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	 PROFILE 
	Over a dozen years of consulting experience and over 7 years of Project Management expertise in conducting Corporate Strategy, Business Process Redesign, Organization Design, and Solution Selection and Implementation initiatives
· Worked closely with executive teams at client organizations to develop corporate strategies, design organizations, implement systems, and institutionalize organizational change 
·  Led several consulting engagements involving business processes redesign, supply chain optimization, solution selection, and solution implementation
· Worked with global as well as local clients in private and government sectors. Experience spans a range of industries such as Automotive, Manufacturing, Retail, Hi-Tech and Internet sectors
· Hold an MBA from the Indian Institute of Management, Ahmedabad and a Bachelor of Technology in Electronics & Communication Engineering from the Indian Institute of Technology, Madras
· Certified Project Management Professional (PMP) and a member of the Project Management Institute
 


  

	KEY
FOCUS AREAS
	Infosys Technologies Ltd, Southfield, MI
Head of Consulting, Automotive and Aerospace
 
· Conceptualize, develop and take solutions to the market

· Grow the consulting business profitably
· Drive downstream technology implementation revenues

 
	Apr 2007 –
Date

	KEY

OUTCOMES
	Infosys Technologies Ltd, Dayton, OH
Senior Engagement Manager, Automotive and Aerospace
 
· Grew revenues by over 30% to a run rate of over USD 12 Mn per year
· Built strong executive relationships and achieved high client satisfaction

· Achieved operational excellence and won the best portfolio award

 
	Apr 2006 –
Mar 2007

	SELECTED
ENGAGEMENTS
	Infosys Technologies Ltd, Dallas, TX
Senior Principal/ Principal, Infosys Technologies Ltd
 
A Big 3 automotive client
· Program managed a BPR engagement

· Analyzed the current pain points and developed the future state business processes 

· Developed an implementation roadmap to achieve the future state processes

A leading automotive dealer system provider
· Assisted in developing an OEM solution offering

· Established a Program Management Office for delivering the solution

· Led ongoing efforts to enhance solution to meet OEM requirements

A leading US grocery chain
· The client is a USD 17 billion grocery chain in the US. The client wants to develop a supply chain performance management to monitor and improve its performance.
· Lead a team of business consultants and technical architects to develop a performance management system and an appropriate business intelligence architecture.
A leading US fashion retailer 
· The client is a leading fashion retailer in the US. The client wanted to assess its IT processes to ensure that the controls are Sarbanes-Oxley compliant.
· Lead a team of business consultants to assess the controls, determine gaps and make recommendations to address the gaps.
A mid-sized US Manufacturing Organization
· The client is a mid-sized manufacturing organization in mid-west US. The client wanted to re-design its processes to enhance performance as well as support future business direction  
· Part of the core team that managed the implementation of the ERP over 14 months involving 40 Infosys resources and 60 client personnel across 9 facilities. The scope of the exercise included:
· Developing the future state processes
· Prioritizing initiatives along with business case and estimated investment 
· Selecting an solution that best meets the business requirements
· Implementing an enterprise wide solution and track business benefits
· Developing and executing a change management plan to institutionalize change
A leading US Computer Manufacturer
· The client is a leading US computer manufacturer. The client wanted to rationalize opportunities across its supply chain 

· Part of the team that developed the future state solution. The scope of the exercise included:
· Mapping the current state processes from order to cash and identify rationalization opportunities
· Developing the future state processes
· Gathering business requirements for applications to support the future state processes
· Developing a implementation plan for systems integration 
	May 2001 –
Mar 2006

	 
	PricewaterhouseCoopers Consulting, Mumbai, India
Principal, Strategic Change
 
A large government owned petrochemical company (2001)
·  The client is the second largest petrochemical manufacturer in India. The client was facing the following challenges:
· Declining import duties and restrictions and entry of multinational manufacturers
· Significant competition from a large domestic competitor and smaller focused companies
· Wide product portfolio and a large distribution network
· Limited flexibility and responsiveness within a public sector framework
· Led the engagement team that developed a marketing strategy. This included:
· Developing product-market approaches for key product-application segments
· Rationalizing the portfolio
· Developing a pricing strategy
· Identifying of niche markets, new investment opportunities and export opportunities
 
A leading FMCG company (2000)
· The client is the largest cigarette manufacturer in India. The client wanted to explore e-business opportunities to improve business performance.

· Part of the engagement team that developed the e-business strategy. This included:
· Identifying e-business opportunities through a series of workshops
· Developing a framework for short listing and prioritizing opportunities 
· Examining options for exploiting short listed opportunities 
· Presenting recommended approaches
 
A B2B health vertical (2000)
· The client was a group of investors based in Singapore. The client wanted to identify e-business opportunities in the health insurance market that would link up providers, payers and patients.

· Led the engagement team that developed the business plan. This included:
· Determining the scope of offering 
· Developing a business model
· Identifying high level process and organization structure issues
· Providing implementation assistance in the areas of marketing and strategic alliances
 
A chemical market place (2000)
· The client was the promoter of a chemical company. The client wanted to set up a chemical market place.

· Led the engagement team that developed the business plan. This involved: 
· Developing the scope of offering
· Developing a business model
· Identifying partnerships/ collaborative efforts required
· Identifying high-level process and organization structure issues
 


	May 2000 –
April 2001



	An Investment Company
· Feasibility study for a specialty medical center for the treatment of tertiary care disorders in the UAE.  The study involved:
· Analyzing the incidence rates of various tertiary care disorders
· Understanding of requirements of patients and provision of tertiary care services in the UAE
· Determining preliminary financial viability
 
	 
June 1996 –
May 2000
	

	 
	 
Tata Strategic Management Group, Mumbai, India
Associate Consultant
 
A telecommunications company
· Developed a strategic plan for a telecommunications company in India.  The exercise involved developing strategic options for a domestic company at a time when the telecommunications sector was undergoing a transition from a highly protected environment to a liberalized environment with global competition
 
A large auto-components manufacturing Group
· Developed a strategic plan for a large auto components group in India.  The exercise involved identifying future trends in the auto industry, and recommending business that the Group should emphasize and the capabilities it should develop in order to build a sustainable advantage
 
	 
May 1994 –
April 1996


 
	 EDUCATION
	Indian Institute of Management, Ahmedabad, India
Master of Business Administration (MBA)
	May 1994  

	 
	Indian Institute of Technology, Madras, India
Bachelor of Technology in Electronics and Communication Engineering
	May 1992


	CERTIFICATION & MEMBERSHIPS
	Raju is a certified Project Management Professional (PMP) and a member of the Project Management Institute


