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	Objective
Master of Business Administration (MBA) graduate with more than 5 years of professional experience as a Senior Business Analyst. 

Certified Salesforce Administrator (ADM 201) with experience working on Lighting and Classic Salesforce environments. Implementation experience on Salesforce Sales Cloud, Salesforce Admin, Oracle Sales Cloud and Oracle Incentive Compensation for clients across USA. 

Highly motivated individual and accomplished Business Analyst with experience leading cross functional teams in the development documentation and delivery of process innovations driving the attainment of business goals.
Skills & Abilities 

· Software Development Life Cycle (Agile Methodology)

· Liaison between the Business and Development team to analyze the Business Problems and provided appropriate solutions. 
· Prepare Business Requirement documents (BRD) - Functional and Non-Functional specifications, User Stories, Workflow/Process diagrams.
· Develop Test use Cases and Test Plans for the business acceptance testing (BAT) and user acceptance testing (UAT). 
· Strong analytical, technical and problem-solving skills. 
· Dedicated team leader with the ability to instill creative collaboration and establish clear lines of communication to achieve projects goals. 
· Skilled in MS Office products such as Microsoft Office Suite, Outlook, & Agile Software Development Methodology.
certifications/Trainings
· Salesforce Certified Administrator (ADM 201)

· Attending SQL Training (Ongoing) 

· Attended Functional training on Oracle Sales cloud (CRM) conducted by Oracle


	EXPERIENCE

February 2020 to Present

Business Analyst, Infosys LTD. (Client – Cisco Systems) - San Jose, CA

· Working as a Business Analyst on the Quoting side for Cisco Commerce applications.
· Worked as a Business Analyst on the Sales Crediting, Coverage and Compensation side as well in Cisco.
· Currently, working on the ACV (Annual Contract Value) project for compensation of the sellers.
· Act as a liaison between the Business users and the developers in ensuring seamless flow of several types of transactions is maintained and the reports from various Order management applications show the correct output.
· Work on and with the Cisco tool used for Sales crediting of the Direct and Renewal Managers on the transactions.
· Involved in client interactions, Requirement gathering, User Story writing and maintaining in Rally.
· Writing Test cases for the User stories, expected results, data requirements. Validating the Test cases in the system and Passing/Failing the Test cases in Softwares like Rally or Jira – Business Acceptance Testing (BAT). 
· Thus ensuring, that the transactions which have passed through various Cisco systems are enriched with the right set of attributes before going into Oracle Incentive Compensation tool.
· Preparing Test Plans and listing down the test cases to be validated each day during the BAT phase.
· Working on User Acceptance Testing and giving Demo and training to the end users.

· Working on Rally to maintain the user stories and track the progress on various sprints.
· Involved in making the Workflow process diagrams for the approval flow in the application where all the Crediting rules are maintained.
May 2019 – January 2020

SFDC Admin/SFDC Sales Cloud Consultant, Infosys LTD. (Client – Cisco Systems) - San Jose, CA
· Configuring the information under Company setup, Users setup including creation and managing users in Salesforce instance.
· Worked on implanting Salesforce Administrator activities for Cisco Sellers community. 

· Managing the User Profiles, Permission Sets, Sharing Settings – Organization wide defaults and Sharing Rules for Cisco sellers’ community.

· Managing the Pricebooks and Products listed under various Pricebooks.
· Updating the Opportunity stages for creating different Sales Process for respective Record Types and giving access to Users through their Profile and assigning the Page Layouts as required by respective Profile users.

· Creation of Custom objects and fields including Lookup relationship, Master-Detail relationship fields etc. as required by the Business requirements.

· Creating and managing the Workflow rules, Approval Process, as per the Business requirements

· Configuring the Sales Path on Opportunities and setting up the Lead assignment Rules for guiding sellers to sell more.
· Uploading the Contacts, Accounts, and Leads using Data Import Wizard and Users, Territories using Data Loader.

November 2018 – April 2019
Oracle Sales Cloud Consultant/Business Analyst, Infosys LTD. (Client – Motorola Solutions) -Chicago, IL

· Understand their current systems which are being used for Incentive Compensation calculations.
· Integrate the current system with the Oracle Incentive Compensation by extracting the data from the current systems and processing them to OIC acceptable format.
· Integrating OIC with the current Payment systems used, thus transforming data into Payment systems acceptable format.
· Deciding on how the Business Units need to be setup in the Company based on which the Compensation plans can be designed for the Sales representatives.
· Setting up the various Parameters in the Incentive Compensation application for the functionality of the application as per the business requirements, like Calendars, Currency, Credit Rules, Classification rules.
· Import of Transactions, Participants, Participant Goals and Participant details.
· Setting up of Credit Rules and Classification Rules in the application.
· Setting up the Compensation plans as per the business requirements
· Setting up Payment Parameters and Creation of Payment Batches, Payment Plans and Pay groups.
· Hands on experience in configuration activities for Classification Rules, Credit Rules, Various components of Compensation Plans, Descriptive Flex fields/Lookups, Managing Transactions, Importing Participants & Transactions, Pay Group, Payment Batch, Payment Plans.

· Involved in the User training for the OIC application to make them familiar on how they can go into the tool and approve the Pay sheets for the Sales representatives.

December 2017 – October 2018
Salesforce Sales Cloud Consultant/Business Analyst, Infosys LTD. (Client – Vertiv) – Lorain, Ohio

· Setup Business Unit, Geography, Calendar, Currency in Salesforce Sales Cloud.
· Usage of Out of the Box and Customer Auxiliary dimensions in Territory Management module of Salesforce Sales Cloud application.
· Setup of the various tasks for Territory Mapping and Territory dimensions depending on the Business requirements.
· Preparation of Territory Import files for importing the Territory structure in the application.
·  Testing of scenarios for Leads and Opportunity assignment with Territories.
· Setting up the Lead Rules for Scoring, Ranking and assignment of the Leads in Sales Cloud application.
· Usage of Groovy Scripting to extend the Sales Cloud application.
· Hands on experience of Working with Leads, Opportunities, Accounts, Security Setup.

May 2016 – November 2017
Business Analyst, Infosys LTD. (Client - Corporate Accounting Group Infosys) – Chandigarh, India

· Ensure the Attendance System of the Infosys companies follows the Policy and the Labor Laws of that country and automation is brought about for all Infosys companies.
· Leave & Attendance Automation – Saved approximately 15 minutes of time for Business when business is to provide clearance to one employee from company. 
· Bringing change in the Working Hours Policy of Infosys Ltd. Suggested business with changes and implemented the final solution.

	June 2013 – June 2014
Business Analyst, Grey B Research, PVT. LTD. – Chandigarh, India

· Responsible for Risk Prediction, Market Statistics, Jurisdiction/Geography, Mergers & Acquisitions, Comparative Analysis

· Analyzing the market trends for the technology the client is involved in. Analyzing the patents of the Client competitors and preparation of Reports and Presentations as desired by the Client.

· Making the future predictions for the areas of technology in which the Business is involved. What new areas are being explored by the Client competitors.



Education
	Master of Business Administration (MBA) - panjab university, india (2014-2016)
· Gold Medalist in MBA. Received highest honors certification for being on the dean’s list. 

· Course’s include – Sales and Marketing (Customer Relationship Management), Operations Management, etc. 



	Bachelor of Engineering - panjab university, india (2009 – 2013)
· Honored with certification for securing the top position in the class.
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