Neil Sehmbhy



27 Mayfield Road, Wolverhampton, WV1 2EX - 07816521616
Profile
Focused leader, recognized for delivering superior results. Well qualified executive with over 15 years of experience managing high level operation, sales and marketing functions. Articulate communicator, capable of building lasting relationships with senior management of clients, partners and vendors. History of success, leading initiatives for sales, marketing, advertising and product management. Known for managing turnaround projects with 100% success rate. Experienced in the negotiation of high-level contracts. Well versed in presentations, accustomed to addressing clients, vendors, partners, shareholders and corporate board of directors. Managed multi-million-pound budgets with full P&L responsibility. Championed the development and implementation of strategic plans and innovative marketing ideas.
skills
	· Marketing Strategy
	· Finance and revenue
	· Public sector buying

	· Lead Generation
	· Business continuation
	· Brand Building

	· Business Development
· Myers Briggs 
	· Budgeting & Planning
· Bids and tendering
	· Strategic account management

	· New product launch
· Strategy and innovation

· Change management
	· Media skills and PR
· Competitor and customer insight
	· Disaster planning
· Data analysis

· Partnership management


professional experience

Collette Worldwide, UXBRIDGE, UK [Touring company]
OCT 17 to APR 19
Head of UK 
Built and led inside and outside sales team focusing on B2B and B2C sales functions. Led all functions to provide strategic and tactical guidance for the UK market. Diversifying distribution channels, partnership management, lead a team with accountability for all sales and marketing functions. Led the operations, sales, hr, finance and marketing functions to align and collaborate strategies and tactics.
Selected Results:

· Increased social media ROI by 275% and digital marketing lead generation by 124%.
· Led the office function of 30 staff members regarding finance, sales, marketing, operations and customer support. 

· Increased partnership agreements and growth by 42% and trade growth by 38%.
Strategies:
· Developed new social media strategy as part of a new marketing strategy.
· Revamped pricing strategy, implemented effective promotional strategies, trained a high-performance sales team. 
· Secured advertising with BSKYB and ITV to showcase product and drive brand awareness.

· Implemented a cornerstone turnaround strategy to grow revenue channels and optimize revenue growth by 34%.
Officeserve, London, UK [FM company]
OCT 16 to SEPT 17
Sales and Marketing director UK regions
Led and developed the sales and marketing function for the UK regions. Developed and recruited the sales team both internal and external. Developed the overall marketing strategy including digital content, website, loyalty scheme, customer feedback loop and online promotions. Launched the company’s first coordinated social media effort and provided guidance to managers and employees throughout the company.  Collaborated with finance, product development and IT to develop product range and proposition.
Results:

· Created top-flight digital content – including low-cost video. Grew social media presence by 200% on Facebook and Twitter.

· Created CRM system and product integration in conjunction with the IT team.

· Implemented a sales strategy and developed new market relationships.
· Grew sales by 200%

· Increased product range

· Gained 8 multi-million-pound contracts with partners such as Sodexo, JLL and BT.
Strategies:

· Launched company’s first social media presence and built awareness by creating/sharing engaging content and building a sense of community.
· Conceived and executed a sales and marketing strategy, recruitment and training process and increased revenue by 80%.
· Created product range and IT tools that enhanced customer experience and engagement leading to an increase in revenue.

CARE UK, Colchester, UK [Healthcare]
 May 2014 to Oct 2016
National Sales and Marketing development manager
Built and led the sales function of 19, with regional autonomy for operations, sales and marketing. Introduced and integrated a sales and marketing process including PR and media training, event management and ROI, regional marketing plans, PR and advertising and CRM including customer engagement. Developed regional and hyper local marketing strategies to link in with sales strategies. Created a nationwide training programme.
Results:

· Created the most successful high performing consultative field sales team across all metrics.
· Developed CRM system and customer engagement model, marketing strategy and ROI processes.
· Achieved 35% revenue growth.

· Highest team engagement across the company.

· Implemented an operations sales strategy and developed new market relationships.
Strategies

· Developed Sales processes including training, customer engagement, activity cycles, CRM system, inside sales strategy and training and risk assessments.

· Regular collaboration with Health and Safety, HR, Operations, Finance and marketing

· Opened 18 care homes with a combined turnover of £62m.

WHitbread PLC, Luton, UK [Hospitality]
Sept 2006 to May 2014
National Sales Manager
Led and developed the Sales function for new business development. Supported and developed marketing strategies for FTSE 100 partners including Balfour Beatty, Npower, Eon, BBC and Carillion.   Developed CRM systems to increase customer engagement, lead management and reduce sales cycle.
Results:

· Created appropriate print and digital content including bespoke webpages.
· Grew social media presence from 5k to over 80k on Facebook via partnership management and promotion.

· Created marketing strategies for multi-million-pound accounts.
· Sourced, closed and developed multi million-pound FTSE 100 relationships including RBS, Npower, Carillion, Eon, BBC.
Strategies:

· Supported company’s first social media presence including social media pages for partners, internal and external stakeholders.
· Developed a CRM system using Microsoft dynamics.
· Engaged with operations, finance, sales and marketing functions to create a new opening marketing and sales strategy for the opening and growth of over 150 new locations including the acquisition of 26 Holiday inn properties.
· Implemented a sales and operations strategy for new openings liaising with HR, Operations, IT, Health and Safety, PPM, Finance and Marketing.
Other employment:

Jan 2006 to Sept 2006 – Promise finance – Call centre manager

May 2003 – Dec 2006 – Healthland International – Club manager

Dec 2001 to Dec 2002 – Assistant manager – RBC promotions


Qualifications
Master of Business administration, Wolverhampton University, Wolverhampton, UK, 2018

CIM – CIM Academy, UK, 2012
Master of Sciences Vertebrate Paleontology, Derby/Berlin University, UK, 2001

Bachelor of Sciences Biology, Derby University, UK, 2000
· Proficient with PC, Mac and Microsoft Office (Word, Advanced Excel, Outlook, PowerPoint)
· Presentation and media skills

· Experienced in Adobe Creative Suite (Photoshop, Illustrator) 

· Knowledge of social media includes Facebook, Twitter, Pinterest, Tumblr, HubSpot.

· Basic knowledge of HTML.
· Knowledge in digital audio/video editing
· CRM systems: Dynamics, Act, Salesforce, Hubspot

· Level 2 FA 

· Safeguarding – young and vulnerable children
