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PROFESSIONAL SUMMARY
Business Insights, Analytics & Revenue Operations Leader with 14+ years driving data-led strategy, GTM performance, and commercial growth across global technology organisations. Proven track record partnering with C-suite and senior leadership to translate complex data into actionable insights that accelerate revenue and improve operational efficiency. Expert in building analytics capabilities, leading cross-functional teams, and embedding data governance and self-serve BI across commercial, sales, marketing, and product functions. Strong stakeholder management skills with experience influencing at VP and C-suite level.
CORE COMPETENCIES
Business Strategy & Operations: Business Strategy & Planning | Strategy Consulting | Business Analysis | Business Operations | SaaS Technology Platforms | GTM Enablement | Revenue Operations (RevOps) | Change Management & Organisational Transformation | OKRs & KPI Frameworks | P&L Awareness
AI & Advanced Analytics: AI-Powered Decision-Making | AI-Driven Insights | Predictive Modelling & Forecasting | Machine Learning Applications | GenAI Integration (ChatGPT, Claude, Copilot) | Segmentation & Clustering | Statistical Analysis | Working Knowledge: SQL | Python
BI & Data Platforms: Power BI | Tableau | Advanced Excel | Salesforce CRM | Microsoft Dynamics 365 | Dashboard & Reporting Automation | Data Governance & Data Quality | Cloud Data Platforms (Working Knowledge: BigQuery, Snowflake) | Data Warehouse Concepts
Leadership & Communication: Executive Presenting & Storytelling | Cross-Functional Stakeholder Management | Analytical Rigour | Thought Leadership | C-Suite Influence | Fast-Paced Environment Delivery | Team Leadership & Coaching
PROFESSIONAL EXPERIENCE
Senior Manager, Business Insights & Analytics – EMEA
Adobe Europe Limited  |  Feb 2015 – Present  |  London, UK
Senior insights partner and transformation leader for the EMEA Sales organisation, driving the shift to data-driven decision making through analytics strategy, AI/ML adoption, RevOps alignment, and stakeholder engagement. Led enterprise-wide programs spanning business intelligence, forecasting, pipeline management, and commercial performance-partnering directly with VP and C-suite leadership to enable faster, more informed strategic choices.
Analytics Transformation & AI/ML
1. Spearheaded EMEA analytics transformation initiative-designed and deployed 15+ automated BI dashboards and real-time performance tracking systems, reducing manual reporting effort by 40% and enabling immediate executive action on pipeline health, forecast accuracy, and revenue visibility
1. Integrated GenAI tools (ChatGPT, Claude, Copilot) into forecasting and insight workflows, automating report generation and accelerating scenario analysis-resulting in 30% faster turnaround on strategic insights and improved decision velocity at senior leadership level
1. Built and deployed predictive analytics and machine learning models using SQL and regression analysis to forecast revenue trends, identify high-potential customer segments, and prioritise sales focus-improving forecast accuracy by 60% and guiding reallocation of resources to enterprise opportunities
1. Designed segmentation and clustering models to define next-best-product recommendations and account prioritisation frameworks-enabled high-impact marketing campaigns and sharper territory assignments, driving measurable improvement in conversion rates and sales productivity
Revenue Operations (RevOps) & GTM Enablement
1. Served as primary insights and RevOps partner to EMEA Sales Leadership-delivered quarterly business reviews, pipeline health assessments, and strategic performance narratives translating end-to-end GTM data into executive-level storylines that informed resource allocation, go-to-market adjustments, and OKR planning
1. Established Run-the-Business (RtB) weekly leadership cadence-a structured governance forum aligning Sales, Finance, and Operations on strategic priorities, KPI performance outcomes, and real-time course corrections driven by data-backed insights
1. Led cross-functional team of BI specialists, data analysts, and insight partners across EMEA markets-coached team on advanced analytics techniques, data storytelling, and stakeholder influence; built organisational analytics capability and fostered a high-performance culture
1. Evaluated and onboarded 3rd-party insights provider partnership ($200K+ annually over 4 years)-led vendor assessment, capability pilots, and enterprise integration aligned with Adobe's global data consolidation strategy, ensuring governance, security, and cross-regional scalability
Commercial Impact & Organisational Change
1. Spearheaded Sub-ICP transformation program across EMEA-redefined account targeting criteria and GTM sales focus away from below-threshold opportunities toward enterprise customers, reducing low-value account additions by 80% and driving 50% increase in high-value acquisitions, directly improving pipeline quality and revenue efficiency
1. Led Salesforce CRM transformation initiative to improve data quality, adoption, and governance-designed hygiene standards, workflow automation, and user enablement programs that resulted in measurably higher forecasting accuracy and stronger data integrity across the sales organisation
1. Managed global account prioritisation programs combining quantitative scoring models and qualitative business assessment to identify high-potential opportunities across existing and greenfield customers-aligned cross-functional teams on target accounts and guided investment decisions
1. Conducted end-to-end business performance assessments across the GTM sales lifecycle-analysed discounting patterns, renewal acceleration opportunities, and conversion bottlenecks to identify levers improving retention, deal velocity, and commercial efficiency
1. Partnered across Sales, Marketing, Finance, and Product teams to embed insights into planning cycles, streamline RevOps processes, and align operational execution with strategic business objectives-championed shift from data function to data-driven culture mindset
Senior Analyst, Corporate Strategy & Business Analytics
HCL Technologies Ltd.  |  Sep 2012 – Feb 2015  |  India
1. Supported CEO and Business Unit Heads in annual strategic planning, business performance reviews, and decision support-led a team of 4 analysts to translate operational and financial data into board-ready narratives and executive insights, enabling leadership to make informed resourcing and market prioritisation decisions
1. Designed predictive win-probability models using statistical analysis to prioritise high-potential bids-improved deal qualification accuracy and GTM sales focus on commercially viable opportunities, contributing to measurable improvement in bid-to-win ratio
1. Built executive dashboards integrating financial and operational KPIs for quarterly and annual leadership meetings-standardised reporting across 3 business units, reduced manual analytics effort by 35%, and improved reporting turnaround time significantly
1. Delivered insight-based recommendations to C-suite leadership that contributed to improved market share in targeted verticals-supported change management initiatives to embed data-driven decision making into annual planning and go-to-market strategy cycles
1. Implemented a structured performance tracking and reporting framework across business units-reduced ad-hoc reporting requests, improved data consistency, and freed analyst capacity for higher-value strategic analysis
Analyst, Direct Marketing & Campaign Management
HCL Technologies Ltd.  |  Apr 2011 – Sep 2012  |  India
1. Led end-to-end demand generation and account-based marketing campaigns targeting enterprise technology clients-combined customer segmentation, competitive intelligence, and digital channels to improve lead quality, reduce cost-per-lead, and increase conversion rates across target verticals
1. Developed market research reports and segment analyses that directly influenced GTM sales strategy and go-to-market planning-findings adopted by Sales leadership to refocus territory assignments and prioritise high-potential accounts
1. Collaborated with inside sales and telemarketing teams for C-level contact acquisition and campaign execution-improved lead generation efficiency through data-driven targeting and refined messaging aligned to buyer pain points
1. Built early-stage analytics capability within the marketing function-introduced reporting templates and performance tracking dashboards that improved campaign visibility and enabled data-driven optimisation of marketing spend
EDUCATION
Master of Business Administration (MBA) – Marketing & Information Technology
Jaypee Business School, JIIT University, India  |  2009 – 2011  |  CGPA: 7.3/10
Bachelor of Business Administration (BBA) – Computer Aided Management
JSS Academy of Technical Education, GGSIPU, India  |  2006 – 2009  |  71%
