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PROFESSIONAL SUMMARY:

Business Process & Operations professional with 4+ years of experience optimizing workflows, improving compliance
accuracy, and driving customer success across SaaS, government, and consulting. Skilled at process re-engineering,
automation, and risk-controlled system improvements that reduce costs and elevate customer experience. Proficient in data
analysis, dashboarding, and cross-functional project management.

WORK EXPERIENCE:

Mailmodo (YC21), Banglore

Customer Success & Product Operations (Jan 2024 - Present)

Oversaw operational processes for 200+ SaaS accounts ($27k MRR), overseeing customer success operations and
driving account growth strategies.

Achieved consistent monthly expansion by doubling MRR for multiple accounts while maintaining a 75% customer
retention rate through proactive engagement and value-driven solutions.

Implemented Al-powered workflows in Vitally to re-engage customers, achieving 4% reply rates and improving NPS.
Developed and executed customer adoption strategies focused on product adoption and stickiness, resulting in
98.5% Net Revenue Retention (NRR) through targeted solution implementation.

Led end-to-end management of self-serve accounts, establishing automated touchpoints and success metrics to
scale customer support efficiently while maintaining high satisfaction levels.

Built reporting dashboards integrating HubSpot, Chargebee, Vitally to ensure unified compliance visibility and KPI
accuracy.

Designed and implemented a cross-functional reporting framework between Customer Success and Onboarding
teams, enabling better tracking of account transitions and team-specific activities.

Streamlined daily team operations by implementing Al-enabled workflows, leveraging tools such as Pipedream,
Slackbots, and Google Appscripts.

Sales Development Representative (Oct 2022 - Jan 2024)

Led end-to-end outbound sales development for the US market, utilizing multiple channels including LinkedIn, email
campaigns, cold calling, and website chatbots to generate qualified leads.

Consistently achieved 10+ qualified leads monthly while maintaining a 60%+ demo conversion rate across diverse
industries including SaaS, EdTech, and D2C companies.

Leveraged an integrated tech stack including Apollo, Outplay, HubSpot, and Walaaxy to optimize prospecting and
lead qualification processes.

Spearheaded optimization of website chatbot funnel, improving visitor engagement and response rates, resulting in
chatbot-generated leads contributing over 30% of total outbound pipeline.

Bizarc Ventures, Bhubaneswar

Independent Consultant — Strategy & Process Optimization (Oct 2022 — Jan 2025)

Led large-scale process transformation by designing and executing a government PR campaign for NeoTeric,
managing a 45-member team, establishing standardized SOPs, and ensuring compliance across outreach workflows
that generated 2,50,000+ impressions.

Optimized supply chain operations for Mahabeer Inventory by auditing 120+ daily warehouse transactions and
delivering a custom inventory system that improved order accuracy (82% — 97%), reduced compliance risks in
billing by 90%, and tripled monthly order throughput.

Directed a ¥60-lakh digital transformation initiative for OSDA, aligning product development with government
compliance objectives, and launching process automation features (modular CMS, push notifications, analytics
dashboards) to improve transparency for 12,000+ users.

Developed an app based reporting platform (IWD Secretary App) for 2,400+ leaders across 60+ clubs, automating
monthly/yearly compliance reporting, strengthening audit readiness, and achieving 100% onboarding compliance.
Standardized monitoring systems by designing custom modules to track volunteer hours, funds, and beneficiaries,
reducing manual effort by >80% and enhancing governance and international reporting readiness.

Executed a data governance project for Royal Living Tangi’s 34,000+ LPG customer base; led a 7-member team to
clean 14,500+ records and verify 5,027+ addresses, replacing IVRS with GSM-based outbound systems and
projecting a 12—15% uplift in digital LPG bookings.

Improved accessibility and compliance in rural outreach campaigns by coordinating with SHGs and Mission Shakti
Groups, resolving language barriers, and driving awareness among 10,000+ beneficiaries under PMUY.



e Delivered scalable process improvement solutions across government, nonprofit, and SME sectors by combining
structured diagnostics, budget optimization, automation, and risk-controlled execution.

Head of Operations (Feb 2021 - Oct 2022)

e Managed a ¥5-lakh annual marketing budget across 20+ client campaigns, performing cost-benefit analyses to
optimize ad spend, which improved average ROAS by 30% across F&B, retail, and hospitality clients.

e Built and led a 5-member in-house marketing unit, supporting brands across F&B, e-commerce, personal care, retail,
real estate, and hospitality sectors with end-to-end marketing strategy and execution.

e Drove brand growth by developing data-backed campaigns focused on customer acquisition, engagement, and
retention, resulting in improved ROI across digital touchpoints.

e Enabled hospitality clients to establish a digital presence through custom websites, unlocking new revenue channels
via direct bookings and online visibility.

e Supported 20+ client engagements (B2B and B2C), managing strategy, campaign execution, client communications,
and marketing performance reviews.

e Deployed marketing automation workflows and CRM tools to enhance campaign efficiency, accelerate delivery
timelines, and streamline internal operations.

V DO Hosting — Founder (May 2020 — Feb 2021)

Launched a start-up during the COVID19 pandemic.

Developed a working business model based on video conferencing/virtual meetings platforms.

Gained client handling experience by handling more than 500+ Events with 60,000+ participants attending the event.
Held Management position by heading a team of 10 people for the smooth running of the business.

Molson Coors Beverage Company UK — Telesales Rep. (Feb 2020 — Apr 2020)

e Worked as a telesales member, responsible for handling customers and 2 area managers.
e Held a client-facing role, promoting the product to approx 60 businesses daily and generating leads for the company.
e Utilized communication and negotiation skills to collect customer data and perform Sales Audit.

EDUCATION & QUALIFICATION

Indian School of Business, Hyderabad (Jan 2026 - April 2027)
Advanced Management Programme in Business Analytics

City St George's, University of London (Sept 2018 - May 2021)
BSc Accounting and Finance (Class Il Upper Division)

INTO City University London (Sept 2017 - Jun 2018)
International Foundation Programme (86.86%)

SKILLS & TOOLS

Product & Growth: GTM Strategy, Funnel Optimization, Customer Lifecycle Management

Process Optimization: BPM, workflow re-engineering, SOP design

Ops & Analytics: HubSpot, Chargebee, Vitally, Google Sheets (Advanced), Reporting Automation, App Script
Tools: Excel (advanced), Google Sheets automation, Pipedream, Zapier, Postman, Amplitude, CRM (HubSpot,
Chargebee, Vitally), familiar with Al/automation workflows

Compliance & Risk: Audit tracking, KPI reporting, data governance

Team Enablement; Hiring, Goal Setting, Cross-Functional Collaboration

Soft Skills: Communication, Teamwork, Analytical Thinking, Fast Learner

Languages: English (Fluent), Hindi, Odia

Coding Language: Python, SQL

VOLUNTEERING & LEADERSHIP

e Interact Club (2014-15): Core member organizing charitable initiatives
e SAI UNWIND (2016): Part of a 10-member cultural team executing an annual college fest
e SICC Convention (2017): Led a team of 7 photographers to document the event



