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	Summary of Profile
VP Level – Strategy and Advanced Analytics
Airline Industry and Management Consulting professional. 
Author of book – “Profit Optimization using Advanced Analytics”



	Academic Credentials



· MBA University of Chicago, 2000.
· M.S MIS Texas A&M University, 1993.
· B.S. Engineering IIT, Madras, 1989.
Analytics Expertise


· Predictive Modelling and Forecasting of Revenue, Costs and Profits
· Regression, and Machine learning techniques

· Monte Carlo Optimization techniques

· C-Suite level analytics design and deployment
Revenue Management Expertise


· Optimal, Modern RM Department structuring
· Pricing Analytics
· O&D Yield Management
· GDS Cost Optimization
· Revenue Integrity and Day of  Departure Optimization
· Interline Pricing – Codeshare and SPA

· RM executive briefings – C Suite agenda for RM
· Groups management for leisure and MICE
Aviation Specific Expertise



· Sales and Revenue maximization
· Sales contracting, Corporate Sales
· Airline Distribution Optimization

· Revenue Management and Forecasting

· Cost of  Sale Management

· Airline budgeting and P&L Management 

· Airline Value Map and Levers Identification

· Airline Business Intelligence and Analytics
· RM, Commercial Metrics, KPI, Dashboards

Strengths


· Comprehensive knowledge of Airline industry including processes including Sales , Revenue, Commercial and Distribution
· Strong in critical thinking and problem solving

· Ability to mobilize teams in delivering the target

· Strong in developing and delivering comprehensive BI and Analytics


	Overview



· 20 Years of progressive functional experience in driving advanced analytics in Airlines Revenue Management, Pricing and Sales
· RM and Sales Aviation Work Experience in USA, Asia, Europe -  driving Optimal RM structuring and execution in flagship carriers
· Worked with leading airline companies & TMCs- United Airlines, American Airlines, Air France, Jet Airways, Kingfisher Airlines, Carlson Wagonlit Travel
· Led Commercial, Sales and RM function in several leading airlines both as consultant and as part of their management teams
· Expertise in Advanced RM Analytics – Pricing, Demand Forecasting
· Expertise in Sales Transformation.
· Worked with leading consultancies -  Booz Allen and Hamilton,  Deloitte. 

· Functional expertise in Pricing, Revenue Management, Sales, Network Planning, Marketing.
· Managed large commercial teams of over 100 persons driving them toward delivering budgets at Kingfisher, Jet and Go Air; 
· Led Business Intelligence projects and implementations at top clients in US airline  industry
· Distinction of delivering highest SF and Yields in domestic India among all carriers.
· Transformed the Revenue Management department at Kingfisher Airlines and Jet Airways.
· Part of the Sales Force Transformation team at United Airlines driving systematic change across North America Sales function. Transformed the Sales Force at Go Air in 1 year. Revamped their marketing department to drive coordinated marketing.
· Delivered state of the art Revenue Management suite of products at leading clients of Sabre  worldwide – Clients include Air France, Alitalia, Alaska and American Airlines
· Developed Revenue Management suite of products for Sabre and deployed at key clients
· Delivered significant process improvements at leading clients of Deloitte in Telecom, Airline industries



ORGANISATIONAL SCAN



Jan’ 15 – Present : CEO of start-up Quad Optima Analytics, Author of advance analytics book
· Founder of travel industry focused analytics niche startup – Quad Optima Analytics

· Built a robot adviser for CEO and COO about revenue efficiency measurement and optimization

· Product is based on modern predictive analytics and is a plug and play product

· Implemented product at leading clients in POC and available for use in consulting assignments going forward

· Product and consulting can deliver 5% improvement in revenues immediately to airline and travel companies.

· Author of book “Profit Optimization using Advanced Analytics in the Airline and Travel industry”
Jun’ 13 – Dec 14 : Director Supplier Mgmt, Carslon Wagonlit Travel ( CWT) India
· Reporting to the CEO of CWT India, overseeing the Supplier Management function of CWT, India

· Partnering with global airlines and delivering on their Corporate Travel sales targets optimally

· Responsible for delivering 400 m of optimized traffic and revenues to top airlines out of India

· Strong negotiation of Sales contracts with domestic and international carriers in India

· Build ace team with analytical and negotiation capabilities to deliver revenue targets
Dec’ 11 – Dec 12 : Go Air , Vice President Commercial
· Reporting to the CEO , overseeing the Sales, Marketing, Planning and Revenue department
· Optimized Revenue Management and Sales Functions to deliver top line

· Optimized Network Planning department and route optimization to drive maximum utilization of aircraft
· Drove strategy and execution for commercial success of Go Air focused on profitable growth

· Delivered revenues on budget of USD 400 m  keeping COS within budget

· Successfully executed smooth interaction of all Commercial department functions 

· Developed a Commercial Dashboard and down-line information systems for all of Commercial Department

· Recognized as the best performing leader in driving the company’s results
Dec’ 09 – Dec’ 11 – Kingfisher Airlines, Vice President Revenue Management
· Transformed RM function - revamped the whole department structure, strategy and execution.

· Drove USD 1500 m  revenue budget successfully and delivered higher revenues than expected

· Tapped multiple new customer segments and developed new revenue streams in international markets

· Drove growth of revenue in Corporate and Agency channels

· Saved GDS distribution costs by 5 million rupees in 2 years through negotiation and optimization of distribution
· Developed comprehensive Analytics Suite for  Revenue Management and modernized Forecasting systems
· Delivered the highest SF and Yields in domestic India among all carriers.
Apr’ 08 – Dec’ 09 : Jet Airways, General Manager – Revenue Management
· Revamped Jet’s entire distribution strategy with a focus on minimizing COS and ensuring high margins.
· Represented Jet in cross-industry meetings on distribution strategies.
· Established RM Unit’s strategy and execution blueprint, RM infrastructure strategy using Sabre’s suite of RM solutions.
· Set up the Groups strategy and execution to deliver high yielding Groups revenues

· Set up the Revenue Management Business Intelligence functions and Policies and Procedures functions
· Drove optimal Schedule Distribution for the Jet network through GDS, OAG and ATPCO distribution
· Recognised for best performance in work, tapped by the CCO to head route profitability for Jet’s Asian routes.

May’06 – Apr’08: Deloitte Consulting LLP, Chicago, IL as Manager
· Delivered comprehensive Analytics and BI strategy at leading telecom and airline clients
· Delivered improved operational levers at clients using Deloitte’s proprietary Enterprise Value Map
· Developed internal team capabilities in the Process and  Business Intelligence verticals of the company
Mar’04 – Apr’06: United Airlines, Chicago, IL as Manager-Worldwide Sales
· Involved in complete Sales Force Transformation program for 2 years to modernize United’s global sales force
· Established optimal B2B sales contracts with large and small agencies.

· Developed strategies to penetrate mid market corporate market with optimal rewards programmes.

· Developed strategies to reduce COS by 10% 

· Designed and rolled-out complete Sales Force Performance Management program for Sales division.
· Designed and delivered comprehensive Sales Data Mart and Business Intelligence capabilities using EDW

· Designed and managed development of comprehensive Sales Reporting for entire Sales Division
· Coordinated with United’s IT governance team and built the Sales IT Roadmap
Mar’94 – Jun’98: Sabre, Dallas, Tx as Senior Consultant
· Built the core O&D Revenue Management product along with the team under Mr. Ben Vinod

· Designed and developed comprehensive reporting for Forecasting and RM systems

· Deployed the RM platform and solution at key clients including Air France, Alitalia, Alaskan and American
· Provided  post implementation support to Air France for a full year from 1997 to 1998 post implementation
· Improved the pricing department of American Airlines by automating pricing decisions and pricing distribution to ATPCO.
· Was recognized by the Air France client team for excellent service rendered to them during the support period
PREVIOUS ASSIGNMENTS



June’00 – Mar’02: Booz Allen & Hamilton, Inc., Cleveland, OH as Associate - Strategy Consulting

April’02 – Mar’04: Jones Day., Cleveland, OH as Associate – Business Intelligence
Aug’89 - Jun’91: Tata Consultancy Services, Delhi as Senior Systems Analyst
Analytical Models Built For Airlines

· Sales contract modelling for Corporate / TMC

· Pricing , Forecasting and  Optimization

· Channel Economics Model

· Profitability Scenario Modelling 

· Distribution Analytics Modelling

· Corporate / TMC contract modelling

Have seen a lift of 5-10% bottom line improvement at all airlines where we have delivered these analytical models. KF, Jet, and United Airlines are primary examples where such analytics and modelling have been implemented.

