	Personal Details


	Name               
	Sheikh Mohammed Kabir
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	Date Of Birth  
	3rd June 1981 
	
	

	Gender            
	Male
	
	

	E-Mail            
	mkabirs@yahoo.com
	
	

	Contact No.   
	+91-9920195369 (India-Mumbai)
	
	

	Marital Status
	Married
	
	

	Nationality  
	Indian                                                                                                                                                                    
	
	

	Passport     
	Z2474270 (Indian) valid upto Jan 2023
	
	


	Permanent Contact Details

	Apartment 
	Kohinoor City, Phase-2, Building 14, Floor 5th , Flat 14053

	Street
	Kirol Road, Off LBS Marg, Near Kohinoor Hospital, Kurla West.

	City / State / Pin Code / Country
	Mumbai, Maharashtra, 400070, India


	Academic Background (Full Time)

	Year
	Qualification
	Institute / University
	Grade / % Marks

	2006-2008
	MBA ( Operations with Marketing )
	Symbiosis Institute Of Operations Management , Symbiosis International University
	CGPA 4.34 / 5

Grade ‘A’

	1999-2003
	Bachelor of Computer Science Engineering
	M.H.S.S College Of Engineering, Mumbai.

(Mumbai University – Aggregate 4 years)
	61.87 %

First Class

	1997-1999
	Std XII (Electronics)
	K.C College of Science (Vocational), Mumbai.
(H.S.C Maharashtra Board)
	86.17 %

Distinction

	1997
	Std X 

(Accounts)
	S.T. Peter’s Cambridge School, Mumbai.

(I.C.S.E)
	82.67 %

Distinction


	Certifications & Recognitions

	Certified in Supply Chain Management – APICS (USA)
	Certified Six Sigma Green Belt – KPMG

	Certified in International Logistics – CII (India)
	Certified Function Point Specialist – IFPUG (USA)

	Certified ITIL V3 – AMG (USA)
	Certified Software Quality Assurance – QAI (USA)

	Certified Accenture Management Development Academy – (ISB)
	Accenture ACE Goldminer Award

	SAP Quarterly Recognition Awards 
	Accenture ACE Genesis Award

	SAP eCatt Certificate, NIIT Web-Tech Certificate
	Infosys Knowledge Management


	Skill : Capability/Functional

	Corporate Planning & Strategy
	Sales & Business Development 
	Digital Business Transformation

	Marketing , Branding & Social
	Partner Engagement & Alliances
	Channel & Distributors

	Ownership & Long Term Vision
	Simplify, Invent, Optimize
	GTM , Demand Generation

	Customer Centric , Customer Success
	Budgeting, Estimation, Forecasting
	P&L, RevRec, Quota, Target. RevRec

	Trust, Honest, Sincere
	Program & Portfolio Management
	OnPrem, IAAS, Cloud SAAS Strategy

	High Standards, Commitment
	Organizational-Business Excellence
	Advisory, Research & Analytics

	Business Operations
	IOT, Artificial Intelligence, RPA, ML
	Deal Techno-Commercial, Architect

	Planning & Strategy Mapping
	Delivery & Practice Management
	Process Consulting & Six Sigma

	Supply Chain & Vendor Management
	Head Business, Block Chain
	SLA & Metric Management

	Mobilization & Transition
	Governance, Compliance & Audit
	Estimations & Solutioning

	Mentorship, Training, Industrialisation
	Deal, Bid & Proposal Management
	Innovation & Thought Leadership

	Continuous Learning, Creativity
	Analytical & Conceptual Thinking
	Initiative oriented, Bias for Action

	Teamwork, Composed, Impact Influence
	Decision Maker
	Drive for Results

	Manage Criticism, Corrective Action
	Networker , Relationship Building
	Listening, Drive Deep, Think Big

	Communication Oral, Open, Written
	Quality Commitment, Assurance
	Lead by action, Deliver Results


	Domain / Industry Exposure

	Industrial Machinery Component
	FMCG (Consumer, F&B, Apparel)
	Engineering Construction Operation

	Automotive , Ancillaries
	Chemicals, Paints, Adhesive
	Wholesale Trade & Retail

	Professional Services, Field
	Building Materials, Metals
	Paper/Pulp, Rubber, Textile, Furniture

	Cargo, Logistics, Packaging
	BFSI ,Telco
	Media, Sports, Entertainment

	Hi-Tech, Electronics, Telecom
	Hospitality, Hotels & Resorts
	Life Science, Healthcare & Pharma

	Government / Public Services
	Oil & Gas/Utilities
	IT, ITeS, KPO, BPO, BFSI, Telecom


	Skill : Technical/Computer Proficiencies

	OS
	Win-98/XP/NT 4, Unix, Linux, Mainframes, CICS

	Computer

Languages
	ABAP, Java,Cgi,Scripting Languages,Markup languages,VB 6,Servlet,ASP,C,C++, ,Jcl,

Cobol, Endevor, XPED, StarTool, MicroPull, MIS.

	Database
	HANA,Oracle,OLTP,ORDBMS,SQL 7,MS-Access,IMS-DB,DB2, Reporting

	SAP, Oracle, OpenText, Microsoft, Salesforce
	Intelligent Enterprise, Digital Supply Chain, Leonardo, IoT, AI ML,RPA, Internet of Things, Artificial Intelligence, Machine Learning, Robotic Process Automation, Hybris, Cloud for Customer, C4C, Cloud, HANA, S4/HANA, C4/HANA, Ariba, Success Factor, Concur, FieldGlass, HEC, HCI, HCP, Analytics, HANA Cloud, Mobility, SAP A1, ECC, RDS/RDE, CRM, SRM, HCM, BW-BI, BOBJ, eCATT, RICEFW, SCM, APO, Real Estate. Oracle Apps Inventory, AR, AP, Cash Mgmt, Supplier/Vendor, Microsoft Suite, Microsoft Dynamics, Salesforce, OpenText xECM, VIM, DP, DAM, DA, EFM, Gigya, Callidus, Core Systems, Qualtrics, CPQ, Experience Management

	Tools/Statistics
	Minitab , SPSS , MS Project 2000 , Witness(Simulation), Visio , MS Office, Continuous Process improvement Tools & Techniques

	Techniques
	Function Point, Project Estimator (ADM), PMP, Six Sigma, Quality, Software Estimations, CostXpert.

	Project Management
	Primavera P6, Microsoft Project, RCA, Pareto, Causal, PDCA, RACI, Scorecard, Dashboard, SWOT, Affinity, Control Chart, Deming, Kaizen, SPC, TQM


	Employment History : Total Experience 15 yrs  as of Jun 2020

	Organization
	SAP India

	Duration
	Dec 2015 – To date

	Designation
	Director Customer Success

Director – Partner, Alliance, Channel
Director – Sales & BD

	Role (Mgmt)
	Drive Enterprise Customer Engagement & Digital Transformation through Cloud Consulting supported by Partner Alliance & Demand Generation

	Responsibilities
	Partner Channel & Alliance :

Channel Development Strategy, Recruitment & Onboarding, Partner GTM,  Partner Segmentation, Territory & Industry mapping, Enablement, Workshops, Bootcamps, Business Quota, Channel Sales, Demand Generation, Managing Partner Pipe, Partner pricing, Revenue & Profitability goals, Research and Development, Co-Innovation, Certification, Resourcing, Joint Venture, Contractual and Legal formalities, Agreements Forms, Bank Guarantees, Deal Closures & Orders, Managing Cross-Sell & Up-Sell, Coach & Mentor, Audit & Compliance, Regular Partner Business Reviews, Forecasts & Commits, Budgeted Vs Actual, Track & Monitor Business, Leadership connect, Reference & Loyalty Programs, Manage long-term relation, Support E2E Partner Bid & Proposal, Business forecast, Partner Development, NPS and Excellence, Competency & Skill building, Customer Reference, Drive product adoption and go lives, NPS, Drive Marketing programs & events, Build robust Partner Eco System, Alliances, ISV.
Sales & Business Development :
Account Strategy, Quota & Revenue Management, Linearity, E2E Sales Cycle, Lead to Opportunity, Qualification, Requirement Analysis & Interpretation, Strategic Business & Sales Plan, Ramp up Value Add Team, Collaborate with multiple stakeholders and teams across organization, customer and partner, Drive Demand Generation, Speaker at events and conferences, Storytelling, Drive, encapsulate and envisage demonstrations, Use Cases, Sales Pitch, Close Plan, Territory Planning, Account Planning, Historical Analysis, White Spacing, Presentations to Board and Leadership, CxO, Manage stakeholder expectations, Sales Orders, Bill of Material, Licensing & Pricing, Negotiations, Handling Objections, Contracts, Liaise with Legal and Finance, Direct and Indirect Selling, Quote approvals, Sales Closure, Deal Solutioning, Mentor Inside Sales, Align with GTM, Deal Acceleration, Greenfield, Hunting and Farming, Expertise on Business, Technical, Functional, Market Trends, Competitive Analysis, Forecast and Commits, Weekly & Quarterly Business Review & Leadership Meetings, Cadence, Revenue Booking & Recognition, Drive Partners to growth and business delivery, Orchestrate and collaborate with Presales, Value Engineering, Customer Success, Partner, Channel, Alliance, Marketing, Solutioning, Industry Experts, Product Experts, Customer Reference, Focus on Cross-Sell / Up-Sell, Generate Battle Cards and Customer Case Studies, Customer Testimonials, Drive Leadership/CxO Workshops and Business bootcamps, adherence to Audit & Compliance, Driven Premium, Strategic & Enterprise Accounts, Contributed to Mid Size and SME segment, Manage escalations & Issue management, Creating own Value Proposition, Point of Views (PoV), Executive Brief, Executive/Management Summary, Win Them, Customer Focused Reviews, 360 degree Customer analysis.

Advisor to prospects and customers in building strong, robust, scalable digital roadmap. Helping prospects and customers with envisaging digital roadmap, footprint, ideation, inception, interpreting stakeholder expectations, giving shape and form to IT and Business strategy  leveraging whole and wider technology portfolios. Help deliver strong business outcomes with smart results, increase in efficiency, productivity, profitability and growth while optimizing resources, leveraging reusable assets and reducing cost. Responsible for driving complex and large size sales engagements, clearly articulating value, designing value theme and orchestrating entire sales engagement journey, positioning and pitching, drive messaging through Value Add Team.
Demonstrates ongoing drive to continuously expand one’s own professional capabilities to fuel the continued/ongoing growth and success of organization.
Demonstrates concern for meeting and exceeding immediate and future needs of customers.
Works collaboratively with others to achieve group goals; energizes people to work together to accomplish business results
Works systematically and logically to resolve problems, address opportunities, or manage the situation at hand; identifies causes, relationships, and implications.
Quickly identifies and acts on opportunities to attain better results, or exceed expectations before being asked or required to do so.
Maintains focused and under control under stressful circumstances.
Understands complex situations; sees patterns and uses or creates concepts; assembles pieces of information into a cohesive whole.
Generates and promotes new ideas and uses them to develop new or improved processes, methods, systems, solutions, products, or services.
Makes timely, effective decisions and renders judgment after adequately considering alternative courses of action.
Demonstrates concern for the successful achievement of results; works persistently to overcome obstacles to goal achievement.
Develops and uses effective strategies to influence others or to gain their support.
Develops and maintains a network of contacts; acts in a way that indicates understanding and accurate interpretation of others concerns and feelings; creates an organizational climate in which people from different cultures and countries feel accepted.
Ensures accurate understanding and acts in a way that facilitates open exchange of ideas and information.
Effectively transfers thoughts and expresses ideas verbally in individual or group situations.
Understands the agendas and perspectives of others, recognizing and effectively balancing the interests and needs of one’s own group with those of the broader organization.
Effectively defines, plans, schedules, and controls projects; identifies, integrates and orchestrates the resources (people, material, information, budget, time) required to accomplish goals.
Demonstrates attention to producing a high quality end product and constantly looks for opportunities to improve work processes and results.
Demonstrates belief in own abilities, and the willingness to exercise one’s own judgement, especially under challenging circumstances.
Understands business concepts and practices; keeps up to date with business trends and developments; works to create new solutions for customers and competitive advantage for organization

Expresses ideas, thoughts, and concepts clearly in writing, using correct and appropriate format, organization, and structure.

	Team Managed/Liased
	Collaboration and close execution with Sales, BD, Inside Sales, Marketing, Packaging, Presales, Industry Experts, Value Engineering, CoE , Partner/Channel

	Reporting To
	VP – Sales APJ, VP – Partner & Channel APJ, VP – Customer Success APJ

	Geography
	Asia

	

	Organization
	Deloitte India LLP

	Duration
	July 2015 – Dec 2015

	Designation
	Senior Manager (Consulting-Technology)

	Role (Mgmt)
	Sales, Business Development, Program & Alliance Management for Technology Portfolio

	Responsibilities
	PAN-INDIA role to establish and drive License & Services business for entire Technology Portfolio including EIM- OpenText

-Business Development & Program Management 

-Manage relation and alliance with SAP India, OpenText and any other member firms.

-CXO discussions, Front End and drive complete Business & Sales cycle

-Driving Sales & Marketing program for demand generation and conversion

-Deal shaping, Leading Techno-Commercial, Negotiation & Closures

-Revenue & P&L responsibility

	Team Managed
	6 Managers

	Reporting To
	Partner / Senior Director

	Geography
	India+Middle East

	

	Organization
	OpenText India

	Duration
	Nov 2013 – July 2015

	Designation
	SAP Business Development Manager (Alliance), India (Mid Management)

	Role (Mgmt)
	Head - SAP Business India, Pakistan, Sri Lanka, Bangladesh

	Responsibilities
	Managed Multi Billion EUR customers / accounts 

Handled business > EUR 3 Mil for India accounts, Won > EUR 10 Mil, Quota achievement > 140%

YoY 200% growth in revenue, Productivity Improvement  > 30%, added 30 new logos, 

Build strategic alliance and relationship between SAP India and OpenText. Mapped Top to Bottom all SAP Leadership, Sales, Presales, Marketing. SAP Pinnacle Award.
Spearheaded strategic account program between both parties, building 4x pipe. Owned and delivered 95% of India revenue while working in collaboration with SAP & Partners. Drove leadership round tables, meetings, 1:1 strategic deals. Build strong eco-system of Large SI, Mid Tier & Tier-2 partners to execute & deliver efficiently. Created foray for OpenText in most of India’s influential Business houses & Group companies, large size Billion Dollar Club organizations.

-Meet quota target for the region and portfolio

-Driving business with Large Cap, Mid Cap, PSU & Government & SME
-Revenue and P&L Responsibility

-Develop regional territory plan to attain pipeline and revenue goals for the region
-Monitor and manage pipeline and revenue plan progress to ensure attainment of revenue goals
-Manage relations and interface with key SAP field stakeholders to create high value, field-level 
 relationships that ensure adequate pipeline to meet revenue goals
-Participate in joint activities to create pipeline—networking, joint planning, and targeted sales 
 campaigns in their territory
-Support SAP & Sales to evaluate and diagnose customer requirements to qualify opportunity fit for OpenText’s suite of SAP solutions
-Establish the solution fit, initial strategy and vision for the prospect in early stages of sales cycles to 
 enable hand-off to Sales AE’s and Presales in the sales cycle process
-Partner selection / acquisition / validation together with regional Channel organization, in 
 coordination with SAP, Alliances and Professional Services, and then monitoring the execution of 
 the business plan together with regional Alliances organization
-Acquiring, Onboarding and Nurturing partners, joint Marketing & DG, joint sales engagement, 
 joint GTM, Build long term revenue based sustainable business model 
-Engagement with licensed customers to ensure project success, customer referencibility, ensuring 
 Company is part of their future roadmap and spotting opportunities for up-sell & cross-sell.
-Travel across the assigned territory as required to attend physical meetings

	Team Managed
	12+ (Sr Solution Consultants, Marketing, Alliance)

	Reporting To
	Global VP -> SVP -> EVP -> CEO (Global)

	Geography
	APAC – India (Large/Strategic, Key, PSU, Government, Volume Business)

	

	Organization
	Godrej Infotech Ltd (Godrej Group)

	Duration
	Dec  2011 – Nov 2013

	Designation
	Associate Chief Manager (Mid Management)

	Role (Mgmt)
	Lead Business Consulting , Strategy & Operations

	Responsibilities
	Lead Business Development, Strategy, Operations & Consulting for Middle East, Europe, APAC

Handled business >USD 3 Mil for overseas accounts and USD 1 Mil for India accounts

Quota achievement >150%, Contributed 45% of Godrej IT revenue, Added >40 new logos

-Spearheaded new business avenue & revenue model for Godrej in the IT industry in EMEA & India

-Designed complete Market penetration, GTM, Strategy, Alignment with stakeholders.

-Leveraged existing relationship of Godrej with its suppliers, vendors and customers.

-Nurtured and mentored workforce on BD, Sales, Marketing, Solutioning front from EMEA, India
-Planning and Strategizing for Organization Growth both top-line and bottom-line

-Driving Corporate Growth and Expansion initiatives

-Managing Customer Expectations and focus on Value Creation 

-Managing expectations of CXO-Level Leadership in terms of business reporting/communication, 
 target management, presenting macro and micro level details in dashboards, balanced scorecards, 
 analytics and other management tools

-Deal Shaping E-2-E Discovery / Solutioning / Proposal /PreSales /RFP /RFI /RFQ
 Estimations, Budgeting, Pricing, Costing, Staffing, Mobilization, Negotiations, Contracts, SOW, 
 MSA, POC, Demos, TC Client discussions, Competitive Intelligence for  multi-technology, multi-
 domain, multi-platform

-Establishing & Channelizing Technology & Commercial Partners, NDA 

-Business Advisory , KPI & KRA Management, -Business Operations & Service Strategy Management

-Forecasting, Capacity Planning, Revenue Recognition, Budgeting, Actual Vs Planned, PMO Head

-DG with Sales, Marketing & Branding, Customer Segmentation, Promotional planning, Road-Shows

-Risk Mitigation & Adherence / Compliance as per Governance Model

-Consulting in ERP, Analytics, BI, SCM, CRM, SRM, Procurement, Warehousing, Logistics, Mobility,
-Strategic Planning for Productivity & Utilization improvisation, growth and cost reduction

-Vendor Evaluation, SLA Analysis, Negotiations and Pricing management

-Human Resource Management, Manpower Planning, Resourcing , Performance Management

	Team Managed
	40+ (Direct + Indirect)

	Reporting To
	AVP / VP

	Geography
	Middle East, Europe, India [Mid-Cap & SME Organizations]

	


	Organization
	Accenture

	Duration
	June  2008 – Dec  2011

	Designation
	System Analyst (Middle Management)

	Role
	Solution Designer and Architect / Business Operations & Process Consultant / Program/Engagement/Account Manager

	Responsibilities
	Managed Multi Billion USD customers / accounts 

Handled engagements worth upto USD 25 Mil for overseas accounts and USD 5 Mil for India accounts

ACCENTURE CIO (Global Competency Program Launch & Rollout)

-Program Lead Global Competency Program Launch & Rollout in South America, South East Asia, Texas & Chicago

ACCENTURE Business Operations / Delivery Excellence

-Planning and Strategizing for Organization Growth both top-line and bottom-line

-Driving Corporate Growth and Expansion initiatives

-Generating New Business Avenues, exploring Markets and Clients

-Managing Customer Expectations and focus on Value Creation 

-Managing expectations of C-Level Leadership in terms of business reporting/communication, 
 target management, presenting macro and micro level details in dashboards, balanced scorecards, 
 analytics and other management tools

-Program, Engagement & Account Management, PMO Lead

-Business Operations & Service Strategy Management

-Develop Marketing, Sales, IT & Operations Strategy

-Solution Selling

-Focus on Sales, Marketing & Branding activities, Customer Segmentation, Promotional planning, 
 Road-Shows.

-Risk Mitigation & Adherence / Compliance as per Governance Model

-Program and Delivery Management with on-schedule deliveries within budgeted estimates for 
 Development, Support & Testing Projects

-Strategic Planning for Productivity & Utilization improvisation, growth and cost reduction. 
 Implementing standardization best practices across organization. Productivity Measurement.

-Revenue recognition, Deal tracking, KPI measurement/tracking

-Strategic Industrialization Program for Indian Operations

-Driving Six Sigma Projects translating into value creation and monetary savings. Business Process 
 Improvement Programs

-Process Consulting Services for global clients from across diverse industries. Work involves Lean 
 Management, Kaizen, 5s, Continuous Process Improvement, Operation streamlining, Process 
 Optimization. Applying Tools & Techniques, Statistical Quantitative & Qualitative Analysis. 
 Organization Performance & Process Excellence. 

-Detailed scoping, Project Preparation, Requirement and Business Analysis, Feasibility Study, Due 
 Diligence. Development of Functional, Technical and High Level business designs, specifications. 
 AS-IS, TO-BE analysis, Version control, Reviews

-Manage Change Request, Signoff, Risk Analysis

-Human Resource Management, Manpower Planning, Resourcing

-Performance Management of Reportees & Mentoring of Mentees 

-Handle Scorecards, Dashboards, Benchmark Studies, Competitor Intelligence, and Critical
 reporting for Leadership

-Function Point Complexity Analysis and Software Sizing & Estimation for Custom & Package 
 Applications for global clients.  Critical evaluation of applications, requirements, multi-source 
 information, reconciling and decomposition of information

ACCENTURE Solutioning  / Sales Group

-E-2-E Deal Shaping, RFP/RFI, Presales, Estimations, Resourcing, Staffing, Budgeting, Costing, 
 Planning, Mobilization, Transition, Commercials, Negotiations,

-Individual ownership of Deals USD 5-25 Million. Contributed to deals USD 25-100 Million. Deal 
 Closure post qualification 80%

-Deal Shaping of Application Development, Support, Testing, Rollout, Upgrade Projects

-Develop MSA ,SOW, Metrics/SLA, NDA’s, DNP, Collaterals, Proof of Concept, Demo’s

ACCENTURE SAP Capability

-Lead : North America SAP Testing Lead

-Program/Account/Engagement Manager : AT&T , portfolio of 127 applications

-Program/Account/Engagement Manager : Celesio, P&G, Cargill

-Business Operations
-PMO, Project Management, Control & Planning

-Billing & Revenue Management, Pipeline Management, Forecasting, Capacity Management

-Consulting : Supply Chain , Demand Planning, Vendor Management, Procurement, Sourcing

Abbott Pharma, USA

-Lead : SAP APO Final Preparation, Go-Live

-Supply Chain Planning & Analytics

	Team Managed
	30+ (Direct + Indirect)

	Reporting To
	SM / AVP / VP

	Geography
	USA, Europe, Brazil [Large Cap Organizations]

	

	Organization
	Infosys

	Duration
	July 2003 – April 2006

	Designation
	Software Engineer

	Role
	SAP Techno-Functional Consultant (Module Lead)

	Responsibilities
	Managed Multi Billion USD customers / accounts 

Handled bids upto USD 25 Mil for overseas accounts and USD 5 Mil for India accounts

SBC Telecom, Chicago USA (Offshore Lead)

Due Diligence, Feasibility & GAP Analysis, Requirement Gathering, Blue Printing, Project
 Planning, Resourcing, Impact Analysis, Estimations, -Implementation : ABAP & Functional SAP Real Estate , -Testing : Hot Pack, Regression, Smoke, Integration, UAT, -Project Manager : Data Archiving

APPLE, Sacramento/Cupertino USA (Offshore Lead)

Due Diligence, Feasibility & GAP Analysis, Requirement Gathering, Blue Printing, Impact 
Analysis, Estimations , Rollout, Upgrade, Global Implementation, Support, Testing : Hot Pack, Regression, Smoke, Integration, UAT, Quality Consultant : Defect & Risk Management, Support ISO & CMMI Initiative, Develop specifications and End User Training, Knowledge Management : Techno-Functional Expert, Presales : North America & Europe Deals

DHL , APAC (Offshore Lead)

Implementation, Support, Quality, Defect & Risk Management, Develop specifications and End User Training, Knowledge Management : Techno-Functional Expert, Configuration, Change & Release Management, Presales : North America & Europe Deals worth USD < 5 Million

SYNGENTA, EURP

Develop ABAP RICEFW Objects, Reports, LSMW, BDC, ALE, IDOCS, RFC, User Exits, Testing : Hot Pack, Regression, Smoke, Integration, UAT

AETNA Health Insurance, USA

Develop IVR application using Crystal Reports, Java, Oracle

ANTHEM Health Insurance, USA

Developed Insurance Rating & Underwriting Application in Mainframe

Bank of America, USA

Developed Custom Credit Card Processing Application using Merlyn & Java Technology

	Team Managed
	12+

	Reporting To
	Project Manager, Delivery Manager

	Geography
	North America [Large Cap Organizations]


	Academic Projects


	Elder Pharma
	· Strategic Decision Making for IT investments and RFID

	
	· Strategic Supply Chain Management (Special Appreciation)

	Glaxo Smithkline Ltd. (Six-Sigma Green  Belt Certfication) 
	Business Case: - The output for Ointment Line of Betnovate N & C has gone down by 30% since May 2007.

Project Objective: - 

Improvement of OEE for Ointment Line of Betnovate N & C.

	Asian Electronics
	Inventory Management system & techniques.

	Big Bazaar
	Improving  Utilization of Food Outlet

	Tata Teleservices
	Developed prototype “Online Learning Management System”


	Academic Research Projects , White Papers & Exhibits


	Research Project 
	Branding SIOM, Resolving Conflict between Seniors and Juniors in any B-School,  Comparative Strategies - Japanese Vs American automakers, Heritage Brands – Study on Coca Cola, Diversity in Corporate Leadership

	White Papers
	Supply Chain Issues in Disaster Management, India : To rise ahead in Global Competitive Index,  Understanding ERP Evolution, SAAS the Future Business Integration, Lean in Software Development Process (Presented Intl Conf Soc.OpMgmt) , Green Lean Supply Chain (Presented Intl Conf Soc Op Mgmt), Productivity Measurement and Continuous Improvement (Accenture), Effort Estimation using Correlation & Regression Analysis for Projects Technology-wise & Platform-wise using FPA (Accenture), Measuring Function Point Team Overall Effectiveness (Accenture), Improving FP-Yield Six Sigma Way (Accenture)

	Model/  Exhibit
	Supply Chain Management Measurement & Metrics, Supply Chain RFID Process and Technology framework, Effort Estimation tool for Application Enhancement projects


	Academic , Co-Curricular and Corporate Achievements / Recognitions

	Academic
	IEEE Paper on Bioinformatics Genome , Virtual Reality &  Superconductivity, 2nd Prize for business game on Crisis Management at SIOM, 3rd Prize for Operations Excellence Model  RFID technology , Certificate of Merit for self initiated engineering technology projects,  Certificate of Honour from Anjuman-I-Musalmanan

Amongst Top 10 throughout academics with Distinction, 2nd Top scorer in SAP SD, Presented two papers at International Conference On Operations Management

	Co-Curricular
	Organized and managed IEEE 360 degree Techno-Managerial events, Organized Budget 2007 at SIOM & part of Event Management Tattv, Contribution towards college magazines , body of knowledge, Worked for NAB,CRY and Infosys Charitable Foundation causes , Organized and hosted Quizzes at Infosys, Handled complete placement activities of Engineering college

	Corporate
	Headed SKIES forum at Infosys, Tech Forum Lead for Package Implementation (SAP) & Mainframe, Team Lead “Campus Connect” Infosys Initiative, Coordinated with team of Business Consultant in feasibility study and business plan for Infosys to enter Middle East market as part of ESTEEM initiative, Accenture Campus Corridor ICE Lead for 14 Engineering , Accenture ACE Genesis Award , Accenture ACE Award Gold Miner Award , Presented White Paper “Improving FP Yield Six Sigma Way” at International Software Measurement Conference in Sao Paulo, Brazil, Accenture & ISB Certified in Excellence in Delivery Management


	Languages Known

	English , Hindi, Marathi, Arabic, French

	Current CTC (INR) – 54,89,986 [Fifty Four Lakh Eighty Nine Thousand Nine Hundred Eighty Six]

	Fixed Salary per annum
	44,34,524 [Forty Four Lakh Thirty Four Thousand Five Hundred Twenty Four]

	Variable Salary per annum
	10,55,462 [Ten Lakh Fifty Five Thousand Four Hundred Sixty Two]


                                                                             Sheikh Mohammed Kabir  

    Contact:  +91-9920195369   (India)

                 E-Mail: mkabirs@yahoo.com

Dear Sir/ Madam,

Greetings to you. Trust you are doing fine.

I am extremely pleased and delighted to offer my candidature to work with a globally renowned organization of repute as yours. My true admiration of your leadership, drive, enthusiasm, innovation and passion.

 

I would like to share that I am currently looking out of SAP for a great role & opportunity based in Mumbai or overseas. 

My motto is "Leadership & Success".

I am a self-starter, high focused, data driven, great networker, insightful, creative, resourceful, versatile, strong communicator, good listener, independent thinker, collaborator, target driven, results oriented, credible persona with a blend of techno, functional , business & management capabilities.

 

With rich valuable experience with organizations of repute as SAP, Deloitte, OpenText, Godrej, Accenture and Infosys,  cutting across wide spectrum of business functions and industry vertical, covering geographies as US, Canada, Brazil, Europe, Middle East, SEA, APJ,  I am confident of bringing immense value & contribution to your organization.

 

During my career have managed and handled many large, strategic and reputable brands from global arena. I have been successful in driving business through accounts in strategic, large size conglomerates, mid size and large scale volume.

 

Throughout my career i have performed Leadership roles revenue and P&L driven mapping multiple GEO's. Roles of great interest are National level/Multi Geo/CxO, Heading SBU/Practice/Country/GEO, Digital & Innovation, Strategy & Planning, Portfolio Program Delivery & Engagement Management, Consulting & Deal Shaping, Sales & Business Development, Digital Transformation, Partner, Channel & Alliances, Customer Success, Experience & Advisory, Marketing & Demand Generation, Talent & HCM Management.

 

I am currently drawing a Fixed compensation of (INR) Rs. 44,34,524, Variable of (INR) Rs. 10,55,462 and total CTC of (INR) Rs. 54,89,986 annually and am open to assignments across Mumbai, Middle East, Europe, Singapore, ANZ, Canada, LATAM.

I am keen to join your firm due to its leading position in the industry, accelerated growth, fabulous enthusiasm, vision for equal diversified opportunities, great organizational culture, spirit of innovation, professionalism that characterizes your firm and its employees. 

I am confident of bringing immense business and commercial value to my employer and great recognition with impacting the topline and bottomline of the organization in a positive way.

I appreciate your taking the time to review my credentials and experience. Looking forward to a positive response. 

Thanking you.                                                                                     
Sincerely,

Sheikh Mohammed Kabir    

Enclosure: Resume                                                                                            
