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	Application for:
	Managerial Responsibilities in Consumer Marketing

	
	

	Current Designation:
	Marketing Manager 

	
	

	Experience: 
	Almost 8 years

· 8 months marketing Beer in Millennium Alcobev Ltd.
(the new start-up of the UB Group)
· 7 years in Contract Advertising (I) Ltd. 

(part of the JWT Worldwide network and the WPP Group Plc.)
- 3 ½  yrs Advertising Account Planning & Marketing              

     Consultancy in the Strategic Planning Group

     - 3 ½  yrs Advertising Account Management (prior to Planning)

	
	

	Qualifications:
	M.B.A. (Marketing), B.Sc. (Chemistry)

	
	

	Age:
	29 years

	
	

	References:
	· Preethi Maroli, Partner, EuroRSCG Singapore

· Ajay Adiseshan, CEO, WebResource Pvt. Ltd.

· B.S. Nagesh, CEO, Shoppers’ Stop Pvt. Ltd.

· Ajay Miglani, ex-Marketing Director, Visa India

	
	

	Residential Address:
	1, Bir Sagar, 396/20, 17th Road, Dhan Pothohar Nagar, 

Santa Cruz (West), Bombay - 400 054.

	
	

	Telephone (Res.):
	(022) 6604057

	
	

	Cellular Telephone:
	(0) 98210 87381

	
	

	E-mail Address:
	email@mehboobghai.com
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2. Summary of Qualifications

1: Professional Experience
1-A. 

Millennium Alcobev Ltd.

May 2000 - Present
Current Designation:  Marketing Manager
Millennium Alcobev Ltd. is a new start-up in the UB Group, India’s leading alcoholic beverages conglomerate with multi-national interests. Formed in 1999, MABL was given the mandate to be the UB Group’s growth engine in the new millennium. 

With most key personnel being from UB’s erstwhile close-second competitor, Shaw Wallace, MABL’s key role is to venture into new territories in terms of product categories, distribution and marketing, disrupting the status quo and creating new markets. It’s lean structure, hunger for new challenges, agility, the collective experience of its personnel, employee stake and the backing of a big group give it distinct advantages over its sister companies in the Group, or competition for that matter.

MABL will eventually have separate divisions for Beer, Spirits, Wine, New Products and New Initiatives. Till date, only the Beer Division has been operational in the market, with MABL marketing 5 regional UB beer brands (Sun Lager, Kalyani Black Label Strong, Charger, Bullet and Flying Horse), launching its own national flagship (Zingaro Premium Strong Beer) and acquiring a few more (Sand Piper, Turbo, Guru). 

However, this year will see the launch of its brands in whiskies, rums, ready-to-drink beverages and premise-management, replete with international and domestic joint ventures and acquisitions, a few of which have already been processed. 

My role is in the Beer Division, though our lean structure demands close interaction with personnel from other divisions as well on strategic issues. I am individually responsible for brand-building, and for marketing, together with the Vice President – Sales & Marketing.  This includes planning and directing marketing programs, and managing the execution and results of the same in line with overall business objectives.

The Indian beer market is very complex, since the production and sale of liquor is the domain of the state government and not the centre. Therefore, each state has its own laws, taxes/duties/levies and market structure. Due to this, the production for each state needs to occur in the state itself, as far as possible – so, we manage 16 breweries across India and will add on upto 8 more as we expand. In addition to this, we manage 9 brands of beer and the portfolio’s still growing.

Even though it’s been a short time, my learning curve has been steep, having been exposed to the intricacies of a very fascinating industry and a closer look at marketing and sales operations, in a small, new company big on experience, expertise, knowledge and achievements.

1-B. Strategic Planning Group - Contract Advertising (I) Ltd.

     






  Dec ‘96 – April 2000
Designation:  Account Planning Group Head
1-B-1) A brief introduction to the SPG and my role in it

In the Strategic Planning Group, a division of Contract, I was involved in the gamut of Brand Planning and Marketing Consultancy activities, managing projects and their alligned teams, our roster of clients including both those part of Contract’s portfolio and independents. 

As part of the world’s largest marketing services group, the WPP Group Plc., ‘SPG’ is networked with a number of marketing specialist organizations across the world, including The Henley Centre, UK and The Futures Group, USA.   

SPG’s activities include India Entry planning, Industry analysis & review, Demand estimation, Market profiling, Product pricing mix, Distribution planning & logistics, Salesforce training & management, Portfolio analysis, Product & Service Benchmarking, Acquisition programs, Brand Planning, Brand Equity studies, Customer Satisfaction studies, among others.

In addition, several independent studies and analyses seeking to track emerging economic, marketing, consumer and communication trends have been undertaken,  some of which are published as white papers (‘Upfront’), viz ‘The product-service interface and its implications on marketing’, ‘Company as a Brand’, and ‘Customer Segment Focus: A new approach to segmentation’.  I was involved in 3 such upcoming efforts recently, detailed later.

In my three and half years in this division, as indeed in my previous tenure in Account Management, I gained and honed valuable understanding of the issues facing market dynamics, brand management, consumer behaviour and positioning/ communication development, across a plethora of industries and also, the relevant and effective use of research in these areas.
I was closely networked with agency brand teams and clients, a large part of the division’s responsibilities being in the area of brand planning - therefore, continuously deepening my appreciation of how consumers relate to categories and brands, how they ‘consume’ communication, and the issues facing marketing across industries.

I was also closely associated with new business acquisition projects, or ‘pitches’, as they are called.

‘SPG’, in fact, kept me at the forefront of both marketing/business issues on one hand, and brand positioning/consumer stimuli on the other, a combination which I believe is a real advantage and asset.

1-B-2) Portfolio of Work: Brand Planning
Brand planning entailed evolving strategies to develop and cement the relationships consumers have with brands, and in some cases, this extended to developing category strategies. This includes gathering and analysing facts about the category, market, brand, competition, consumer, company and communication, developing brand positioning and communication strategies and delivery mechanisms. Contract employs JWT’s proprietary ‘The Thompson Way of Total Branding’ planning tools for these processes, of which I have an extremely good appreciation.

Below are some of the brands I had been involved in. Most of these were handled on a project basis, with annual/bi-annual reviews.

	Category
	Brand

	Soaps/Personal Wash
	· Hindustan Lever Developmental Brands

	Confectionery
	· Cadbury’s Picnic

· Cadbury developmental brands 

· Chiclets

· Clorets

· Corn Products Skippy Jelly Bites

	Nutrition
	· Heinz Farex
· Heinz developmental brands

	Personal Care
	· Denim

· Emami Developmental Brands

· Braun Silk-epil Epilators

· Listerine

	Garden Fertilizer
	· Garden Bloom

	Decorative/Interior Paints
	· Asian Paints Royale

· Asian Paints Tractor

	Automotive
	· Bajaj Company Brand

· Bajaj SpirIt

	Electricity Generators
	· Thermax-AlliedSignal Turbogenerators

	Retail
	· Shoppers’ Stop

· Concorde  Motors

	Communication
	· BPL Mobile

	Education
	· NIIT

· NIS

	Satellite Channels
	· Discovery Channel

· ESPN-Star Sports

	Financial Services
	· Prudential ICICI Mutual Funds

· Kotak Mahindra Primus Ltd

· BOBCards

· ABN Amro Bank

	Abrasives
	· Grindwell Norton India

	Tobacco products
	· ITC developmental brands

	Appliances
	· Daewoo refrigerators & washing machines

	Automobiles
	· Toyota

· Volvo

	Internet
	· Pacific Internet

· Indiagames.com


In addition to these, I was also been involved in new business projects on Apparel, Tea, Credit Cards, Automobiles, Audio Systems, Confectionery, Cellular Services, Fertilizers, Watches, Ayurvedic Medicine, Herbal Personal Products, Printers, etc – involving the same rigour and passion as devoted to operational brands.
1-B-3) Portfolio of Work: Consultancy
1. HongKongBank-Visa Branch Power
This project involved marketing credit cards to the branch customer-base, staff training in product concepts & selling techniques, communication development and project management. The programme added in its 3 month duration, as many new card customers as had been attracted in the previous 3 years.
Key Contribution:
I was involved in adapting the international programme to the Indian scenario and instrumental in managing client relations, staff training workshops, communication and merchandising development & execution, direct marketing, staff & customer motivation programmes, local events and data analysis, all from planning to execution.

2. Kotak Mahindra Primus Ltd. Service Benchmarking
This involves business process analysis and measurement, including marketing, sales, finance and customer service, for KMPL, competition and surrogate industries, customer satisfaction audits, gap analysis, setting benchmarks, implementing plans and evaluating performance. The process analysis stage for KMPL had been completed.

Key Contribution:
I was involved in evaluating and analysing key departments and processes in KMPL, across various operational locations, including identifying process chains, key customer value drivers, methodologies for process measurement, immediate actionables, managing client relations and preparing the project report.

3. BPL Mobile - Category Repositioning & Strategies for targeting the mass market
This project involved identifying key strategic issues facing the category, the company and the brand, and developing strategies to explode market penetration and drive brand appeal. The recommendation phase was completed and implementation was to commence shortly.
Key Contribution:
I was involved in the project design, research planning & execution, data collection from the market, international and national sources, analysing company processes, identifying issues facing the consumers’ relationship with the category, category barriers & motivations, buying behaviour, brand equity, communication/product/service analysis, pricing , distribution, sales process, customer service, loyalty programmes and  evolving strategic recommendations.

Others:

Product/Brand Portfolio Rationalisation

Customer segmentation & Market estimation

1-B-4) Portfolio of Work: Environment Trend Planning
These are projects which are non-syndicated, and are undertaken to further our understanding of changes in the market environment, consumer behaviour, how people consume communication, and strategies to take advantage of emerging trends. A few of these will be published as ‘Upfronts’.

1. The Contract Study on Indian Youth

This project involved identifying attitudinal & behavioural trends that define the youth of today, and evolving product development, marketing and communication strategies to take advantage of the opportunities therein.
Key Contribution:
I was involved in consumer qualitative & quantitative research planning, execution and analysis, analysis of categories, brands & communication targeted at youth with a global perspective, sieving other national and international research & data and evolving strategies to target youth in terms of products and communication.

2. Consumer Behaviour & Market Strategies in a Recessionary Economy

This project involved identifying trends and changing consumer behaviour patterns across a wide cross-section of categories and evolving strategies for marketers to beat the recessionary introversion.
Others:

Planning for Social Change

Impact of Country of Origin on Brand Preferences

Impact of Celebrity Endorsement on Brand Image & Intention to Purchase

Category Involvement Trends
1-C.  Account Management - Contract Advertising (I) Ltd.








      
     Aug ‘93 - Dec ‘96
Brands handled, Salient Achievements & Tenure:

Retail:      Shoppers’ Stop




Dec ‘93 - Dec ‘96

· launching the First Citizens’ Club

· Positioning & launching the FCC-HKB credit card

· launching the store label  ‘Stop!’

· launching the Bangalore store

Blues Bizaar



 Launch (‘94) - Dec ‘96

· Positioning & launching the Brand

· Positioning & launching the store label  ‘i’
Banking: HDFC Bank





Apr ‘96 - Dec ‘96


    - launching the ATM network, branches


    - Corporate identity programme

Shaving systems: Laser




Nov ‘95 - Apr ‘96


    - Packaging development

Lighting systems: Philips Lighting

        

June ‘94 - Apr ‘95


    - Relaunching CFLs, value-added bulbs, 


     tubelights

Petroleum: Bharat Petroleum



Dec ‘93 - Apr ‘95

Soap (bactericidal): Neko



        Jan ‘94 - June ‘94

Analgesic OTC: Anacin



        

Jan ‘94 - June ‘94

Personal products: 



Gleem talcum powder


        Jan ‘94 - June ‘94



Anne french cream


        Jan ‘94 - June ‘94

1-D.         Other Experience:
Concurrent placement - ARB Communications
     
   Jan - May ‘93

(interim-MBA part-time practical work experience program)

Summer placement - ACC




   Aug - Sept ‘92

(interim-MBA Full-time practical work experience program)
2: Summary of Qualifications

Thompson Total Branding workshop



   Aug ‘96

(J. Walter Thompson’s Proprietary Brand Strategy Planning Tools, an evolutionary modification of the erstwhile  ‘Thompson Way’)

Windows 







   Aug - Nov ‘93

(contract’s marketing & advertising training program)

MBA (marketing)







1991 - 93

Institute for technology & management - New Hampshire College

B.Sc. (chemistry)






1988 - 91

Bombay university
Of  course, in my 7 years at Contract, I had also been involved in a host of workshops, in participatory, co-ordination and training roles, ranging from managerial skills, business strategy, brand planning, research, information technology, training, media and the creative disciplines.

4: Personal Information

Marital status: Single

Nationality: Indian

Date Of Birth : 22nd February, 1971

Languages :  English, Hindi

5: Interests

Music

Technology

Travel

Football, Cricket

Painting

Innovations/Ideas for a better life

Born in Trinidad, West Indies, I’ve been in India since 1982 and still haven’t quite shrugged off the calypso mood.

Probably my greatest love of all is music, ranging from hard rock (preferably ‘70s), blues, jazz, reggae, alternative, country, fusion, world, some Western & Indian classical, and these days, even some techno & rave! I’m woefully out of touch with the guitar, though.

I’m quite passionate about most sports, especially football (soccer) & cricket, and used to play for an amateur football club a few decades ago. I also like Formula1 racing, basketball, tennis, rugby, American football, baseball...but nowadays, I’m more of an armchair sportsman.

And painting? Well, just fabric, actually - I have a few T-shirts as proof - but again, years ago.

Honestly, if I knew these qualifications would swing the deal, I would’ve gotten in touch with you in college.

By the way, I’m also a big technology, pre-history/palaeontology, space exploration and supernatural phenomena/extra-terrestrial life freak.

THANK YOU FOR YOUR TIME, PATIENCE & SENSE OF HUMOUR






















