	CURRICULUM VITAE


NAME



Dominique Jaya-Ratnam

ADDRESS


8/4 Llewellyn Street, Rhodes, N.S.W. 2138
E-MAIL


dmj@160000@outlook.com
MOBILE


0411 082 882
NATIONALITY


Australian (Granted Permanent Leave to Remain in UK and resided in the 



UK form January 1995 to March 2017)

PROFILE

A Law graduate with proven experience in Research, Business Development and Marketing in international law firms. This includes project managing and managing junior staff in undertaking research and providing structural analysis on strategic targeting of new business, successful placements of firm in legal directory submissions, provision of assistance in delivering events, and extensive experience in editing articles/e-bulletins/newsletters for internal and external publications.  
CAREER HISTORY
April 2017 – July 2019 – Returned back home to Australia permanently and was providing care for a relative.
20 January 2015 to March 25 2017 – Travelling and other personal pursuits 
July 2014 to 19 January 2015 Charles Russell Speechlys (Contract role) 

Business Development Executive

· Managing the information gathering exercise in preparation for the merger for Employment, Pensions and Immigration service lines and for the Sports sector.

· Managing the collation of web content in preparation for the merger for Employment, Pensions and Immigration service lines and for the Sports sector.

· Managing the production of Brochures in preparation for the merger for Employment, Pensions and Immigration service lines and for the Sports sector.

· Planning, managing and executing various events for the corporate practice in collaboration with the various support functions within the firm, in accordance with the proposed budget and providing post event analysis.

· Producing a process document based on post event analysis as a precursor to establishing a client care programme for the Employment division.  A proposed action plan was put together from research undertaken from various public sources and internal sources with the intention of capitalising on existing relationships, capturing cross-selling opportunities and targeting potential clients.  Attending meetings relating to the same and producing client strategy, client structures, financials, key contact mapping, suggestions on client development partners to take the relationship forward where the firm is a target, competitor analysis and relationship gap analysis.
· Preparing and managing submission for the European Directories for the Private Equity practice.

· Managing the relationship and process with the preferred advertising agency in compiling advertisements for various divisions within the corporate practice.
· Managing the process of and delivering the various updates to clients including newsletters, briefing notes, seminar, events and webinar invitations for the corporate practice.
December 2013 – June 2014 Travelling

October 2013 to December 2013 – Berwin Leighton Paisner (Temporary role)

Marketing Executive

· Preparing submissions for directories and undertaking analysis of performance in the previous year with Partners.  
· Preparing submissions for award and undertaking research of relevant deals and how it compares in the market.
· Preparing submission for advertisements.
· Assisting with delivery of events and providing post event analysis.
August 2013 to October 2013 – Latham & Watkins (Temporary role)
Business Development Co-ordinator, Corporate
· Preparing and co-ordinating the production/updating of pitches, presentations and credentials materials. Introducing new Partners to good practice with regard to these templates used to develop business opportunities. 
· Updating attorney biographies and communicating with relevant Partners for feedback.
· Undertaking an audit of the deals database to ensure that matters closed and those which are current are reflected as such for the London practices.
· Undertaking an audit of the pitch database to ensure it is updated with the status of each pitch.

· Responding to ad-hoc queries from attorneys including pointing them to relevant internal contacts to resolve queries.
May to July 2013 - Norton Rose Fulbright (Temporary role)

Business Development Executive (Central BD/Marketing team - Corporate)

· Working with the central corporate practice manager to prepare and produce bespoke bids.  This involved drafting and editing text where necessary; coordinating international contributions to opportunities (such as CVs, team details, experience, etc).  Working closely with IT and external consultants in ironing out issues which arose with the new bids template, following the combination.  
· Ensuring adherence to visual identity; maintaining library of sector relevant bid content in collaboration with the central Strategic Bids team.

· Preparing and co-ordinating the production/updating of practice experience statements and credentials materials.

· Ensure that all marketing communications channels are exploited to convey consistent messages about the practice, expertise and experience.

· Co-ordinating with fee earners on updaters, articles, directories and league tables, in cooperation with the central PR team.
December 2012 to March 2013 – Kennedys (3 month contract role)
Marketing Services Executive

· Managing  the Kennedys’ legal directories submissions, including coordinating all required administration, timely input from the Partnership and managing expectations (offering alternate solutions to that which was in the contemplation of the Partnership, pushing-back on occasions where requests were not realistic) and establishing a good practice/process document for future cycles, the first of its kind for the firm.
· Monitoring partner and staff arrivals and departures; be responsible for obtaining in timely fashion related information such as photos and CV.
· Acting as a central helpdesk for enquiries to the BD team, including responding to ad hoc requests from support staff to the Partnership both locally and globally.  This involved working closely with IT, HR, BD and Operations staff regarding Business Development scenarios.
· Supporting with proofing and distribution of publications and alerts, both electronic and printed in the absence of a dedicated communication function.
September to December 2012 – Dentons (3 month contract role)

Business Development Executive

Assisting BD Managers in Corporate and Banking and Finance:
· by researching and compiling reports on target companies and existing clients.
· in compiling experience statements needed for PQQs, RfPs, pitches and referral firms, using EPIC and liaising with the various functions within the firm (Compliance, HR and Facilities) with regard to adherence to the firm’s procedures and guidelines in communicating the responses to the same.
· by coordinating in putting together capability/event specific/ knowledge management brochures on the firm website as part of the marketing strategy to promote the expertise of the firm.
· by tracking web traffic for articles compiled within the last year by practice, so as to provide an internal audit on part of the marketing function.
· in establishing client specific marketing plan and capturing client specific marketing activity.
· in establishing client specific marketing spend and tracking the same with a view to future ROI analysis.
· by working alongside Partners in compiling content for legal directory submissions and by tracking competitor analysis of legal directory rankings to ensure both the firm and individual Partners are pitched appropriately within the market. 
· in compiling cross-border matters to be communicated as part of the marketing strategy to demonstrate the breadth of work offered as a result of the merger between SNR Denton, Salans and FMC, for the new and rebranded website.
· with the running of events and post event analysis.
January 2012 – August 2012 – Renovating home for sale and moving following the sale of home. 
November 2011 – Orrick, Herrington & Sutcliffe (Temporary Position)

Business Development Assistant
Providing interim assistance to BD Manager: 
· in arranging events (attendance of PLC awards, hosting of British American Business event, and attendance of BIICL).
· in administrative aspects of organising internal events for clients (i.e. InterAction support in capturing new contacts, populating work lists and marketing lists, maintaining list of attendees, producing name badges etc.).
· in organising current photos for biographies.
· by liaising with printers and getting artwork approved for the Christmas card and the circulation of the same to Partners.
· by producing deadlines for Chambers and Legal 500.
· in organising and delivering four late submissions for Legal 500 Russia.
May 2008 – October 2011 – career break to start a family
November 2007 – April 2008 Salans, 2 Lambeth Hill, London
Global Business Development and Marketing Executive
The role:  To assist the Deputy Chief Marketing Officer in managing all aspects of Marketing, Business Development and Public Relations.  Part of the remit also included supporting the work of Salans offices (in particular the Partners), with no dedicated local marketing staff.
Business Development
· League Tables – managing submissions to league tables and successfully securing extensions of deadlines, proactive chasing up of marketing staff across offices for deal information.  The result saw Salans into the top 15 of M&A Advisers in Eastern Europe for 2007 in the Merger Markets League Table and top 10 of M&A Advisers in Eastern Europe for 2007in the Thompsons League Table.
· Client research - on existing clients for cross border work and fostering synergy between the various Salans offices. Whilst a key client programme was being established, work undertaken included client research on New York litigation team targets, providing the China focus group with research capability on targets and putting together packs for Partners on existing clients for cross-border work with a view to unlocking the revenue potential of existing clients.  Working with BD colleagues and Partners across the globe along with other support functions such as the Finance team and the HR team in gathering client related information (financials, secondments etc).
· Pitches – working closely with the relevant firm’s offices and the relevant Partners in managing pitches including writing and compiling client specific proposals, ensuring the input of the relevant stakeholders and delivering timely response to ad hoc queries from overseas offices.  
Marketing

· Establishing Global Practice descriptions – together with the relevant Partners, drafting and promoting Global descriptions which encapsulated and showcased firm wide capability, to existing and potential clients.   

· Marketing packs – collating materials and organising packs in accordance with the marketing strategy to be sent worldwide in promoting the capability of the firm. I.e. event specific marketing strategy ensured the Luxury Goods Summit delegate packs were specifically compiled and made available for the lawyers for a summit held in Russia.  
· Use of intranet – Bios – successfully being a conduit in promoting the use of intranet to share expertise, particularly with newly acquired offices which were otherwise operating in “silos”. I.e. establishing and updating experience list and photos which ensured a refreshed capability of the firm was at hand particularly for the Turkish and Hungary offices.  This helped market the capability of internal stakeholders to each other and consequently led to winning tenders.
· PR – in collaboration with relevant offices overseas and together with the Partnership/Associates, successfully placing articles and news worthy items in relation to the firm in legal newspapers. 
· Events – providing support for global-level events i.e. Global Litigation Group and Global Corporate Partner conference. 

I.T

· External supplier – negotiated a 50% reduction in tariffs in IT teleconferencing pricing purely by taking on this task.

2004 to 2007 – Herbert Smith, Primrose St, London

Paralegal

Having commenced at Herbert Smith as a Paralegal, the role evolved into and incorporated a Know-How/Business Development function with the following responsibilities:  
Business Development
· Project managing and undertaking research  for Partners right across the firm globally, by targeting AIM Listed Companies in the oil &gas, basic materials or industrials and mining sectors, managing junior paralegals in gathering the requisite information, providing structural analysis, working with Partners across the firm in developing strategic targeting of new business.
· Researching PFI targets for the Infrastructure Sector and undertaking ad hoc research for Partners on various companies targeted (includes use of Dealogic database).
· Circulating notification of Public Service Tender notices to Partners
· Compiling spreadsheet of Energy pitches to be put on the intranet to communicate pitch activity across the various practices.
Communications
· Assisting the Professional Support Lawyers in the dissemination of know-how, e-bulletins and publications for both internal circulation and to existing and potential clients whereby raising the profile and expertise of the group.
· Undertaking directory entry analysis of competitors across sectors and communicating the same to the relevant stake holders.
· Keeping abreast conferences relevant to the Practice for the fee earners to attend externally and organising the attendance of the same.
· Organising internal monthly seminars/lectures.
Know-How 
· Assisting the Professional Support Lawyers in monitoring development of law and practice i.e. co-ordinating the yearly Energy Review publication and arranging the launch of it in conjunction with the central events team. 
· Working closely with the PR/Design team in ensuring a strong external profile is achieved   

· Management of legal know-how materials including creating and maintaining a database of know-how files for the Renewable worksite.
· Keeping abreast with subscription costs and database costs with suppliers and reviewing of the same with a view to cutting costs.
Budgetary function

· Organising, attending and taking instructions from Partners across the firm at workstream leader meetings, presenting monthly breakdown of fees to client and preparing and presenting half yearly fee forecasts to the client.
2001 to 2004 – Diem Consulting, Harley St, London

Researcher

· Creating company marketing and information. 

· Document preparation for client.
1999 to 2001 – Control Risks Group (CRG), Hammersmith, London

Researcher

· Researching educational and employment backgrounds of candidates on behalf of major investment banks.
· Database searches to establish credit background and directorship status of candidates.
· Maintenance of database /spreadsheet for statistical analysis for the team and management.
· Undertaking bankruptcy searches.
· Compiling final reports to the client.
EDUCATION & QUALIFICATIONS

1995-1999


Darwin College, University of Kent at Canterbury, United Kingdom
Bachelor of Law (hons) 2:1
1990-1994


University of Technology, Sydney (UTS), Australia





Bachelor of Business (Management)





Completed three quarters of degree before emigrating to UK

1988-1989


Sydney Technical College, Australia





Completed Higher School Certificate, Tertiary Entrance Score 378





Mathematics (2unit & 3unit), Economics (2unit & 3unit), English (2unit   





General), Biology (2unit) and General Studies (1unit)
