Nikhil H. Mali
Contact

Phone
9833522474
Email
nikhilhm1@gmail.com
LinkedIn
linkedin.com/in/nikhilmali

Address
Thane, Maharashtra, India



Core Expertise

Business Analysis Planning and Monitoring. Elicitation & Collaboration
Requirement Life cycle Management. Requirement Analysis and Design Definition. Strategy Analysis
Solution Evaluation Stakeholder management Project management


Technical Skills

Documentation Tools: MS Suite
Prototyping & Wire frames Tools: Axure & Balsamiq
Modelling Tools: MS Visio, Draw.io Database: SQL
Project Management tool: JIRA Reporting Tools: Power BI, & Tableau.

Education

2021 - 2022
Master of Digital Marketing — Ulaw University, Berlin, Germany

2012 - 2014
MBA (Marketing) — PTU University, India
2009 - 2011
B.Sc. (Information Technology) — Kuvempu University, India

Professional Summary
Dynamic and results-driven professional with over 9 years of cross-functional experience spanning Business Analysis, Marketing Strategy, and Client Relationship Management across Retail, Pharma, and IT domains. Proven expertise in requirements elicitation, stakeholder management, and process optimization, driving measurable business impact through data-driven decision-making, Agile delivery, and digital transformation initiatives. Adept at translating business objectives into actionable insights using SQL, JIRA, Power BI, and Visio, ensuring seamless collaboration between business and technical teams to deliver value-focused solutions.
Experience

2023 - 2025
Peek & Cloppenburg, Germany
Marketing & Sales Advisor
Interacted with the stakeholders and gathered requirements by using various elicitation techniques.
Prioritized and validated the requirements using Moscow and FURPS techniques, and added user stories to the sprint backlog based on prioritization order.
Participated in sprint ceremonies to remove roadblocks in the project.
Implemented personalized upsell and cross-sell strategies; increased average transaction value by 15%.
Analyzed sales and inventory trends to design targeted promotions; increased seasonal sales by 20% using Inhouse CRM of Oracle Retail and Finance Cloud.
2022 - 2023
Baur Pharma, Germany
Assistant
Built and executed multi-channel digital campaigns; increased lead generation by 30%. Conducted market and competitor analysis to inform content strategy.
Improved SEO/SEM performance; increased organic traffic by 40% and reduced CPC by 15%.
Generated weekly analytics reports and presented insights to senior management. Integrated business-analysis work: translated campaign requirements into measurable KPIs, documented data mappings, and produced report specifications used by analytics and marketing teams to operationalize reporting.

2018 - 2021
More Multi Solutions, India
Business Development Manager
Translated the BRD into a Functional Requirements Document (FRD), collaborated with the technical team, and prepared the SRS Document.
Created UML diagrams and wireframes to visually represent requirements using MS Visio, Balsamiq, and Axure.
Gathered requirements from business heads using Elicitation Techniques and created a
Business Requirements Document (BRD).
Designed a data-driven lead qualification process, improving conversion by 20%. Negotiated contracts and maintained client relationships, increasing retention by 30%. Managed a team of 7, leading training and performance reviews.

2018 - 2018
WNS, India
Senior Associate
Standardized reporting templates for a major banking client and improved on-time delivery. Applied Lean Six Sigma techniques, reducing turnaround time by 15%.
Mentored junior analysts and facilitated knowledge sharing.
Integrated business-analysis work: facilitated JAD sessions, created process maps (Visio), and linked requirements to test cases to improve requirements-to-test-case traceability during UAT.

2016 - 2018
More Multi Solutions, India
Business Development Executive



Domain Knowledge


IT
Retail Pharma

Certifications


Certified IT-Business Analyst from COEPD (IIBA-EEP)
Lean Six Sigma (Yellow/Green Belt)

Google Foundations of Project Management

Conducted market research and lead generation activities to establish new business opportunities, achieving a 25% growth in qualified sales pipeline.
Developed persuasive sales proposals and presentations tailored to client needs.
Managed customer inquiries and negotiated terms for service contracts, ensuring profitable terms and compliance with company policies.
Collaborated with marketing teams to align outreach campaigns with sales strategies, maximizing outreach efficiency and brand consistency.
2015 - 2016
More Multi Solutions, India
Junior Assistant
Analyzed production processes, identified bottlenecks, Built project tracking, visual progress reports.
Captured requirements meetings to clarify scope and deliverables.

Projects




Microsoft Certified Professional Developer

Soft Skills


Time Management

Project Name: Digital Marketing Campaign Optimization
Methodology: Agile

Project Domain: AdTech

Duration: 5-6 months

Tools: SQL, JIRA,
SCRUM, Power BI
Role: Business Analyst



Communication Adaptability Problem Solving Team Work Leadership
Language

English German

Project Description:
[image: ] Led the BA effort for a 5–6 month Agile delivery of the DMCO AdTech platform — centralizing cross-channel campaign data, enforcing ETL/reconciliation checks (>98% dashboard accuracy) and enabling experiment-driven ML recommendations that drove measurable CPA/ROAS uplift.
Key Expectation:
[image: ] Created Definition of Done (DoD) and story-level checklist ensuring acceptance criteria, CI/QA gates, UX, and PO sign‑offs were enforced for every story.
[image: ] Authored and refined user stories with clear value statements, BV/CP scoring, and Gherkin-
style acceptance criteria mapped to test cases.
[image: ] Defined data requirements: ETL schema, data dictionary, and automated reconciliation checks to guarantee dashboard accuracy (>98% reconcile target).
[image: ] Designed experiment instrumentation and KPI definitions for A/B tests and ML readiness; coordinated shadow/canary testing and model registration processes




Marathi
Hindi Kannada

Project Name: Client Relationship &
Retention Framework
Methodology: Waterfall

Project Domain: Customer Relationship Management (CRM)

Duration: 6-8 months

Tools: Visio, Axure RP PRO, SQL
Role: Business Analyst

Project Description:
[image: ] Spearheaded end-to-end BA delivery for a 6–8 month Waterfall CRM & Retention Framework—authoring BRS/SRS and RTM, creating Visio process models and Axure prototypes that automated onboarding/certificate workflows, eliminated ambiguity, and accelerated UAT/sign-offs while cutting implementation rework.
Key Expectation:
[image: ] Elicited requirements using MoSCoW prioritization and validated with FURPS criteria; captured use cases, activity diagrams, and exception/alternate flows for core journeys (Client Onboarding, Certificate Generation, Email Threading).
[image: ] Produced BRS/SRS artifacts, maintained Requirements Traceability Matrix (RTM), and derived test cases from use cases to ensure end-to-end coverage during UAT.
[image: ] Built interactive prototypes (Axure) and Visio diagrams to accelerate stakeholder sign-offs and reduce ambiguity during design and development handoffs.
image5.png




image6.png




image1.png




image2.png




image3.png




image4.png




