiple business process as per client organization based on hierarchy, Territory definition, Product Definition.

· Lead Management, Opportunity Management, Account Management, Sales Order Management, Expense Management, Sales Quota Management, Dealer Management, Incentives Compensation

· Custom Solution form for capturing Promotional events, collateral products for Marketing events

· Activity Management (Beat plan and Activity tracking)

· Campaign Management (Define Campaign, define target contact list, Personalize email template, tracking campaign response and campaign effectiveness)

· Complaint Management system to track complaint raised by Dealer / sub dealers / key Accounts.

· Leveraging Oracle Sales Cloud Mobile application

· Integration with SAP Business One for Customer and Sales Order Creation. Update on Sales Order status, Customer billing , payment, Invoice
· Portal for Dealer / Sub Dealers to manage their Leads, Sales Order generation, Tracking of Order status, Payment history, Outstanding balance, raise complaints
· Integration to Client SMS gateway for pushing notification to Customers and Sales Users
Project # 4 

Client

:
Leading Automobile Company 

Team Size
:
4

Scope
:
Oracle Sales Cloud implementation



Integration with Siebel 

Client 4 is India’s pioneered the luxury car market in India. Client 4 India currently has the widest network reach for any luxury car maker in India: in 40 cities with 83 outlets. 
Brief Description of the Project:

· Setting up multiple business process as per client organization based on hierarchy, Territory definition, Product and Price Definition.

· Lead Management, Contact Management, Opportunity Management, Account Management, Sales Order Management, 

· Activity Management 

· Leveraging Oracle Sales Cloud Mobile application

· Integration with Siebel system for Lead synchronization, Product Synchronization, Contact details synchronization and Account synchronization
ORGANIZATION 2:

Customer
: ROBO SILICON PRIVATE LIMITED 
Period

:  May 2015 to June 2017: Project Manager 



   May 2012 to April 2015: Sr. Business Analyst



   August 2009 to April 2012: Business Analyst

Industry

: Manufacturing of Artificial Sand and Stone chips 

Environment
: Oracle Sales Cloud, SAP Business One, Qlik View, In-house Customized Applications (Logistic Control System, Production and Plant efficiency Application)  
Role

Project Manager & Business Analyst 
· Interacted and communicate with the Business Team and Application Support Partners

· Responsible for total SDLC phases during implementation of all project or software lifecycle

· Organize multiple conference room sessions with Business team of Client

· Work closely with the technical team and create High Level Design/User Guide for the assigned processes

· Work closely with business representatives to gather more information required for the Design/User guides

· Ensure minimal gaps in the solution/design. When any gap has been identified, closure of the same with respective streams and/or Business representative

· Work closely with Business SMEs through the Working Groups to effectively identify the gaps if any and follow them and resolve to closure

Responsible:

· Drive application implementation by acting as a trusted advisor to company and partner in domain of project management and deployment.

· Acted as a Single Point of Contact (SPOC) between customer-partner and Oracle during the implementation project lifecycle.

· Participate into different projects review and Steering Committee meetings and provide Oracle recommendations and feedback to overcome project challenges.

· Helped Robo in their successful Oracle Sales Cloud implementation.

· Leading implementations by managing the implementation project team from start to finish as project manager.

· Work with Support partners and team to improve the management experience with their cloud subscription and enable them to achieve business benefits.

· Developing process maps of sales cycle, determining stages of sales pipeline, capturing activities within stages, and defining exit criteria for each stage

· Proper understanding of each object / module of Sales cloud. Sales Force Automation, Sales performance management, PRM, CDM etc.

· Leverage OSC back-end settings and configuration in order to guide company through application set-up and implementation.

· Developed a professional and successful working relationship with internal team and support partner.

· Working with team to suggest improvements to existing sales processes and providing best practices to ensure a seamless adoption of Base for all users

· Drive adoption and success through weekly on-site implementation training's
· Manage Enterprise  implementation time-lines and complete process including on-boarding, configuration, admin/manager and end user training

· Conducting training for sales leaders, admin, and all end users

Assignment 1: Oracle Sales Cloud Implementation

· Setting up multiple business process as per client organization based on hierarchy, Territory definition, Product Definition.

· Defined Pricing and Credit rule and approval process based on customer requirement

· Lead Management, Opportunity Management, Account Management, Sales Order Management, Expense Management, Sales Quota Management and attainment against Quota  

· Custom Mobile Application for Spotters to capture and generate Lead at Lead place. Lead Assignment to users as per territory definition

· Activity Management (Journey cycle Plan and Activity tracking)

· Leveraging Oracle Sales Cloud Mobile application

· Integration with SAP Business One for Customer and Sales Order Creation. Update on Sales Order status, Customer billing , payment, Invoice and Outstanding
Assignment 2: SAP Business One Implementation

A single solution which streamlines the full key processes – from accounting to purchase to sales. Capture all of your business information in a single, scalable system.

· Conducting the workshop for requirement gathering by engaging the business users for each module

· Preparing Functional Specification documents for requirements

· Identifying Change requests, preparing the necessary documents and escalation to the respective teams

· Develop processes and design reports to boost the business intelligence of an organization

· Monitoring the Implementation activities and providing necessary guidance to the team

· Responsible to obtain the UAT sign-off from business

Assignment 3: Qlikview Implementation
Dashboard app that answers company’s most important business questions. Where you can play with data coming from different sources in one page for all sales and management reviews.

· Part of end to end implementation 

· Delivered a best solution which suits to business requirement 

· Support in Integration to Other application

· Reviewing Financial performance on monthly and quarterly basis

· Sales productivity analysis

Assignment 4: Logistic Control System – Weighbridge Application
Weigh and data management solutions for complete control on vehicle weighing data. And the same integrated with SAP for transactional activities. Organizing weighing record, simplify the scale operators job, speed up transactions and eliminating costly errors.

· Understanding the business process requirements and translating them into functional specifications

· Requirement documentation and sign off from business owners, preparing the functional documents with process flows designed

· Make understand to the development team on requirement of scope

· Creation of High level Business Process Work-flow Diagram

· UML diagrams: Use Case and Activity diagrams

· End user training at multiple location
ORGANIZATION 3:

Customer
: MAYTAS PROPERTIES LIMITED 

Period

:  June 2007 to July 2009, Process Associate

Industry 
: Real Estate Company 

Environment
: Salesforce.com

Role

Process Associate
· Responsible for requirement gathering and understanding Sales business problems
· Suggesting solution identification and part of evaluation team
· Work closely with the technical team and create High Level Design/User Guide for the assigned processes

· Managing complete solution implementation based on Salesforce product capabilities
· Managing complete project implementation for Salesforce.com application
Responsible:

· Worked closely with user leads including business leads and enterprise architects, analyzing business requirements, process flow and data need and ensuring solution fit the business needs and project goals

· Build prototype dashboards to provide metrics and insights at scale that meet the needs of the entire India Sales Support.

· End to End project implementation Observe/audit sales and CRM transactions on the application at all times and alert if anything out of the ordinary happens. Proper definition of what will result in an alert will be provided to the team.

· Was responsible for the effective flow of information between team members of sales force and active participation in all project activities.

· Managed ongoing support requests and administrative needs of users. Manage database of record, implemented on the Salesforce.com platform, for all organization users.

· Developed training plans, materials, and documentation for database users, keep materials up-to-date, coordinate new user and ongoing training sessions

EDUCATION

Master of Business Administration, Marketing & Finance, BPUT, Orissa, 2006

Bachelor of Commerce, Berhampur University, 2004

ACCOMPLISHMENTS

CSM
:
Certified Scrum Master

OSC 
:  
Oracle Sales Cloud 2016 Implementation Essentials

ITIL 
: 
IT infrastructure Library @2011 Foundation

BA 
:
Foundations of Business Analysis

ADSA
: 
Advance Diploma in Software Application[image: image1.png]
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