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Background Summary:
Experienced Manager with a wholesome background in the IT staff augmentation industry across the spheres of account management, team implementation of full cycle recruiting and service delivery with over 17+ years of overall experience working in Different Companies and 13+ years of overall experience hands on Operations Manager /Client Management/vendor management/Business Development Manager/Account Manager/Operations Manager/Technical Recruiting/Technical Sales.

Personal Strength:
Open minded and a positive approach towards development and acceptance of newer challenges

and work culture, which has been the corner stone of all my assignments. Compatible and capable

of working under pressure to meet the respective deadlines optimistic, Goal oriented, Creative and

has strong analytical problem solving, Inter personal skills and communication skills with convincing abilities. Provide outstanding work ethic, Time management, Organizational, and innovative skills. I am responsible, Loyal, Reliable and Independent worker with high level of Enthusiasm and Creativity.

Professional Experience:
Information Technology Staffing, Started working as a TECHNICAL RECRUITER Sales/

Recruiting/ Client & Vendor Management/ Account Management/ Business Development Manager / Operations Management.

Fortune 100 clients: Delivered staffing solutions to numerous Fortune 100 clients as both an agency and corporate recruiter. Successfully supercharging qualified resumes and delivering exceptional resources to Fortune 100 companies. Extremely effective at blending conventional and current state-of-the-art recruiting techniques to create true outside-the-box sourcing solutions

Responsibilities: 
In last years of Recruiting Career Worked as Recruiting Consultant, International Recruiter, Sales manager, BDM, Client and vendor management.

A seasoned professional and leader who develops ideas and concepts into reality, an excellent

Organizer who assesses, evaluates, and identifies the method of least resistance to increase efficiency.

Assumes responsibility while understanding the larger picture and acts quickly to implement programs and processes without compromising quality.

Worked and perfected resume delivery system: In our industry there is only 24 hour window for any

requisition. A resume delivery system built after observing mistakes and success stories and eventually perfected overall staff augmentation resume delivery system. Recruiter must perfect towards submitting qualified candidates in less than 24 hours from the time requisition assigned. Placement Success for any recruiters follows in understanding the requirement and matching right candidates.

My placements success derives from personally built large Qualified Resume Database. 

Placed numerous senior candidates by negotiating offers, sign-ons, H1B hires, relocations, contracts.

Recruited and hired candidates in state and out-of-state for contract, contract-to-hire and permanent

Placements for all IT positions for multiple client companies. Recruited effectively recruited candidates through internet search, posting, internal database, cold calling, referrals, networking, and job fairs.

Full Life Cycle Recruiting: 

Conversant with the entire recruitment life cycle from sourcing to closure,

Excellent knowledge of recruiting and hiring processes including, Searching talents, Phone

Screening, Coordination interviewing, coordinating submission and interviewing process between

Candidates and clients, Reference checking, Background checks, Tracking, Extending employment

Offers and contractual agreements, Negotiating salaries /agreement terms, helping candidate

Relocation process, Final closing/placing candidates. Deliver candidates with (Background search /

Client references).

Negotiating: Negotiate Employee Contracts, Negotiate and execute Third party recruiting /sales

Agreements, Client Terms, Permanent salaries, Billing Rates.

Education:

MBA (Marketing) from Central University, London, UK 2005.

PGDCA from NIIT Warangal, A.P, India.

Bachelor of Science in Computers from Kakatiya University, Warangal, A.P, India.
Experience:

Working as BDM/Accounts Manager (INDIA) from Jan 2016 – Till Date
Working as BDM/Client Service Delivery Manager (INDIA) Bourntec Solutions, INC Sep 2014 – Dec 2015
Worked as Sr. BDM (INDIA) for Allied Informatics, INC from March 2013 – August 2014

Worked as Operations Manager/ BDM (INDIA) for SS Global LLC from 2012 May– Feb 2013 
Worked as Accounts Manager (INDIA) (Indian Operations Manager)/Accounts Manager/ BDM for NYTP, INC from 2010 Jan –2012 April

Worked as a Marketing Director/BDM (USA) in PANTAR SOLUTIONS, INC from 2007 Dec-2009 Nov.

Worked as a Recruiter & Sales (USA) in RELYCOM, INC from 2006 Mar-2007 Dec.

Worked as Business Analyst (USA) for a period of 6 months for E*TRADE Financials 2005 Oct-2006 Feb.

Worked for DATA FORCE UK LTD as campaign lead UK for a period of 1year 4 months. After MBA has been selected from the Campus interview.

Worked for Cipla Pharmaceuticals for a period of 2 years 2000-2002.

Globus IT, INC (India, HYD)

Jan 2016 – Till date


Role: Operations Manager/ Accounts Manager/ Business Development Manager (Marketing, Client Relations & Business Development)
Responsible for Indian Operations.

Responsible for marketing of consulting services, IT support and Marketing partnerships and programs.

Handled a Team of 20 employees includes sales team, Recruiting team along with training and hiring OPT CPT consultants negotiating payment terms and handling contracts ( B2B Contracts, Employee Contracts).

Spearheaded Value Added Reseller (VAR) and Marketplace support programs for clients.

Followed up with clients to ensure placements and continued business.

Ironed out client and candidate issues to ensure the perfect match and enabling starts on schedule.

Collecting feedback and utilizing it to make future submissions more specific to client requirements.

Hands on Experience working of Different recruiting, resume databases & mass mailing sites such as CRM, Vertical Response, C-Biz & Bullhorn.

Built and maintained rapport and relationships with Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

Bourntec Solutions, INC (India, HYD)

Sep 2014 – Dec 2015

Role: Accounts Manager/ BDM (Marketing, Client Relations & Business Development)
Responsible for marketing of consulting services, IT support and Marketing partnerships and programs.

Lead a team of 10 onsite recruiters and ten offshore recruiters. Coordinated a team of offshore and onsite Recruiters and marketers as reporting authority.

Generated revenues exceeding targets assigned for the past year with the Team Coordination.

Spearheaded Value Added Reseller (VAR) and Marketplace support programs for clients.

Followed up with clients to ensure placements and continued business.

Ironed out client and candidate issues to ensure the perfect match and enabling starts on schedule.

Collecting feedback and utilizing it to make future submissions more specific to client requirements.

Hands on Experience working of Different recruiting, resume databases & mass mailing sites such as CRM, Vertical Response, C-Biz & Bullhorn.

Built and maintained rapport and relationships with Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

Allied Informatics, INC (India, HYD)
March 2013 – Aug 2014
Role: Accounts Manager/ BDM/Client Service Delivery Manager (Marketing, Client Relations & Business Development)

Managing a team of 10-15 recruiters for Projects and Staff Augmentation requirements.
Responsible for managing vendor relations, rate negotiations with Third Party vendors to ensure the best possible rate based on candidate, skills, location, and availability. Responsible for qualifying Third Party candidates prior to submitting to End Clients.
 I have covered all facets of recruitment starting from getting the requirement from account manager and discussing and allocating it to the team and have been thoroughly involved even for my team in Identifying the resources and tech screening them for better interview and placements ratios.
 I have strong negotiation skills and always recruit resources from genuine employers and doing away with all unnecessary layers.
 I have been consistent in placing candidates on monthly basis and I have always made maximum incentives in our whole offshore team.
SS Global, LLC (India, HYD)

2012 May-Feb 2013
Role: Accounts Manager/Operations Manager/BDM/Client Service Delivery (Marketing, Client Relations & Business Development)

Responsible for marketing of consulting services, IT support and Marketing partnerships and programs.

Lead a team of 10 onsite recruiters and ten offshore recruiters. Coordinated a team of offshore and onsite Recruiters and marketers as reporting authority.

Generated revenues exceeding targets assigned for the past year with the Team Coordination.

Spearheaded Value Added Reseller (VAR) and Marketplace support programs for clients.

Followed up with clients to ensure placements and continued business.

Ironed out client and candidate issues to ensure the perfect match and enabling starts on schedule.

Collecting feedback and utilizing it to make future submissions more specific to client requirements.

Hands on Experience working of Different recruiting, resume databases & mass mailing sites such as CRM, Vertical Response, C-Biz & Bullhorn.

Built and maintained rapport and relationships with Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

NYTP, INC (India, HYD)

2010 Jan – 2012 April

Role: Accounts Manager / BDM (Marketing, Client Relations and Business Development)

Responsible for marketing of consulting services, IT support and Marketing partnerships and programs.

Generated revenues exceeding targets assigned for the past year.

Spearheaded Value Added Reseller (VAR) and Marketplace support programs for clients.

Coordinated a team of offshore and onsite recruiters and marketers as reporting authority.

Built and maintained rapport and relationships with Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

Attended supplier conferences and industry meets to expand network and build and renew business

Relationships and contacts.

Followed up with clients to ensure placements and continued business.

Lead a team of two onsite recruiters and six offshore recruiters.

Ironed out client and candidate issues to ensure the perfect match and enabling starts on schedule.

Collecting feedback and utilizing it to make future submissions more specific to client requirements.

Hands on Experience working of Different recruiting, resume databases & mass mailing sites such as Vertical Response, C-Biz & Bullhorn.

PANTAR SOLUTIONS INC (Charlotte, NC, US)

2007 Dec-2009 Nov

Role: Marketing Director/Accounts Manager/BDM (Marketing, Client Relations and Business Development)

Responsible for delivery of service targets for multiple accounts-Pfizer, Abbott Labs and Fannie Mae.

Ensuring that set targets of a minimum of two starts per month on each account are achieved and

Progressively crossed while adhering to margins set for each using cost calculators.

Generated revenues of $0.70 million exceeding targets assigned for the past two quarters.

Generating and qualifying leads by cold calling and calling Hiring managers with existing relationships to generate a regular flow of requirements to service.

Responsible for marketing of consulting services, IT support and Marketing partnerships and programs.

Met placement and revenue targets for each of the above.

Coordinated a team of offshore and onsite recruiters and marketers as reporting authority.

Built and maintained rapport and relationships with Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

Attended supplier conferences and industry meets to expand network and build and renew business

Relationships and contacts.

Followed up with clients to ensure placements and continued business.

Ironed out client and candidate issues to ensure the perfect match and enabling starts on schedule.

Collecting feedback and utilizing it to make future submissions more specific to client requirements.

Coordinating with VMS/MSP Resource Managers, following up on submissions/interviews.

Involved in full cycle recruitment with focus on proactive recruiting for skill sets for which client has regular Repetitive needs.

Mentor and train onsite and offshore recruiting team to achieve the same.

Lead a team of two onsite recruiters and six offshore recruiters.

Direct and oversee sourcing and recruiting of top talent via the Internet, job boards, networking, cold calling and all other relevant resources.

Source talent across varied skills sets depending upon the client and project (i.e. Project Managers,

Business analyst, SAP, Hyperion Esbase Consultants, Java, J2EE, Network Security, People soft, Date Warehousing).

Full recruiting life cycle experience: Job posting, candidate sourcing, phone pre-screening, interviews, salary/rate negotiations, reference checks and offers made to candidates.

Utilize Applicant Tracking Systems (ATS) and build pipeline of candidates.

Manage the entire staffing process; from meeting with client managers in order to put together job

descriptions, to checking references and negotiating offers with candidates.

Build and maintain rapport and relationships with Hiring Managers, Project Managers, Vendor Program Coordinators and IT procurement Managers to obtain and expand business from them.

Attend supplier conferences and industry meets to expand network and build and renew business

relationships and contacts.
Relycom INC (Princeton, New Jersey, US)
2006 Mar –2007 Dec

Role: Recruiting Manager (Recruiter & Sales) Staffing professional delivering full-cycle recruiting solutions.
Constructed Sourcing Strategies: TIME vs. Window of opportunity Avoid reinventing the wheels for

each requisition or for each opportunity. 
Working with the system and souring qualified individuals by understanding client’s technical requisition, project phase, and by utilizing the internal search recruiting database system to identify right candidate.

A working system / Workflow 24 to 48 Hour turn around: It is only possible by defining best Sourcing strategies.

Technical Interviews & Screening process identifying qualified candidates based on online test,

personal & professional technical Phone Screening We customized process based on

Each client’s needs. 
Results utilize thorough interview screen process with intensive behavioural interviewing tactics. Searched, Screened, and passed on qualified candidates for the remaining Interview process. Providing developmental feedback to candidates based on interview results.

Requirement Processing: Understand Search qualify - Identify deliver retain talent Help clients to

Build internal resume database, Implemented best practices and revamp of processes, Leverage

Internal and external resources (heavy active recruiting / cold calling). 150 feedback forms. 
During Recruiting assignment I have maintained Candidates submission Workflow Charts. Processed 2-3 Requirements a day/10 to 20 requirements a Week.

International Recruiter: Managed to hire several IT professional from India 2006 on H1B visa/ Applied H1B Visa. 
Recruiting Reporting System: Fallow-Ups & DAILY Reporting, Produced and organized reports for human resource data analysis, recruiting process, and Scheduling Facilitated in group discussion with administrative staff and corporate executives, Report and track recruiting information and trends.

Coached and managed: Team of 5 recruiters. Managed Recruiters/Assigned requirements, Build

Recruiting strategy & Process, Reporting Structure, Successfully managed technical recruiting team.

International hired several Candidates on H1B visa/ Applied H1B Visa,

References Available Upon Request.

