CHANDRAKANTA MOHANTY (CSM®, PMP®)
Email: chandra.siebel86@gmail.com     Mob: - +91-7022632752
Senior Solution Consultant (Presales)

Applications: - ERP, CRM, Cloud Solutions
Industries: - Manufacturing, Automotive, Retail, E-Commerce, HCM, Health care, 
VISA Status: - US B1 

Dynamic, creative & results-driven Technical solution Consultant, looking for a challenging role in an IT consulting firm. With more than 14yrs of experience in IT solution consulting, pre-sales at corporate level for both startup and established companies. 

Record for developing solution strategy, architecture, and presentations to win 6-figure contracts and deals. Professional Senior Technical Presales Consultant with experience in providing pre-sales technical engagements, architecting, consulting and design for client by demonstrate a high level of competency in planning, implementation, configuration and maintenance / migration experience for deploying end to end converged solutions.
	

PROFESSIONAL SYNOPSIS
· 14+ Years’ experience in CRM, ERP & Enterprise Applications Pre-Sales Solution Consulting. Experience in vital 
     Accounts Business, Building the Technology practice group & Strategic design & deployment of e-Business 
            solutions to MNC.

·  Estimated the professional services consulting implementation scope, budget, and staffing. Authored responses to Request for Information (RFI), Request for Proposal (RFP), Statements of Work (SOW) project plans, proposals and change orders for submission to Risk and Contract review.

· Responsible for establishing and maintaining relationships with the key decision makers and executives within your customers.

· Engage in and oversee the development of customer proposals, design and delivery, ensuring all expertise, information and recommendations are concisely defined

· Partner with Enterprise Sales Executives to educate prospective customers about the superiority of Company’s services - this includes presentations, technical evaluations, technical objection handling, proposals, and follow up on all customer related issues.

· Engage with a broad range of contacts within customer organizations to determine the most appropriate technology    
      solution that meets the needs of the customer.

· Drive revenue and create sales opportunities by managing the pre-sales technical process and evangelizing
      company’s technology to existing and prospective customers, and to drive new product and service offerings in 
      Customer adoption.

· Design and deliver compelling product presentations that match specific business requirements from prospective
      enterprise clients.

· Well-groomed in vendor management and handling C-level relationships. Exceptional trainer and presenter with
      skills to communicate core ideas to the team members.   

· Client interaction, Communication, Negotiation and Organizational skills across onshore and offshore.


				       	    CORE COMPETENCIES

Enterprise Solution Expertise 

· Experience includes Implementation, Presales, Management, Product Development & Marketing Strategy
       including P2P, O2C, retail E-commerce, banking, telecommunications, and high technology. (U.S. and Intl).

· Sales Solutions: prospect lead generation, account management, proposals for internal and alliance partner sales
       teams.

· Integration Strategy: Cross-functional integration of Marketing, Sales, Customer Service, Incentive
      Compensation, Supply Chain and Financial Business Processes delivering 360o Real-Time Views, 
      Data-Triggers, and Metrics for maximum team productivity, customer-centric service, and ROI.

Pre-Sales and Account Management 
· Analyze RFP on various parameters like technical competency, Effort and size estimation, resource 	requirement identification etc. productive resource to respond to maximum number of RFPs in less time.

· Conceptualize / respond to opportunities in terms of capability presentations, RFPs etc. Work on client 	proposals across varies industries and technologies of ERP, CRM, HCM, OBIEE, Middleware.

Program Management & Project Management / Talent Management
· Managed cross functional sub teams for size 15-20 to schedule, allocate, measure and monitor tasks.
· Organizing training and development programs to sharpen the skills and knowledge of various SBUs.
	

DOMAIN, FUNCTIONAL & TECHNOLOGICAL SKILLS
	Domain Expertise
	Manufacturing, Automotive, Retail, E-Commerce, Telecom, Banking, Health care, 

	Horizontal / Functional
	HCM, P2P, O2C, WFM, Sales, Services, Marketing

	Packages / Business Solutions
	CRM, Infor ERP, OBIEE, BIRST, Informatica, ODI

	Database & Tools
	Oracle, DB2, SQL Server, Toad, SQL Developer

	Middleware & Testing Tool
	Oracle Fusion, Weblogic, Selenium,

	Front end Applications
	 Apache, Http

	Business Packages
	Microsoft Project Management Tool, MS Visio, MS office




						WORK EXPERIENCES

· INFOR INDIA PVT LTD
Senior Solution Consultant (Pre-Sales)				              July 2016 – Till Date

· ORACLE INDIA PVT LTD						  July 2010 – July 2016
Senior Pre-sales Consultant

· RPG GROUP – ZENSAR TECHNOLOGIES, INDIA		              July 2007 – Nov 2009
Software Engineer / Functional Consultant 						








WORK EXPERIENCE OUTLINE (in Detail)


Infor India, Sr. Pre-Sales Solution Consultant (Account – Cloud-Suite)  			         USA, INDIA

Account Profile: Simplify company's technology platform and minimize customizations with Infor's Industry CloudSuite solutions. Built specifically to address unique industry challenges, these solutions give you the complex functionality needs while also providing the flexibility to adapt as your business changes and grows.

Roles and Responsibilities:

· Provide product and industry expertise to the sales team by demonstrating solutions utilizing Infor ColudSuite 
      with other 3rd party Products to satisfy critical business requirement of the customer.
· This includes working with customers and prospects and the sales team to identify and understand the business
       requirements, the technical environment, and other driving factors behind the prospects' evaluation.
· In addition, coordinating with account executives regarding sales strategy, deal qualification, status reporting,
      solution presentation development and response and preparation to requests for proposals (RFPs).
· Demonstrable experience in a comparable pre-sales position, supporting the sales cycle in selling enterprise and 
        high value business solutions.
· A broad understanding of and ability to articulate the benefits of Cloud Computing, Sales, Service & Support,
       Marketing and Mobile solutions.
· Develop and maintain working relationships with key vendors so we can maximize our usage of their products
· Working knowledge of enterprise integration and third-party enterprise integration tools 
· Own the solution end-to-end and be responsible for architecting and documenting a technical solution based on
       project requirements and industry best practices.
· Understand client business process and potential constraints (budget, timeline, expertise, etc.) to define optimal 
      and reasonable project scope and expectations
· Create and defend solution estimate and SOW
· Incorporate past experience, business savvy, creative and out-of-the-box thinking in designing solutions, offer 
      multiple, potential solutions


ORACLE, Pre-Sales Consultant (Account – AT&T U-Verse)						USA, India
												         
Account Profile: Big Picture enterprise goal is to build a wining broadband plan. To develop a Strategy that will transform bell south from a narrow band voice company to a broadband services company. Bellsouth has engaged Oracle to implement the Greenfield platform.

Roles and Responsibilities:
· Designed Framework and Roadmap, in form of Territory management, achieve Synergy & Integration between 	the Siebel CRM (Marketing, Sales, Services & Partners) Applications for Oracle Employees across the Global.
· Maintain all the tools necessary to support sales, including a Global Demo Centre, demo outlines, RFP
      templates: educate and train other Sales Consultants and other commercial staff to improve overall sales
      competency for commercial teams.
· Vendor-side in pre-sales, or as an architect, with experience in enterprise business to business (B2B) solutions, 
     ideally in horizontal capabilities such as Decision Management or Business Process Management
· Worked with the business owners to build, plan and define business requirements of the Account Life Cycle.
· Decompose high-level business and user requirements into functional requirement & Requirements 	Traceability.
· Enforced Kanban principles as a scrum master that resulted in reduction of Cycle time by 20% thus increasing
       team's throughput in less than 8 weeks.
· Enabled improvement in team delivery commitments and capacity planning for sprints by identifying 
      & tracking hidden tasks that increased customer satisfaction.
· Facilitated Agile Adoption Retrospective for the organization with the leadership and guided teams 
       with outcome resulting in enhanced performance.
· Prepare Functional / Technical specifications and work closely with developer’s / developments teams to 
       ensure that they understand the specifications and Deliver solutions to the business requirements.
· Encourage and facilitate communications between a number of teams including Business Strategic Change
· Management, Analysts, Designers and Developers.


ORACLE, Business Analyst (Account – Cancer Research)				            EUROPE, INDIA
												
Account Profile: Develop Business Process engineering processes to bring transformation in the Enterprise. Single point of contact for the customer / vendors and winning new business.


Roles and responsibilities:
· Ensure Business analysis, Impact analysis, Gap analysis and System analysis are done where required and are 	properly documented.
· Translate the business requirements and business rules into functional design documented with source to target
       data mappings.
· Encourage and facilitate communications between a number of teams including business Strategic Change 	Management, Analysts, Designer and Developers.
· Decompose high-level business and user requirements into functional requirements & Requirements 	Traceability.
· Coached team members on Agile principles and providing general guidance on the methodology
· Continuously learned Agile/Scrum techniques and shared findings with the team
· Engaged with other Scrum Masters to increase the effectiveness of the application of Scrum in the organization
· Actively involved in the phases of design, development, implementation, and system integration testing.
· Demonstrates ability to oversee multiple analytic efforts, hands off and quality checks concurrently.
· IT practice & client presentations, case studies/success stories, customized write-ups, fact sheets & data 	collection sheets as well as media related content.
· Dealing with Standard Operating Procedures (SOPs), Test plan, Laboratory information management system 	(LIMS).


ORACLE, Business Analyst / Functional Lead (Account – Westpac Bank)	 	              Australia, India
												  
Account Profile: Westpac target was to put in place a Technology infrastructure required to create improved enterprise customer Data management at the Enterprise level. Oracle Siebel CRM & UCM could be the ultimate replacement for CIS (Legacy System) as the Customer Master for Westpac.

Expertise / Skills: BFSI, Siebel UCM, Siebel Testing, Siebel EAI/EIM, SOA & BPR

Roles and Responsibilities
· Conduct user workshops and design reviews and Guide technical team on design and application 	configuration.
· Involved in gathering and analyzing the requirements to sign off the BRDs part of Account Life Cycle.
· Study AS-IS CRM business process, identify challenges & issues associated with the current process & 	prepare TO-BE CRM business process.
· Encourage and facilitate communications between several teams including Business Strategic Change 	Management, Analysts, Designers and Developers.
· Actively involved in the phases of design, development, implementation, and system integration testing.


RPG GROUP – ZENSAR Technologies, Siebel Functional & Business Analyst (Account – AT&T)                                UK, India
												        
Account Profile: Synergy represents the implementation of Siebel CRM 8.2 as the solution to meet Oracle CRM needs. Need was to Re-engineering the territory management process to assign opportunities and service request to the right person irrespective of geographies, locations & regions and have a Single view f the Enterprise.

Expertise / Skills: Siebel AM, Workflows, EAI / EIM, Siebel Admin and Siebel Testing

Roles and Responsibilities 
· Re-engineering AT&T/Bell-South, Siebel CRM Sales Management & Order management business process, 	recommended changes reduced complexity by over 40%.
· Involved in gathering and analyzing and preparing blueprint of the requirement to sign BRDs.
· Decompose high-level business & user requirement into functional requirement (SRS) and quality, specified in 	an appropriate level of details.
· Activity involved in all aspect of Project of Project Life cycle from Conceptualization, Testing to 	Implementation.
· Managed a 15-member sub team to schedule, allocate, measure and monitor tasks.
· Would be involved in liasoning with the Pre-sales and sales team, being a critical part of RFI, RFP, solution 	designing and collateral-building process.
· Guided Siebel CRM Practice, grow 400 to 500 people with a year. Growth and hike of 400% in a timeframe of 	around 4 years (analyst to Lead analyst)


RPG GROUP – ZENSAR Technologies, Software Developer – JAVA 	 (Account – ATIS Global)	Europe, India
												            
Account Profile: ATIS has sold and is continuously to sell helpdesk services to external clients. The license agreement with Remedy to support external client expired which led to kick off the project with Siebel replacing Remedy. Need was to Re-engineering of trouble ticket management in reducing the turnaround time & increasing response time.

Expertise / Skills: CRM, Oracle Siebel Call Center/Helpdesk, Siebel Administrator, Siebel Testing
Team Size – 25+

Roles and Responsibilities
· Managed a 10 member Siebel CRM cross functional team over five months to enable transition of Enterprise
· Application Support for Internal & External clients.
· Develop Business Transformation Outsourcing (BTO) solutions leveraging Siebel CRM from Best practices of 	multiple 
· Telecom clients giving jump start to projects.
· Actively involved in the phase of design, Development, configuration & implementation as per the FDD and 	TDDs.
· Encourage and facilitate communications between several teams including Business Strategic Change 	management, Analysts, Designers and Developers.
· Taking a lead role in review and execution of test script, UAT phase and Transition and Training Plan.

					

ACADEMICS / EDUCATION

· 2003 – 2007 	B.Tech, Electronics & Telecommunication, BPUT, Odisha 
