Ajit Jani
828 Romani Court						408.705.7751
San Jose, CA 95125					AjitJani1@gmail.com

Experience:	Consulting – Bay Area, CA
Branding and Strategy Consultant, Consumerist, UX Consultant, Product/Service Ideation June 2017 – present
	branding: created unique “3 pillar” system of brand evaluation from researched brand values in order to build brand platform and brand story
brand identity: research and interview client stakeholders to identify key elements unique to their brand to utilize as base for strategy 
consumer evaluation: interview consumers, track and evaluate consumer trends via Square/SPSS software, interviews, segment consumers into cohorts based on needs, demographics, and sales potential. A true expert in “getting into consumers’ mindsets”.
qualitative research: combine consumer research with competitive analysis and industry trends to create new research processes to determine needs/want analyses and demand-gap discovery reports 
strategy development: utilizing brand platform, consumer knowledge, and creative brief – create strategy for marketing communications, brand story-arc development, consumer development, ad/media strategy, clear brand voicing, and user-interfacing         	
website development: hands-on coordination of website flow, sales flow, website direction and creatives, with graphic designers, SEO/ Facebook consultant, ensuring that new layout matches new brand strategy and voice. Editing copy and website layout directly.
logo/naming: created and executed unique processes to develop new business names and logo development.  Coordinated work with graphic design team on logo look, color, tone, etc. to ensure my logo creation was implemented
SEO/Facebook campaign coordination – partnered with consultant to develop keyword campaign, SEM campaign, and Facebook campaign optimization 
brand messaging – directly created content in support of brand identity and story and underlying brand architecture. Created copy for brand expressions: website, marketing releases, press release, and marketing collateral
billing/invoicing – sent and tracked invoices and ensured billing statements returned on time.  Maintained expense reports/tax documentation

Experience:	Beeline Group – Hayward, CA 
[bookmark: _GoBack]Account Executive/Market Researcher March 2013-October 2015 (free-lance)
merchandising strategy: Researched and managed in-store merchandising strategy for Hewlett-Packard's RPS (Retail Publishing Solution Services) business and for Hewlett-Packard products at Office Depot
project execution: planned and executed promotional programs and display design to promote HP’s Photo Service at Walmart and HP's products at Office Depot while increasing ROI
-effectively led cross-functional teams (from design to production and distribution) to ensure successful completion of projects, meeting tight timelines and budget, and working under continuously changing circumstances
branding and strategy development: proactively consulted client and made recommendations on best approaches to impact shopper’s behaviors in-store and online
qualitative product/in-store research: married qualitative research with quantitative methodologies to directly target consumers with in-store interviews, sales flow, product/need assessments,  
Client List:
	HP: in-store and digital

Experience:	TATTOO Brand Strategy – San Francisco, CA
		
Brand Strategist September 2010 – February 2013
qualitative market research: conduct in-depth, informal and direct national/international consumer interviews (IDI’s), lead focus group discussions on brand/product experience, image, packaging utility to gain insight. Conduct direct impact via ethnographic research, parallel cohort interaction, and cross-platform utilization. Integrate AOR agency research into our own to create wider, non-myopic view.
quantitative research: integrate use of awareness/behavioral models as well as metric measure data to complete brand story arc and campaign positioning
strategy development: leverage qualitative and quantitative findings and data to develop brand platform, brand voice, and strategy development and implementation – present to client
team management: lead team of project managers and junior brand associates to complete interview recruitment, copy editing, branding projects on-time and to agency specification
target identification: identify potential target audiences utilizing research results, psycho/ethno/demographic/biographical data, marketing vertical data – to identify characteristics of archetype cohort
creative integration: ensure creative work matches approved campaign strategy and brand goals
data analysis: together with market research team, develop brand strategy from consumer insights, industry environment, competitor differentiation, and core archetypes
consumer advocacy: translate consumer data findings to apply their current perception vs. current strategy to develop new brand story arc
proposal/presentation writing: build and edit PowerPoint presentation to pitch proposals to clients
-compile and format collage images from team for concept illustration and video editing
client-agency internal blog updating: consumer input and response; both raw data and analysis
project management: act as sr. lead of project management team  to complete all tasks on deadline, develop efficient practices, recruit interviewees, and conduct quarterly reviews 
industry trend/competitive analysis/SWOT: conduct direct and indirect research to identify current industrial/cultural trends to discern how they may be utilized and how they can be driven
discussion guide development: drive interview/focus group discussion guides and questionnaires
Client List:
CNN masterbrand: television network and CNN.com (US)
Mastercard Youth + Affluent market segments: financial services (US, Brazil, France, India, South Africa)
	Pepsi: “green state of mind” campaign (US)
	----------------------------------------------------------------------------------------------------------------------------

Experience:	Madison Communications – MC2 Creative Clique – Mumbai, India
		
Senior Account Planner March 2008 – June 2010
market analysis: review industry reports, conduct market research, and relay relevant information and insights to agency teams 
brand positioning: combine research and consumer immersion to develop campaign strategy 
drive client pitch and proposal meetings 
department coordination: work with agency departments to ensure client brief needs met and project completed; ensure account management team advocating for campaign wit client and art/creative department bound to developed campaign/strategy
campaign development: develop scope, focus, and breadth of ad campaign parameters, budget, coordinate with media buying and media planning department to render budget efficiency
audience development: develop understanding of who target audience is and which applications/platforms necessary to reach them 
Associate Account Planner November 2007 – March 2008 
lead daily contact
coordinate project and annual ad spend budget
copy/graphic proofing: edit and campaign material/spot ensuring client communication clear and 	effective
develop campaign strategy
conduct qualitative consumer research
Client List:
VVF Ltd. (B2C): ‘Doycare’ Cosmetics/Soap (B2C): “Beauty Everywhere…” campaign (tv, POS, OOH)
Brother Printers (B2B): “Next Gen Office” campaign (POS, OOH, digital video shorts)
Fair One: Skin Cream (B2C): “Not your mother’s skin cream…” campaign (tv, POS)
BMG: Online Music Distribution (B2C): coordinate Facebook/radio campaign with on-campus events (Facebook) 

----------------------------------------------------------------------------------------------------------------------------

Experience: 	Maxim San Jose, CA June 2006 – November 2007
Marcomm Associate: semi-conductor marketing
	marcomm strategy development
client contact
	pitching
	new opportunity tracking 
	presentation development

Additional Skills:  - Microsoft XP Office, UX research experience PowerPoint Presentations, Google Adwords, Google Analytics, Salesforce, Scoopit, BaseCamp, MAPS, MS Project, iMovie, PhotoShop

Education:	San Jose State University - College of Business
Bachelor of Science - Business Management 			Dec 2005
GPA: 3.8
