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Anatoli Naoumov MBA, MSc

Profile

· Management consultant with over 10 years of experience with major international companies in various areas of business improvement – business planning and analysis, budgeting, forecasting, marketing strategy development, planning and implementation.
· Skilled in quickly identifying efficiency gaps and working out actionable recommendations.

· Proven ability to deliver results in “never been done before” situations. 

· Life experience of advising companies through severe economic crisis and major transformation.

· Broad multicultural and business experience.

Experience

	Business Development Consultant

Toronto, Canada
	2001 – present 


· Analysed internal processes, sales and operations, and market requirements; worked out recommendations aimed at alignment of internal operations to clients’ expectations.

· Developed financial model to forecast projects’ effectiveness.

· Coordinated development of tender documentation.

	Pannell Kerr Forster 

St. Petersburg, Russia
	1999-2001


Project Manager

· Managed a business processes and concept improvement project (10 weeks, 4 consultants) for an 800-room hotel. Project improved service quality and decreased business risk of hotel operation.

· Negotiated, sold and managed a project that resulted in development of financial model, planning tools, and marketing procedures (20 weeks, 3 consultants) for a new recreation centre construction project (equivalent of CAD70 million). Based on our recommendations, client has progressed on project development and extended financing due to the decreased business risk for shareholders.

· Structured, sold and managed marketing strategy development project for a national restaurant (5 weeks, 3 consultants). Based on our recommendations, client has increased revenue by 50% during the four consequent months.

· Developed and implemented business development campaign that attracted new clients in the new region; sales to this region in the next year totalled 25% of overall company sales.

	KPMG 

St. Petersburg, Russia 
	1996-1998


Senior Consultant

· Build a business model that supported purchase, transportation, processing of crude oil and distribution of oil products through the network of filling stations and export. Multi-currency, day-by-day model served internal financial analysis needs.

· Led a team conducting business valuation of USD60 million oil trans-shipment company. Build cash flow forecast. Assignment was called by shareholders. 
· Led a team conducting due diligence of a British retail business, preparing it for sale; sought purchaser and facilitated sales negotiations, resulting in equivalent of USD5 million sale of business to a private investor.

· Set up and implemented regional direct promotion campaign. Introduced company services to city mayors and company leaders. Set up a network of agents in the region.

	AT&T Network Systems International / Lucent Technologies, 

The Netherlands
	1994-1996


Business / Market Analyst (rehired after MBA graduation project)

· Analysed current size and growth potential of public payphone equipment and services markets in six countries; assignment was conducted in cooperation with AT&T country offices. Project outcome influenced the company strategy for the region.

· Assessed the relationship between business activity and telecommunications services consumption needs in a region by industry sector. Designed a financial/marketing model. Model allowed decreasing risks of project financing.

· Developed non-typical financing framework to support telecommunications equipment sale to Russia.

	Scientific Research Institute of Robototechnics 

St. Petersburg, Russia 
	1989-1993


Software Developer

Education

	MBA 
	TSM Business School, 

University of Twente, The Netherlands

· Special program for technical graduates
	1995

	MSc, Applied Math
	St. Petersburg Technical University 

(One of the top 10 Russian technical universities)

St. Petersburg, Russia
	1989
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