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Customer hngagementc C(urn Managementc Eri)ing inRremental Ae)enue B senior 
marketing Drofessional pit( M&B 1 2y 'earsx e.DerienRe in Mi,,le hastc BfriRa 1 
Bsia PaRiwR regionsb dan,s on in -uil,ing en, to en, Rustomer )alue DroDositions 
an, Rreating e.ReDtional omni R(annel marketing strategies for pellqknopn -ran,sb 
Customer relations(iD -uil,erc skille, in aRFuisition an, retentionc to ,ri)e inRreasq
ing lo'alt' an, -ran, DreferenReb LoRuse, on DroRess imDro)ement p(ile aligning 
teR(nolog' an, marketing RonReDts to e.Dan, re)enues an, Drowtb Customer 
JifeR'Rle •ourne's S CAM Eigital h.Dansion S Customer hngagement 1 Aetention 
strateg' S CAM RamDaigns S WoRial Me,ia RamDaigns S Viral Marketing CamDaigns S 
Partner Management
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Experience

KWv hntertainment NKr-it W(optime vetporkH % 

Senior CVM Manager (Customer Value Management)
 % 

Je, Rustomer retention 1 engagement strateg' for su-sRriDtion -ase, 
EGd 1 KGG ser)iResc foRusing on Rustomer engagement to aR(ie)e CVM 
targetsb 
SManage, ke' retention IPTs suR( asc C(urnc Aeinstatementsc AeaRti)aq
tion 1 CanRellationb 
SAe,uRe, 2z R(urn -' anal'sing peekl' reasons 1 oDtimije, Rustomer 
RanRellation 0ourne'b 
SEeli)ere, y$$z AKT )s foreRast -' Rreating DroaRti)e retention Ramq
Daign -ase, on ProaRti)e retention mo,el ,e)eloDe, pit( anal'tiRs 
teamb 
Shn(anRe, ewRienRies relate, to ,as(-oar,sc sur)e' triggersc Fuestionq
nairesc RontaRt Rentre etRb 
SPlanne, 1 initiate, Rross sellquD sell RamDaigns for VKEc PPV 1 a,,onsc 
to inRrease BAPZ 1 CJVb 
SKDtimije, CAM lifeR'Rle 1 taRtiRal RamDaigns aRross all R(annelsc orgaq
nije, y lifeR'Rle 0ourne'sb 
STnitiate, online Da'ment 0ourne' en(anRementc pit( Dotential re)enue 
uDsi,e of /2$I3mont(b 
SConReDtualije, t(e roll out of 65$q,egree Rustomer fee,-aRk looDc 
Dartnering pit( internal stake(ol,ers to integrate an, esta-lis( insig(ts 
from VKC R(annelsc to -oost vPW -' y$zb 
SLrame, mem-ers(iD Drogram 1 Rustomer referral Drogram strateg' 
estimate, (a)ing inRremental re)enue oDDortunit' of ~zc porking pit( 
Dartners for Program ena-lement

Customer Engagement Manager
Oestern Znion LinanRial Wer)iRes % 

BfriRa 1 Bsia PaRiwRH dea,e, Customer hngagement strateg' for -ran, 1 
le, transformation of OZxs CAM 1 Jo'alt' to mo,ern tren,s an, nee,s 
of t(e Rurrent marketsb LoRuse, on Customer h.DerienRec hngagement 
1 Aetention in 6 ma0or regions of t(e -usinessb 
SBR(ie)e, 82b~z of inRremental CAM re)enuec Dlanning an, lea,ing imq
Dlementation of engagement Drograms in t(e region to inRrease Rusq
tomer lo'alt' 6 'ears in a ropb 
STnRrease, Rustomer engagement -' ~$z 1 reaR( o)er 6$z -' ,esigningc 
rollqoutc an, oDtimijing Rustomer lifeR'Rle 0ourne's aRross onlinec o4ine 
R(annelsb 
SOorke, pit( anal'tiRs to i,entif' -e(a)iours 1 Rreate, smart target 
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segments p(iR( Rontri-ute, to –$z of re)enuec also re,uRe, RamDaign 
Rost -' 2$zb 
STmDro)e, RamDaign CGA -' ~z using tools like AesDons'sc &raje 1 BT 
tool Persa,o 1 e.Derimenting B3&c multi)ariate 1 DroDensit' mo,elling 
testsb 
SEeRrease, funnel leakage from 5$z to 6$z 1 inRrease, Ron)ersion -' 
2~zc p(ile porking pit( Dro,uRt team to a,,ress Rustomer e.DerienRe 
issues in Da'ment funnel 1 launR(ing inqaDD an, Dus( notiwRations in 
ma0or marketsb 
SEeRrease, RamDaign time from – to 6 ,a's -' automating RommuniRaq
tions t(roug( AesDons'sb 
SPromote, larger RamDaigns on Uooglec Tnstagram 1 LaRe-ookb BR(ie)e, 
$b2z CGA 1 ~z Ron)ersions on smaller R(annels like OeC(atc Wk'Dec TMKc 
Bngami using interestq-ase, targeting strateg'b 
SManage, Dro0eRts to re)amD 1 integrate CAM Drograms into omniR(anq
nel Rustomer e.DerienRe in 2$ ke' Rountries in t(e regionb WuDDorte, 2$z 
lift in aRFuisition -' signing X ma0or repar, Dartnersb 
STnRrease, mem-er Denetration -' ~zb Jift in re,emDtions -' ~$zb 
Shsta-lis(e, CAM teamxs raDDort pit( regional lea,ers(iDc aligning anq
nual CAM strateg' pit( -usiness Driorities an, initiati)es to aR(ie)e 
transaRtion 1 re)enue liftsb 
SKpne, 1 manage, ZWE 2 Mv -u,get ; assure, e)er' / is use, ewRientl' 
1 Rontri-utes to y9 AKTb 
SWtreamline, 6 ,iferent RamDaign IPT reDortsb Measure, DerformanRe 
t(roug( IoR(a)ac &raje an, Kmnitureb Create, y nep reDorts to Dro)i,e 
regular uD,ates to lea,ers(iDb 
SKrganije, Fuarterl' emDoperment ,isRussions pit( ,ireRt reDortsc 
gui,e, 1 enRourage, CAM sDeRialists to Derform at t(eir -estb Bn, emq
Dopere, t(em to take ,eRisionsb
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Loyalty Program Executive
BTAMTJhW Mi,,le hast NBTMTB ProDrietar' Jo'alt'H % •an y$26 q KRt y$2X

Manage, Rlientxs lo'alt' an, retention Drogram an, ser)e, in a ke' 
relations(iD management role pit( internal an, e.ternal lo'alt' Drogram 
Dartnersb 
SEeli)ere, strategiR Dlanning an, imDlementation for repar,s Drogramc 
Rontri-uting to t(e o)erall launR(b WuRRessfull' ,eli)ere, ongoing req
par,s management for Rlientxs 82b~mn Rustomer -asec 
SBR(ie)e, Rlient IPT of 2z inRremental re,emDtionc inRreasing repar, 
Ratalogue sije uD to ~$zc DroDose, nep strategies -' -enR(marking 
Rlientxs lo'alt' Drogram against RomDetitionb 
SWuDDorte, Rlient in aRti)el' reaR(ing to 82b~mn Rustomers t(roug( taRq
tiRal Dromotions for niR(e marketL liaise, pit( Rreati)e teamc an, seRure, 
Rlient aDDro)als on Ratalogue R(anges an, hmailc WMW Rreati)eb 
Sh.Ree,e, Drogram WJBs a-o)e M~zc resol)e, M~z of Fueries 1 esRalaq
tions pit(in y porking ,a'sc porking (an, in (an, pit( Rlientc suDDliersc 
an, Dartnersb

CRM & Operations Assistant
WBMTM UAKZP L|h % •ul y$$– q •an y$2y

Bssiste, Marketing an, KDerations ,eDartmentb Uaine, )ast knople,ge 
an, e.DerienRe on strategijing marketing Dlans 1 taRtiRal Dromotionsb 
TnRrease, RomDan'xs -ran, )isi-ilit' in loRal marketb 
SOorke, pit( internal stake(ol,ers an, e.ternal agenRies on eqmarketq
ing RommuniRation strateg'b 
SManage, lo'alt' Drogram for niR(e segmentb Bnal'je, an, imDlementq
e, R(anges in e.isting Drogramb 
SMonitore, Rustomer -e(a)iorc s(are, insig(ts -ase, on wn,ings an, 
suDDorte, in Rreating ofersb 
SColla-orate, pit( marketing ,eDartment on taRtiRal Dromotions like 
EWLc EWW an, Aama,an ofersb 
SOorke, pit( anal'tiRs on lo'alt' ,ri)en salesc Roor,inate, RrossqfunRq
tionall' to imDro)e sales -' imDlementing efeRti)e marketingb



Education & Training

y$y2 q y$y2 INSEAD Executive Education
CertiwRatec Eigital Marketing Wtrateg'

y$$M q y$22 Manipal University, Dubai
Masters Eegreec Master of &usiness B,ministration


