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[bookmark: _GoBack]Business Management Analyst


Core Competencies:


 §Relationship Management§ Business Valuation § Sales Analysis § Process Analysis § Performance Analysis §Financial Analysis § Due Diligence § Market Intelligence § Problem Solver § Metrics Development    § Change Management § Business Improvement § Client Mentorship §Time Management § Multitasker

Professional History

MANAGEMENT CONSULTANT						⎘May 2014 – Present
Contractor		 							▼Japan, Canada   
· Conduct comprehensive fact finding questionnaires identifying corporate purpose, strategic plan, functional needs and operational requirements 
· Interview diverse stakeholders to clarify roles & responsibilities; corporate contribution; strategic alignment; and cultural mindset through a survey process 
· Develop a stakeholder map to outline lines of communication, processing, and responsibility
· Became in an expert in identify organizational synergies/voids by doing a Management analysis; Financial analysis; Functional analysis; Sales/Marketing analysis; & Systems analysis 
· Perform proficient quantitative & qualitative assessments through Gap and SWOT Analysis 
· Successfully utilize CF, WC, Profit, and Capacity Utilization analysis to determine financial inefficiencies 
· Use ‘What if’ scenarios to assess implementation hurdles, business risk, & market challenges
· Develop and provide client Business Optimization Documents outlining customized organizational needs, observations, analysis, & recommendations
· Identify/develop highly transformative agile leaders strengthening stakeholder relationships
· Review sales development processes to create, test, and implement time as a service models
· Carry out client discussion to determine implementation and improvement steps & strategies as well as determining deliverables through key KPIs and dashboard 
· Utilize a service level agreement as part of the strategy and implementation commitment 
· Schedule a follow-up process to assess post implementation success, challenges, & adjustments
· Utilize open-ended client survey to ascertain current & future needs to initiate more value & grow  
· Develop scope + activity models to adapt to change, be agile to uncertainty & innovate to opportunities 
BUSINESS COMMUNICATION ADVISER					⎘May 2011 – April 2018
GABA										▼Tokyo, Japan
· Engage in strategy & solution discovery process to identify then crystalize business cases
· Work on customer/product journey mapping to discern optimal product/service delivery
· Crystalize complete stakeholder relationships to sync (vertical/horizontal) communication lines
· Investigated planned–expected–delivered solutions to uncover goal leakage & new deliverable channels   
· Worked through Strategy analysis tools like SWOT, PEST, Porter to enhance/capture market position
· Identify key brand equity, successfully uncovered differentiation leading to new untapped verticals
· Mined CRM systems to qualify data, uncover unique opportunities, and develop new sales ideas
· Created personalized tracking systems to strengthen team trust to elevated work quality
· Conducted sessions with productive developers (sales) to review and optimize PDLC (SDLC) 
· Constructed tailored performance metrics & decisions producing results 10-15% in excess of objective
· Carried dynamic meetings to address cultural effects on productivity, efficiency, & profitability  
· Developed business cases by encompassing project objectives, scope, deliverables, metrics, & strategy 
· Taught and instilled business skills: running meetings; doing presentations; & creating documentation 
· Look at and review varying styles of feedback process to inform, educate, elevate, and push employees
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· Originated review schedule allowing for aligned & constructive short, mid, long-term performance review 
· Utilized questionnaires as effective tools to obtain feedback leading to void to value creation    
· Reviewed verbal and non-verbal cues to create rewarding cause and effect when running meetings
· Adopted leadership vs. managerial language to enhance effective running of teams, groups, divisions
· Looked at various product testing feedback efforts to help optimize client-centric deliverables   

INVESTMENT ADVISER							⎘September 2000 – March 2011
DUNDEE SECURITIES 								▼Vancouver, Canada	
· Facilitate financial data collection, verification, organization, and structuring for valuation analysis
· Worked with client centers of influence to review, confirm, & reconcile data into workable format
· Did comprehensive due diligence on financials (B/S, I/S, CFS) & management (CG, CSR, MD&A)
· Analyzed portfolio composition: returns, risk, diversification, turnover, & tax exposure – goal vs. actual   
· Carried our in-depth market intelligence on competition, industry, domestic & global landscape
· Conducted investment analysis successfully, identified economic drivers; did alpha/constraint tests; performed R analysis; & scrutinized corporate financials resulting in consistent, unique, growth ideas
· Constructed time-sensitive models utilizing NPV, ROI, FCF, DuPont Ratios, & Regressions Analysis
· Tailored portfolios by insightfully uncovering needs, determining parameters & developing solutions 
· Effectively used a wide range of software (Bloomberg, Reuters, Dataphile, PowerPoint, Excel) to produce, package, & present customized investment management reports
· Presented client document outlining findings, analysis result, option matrix, & innovative solutions
· Created and Implemented a referral system (COI) to develop organic growth, grew 20% per year
· Initiated + developed strong liaison between departments, expedite transparent & timely information
· Developed a closer and agile link between corporate finance & retail clients leading to an increase of investment ideas by over 25% - enhanced client overall return & increased client referrals
· KYC due diligence, anti-money laundering, & professional fiduciary transaction compliant & proficient
· Initiated a constructive open-ended client questionnaire to gain insightful feedback - 60% response rate strengthened trust, enhanced service quality & adapted the business 

COMPUTER SKILLS: MS Office Suite, MS Project, Lucidchart, CRM, Bloomberg, Tableau, Basic SQL
ASSESSMENT TOOLS: GAP, SMART, PEST, PROCESS MAPPING, ADKAR, GANTT, KPI, SLA

Education Background


Education
ATHABASCA UNIVERSITY, Athabasca, AB, Canada
Executive MBA (2017)

SIMON FRASER UNIVERSITY, Burnaby, BC, Canada
Bachelor of Arts Degree - Economics (1992)


Credentials
INSTITUTE FOR MERGERS, ACQUISITIONS, AND ALLIANCES, Singapore
International Mergers and Acquisition Certificate (IM&A) (2018)

CANADIAN SECURITIES INSTITUTE, Vancouver, BC, Canada
Canadian Investment Manager (CIM) (2001)

Hobbies 
[bookmark: _gjdgxs]Traveling, Exercising, Kayaking, Yoga, Cooking, Reading, Coaching, Learning 
