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about
me

FarheenZeenat

I’m not into marketing for the sake of it. I care about
what actually lands and makes sense to the audience, so
I end up working across CRM, content and campaigns,
figuring out what works and pushing it until it does. https://www.li

nkedin.com/in/
zeenatfarheen

#Skills

#Work_Experience

Yesmin

Master of Fashion Management (M.F.M.)| Major-Fashion Marketing & Retail| NIFT, Delhi| 2023-2025|CGPA : 8.8/10

M.A. in English (Hons.)| Specialization - LiteraryCriticism & Theory| IGNOU, Delhi| 2023-2025
B.Tech. in Mechanical Engineering| DUIET, DibrugarhUniversity| 2015-2019| CGPA : 7.43/10 (3.01/4.0)
B.A. in English (Hons.)| IGNOU, Assam| 2016-2018|CGPA : 3.08/4.0

High School, XII (Science) – AISSCE| MBRS, Guwahati|2014| Grade : 86.4%

#Education

CRM Marketing - (SMS/Email/T
elecalling/WhatsApp),

Trigger campaigns, Catalogue
 Design, Copywriter |

Social Media Marketing | Inf
luencer Marketing | PR

Campaigning | Brand Marketin
g | Product Marketing |

Content Analyst | Translator

MS Office, Canva, Adobe Ligh
troom

https://www.linkedin.com/in/zeenatfarheen


Ferragamo India brand marketing  - CRM, PR
& Social Media

Branding 

Mothercare India brand marketing  - CRM &
Social Media

Content - Social Media & Event Coverage

Layout + Blog Strategy → Digital Marketing
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Driving Brand Perception & Category Engagement through CRM :
A Strategic SS’25 Marketing Implementation for Ferragamo India
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BRAND VISIBILITY -
SOCIAL MEDIA

Ferragamo India extends its digital visibility via select Instagram partner platforms — luxury mall accounts (DLF Emporio, Jio World Plaza, UB City, Quest Mall), The White Crow, and Ajio Luxe, ensuring a curated brand presence



Fig.:  Ferragamo India CRM January Creatives

WHATSAPP EMAIL SMS SPRING CATALOGUE

Fig.: Ferragamo India CRM February Creatives
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WHATSAPP EMAIL SMS

Fig.: Ferragamo India CRM March Creatives

WHATSAPPSPRING SUMMER’25 CATALOGUE WOMEN’S FOOTWEAR CATALOGUE

Fig.: Ferragamo India CRM April Creatives



Evites

P R  C A M P A I G N S
F E R R A G A M O

Fig: Ferragamo V-day instore activation Fig: Ferragamo Eid gifting campaign Fig.: Ferragamo Birthday & Anniversary campaign

Fig: Ferragamo footwear relaunch & SS’25 instore preview event Fig: Ferragamo footwear relaunch PR package

Calligraphy Card Gift Box with

Ferragamo packaging
Bouquets delivered with the Ferragamo

calligraphy card PAN India
DLF Emporio, New Delhi Jio World Plaza, Mumbai



CRM retention, Social Media strategic plan & execution forCRM retention, Social Media strategic plan & execution forCRM retention, Social Media strategic plan & execution for
Mothercare IndiaMothercare IndiaMothercare India

CRM retention, Social Media strategic plan & execution for
Mothercare India

20242024INDUSTRY INTERNSHIP PROJECTINDUSTRY INTERNSHIP PROJECT



Store: Hi! Is this ________________________?

Customer: Yes, speaking. Who’s calling?

Store: Hi, this is ___________ from Mothercare. How have you been?

Customer: I’m doing alright, thanks. What’s up?

Store: We wanted to let you know about our End of Season Sale with
FLAT 50% OFF on everything starting this Friday. 

Customer: Okay, that sounds good.

Store: Being our loyal customer we want to give you a special EXCLUSIVE
early access on 20th June, Thursday. 

Store: We can send you a catalog on WhatsApp, tailored to your little
one’s needs. Could you let me know how old your baby is?

Customer: My baby is _______ year old, please share, that would be
helpful.

Store: Great! I’ll send it shortly. If you need anything, just ask for me, my
name is _________, when you visit the store. We’re here to assist you.

Customer: Thanks for the info.

Store: No problem! Looking forward to seeing you. Take care!

Customer: You too. Bye!

EOSS - Preview

TELE-CALLING CAMPAIGN SCRIPT

Campaign ID: TCM0109789
Campaign Name: MC Telecalling & SMS EOSS Loyal 
Target Audience: 37,673

CHANNEL - STORES

TRACKER MESSAGES - CONTENT SCRIPT

Age Group
Particulars &

Content
Channel Customer Group Code / Alt Copy

All
Mothercare

Birthday Offer
SMS

Mothercare August
Birthday Customers

Dear Parents, mark your baby's
birthday month with Rs.1000
OFF* at Mothercare! Use Code:
{{1}}. Valid until 31st Aug'24.
*T&C apply.

All
Bounce Back

Reminder 
SMS

July Shoppers > 1500
Bill Value

Dear Parent, SPECIAL VOUCHER
at Mothercare awaits you on
your next visit. Hurry, stop by a
store near you and enjoy
savings on baby clothing &
more. *T&C

0-6 M
Breast - Feeding

Tips for Newborns
SMS Age-wise

Dear new parent, breastfeeding
builds immunity and bonds.
Find expert tips & essentials
from Mothercare here: [link].
Happy Parenting!

Planned and executed  CRM-driven tele-calling and SMS campaigns with personalized messaging for targeted customer segments.



AGE-WISE PLAN / TRIGGER
CAMPAIGNS

AGE-WISE PLAN / TRIGGER
CAMPAIGNS

LAST TRIMESTER- 
-Newborn Checklist
-Hospital Bag Checklist
-Nursing Essentials for New Moms

0 MONTHS - 
-Bathing a Newborn
-Baby Feeding 
-Colic - How to deal 

1 MONTH - 
-Introducing Tummy Time
-Aid Visual Development 

2 MONTHS - 
-Ensuring Toe Safety (Mothercare USP)
-How to Swaddle for a Comfortable Sleep

3 MONTHS - 
-Encouraging baby's first laugh

4 MONTHS -
-How to introduce sensory playtime

5 MONTHS - 
-Starting baby's first foods
-Seasonal: summer- breathable
fabrics, winter - layering

6 MONTHS - 
-Helping your baby sit upright 
-Half birthday offer from
Mothercare

7 MONTHS - 
-Ideas on Introducing Solids - Food
Ideas / Recipes (Foods your baby will
love)

8 MONTHS - 
-Baby proofing the house

9 MONTHS - 
-Baby Led Weaning
-Hacks to help your baby walk

10 MONTHS - 
-Helping baby during teething

11 MONTHS - 
-Picking the right footwear for your baby

12 MONTHS - 
-First birthday planning tips
-Birthday offer from Mothercare

OBJECTIVE: TO DEVELOP AGE-WISE TRIGGER CAMPAIGNS TO
ENHANCE CUSTOMER ENGAGEMENT AND RETENTION

TRIGGER CAMPAIGN WRITEUPS (6-12 MONTHS)

6 TO 8 MONTHS -INTRODUCING FOOD SOLIDS6 TO 8 MONTHS -INTRODUCING FOOD SOLIDS 10 MONTHS- HELPING BABY DURING TEETHING10 MONTHS- HELPING BABY DURING TEETHING

STARTING SOLIDS -

AN INSTAGRAM CAROUSEL
INFOGRAPHIC

STARTING SOLIDS -

AN INSTAGRAM CAROUSEL
INFOGRAPHIC



IMPLEMENTATION OF AGE-WISE PRODUCT RECOMMENDED
CATALOGUES SENT TO STORES

STARTING SOLIDS GUIDE INFOGRAPHIC

Infographic & Catalogue distribution for targeted customer segments during in-store visitsInfographic & Catalogue distribution for targeted customer segments during in-store visits



OBJECTIVE: TO EVALUATE CRM AND SOCIAL MEDIA EFFORTS TO BOOST RETENTION AND DRIVE SALES

EOSS CAMPAIGN - CATALOGUE DESIGN (PREVIEW, MID-SALE, LAST-CALL)



OBJECTIVE: TO EVALUATE CRM AND SOCIAL MEDIA EFFORTS TO
BOOST RETENTION AND DRIVE SALES

SOCIAL MEDIA ENGAGEMENT

Structured Instagram content by format, mapping stories, posts
and reels to make content more organised and purposeful



strategies, content development & execution

content, event shoot, brand collaborations, promotions

CONTENT- SOCIAL MEDIA & EVENT COVERAGE



 Artisan Awareness Workshop at NIFT Delhi X FMS Department  - Carousel, Banner/Post, Craft cluster documentary videographer

 Experiential Marketing event “DEFY X AMP UP” at NIFT Delhi X FMS Department - Post, Promo reel, Event reel



BRAND COLLABORATIONS - 
VT Cosmetics,  Haruharu Wonder,
Cambay Tiger, HERA

EVENT COVERAGE -
K-POP Dance Academy session, Korea

Kimchi Festival’24, Lakmé Fashion
Week’24, K-Food Universe’24



EVENT COVERAGE - 
Lakmé Fashion Week’25

MOVIE PREMIERE & EVENT COVERAGE -
Jagran Film Festival’24



strategies, execution & management

profiles : gin brand, skincare brand

BRANDING & MARKETING



A sip feels like you are on the mountains

Discover AMARA 
Mist of the Hills Gin

*Subjected to availability

@amaraginsindia

AMARA GIN ft. @jessemrichmond

AMARA Gin • Pear • Green Tea •
Dragonfruit • Fennel

Create your own 
“Bad Birdy”

BRANDING & MARKETING

Gin Brand - AMARA GIN

Skincare Brand - Mizuki Beauty

DIGITAL STORYTELLING EXCLUSIVE EVENTS AND EXPERIENCES STRATEGIC
PARTNERSHIPS &
COLLABORATIONS

PUBLIC
RELATIONS &
MEDIA OUTREACH

EXCLUSIVE TASTING
EVENTS

WORD-OF-MOUTH
MARKETING

AMARA GIN
“Timelessly Smooth, Uniquely

Indian”

AMARA X WICKED

Coming
Soon

@themermaidscales

Mizuki
BEAUTY

INSTAGRAM STORIESINSTAGRAM REELSOFFICIAL WEBSITE INSTAGRAM POSTS

Proposed a 360° branding and marketing strategy, integrating
digital storytelling, collaborations and experiential touchpoints to
build brand presence.

Built & managed the brand’s digital presence across Instagram
and website - shaping content, visual direction and
communication to build a consistent and engaging brand identity.



SEO, word cloud, keywords, research

profile : rugs & carpets e-com brand

LAYOUT + BLOG STRATEGY → DIGITAL MARKETING



LAYOUT + BLOG STRATEGY

SERVICES

UX Thinking: 
Premium, minimal UI | Blog-first
journey |  Home → Blog → Brand

Content Pillars: 

Buying Guides | Care & Maintenance
| Trends & Styling | Craftsmanship

Blog Strategy: 
SEO-led articles | 800–1200
words | Skimmable format

GOAL: DRIVE DISCOVERY →  PURCHASE INTENT 

BLOG PAGE

HOMEPAGE ABOUT

FOOTER BRANDS & COLLECTIONS

HOME → BLOG → INQUIRY



SEO + BLOG
RESEARCH

Research & Writing

Primary keywords to heading:

Carpet Cleaning

Carpet Care

Carpet Maintenance

Carpet Longevity

Clean Carpet

Secondary keywords to use in body:

Wool/Nylon/Polyester/Olefin

Carpet Cleaning

DIY Carpet Cleaning

Steam Cleaning

Hot Water Extraction

Dry Carpet Cleaning

Professional Carpet Cleaning

Eco-Friendly Carpet Cleaning

Carpet Stains

Pet Stains

Odor Control

Deep Cleaning

Carpet Cleaning Tools/Products

Vacuuming

Stain Removal

Carpet Cleaning Tips

Preventive Carpet Care

Furniture Rotation

On-Page SEO

Keyword → Blog → Ranking

Orange Software

Keywords:         

- Carpet Cleaning
- Rug Buying
- Maintenance

Search Intent:    

- Informational
- Consideration
- Conversion 

On-Page SEO:    

- Headers + Meta 
- Internal linking

Outcome:        

- Built SEO-ready
- content ecosystem

Ask the Public

Google Trends

KEYWORDS RESEARCH EXAMPLE PROCESS FOR CARPET CLEANING BLOG



zeenat.yesmin@gmail.com

+91-9706240040

https://www.linkedin.com/in/zeenatfarheen

Let’s bring ideas to life together, 
connect at :  

http://www.linkedin.com/in/zeenatfarheen
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