	
	PARAG GANDHI


Objective: Deliver Result-oriented L&D solutions to business team by working closely with Stake Holders and collaborate within and across teams for enhancing efficiency and effectiveness of individual employees.
Area of Strength:
Professional
1.  TNA as per ADDIE + Training Evaluation as per Kirk Patrick Model, MIS Reporting
2. Training – Sales, Customer Service, Soft skills, Leadership, Team Building, Managerial. 
3.  Resource Management - Selection, Induction and Performance Management of Trainers 
4. Managing Key Accounts 

Personal: Friendly, Calm, Analytical professional with a drive to achieve the best.

Work-Experience

Muthoot Fincorp Limited    Oct’20233 May 2024  
 Role Profile: Regional Training Manager -West
Scope of Sales /Product and Process /Behavioral Training:
Profile Experience:

Resource Management:
· Drive for higher Training ROI through accountability, ownership and responsibility.

· Managing Team of 2 Trainers for Product and Sales training

· Manage Learning Management System for updating and analysis of content utility by employees

· Optimize Training Budget for NHI, Refresher, content development and Leadership session

· Ensure Content Design and Development using updated content tools

Learning Culture:
· Drive L&D initiatives to inculcate learning in customer engagement

· Conduct Online and Offline Sessions, Monthly quizzes, Micro-Learning module

Stake Holder Management:
· TNA - training Intervention- along with Business Head, Zonal Head and Regional Heads. 

Delivery:
· Conduct TTT, Leadership session on Sales, Customer service, Managerial excellence
· Organize and/or Conduct New Hire and Refresher training

· Facilitate On-line training for New Product launches or updates
Centum Learning    February 2009 –Oct’2022   
Role Profile: Dy. Manager-TRAINING-CBS

Scope of Sales /Product and Process /Behavioral Training 
Profile Experience
Stakeholder Management

· Achieved Higher Training Deliverables due to constant communication and co-ordination with Clients Top Management and Centum leadership team 
· Coaching of Regional Managers, AVP on Team Motivation, Introducing SALES REPROTING to Team
Coaching and Training Efficiency

·  Training throughput resulted in at least 30% increased sales

· Demonstrate and Encourage SALES EFFICIENCY and EFFECTIVENESS across the S.PA.N.C.O to/for SALES TEAM
· Sales Training in CLASSROM of Sales Team, Lead Gen team in Sales and Tele-Sales Process
                AUDIT of SALES ACTIVITY
Content Development

· Training Efficiency was achieved by Customizing the Content as per the Client need
· Value addition in training through Content Development.

· Coordinate for Process Updates in Training Module.

Training Management

· Classroom and OJT training to New-Joiners and Experienced Employees as scheduled
· Channel Training and support provided for Product, Pre-sales and Sales.

· Monitoring Quality and feedback impact has helped in Revenue share.
· Conduct Pre-Assessment and Post-Assessment, Role-plays and monitor performance 
· Prepare Training and Coaching Reporting Region-wise and Resource-Wise
Intelenet Global Services   May 2006 - June 2008 Role Profile:  Lead Trainer 
Scope of Product and Process /SoftSkills Behavioral Training 
Profile Experience
Client and Internal Stake holder management 
· Suggest Process improvement to enhance customer experience and improve operation efficiency.

· Lead Process Trainer of Pilot Customer Service Team for Vodafone Essar Telecommunication (India) Ltd.

· Certified by Vodafone Essar (Ex-Hutchison Essar) in their Train-the-Trainer Programme.

· Awarded BEST TRAINER in Mumbai Post Paid Training Team,
· Conduct NHO/ Refresher with a focus on key deliverables which has helped in Cost saving to organization like low attrition in training, high thru put (average- 90+%)along with AHT, CQ and CSAT meeting Operation expectation.

Training Management and Special Project for better outcomes 
· Managed for 4 mths OJT Process of 128 trainees with CSAT delivery MTD at 92% which has contributed to Revenue of Process.

· Increased Gurukul (OJT) CQ contribution in Revenue share of Vodafone Process 
· Audits of new Trainers, up-scaling their competencies in training through feedback and practice.

3 GLOBAL SERVICES
November 2003 - April 2006   
Role Profile: Lead Advisor/OJT-PROCESS TRAINER
Scope of Lead Advisor /OJT Process Training 
Profile Experience
Operations Experience:
· Managing Team of agents for voice – based service to Channel Partners (Back Office) and Prospective Clients (Tele-Sales) of Hutchison Telecommunication (Australia)Ltd.

· Prepare Presentations and Reference Guide of Plans and Mobiles and Video Content for Tele - Sales Process.

· Handling Escalations, Monitoring Quality of the agents call and giving feed back to them.

· Collate Daily Call Reports of Team viz - Performance, Back office, and Sales.

Content Development and Updates
· Intranet site designed and developed with IT team to offer easy reference of Company’s Products and Services.

· Organize every month QUIZ event in co-ordination with Knowledge Experts (an idea expressed by me to improve quality with a mix of Learning and Fun).

Training Experience:
· OJT Process Trainer for TELE-MARKETING, BACKOFFICE, INBOUD CALLS

· Coordinate for Process Updates in Training Module.
Sales Experience

· Reliance Infocomm 2002 - Role Profile Sr. Business Development Executive- Corporate Sales

· Stellar Information Systems – 2001 Role Profile - Sr. Business Development Executive- Corporate Sales

· JobsAhead.com – 2000 Role Profile - Sr. Business Development Executive- Corporate Sales

Educational Qualification:


1998-2000          PGPMS   - SOMAIYA INSTITUTE OF MANAGEMENT RESEARCH and STUDIES

Major: Marketing Minor: Finance -    AICTE                  Marks: 57 %

1993 
B.com      N.M College of Commerce & Economics, 




   Mumbai University         


          Marks: 57 %

1990 
HSC        N.M College of Commerce & Economics,  




Mumbai Board 


                                         Marks: 57 %

1988 
 SSC       
Children’s Academy, Mumbai



                 Mumbai Board        


                         Marks: 81 %


Personal Details
· Gender – Male 
· Marital Status – Single 

· Date of Birth – 20/02/1973

· Hobbies – Reading and Listening Instrumental Music

· Languages – English, Hindi, Gujarathi and Marathi

· Computer Skills – Ms-Office [ Dip. In Computer Systems – NIIT]

Personal Contact Details 
· Mobile – 9819001074/8355846066

· Email id – paraaggandhi@gmail.com
· Address – Kanishka 101, Dadiseth Road, Malad West, Mumbai 400064

Certifications -
· Personality Development – Parker Institute

· TTT by Bodhih Consulting

· Consultative Selling Skills by Door Consulting, India

· Emotional Intelligence by Sen Consulting, Mumbai

· Transactional Analysis by ICTA, Kochi and Mumbai

· NLP – Certified by Fr. Dick McHugh, Jesuit Priest, Loyola College,B’lore, India

· Happitude by The Berkeley Institute – USA

· Experiential Learning – IIPE – Canada

· G.O.A.L by Life Academy, Chennai

· YOGA Teachers Training – The Yoga Institute, Mumbai and Mumbai University.
· Coaching certification by Middle Earth HR, Hyderabad

