Neha Bhatia

Mobile: 07030252233~E-Mail: bhatianehar@gmail.com

In pursuit of assignments in Marketing Communication & Brand Management with an organisation of high repute
Location Preference: Ahmedabad
Professional Synopsis
· A result oriented professional with over 8 years of experience in management and marketing of a wide bandwidth of products & services with demonstrated initiatives. 

· Presently working with Columbia Asia Hospitals Pvt Ltd as Marketing Manager for their Pune hospital.
· Proven ability in conducting market research, coordinating with the Product Development Team and the Sales Team, devising a pricing and marketing strategy for the introduction of several new products & services.

· Have a flair for charting out marketing strategies and contributing towards setting up distribution networks for enhancing business volumes & growth and achieving revenue and profitability norms.

· A keen planner with proven skills in corporate communications and brand/image building through a synergic set of communication activities internally and externally. 

· Proven track record of utilizing a process-oriented approach towards the accomplishment of cost, profit, service and organizational objectives.

· An effective communicator combined with flexible & detail oriented attitude with ability to interact effectively with people of diverse nationalities across the globe to support & sustain positive work environment towards accomplishing organisational goals. 
Core Competencies 
Marketing Communications
· Identifying company’s client groups/target audiences & analyzing the needs of the target audiences.  

· Managing the marketing communication involved in designing and implementing an annual marketing calendar while proposing branding and media display, through advertising, direct mail, ATL, BTL, press conference, internet, etc. 

· Designing strategies and policies for promoting and supporting the company. 
Marketing / Business Development
· Planning marketing activities for achieving volume estimations and reviewing effectiveness. 

· Creating brand awareness and providing information regarding product & services for increasing sales. 

· Identifying target market for promoting brands & services after evaluation of marketing communication programs and managing mass media promotion and outdoor advertising. 

Media Planning & Management
· Handling appropriate media selection for advertising and keeping abreast with market trends.

· Collating information on product performance, market presence and brand position vis-à-vis competition in liaison with market research & consulting agencies. 

· Evaluating new communication media from time to time and effectively adopt the same. 

Employment Scan 
Since Aug’ 12 with Columbia Asia Hospitals Pvt Ltd as Marketing Manager

Highlights

· I was an integral part of the pre-opening team of the hospital

· Closely involved in setting up the plans, strategies and marketing activities for pre-launch, launch and post launch events and announcements

· First hospital of the group to touch 1 crore monthly revenue mark in less than 6 months of commencing operations
Key Deliverables
· Revenue
· Responsible for OP Volume, IP Volume, ICU Occupancy, NICU Occupancy, Profitable Revenue Growth, Pricing.

· Create and promote 2 to 3 procedure packages every month in line with the marketing focus

· Use pricing to make specific offers to various sub-segments in the walk-in segment like doctors, lawyers, clubs, associations etc.
· Clinical Program Management


· Actively help the unit GM is recruiting consultants in the identified specialties with the help of Referral team

· Increase Part-Time & Visiting Consultant business contribution by devising continuous programs 

· Ensuring consistent and effective consultant engagement by using tools like PR, paid adverts, Radio, TV
· Marketing


· Branding: Establish CAHPu as a tertiary care hospital in the identified catchment with specific focus on key specialities & consultants

· Competition Mapping: Quarterly mapping of competition for consultant availability, market penetration and key operational indicators

· Key Specialty Focus: Ensure key specialties like Cardiology, Ortho, Laparoscopic Surgery, Oncology & Bariatric surgery etc. receive sustained focus both ATL &BTL through repeated campaigns

· Brand Penetration: Enhanced brand penetration in Pune & other identified catchment areas through sustained ATL and BTL activations. The penetration was measured through business contribution-Volume and value from these areas besides coverage and awareness amongst Referral doctors. 

· PR: shared 4 PR stories including 2 proactive PR stories a month with the PR agency

· Enhanced coverage of clinical programs and identified doctors as per business plan

· Branding (Internal & External): ensured all marketing creative strictly adhered to the Brand manual

· Internal channels like standees & LCD's were also used effectively to create a pleasant customer experience and also to market programs

· Iconic Programs: The focus was to increase visibility, awareness & subscription to Columbia Venus. Launch other iconic programs such as Senior Citizen & Columbia Kids as per the schedule.

· Reporting & Communication: Well defined quarterly/ monthly marketing calendar. Focus was to minimize the variances in Plan vs Actualization 

· Written Consultant engagement on marketing planning & feedback after execution to be shared with GM, VP

· Sales call reporting along with marketing ROI measurement submitted to GM, VP on weekly basis

· Marketing Meetings: Proactively run marketing meetings at the unit

· Cross Learning:
 Support GM in launching new initiatives & ensure seamless functioning with cross functional team within unit for program execution.  Work with IMO to produce desired synergy

· Communication
· Structured communication to all stakeholders of marketing efforts

· Create platforms for discussion with clinicians on marketing plans and execution

· Channel Deliverables

· All Channels: Volume, Revenue, and Average realization as per plan

· Special focus on Referral & Corporate contribution

· Referral: Ensure coverage, call average & productivity is achieved as per the plan. Ensure planned number of ASP & Co-Mgmt doctors appointed and are productive as per the plan. Ensure targeted revenues from ICU retrieval and VC's is achieved.

· TPA's: Ensure all TPAs and Insurance organizations were empanelled and then build strong working relationship with important stakeholders

· Walk-ins: Customized offerings, activation programs & Direct to consumer communication to achieve budgeted numbers

· Corporates: Ensure planned coverage, call average being maintained with minimal deviation. Reach out to all important corporates within catchment every quarter and develop strong working relations with key stakeholders. Ensure min 5 corporate activation every month.

· Website: Ensure regular campaigns on website to enhance projection in market for CAHPu

· Regular updation of website to reflect current realities for all hospitals including clinical capabilities, clinicians available, programs being projected, etc.

· Marketing Spends


· Focus was to ensure marketing spends are as per budget and in line with revenue growth

· Ensure proper provisioning for expenses, track and control ASP/CO Mgmt cost as per marketing budgets
· People


· Teamwork & morale: Ensure close knit marketing team focused on achieving the objectives, ensure higher team involvement in key organizational programs 

· Training Calendar: Created and delivered a training calendar with IMO support: Trainings conducted for the team involved call planning and execution, selling skills, making an impact during calls, Negotiation skills, Closing a sale, selling services to doctors

· Employee Engagement: 100% adherence to GM address, Round tables, departmental DCC & MMMs by all team members

· Conduct joint meeting with department & GM to identify issues and help team resolve the same
· New Clinics

· Successful launch of clinics as and when planned.

· Key Parameters: Brand Visibility, Clinician Engagement, OP & IP Volumes at start, adherence to critical path 
Jul’ 11 to Jul’ 12 with Four Points by Sheraton, Pune as Sales Manager
Key Deliverables 
· Preparing and forecasting hotel revenue for rooms and F&B outlets from various segments and supporting in strategy formulation for the hotel, in order to achieve a greater market share.

· Managing a team of young professionals for developing work environment high in employee morale and administering an environment for constant learning & development. 

· Designing right forecasting tools and strategies to visualize market scenario and developing long range plans, 

devising sales & marketing plans/programs to ensure customer loyalty and maximum revenue earning.

· Formulating accurate database of current and potential guests/accounts and keeping up to date information on competition’s performance, sales & marketing strategy, etc.

· Designing F&B pricing strategy considering the hotel’s market positions, targeting customer and desired mix.

· Formulating a comprehensive market mix guideline and ensuring sales as per those targets and recognizing key customer needs through formal research, survey, sales calls & meetings.

· Drafting revenue management techniques to improve Rev PAR and coordinating with the Front Office & F & B Manager regarding daily sales, VIPs, regulars and other guest requirements.

· Handling credit limits with the Credits Manager and outstanding from various guests/corporate.

· Composing relationships networks & maintaining regular contacts with corporate and individual customers, bookers, media, hoteliers and socialites.
Highlights 
· Enhance visibility and awareness of the brand in the market by acquiring and retaining key accounts

· Strong relationship building to ensure all business requirements of the client and the guests are met by imbibing trust and understanding in the relationship

· On an average produced 500 room-nights for the hotel every month
· A keen communicator with honed interpersonal, problem solving and analytical abilities.

Jun’07-May’11 with Indian Hotels Co.Ltd (Taj Group of Hotels for 3 years and 11 months in the Sales & Marketing Department) in Ahmedabad & Vadodara
Growth Path
1 year as Relationship Executive from Jun’07-Jun’08 at the Taj Regional Sales & Marketing Office, Ahmedabad

1 year and 5 months as Assistant Manager Sales from Jun’08-Oct’09 at the Taj Regional Sales & Marketing Office, Ahmedabad

1 year & 5 months as Assistant Sales Manager from Oct’09- May’11
Key Deliverables at The Gateway Hotel Vadodara 
· Elevated the visibility and acceptance of the brand among the target market segments and coordinated various programs and policies relating to all marketing and promotional activities of the hotel.

· Handled all the marketing & promotional activities during the launch of a new restaurant in the hotel. 

· Raised revenues of the hotel by contributing from all producing segments through various sources and maximized revenue of the hotel through Room Sales, Banquet Sales and F&B Sales (Restaurants). 

· Focused on relationship building with top corporate houses in the city through meetings, initiated sales calling and entertained bookers/customers.

· Recognized key customer needs through Formal Research, Survey, Sales Calls & Meetings, designed appropriate forecasting tools and strategies for visualizing market scenario and developed long range plans. 

· Suggested room/F&B pricing strategy considering hotel’s market positions for targeted customers. 

· Designed a comprehensive market mix guidelines, ensured sales as per targets and prioritized the relevant sales and marketing supportive activities to achieve revenue/profit targets from all revenue generating departments. 

· Recognized key communities, planned various initiatives, coordinated for the supported activities managed guests for all the in-house and long staying guests.

· Designed various systems and procedures to achieve higher cost efficiency and guest satisfaction, introduced the annual plan using the TBEM framework and linking the department’s objectives to the hotel’s overall strategy. 

· Handled daily operations of the reservation and revenue management functions, continuously analyzed the program’s effectiveness as well as tracked the trends in local marketplace and beyond, which would impact demand for the hotel. 

· Generated accurate and effective database of current and potential guests/accounts and kept accurate and up to date information on competition’s performance, sales & marketing strategy, etc. 
Jun’07-Jun’08 as Relationship Executive The Taj Regional Sales & Marketing Officer, Ahmedabad
Key Deliverables at The Taj Regional Sales & Marketing Office, Ahmedabad

· Managed Travel Agents, Companies, Educational Institutes and Lawyers in the four territories of Gujarat which were Ahmedabad, Saurashtra (Rajkot, Bhavnagar, Jamnagar) and Surat.

· Developed the travel trade and MICE segment in the territories by active sales calling and relationship building.

· Developed communication/ promotional material and correspondence on behalf of Taj Group of Hotels for creating awareness and clarity amongst all ongoing offers/packages and promotions within the group for all group hotels. 

· Initiated joint promotional activities with travel agents in all the major cities and figured leads for all the properties of the company within India and across the globe and adequately worked towards closing the same.

· Produced business and maximized revenues for all Taj hotels from the assigned portfolio and acted as the single point of contact for all the travel and hospitality related needs of the accounts handled. 

· Gathered new businesses by targeting competition users and shifted competition accounts, within portfolio of accounts to ensure maximum business comes to the Taj Group. 

· Reflected facts figures like market share and materializations from portfolio and track productivity.

Academic Projects
 Title: Group Project on Sports Utility Vehicles in India.
 Period: Dec’03-Feb’04
 Description: Understood the niche segment for SUVs in the country and the way forward 

 Title: Understanding and Analysis of the Tea Industry in India. 
 Period: Dec’05-Feb’06
 Description: Studied the basics of tea industry in the country and its impact on overall Indian economy.

Industrial Reports 
Title: Industrial Report on Cincinnati Milacron Ltd., Ahmedabad

Period: Dec’01-Jan”02 

Description: Studied the industrial report to understand the core functioning and key processes of the manufacturing plant

Title: Industrial Report on Mother Dairy Ltd., Ahmedabad

Period: Dec’02-Jan’03

Description: Fathomed the industrial report to understand the core functioning and key processes of the facility

Summer Internship
Organization: Nirma Ltd., Ahmedabad

Title: Evaluated Purchase Decision Process for Nirma Shuddh Edible Salt

Period: 24th May to 21st July, 2006

Description: Fathomed the edible salt industry in India and conducted a survey on consumer behaviour and preference with regards to edible salt.

Dissertation 
Project Title: Accessing & Evaluating Relationship of Brand Senses and Consumer Senses for Building Powerful Brands

Period: Sep06- Feb’07

Brief Understanding: Discussed upon the sensory branding provided to the consumers. It revolved around the strong concept of branding which was all about building emotional ties between consumer and product, and so if that was  true; it forced us to look at the reasons why the fact had been almost ignored in the world of marketing. 

Edification
· PGDM (Marketing) from Alliance Business School, Bangalore, in 2007. Secured CGPA 2.8/4

· BBA from Som-Lalit Institute of Business Administration, Ahmedabad, Gujarat University in 2004 Secured 65.11 %

· Class XII from Firdaus Amrut School, Ahmedabad, Gujarat Board in 2001. Secured 77.83%

· Class X from St. Ann’s High School, Ahmedabad, Gujarat Board in 1999. Secured 77.86%

IT Forte 
· Well versed with: 

· MS Office, Fidelio 6.20 and Opera.

Personal Dossier 
Date of Birth: 21st September 1983


Permanent Address: E/41, Park Avenue, Off. New CG Road, Chandkheda, Ahmedabad- 382424

Languages Known: English, Hindi & Gujarati

