
As a seasoned sales professional, with over 25 years experience in business 
development and project management, I have developed a wealth of 
strategic relationships from North & South America as well as South 
East Asia. I’ve spent the last 15 years with international exposure in 
software development (SaaS), media & entertainment, animation, visual 
effects, gaming, and casinos (iGaming and Land Based) and have worked 
with all aspects of the business from business development to production 
services as well as managing vendor relationships within companies on a 
c-level basis.

Having a proven “hunter” mentality, I’ve worked with high level executives 
of many companies to deliver 100% success on each project. A few key 
factors in this success comes from my experience in screening potential 
business deals by analyzing market strategies, deal requirements, 
potential, and financials; evaluating options; resolving internal priorities; 
recommending solutions based on the company’s products and or services.

It’s all about relationships. Everything I have done, be it business 
development, project management, marketing and managing teams 
has been about managing the relationships and expectations of those 
involved in the relationship. These connections have been the key to 
success, no matter what challenges have been put in front of me.

Select Accomplishments
Manages relationships and expectations by understanding client needs 
and listening to what the client wants.

Develops and maintains business relations with large scale companies.

Identifies requirements for new products and services and anticipates a 
possible and potential system that will lead the market.

Ensures that a company achieves and maintains a competitive edge.

Evaluates and communicates concerns/risks and offers solutions.

Baldy Rakhra
Business Development & Project Management

Professional Highlights
• Works extensively with local 

and international teams on 
collaborative projects.

• Strong cross cultural 
management skills with a 
focus on building strategic 
international partnerships. 

• Sales and client management 
experience in working with 
companies such as:
• EA
• Warner Brothers
• Microsoft
• DreamWorks
• Marvel
• Zynga
• Digital Domain
• Nickelodeon 

About avantage
For 12 years, Avantage has been building a trusted brand, engagement by engagement. We are privileged to serve 
the organizations we work with, that include some of the most recognized brands in the world.
Our growth strategy is based on providing the specialized skills required to help our leading enterprise clients 
adopt the modern capabilities required to compete and innovate in a disruptive world. With a results based 
approach, we combine great people with advanced IP, tools and systems, that positions us a notch above in a 
highly competitive marketplace.

Based in Vancouver, BC, Canada

Phone: 1-778-241-9911
Email: baldy.rakhra@avantage.com
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My Story

My name is Baldy Rakhra, which is a nickname from childhood that has stuck (yes, I still have some hair!). My 
experience in technology started back in University as a Sales Associate for Cantel Cellular, which is now Rogers, 
where I sold cell phones and worked my way to becoming their number one Sales Associate. It was a humble start 
that has grown into years of diverse experience, domestically and internationally. I believe that to sell a product, it 
is important to explain the story behind it, so here’s mine:  

2008

It is said that a life event triggers good things, and for me it did. It was finally the year to pack my bags and go 
overseas to visit my home land of India for the first time. Instead fate intervened and I met an amazing person 
that helped guide me into a technology startup software services company. We set up an international call centre 
for a finance client which grew from 8 employees to 90 in the short span of 18 months. In addition, we developed 
two different SaaS products. We took both of those products to market and made an exit to a US based financial 
services company in New York. 

2009

I finally had time to explore India for a few months. Coincidentally, Electronic Arts (EA), one of India’s largest 
Animation Studios, was looking at their first stand-alone studio in Hyderabad. This involved setting up the build 
out, servers, computers, as well as staffing and managing client outsourcing for companies such as Disney, 
Nickelodeon & Warner Bros. Sadly, as the world economy fell in 2009, our branch of EA Studio was cut. Even 
though I had to dismantle all I had built, it was an incredible experience.

I spent the next few years working with a Singapore based Media & Entertainment company, Protein 
Entertainment, to setup Edutainment centers in India. This was an opportunity to work with world class 
companies such as Marvel Comics and the Cartoon Network.
I loved living and working in India, but as luck would have it, I met my wife and we decided to move back to 
Canada where in 2012 I was hired to set up an external 80 person team for GANZ, a large Toronto based creative 
company.

2014

The East Coast winters were a bit much for my family, so we decided to move back to Vancouver where I 
connected with Reliance MediaWorks and Digital Domain who needed help with their local teams in Los 
Angeles. Shortly after arriving in Vancouver, we moved to LA so I could work with their local team as well as 
manage a team of 100 in Mumbai, India. By August 2014 we were missing the beauty and lifestyle of Vancouver, so 
we moved back to the BC Coast. 

2015–2017

Enter Genesis Gaming, a technology company that provides slot and Keno content for the casino business. Genesis 
Gaming had offices in Vancouver and Las Vegas, so I spent time in both locations project managing various content 
deals, heading up business development and sales for both North and South America, as well as managing over 70 
artists, animators, engineers and QA. We started with simple art, then moved to animation, and eventually worked 
the entire game development pipeline offshore. It was a true onshore/offshore model. With this experience in the 
casino business, I recently helped another company design a player management tool for a land-based casino. 

Though I’ve come a long way from selling cell phones, I consider every experience to be an important part of my 
journey in becoming a leader in providing services to my clients.
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