	AMIT DHAR

700 Louis Henna Blvd,  # 327, Round Rock, TX 78664 amitdhartiss@yahoo.com 512.921.9657

	

	EDUCATION
	UNIVERSITY OF MICHIGAN, 
	Ross School of Business                     Ann Arbor, MI

	
	MBA Marketing, Strategy May 2007
Received the university-wide merit-based Lederer and the Ridley Scholarships,

	

	
	MUMBAI UNIVERSITY, St Xavier’s College                                       Mumbai, India

BA, Major: Economics; Minor: Statistics, May 1999

Top 5% of the graduating honors class. Awarded scholarships to cover full tuition.

	

	EXPERIENCE

Jul 2007- Present     DELL, INC.                                                                                            Round Rock, TX                                                                                                                       

                                 Small Business Online Marketing Manager 
 eCommerce Strategy
· Successfully developed and managed marketing programs to drive eCommerce sales for Small & Medium Business for the #1 Global Ecommerce Site- www.Dell.com. (5MM visits/day; $ 18B in online sales)

· Engaged global stakeholders, allocated resources, managed roadmap of global quarterly (including IT) programs and presented progress to cross segment senior management committee.   
End to End Program Management 
·    Led several cross functional teams & digital agencies to build business cases, develop requirements, review design and conduct pre/post launch testing for innovative site enhancements like purchase help redesign, deals destination, merchandizing vehicles in purchase path, services up-sell merchandizing, “My Dell” beta launch etc.
· Implemented SEO best practices in each program to improve search results. Recommended links increased click through increased by 3%.
Customer Research & Web Analytics

· Directed customer research studies on areas like post purchase communication (including email, IVR), Product comparison and assisted navigation features, “Learn More” content etc and executed learning’s globally.

· Built analytical framework and training program for measuring success of site change project launches.

	

	May- Aug 2006            PEPSICO International                                                                       Purchase, NY

                                    Brand Marketing Intern-  Lipton Ready to Drink Tea

· Conducted review of $700MM category using ACNielsen, Canadean & Consumer Research and presented strategies to grow Lipton share against private label by 10%.

· Partnered with R&D and MR agency to develop and test 16 new product concepts.

· Led cross functional team to develop global advertorials and instore advertising.

	

	Mar-Apr 2006              AVERY DENNISON Consumer                                                   Los Angeles, CA

                                     Marketing Consultant

· Assessed customer needs and market opportunities after market segmentation, to identify $100MM revenue opportunity for desktop based sign products.

	

	Jun 2001- May 2005     JOHNSON & JOHNSON Consumer Ltd                                      Mumbai, India

                                     Business Services Group Manager, 2002-2005

Management: Managed 4 member team and $600K budget to lead support in Training, online/offline corporate marketing, sales and marketing support.

Corporate Brand Marketing & Communications: Evolved award winning strategies for corporate branding and lead cross business team to implement web strategy ensuring 100% increase in job applicants.

Outsourcing Vendor Management: Presented outsourcing strategy to senior management by analyzing employee costs, evaluating vendors and outsourcing liabilities leading to reduced costs by $400 K.

Retail Sales Training, Metrics & Compensation Design: Used six sigma to create innovative training and performance evaluation methodologies for 1500 end-users. Awarded J&J Standards of Leadership Award: 1 among 6 awarded companywide. 

                                             Management Trainee, 2001-2002

Experienced cross functional training including 4 month sales stint, 3 month manufacturing stint and 5 month corporate services stint.
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