ANDREW MADHU SHEKHAR

ADDRESS:
· India : Flat No. B 1 “ B”Block 3rd Floor, Muktha Nirman Apartments,
No.76, Mount Poonamallee Road, Porur, Chennai 116
Mobile: +91 9884523317 (India),  E-mail id: andrew.shekhar@yahoo.com 

SR.MANAGEMENT LEVEL ASSIGNMENTS IN INSURANCE & HEALTHCARE INDUSTRY (OPERATIONS / BUSINESS DEVELOPMENT / OPERATIONS / UNDERWRITING).
President for a renowned hospital - MIOT International, with over 16-year accomplished career track known throughout Insurance & Healthcare Industry for delivering and sustaining revenue and profit gains within highly competitive Indian retail markets.Accomplished, senior marketing professional with broad retail marketing experience, encompassing strategic planning, qualitative & quantitative research, interactive marketing, creative development, media planning & buying, database /direct-marketing, public relations, sales promotion and visual merchandising, with the ability and skill set to provide creative, innovative, enthusiastic and forward-thinking leadership in a team environment. Focused on achieving continuous, improved business performance
KEY STRENGTHS 
Sales and Marketing Management

· Manage the sales and marketing operations for promoting different  products and accountable for achieving business goals and increased sales growth

· Identify, develop and nurture new market segments for launch of products, thereby enhancing profitability.

· Ability to handle multiple brands and devising their positioning and strategies i.e. Product management.

· Review & interpret the competition & market information to fine tune the marketing strategies.

Relationship Management

· Build and strengthen relationships with key accounts, medical fraternity, opinion leaders thereby ensuring high customer satisfaction by providing them with complete product support.

· Interpret the competition & market information to sales managers, product managers and zonal heads, ensuring smooth and profitable operations.
Channel Management

· Identify and network with financially strong and reliable dealers and channel partners, resulting in deeper market penetration and reach.

· Evaluate performance & monitoring distributor sales and marketing activities.

Product Management and Sales Promotion
· Organize /conduct medical educational programs, seminars & conferences for corporate clients.

· Design & implement marketing activities such as camps, doctor’s meets/ conferences/ presentations at Corporate for enhancing brand visibility/ coverage & reach.

· Conceptualize and implement sales promotional activities such as Selection / Targeting the KOL’s (Key Opinion Leaders in the field and organizing CMEs) as a part of market development and brand building effort.

· Devising and implementing pre & post marketing activities for successful launching of new products.
Key Account Management

· Developing relationships with key decision – makers in target organizations for business development.

· Identifying institutional and potential business outlets and strategically secure profitable business.

· Managing activities pertaining to negotiating / finalization of business for smooth execution of sales & order processing.

· Providing secure support to customers and resolving their issues/concerns & responsible for credit control & timely remittances from the market.
Man Management

· Monitoring & motivating the man power & ensuring quality deliverables in the market.

· Planning individual / team goals to achieve pre set targets within time, quality & cost parameters.

· Responsible for recruiting, mentoring & training personnel to the sales team for ensuring optimum performance to deliver quality services in market. 

· Identifying professional needs of team members and help them to achieve professional objectives 

· Caliber in team building and sustaining team stability.

CERTIFICATION & LICENSURE
· New Jersey State Insurance License Holder (Topper), New Jersey – USA – 2015.
· Certificate Course in Computer Operations, NIIT, Chennai.- 1995
· Airline Tours & Travel Course from Clare’s Institute, Mumbai – 1994
· Diploma in Sales & Marketing Management - National Institute of Sales, Chennai – 1993
CAREER FEATURES
MIOT INTERNATIONAL HOSPITAL 




SINCE JULY’ 2015 ….
PRESIDENT - CORPORATE RELATIONS

CHENNAI - INDIA.  
Appointed to lead the entire Corporate Private & Medical Marketing function of 1000 Bedded Super Speciality Tertiary Care Hospital. Directed a team of 3 DGMs, 6 Managers 10 Assistant Managers and 4 Public Relationship Officers. Formulate marketing, brand planning, and business development strategies to drive revenue growth
Key Deliverables

· Spear heading three verticals which include Private Corporate Marketing, Doctor Referral & Public Center Units for the entire Region.
· Built Medical Marketing team for MIOT International and directing towards objective Orientation & realizing organizational objective.
· Held full P&L responsibility for Chennai private corporate marketing team through direct Training, leadership, and supervision of Deputy General Managers, In Patient Care & Out Patient Care Relationship Managers, Camp Co-ordinator & Camp Support team.

· Managed a Budget of INR 20 Crore pertaining to Corporate Private & Dr Referral sectors.
· Conducted speciality programs in order to create awareness amongst all corporate Employees at key corporate venues.
· Introduced Quarterly News Magazine that captured the major events, CME, and programs conducted by the Corporate Relations team.
· Currently handling 350 Corporate (i.e. Private / PSU units) in Chennai Region.
· Initiated and conducted weekly sales training workshops and accompanied Managers into the field to expand territory as well as increase the market penetration, attaining referrals from key corporate sectors as well as the Medical Marketing Team.
GLOBAL HEALTH CITY 





JUNE’ 14 to FEB ‘15
GENERAL MANAGER - BUSINESS DEVELOPMENT 

CHENNAI - INDIA.  

Appointed to lead the entire Corporate Private Marketing function through a turnaround. Assumed majority of responsibilities & accountabilities previously held by the vice president marketing.

Key Deliverables

· Held full P&L responsibility for Chennai private corporate marketing team through direct training, leadership, and supervision of Business Development Managers, In Patient Care & Out Patient Care Relationship Managers, Camp Co-ordinator & Camp Support team.

· Managed a Budget of INR 5 crores pertaining to only corporate private sector.
· Acquired a portfolio of 350 key corporate accounts that included top IT companies namely TCS, WIPRO, COGNIZANT, INFOSYS, RENAULT NISSAN, BMW, HCL as well as Manufacturing units & big & small scales industries through identification of unique business opportunities, execution of corporate presentations, and strong contract negotiations/closings.

· Initiated and conducted weekly sales training workshops and accompanied Business Development Managers into the field to expand territory as well as increase the market penetration, attaining referrals from key corporate sectors.
· Instrumental in opening 2 OHCs (i.e. Occupational Health Centres) month on month within the premises of major corporate.
· Generated new business through networking efforts and execution of creative marketing plans implemented within strict advertising budgetary guidelines.

· Conducted speciality programs in order to create awareness amongst all corporate employees at key corporate venues.
· Spearheaded successful employee sales contests.

· Responsible for managing events & programs, risk management proposals and quality assurance.

· Created a physician peer review committee to minimize mismanagement proceedings. 

VASAN EYE CARE HOSPITAL                                                                              JUNE’ 11 to JUN ‘14
GENERAL MANAGER- MARKETING              

CHENNAI - INDIA.  

World’s Largest Eye Care Network Hospital with close to 150 locations across India.

Advanced to a General Manager Role – Marketing to serve as a key member developing Sales and Marketing strategies. Directed a team of 30 Sales Managers. Formulate marketing, brand planning, and business development strategies to drive revenue growth. 

Key Deliverables

· Spear heading three verticals which include corporate marketing, doctor referral & general marketing for the entire Region.
· Was successful in contributing 30% of the company’s monthly turn over which sums to an amount of Rs.3 crores month on month. 
· Improved the sales policies and practises. Defined the sales cycle, created accurate job descriptions and developed standards for customer relationship management.
· Targeted and penetrated a competitive market and orchestrated successful promotional campaigns & events by including special offers which in turn increased the patient flow inside the hospital.
· Preparing and monitoring of budgets as well as short and long term business plans.
· Monitor the key performance indicators of the unit and initiate corrective action wherever necessary.
· Enabling the employee’s development by specifying their job competencies and through intensive training.
Highlights

· Received the best performance award in the month of Feb 2014 for conducting a Mega Continuous Medical Education Program (CME Program) which saw a crowd of 300 doctors attending this event. Applauded by the management for arranging sponsors to the tune of 7 Lakhs single headedly.
 TATA AIG LIFE INSURANCE COMPANY PRIVATE LTD. 

          JAN ’ 05  to JUN ‘11 

 CLUSTER OPERATIONS MANAGER - OPERATIONS 
 CHENNAI - INDIA.  

Tata AIG Life combines Tata's pre-eminent leadership position in India and AIG's presence as the largest, independent listed pan-Asia life insurance group in the world spanning 15 markets in Asia Pacific                                                         

Over 5 years of experience as a Senior Operations Manager in the insurance industry, with emphasis on improving efficiency, productivity and organizational consistency.

Key Deliverables

· Accountable for managing the entire Branch Operations of 7 locations.

· Serviced accounts and participated in Business Development, underwriting and Operations.

· Fostered and maintained relationship with insurers and clients.
· Conducted risk assessments, evaluated insurance programs and recommended insurance coverage.

· Ensuring that all Branches within the Cluster are 100% operational with Executional efficiency.

· Achieved satisfactory audit rating for the Cluster by implementing Processes and SLA’s.

· Review branches by conducting shadow audits on monthly basis and Ensure 100 % adherence in all Branch SLAs.

· Managing the Back Office Insurance Operations (i.e. Underwriting / Policy Owner Servicing, License Processing, MIS).

· Coordinating with Third Party Administrators and ensuring efficient services rendered to clients.

· Cementing healthy relationships with Brokers & Channel Partners.

· Managing the Life persistency of insurance policies for the entire region.

Highlights

· Attained 1. Chrysalis 2. Metamorphosis.

· Received Super achiever award in 2009 & 2010 for achieving 90% in Persistency.

· Felicitated as the best underwriting Manager after scoring 95% in Underwriting Exam. 

· Was awarded as best Cluster in the year 2009 for promoting Direct Credit / ECS Conversion.

· Was awarded the Best Cluster Manager “Atlas Award” in the year 2010 for ensuring 100% achievement in SLA & Audit Review.

PREVIOUS EXPERIENCE
	Tenure
	Company Name
	Designation

	Jul ’03 - Jan ‘05
	Max New York Life Insurance
	Customer Relationship Mgr.

	Aug’01 - Jul ‘03
	ABN AMRO Bank
	Personal Financial Consultant

	Apr’99 - Jul’01
	HDFC Bank, India
	Corporate Sales Executive

	Jul’93 - Mar’99
	E-Mart (Dubai)
	Team Coordinator


EDUCATIONAL QUALIFICATION
Bachelor’s Degree in Science (B.Sc.) from Loyola College, Chennai  - 1990 to 1993
HOBBIES
· Travelling & Exploration.

· Playing Badminton.

· Social Networking.

· Listening to Music.

PERSONAL DETAILS
Date of Birth
    

:      
23rd May 1972
Marital Status        

:      
Married

Passport Details   

:      
F0548314
Current Salary      

:      
20 Lakhs
Expected Salary   

:      
24 Lakhs
Date:  07- Jan- 2016 

Place: Chennai
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