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OBJECTIVE:  
I have 19+ years of experience in advanced and BI analytics focused on financial services (credit card, retail, wealth, small business and commercial banking), utilities, manufacturing, public sector and retail. I have built and managed analytical teams that were responsible for all levels of analytics from data mining to machine learning to executive BI reporting. My analytical skills have been proven across a variety of data – financial, behavioral, attitudinal, digital, unstructured and dark data.

VISION:
Develop data-driven customer insights to help drive strategy from ideation to execution; providing top-notch consulting, proactive thought leadership and advanced technical skills to our clients

	Executive Leadership
	Statistical Modeling
	Financial Services
	Analytical Tools

	Business Intelligence
	Marketing Strategy
	Analytical Thinking
	Customer Segmentation


KEY SKILLS:

TECHNICAL AREAS OF PROFICIENCY:
SAS (Base, Stat, EM, ETS), SQL (e.g., DB2, Teradata, Sybase, Oracle), Python, Microsoft Office, Numerous BI Tools (e.g., Tableau 10, Business Objects, PowerPivot MS BI), Siebel CRM, Salesforce.com, UNIX, SiteCatalyst, Big Data Tools (e.g., Hadoop, Cloudera, Hortonworks, Pig, Hive), R Programming

WORK EXPERIENCE: 
JD ANALYTICAL CONSULTING, INC
Owner and Chief Analytics Officer	November 2013- Present
Dun & Bradstreet		August 2016 – April 2017
· Evangelized the power of B2B analytics to senior leadership across fortune 1000 companies
· Responsible for Pre-Sale analytics, insight development, SOW drafting and all other aspects of analytical sales using visualization tools (e.g., Tableau) to develop insights
Direct Energy 			April 2015 – July 2016
· Built propensity and econometric models to significantly improve home warranty plan acquisition predict energy consumption, increase maintenance visits and maximize replacement revenue (e.g., HVAC installations)
· Developed Lifestage segmentation to help profile 4MM+ customers across their Plan and Maintenance businesses and used GIS tools within Tableau and Map Point to identify geographical trends.
Northern Trust 		November 2015 – December 2015	
· Worked with Data Governance team to create business rules to integrate data into Salesforce
· Identified gaps in customer and product definitions and helped eliminate duplication and standardize terms using Data Analyzer (via IBM InfoSphere)

NORTHERN TRUST
SVP, Wealth Management Analytics       February 2014 – December 2014	
Led and conducted all analytical efforts to support and grow the Wealth Management business which has over $200B in AUM
· Introduced new third-party information within the organization to help identify over $100MM in asset opportunity amongst deposit only clients that were incorrectly moved to a low touch service model.
· Developed client segmentation based on current and potential client value using “Big Data” Lake on Hadoop platform via Hive and Pig - identified $200MM in fee revenue opportunity with a focus on “Protect” and “Expansion” strategies
· Identified key drivers of satisfaction via the 2014 client survey across region and segment - Clients that experience a problem are less satisfied and are least likely to recommend Northern.  However, when the problems are solved, satisfaction, recommendation and return business likelihood all increased. Overall, for one-point increase in satisfaction, probability to transfer increased 600 bps.
BMO HARRIS BANK
US Head of Customer Analytics 		December 2011 – November 2013
Managed and coached a team of 28 direct and indirect reports (analytical budget ~$2MM)

Built a World Class BI Reporting Team
· Helped our Retail LOB partners reduce their number of reports from 60 to 10 – providing a more comprehensive view all businesses
· Managed global definitions for all KPIs across the organization and acted as chief data steward for all customer-related data
· Utilized a variety of reporting tools from SAS Visual Studio, Microsoft BI (e.g., PowerPivot), Tableau, Business Object and Microstrategy

Increased Penetration and SOW in All Commercial LOBs
· Obtained buy-in and implemented a robust high value prospecting (HVP) model in Illinois for Business Banking – increased projected revenue by more than 53% per prospect
· Uncovered significant CRA opportunities for Small Business lending
· Completed RM coverage optimization to help identify under and over served areas in terms of customer management and prospect development
· Created a new Small Business High Value Customer Segmentation to help focus cross-sell and retention efforts - identified 20% of the customers that represent over 90% of the current and potential value

Accelerated Profitable Consumer Growth
· Leveraged Premier pilot learnings and built a transition model for all Retail customers to help prioritize Premier leads – in-market testing showed that the model outperformed a random group by more than 200%
· Provided insights to help drive and execute credit card-marketing strategy
· Built mortgage models to identify potential first-time and new purchase customers to provide mortgage bankers with more qualified leads
· Created an early tenure scoring system to improve onboarding cross-sell performance
· Measured hard and soft attrition across the bank post-conversion to help uncover segments with higher than average defection and develop future win-back/retention strategies – customers that fell into the soft attrition criteria were 8x more likely to leave the bank over the next 3 months
· Developed channel preference models across phone, branch and on-line channels that incorporated account opening and marketing preference data. “Next Product to Recommend” models were later added to optimize interstitial placement on the secure and non-secure sites

Improved Campaign Execution from End to End
· Increased transparency of campaign results (both digital and direct) by holding monthly review sessions with Marketing and other stakeholders
· Introduced rigor around test design – appropriate sampling with consistent no contact controls
· Continued to process list requests on time given the significant increase in the number of requests and complexity
· Built competency in loading campaigns to Salesforce.com mitigating risk across all branch teams - team loaded over 10 lead campaigns per week equating to 100k+ leads per month 
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Associate Principal –Global Analytics   	October 2010 – November 2011	
CITY OF CHICAGO – DEPT OF ENVIRONMENT
· Led team to develop analytical foundation to help the city to identify opportunities to accelerate retrofitting of buildings to improve energy efficiency across the city which is projected to reduce city-wide energy spend by $233MM

AMEREN ILLINOIS UTILITY
· Developed Propensity Models to predict eBill and Self-Service Adoption that helped the utility deflect call center volume by 500,000 and reduce paper billing costs by 10%
· Created customer segmentation using clustering analysis to help with customized eBill marketing campaigns (40% of customers were totally disengaged - no contacts across any channels)
· Identified that 70%+ of all phone interactions were regarding payment arrangements – resulting in a $1MM+ engagement to create an on-line payment arrangement system

US POSTAL SERVICE
Wait Time vs. Self-Service Adoption
· Used sample mystery shopping data to build a wait time model for each location – found that wait time was highly correlated to self-service adoption 
· Found that the wait time model rank orders on current APC (Automated Postal Center) presence, number of APCs and average transaction volume per APC 
Customer Shopping Behaviors
· Estimated the product basket distribution of customers that shop at small IRT and eMove locations Selected the 11 most common baskets across our sample Point-of-Sale locations (walk-up only)
· Calculated the percent of total for each basket and built eleven regression models using census and facility information to help us predict the customer basket distribution across non-POS locations
· Discovered that there were more non-revenue generating baskets at the smaller locations Showed that locations with less advanced reporting technology were projected to have more stamp only and first class only baskets  

HARRIS BANK, NA
Vice President –Wealth & Commercial Analytics September 2007 – September 2010	
Managed and coached a team of 3 senior analysts
· Used statistical modeling techniques to apply attitudinal-based segmentation to the wealth portfolio The analysis helped to identify opportunity for wealth advisors to increase Harris’ share of assets among current clients and develop talking points for prospective clients
· Conducted strategic analysis to assist the business sales force with alignment of customers to optimize the levels of customer experience, decrease attrition and increase the share of wallet for the bank
· Identified growth opportunities for the Private Bank (wealth) group by determining the potential for each private bank office based on the existing client base’s assets
· Built forecasting models to estimate monthly deposit and loan volumes across the bank using historical patterns, rate indices and other longitudinal data

RAPP COLLINS @ RBS CITIZENS NATIONAL BANK 
Senior Manager  - Campaign Measurement           August 2006 – September 2007
Managed and coached a small analytical team (1 junior and 1 senior level)	
· Through proactive engagement with the client, measured the correlation between market condition indices and response model performance to explain campaign performance across the footprint - resulted in a $250,000 SOW to develop monitoring program
· Produced campaign reporting for client’s direct marketing efforts which helped drive RBS Citizens to become one of the top tier banks on the east coast
· Created test designs to identify the most optimal offer and creative components to maximize the results of the marketing campaigns 
· Provided insight for home equity campaigns resulting in improved conversation rates while maintaining low risk to the portfolio
DISCOVER FINANCIAL SERVICES
Senior Manager - Acquisition Analytics		February 2006 – August 2006
Managed a team of 8 analysts (1 project manager, 5 senior analysts, 2 junior analysts)	
· Assisted with the launch and implementation of the Discover’s first commercial card Led testing and selection of third-party data providers Used consumer data to project initial launch approval rates and develop business case
· Provided insight on how marketing could maximize profit and still achieve new account goals
· Created new segmentation for current card members to implement active and inactive acquisition cross-sell strategies

Manager - Portfolio Analytics		  	February 2005 – February 2006
Managed a team of 4 analysts (1 project manager, 3 senior analysts)
· Provided marketing with statistical consulting ranging from sample size estimation to estimating the effects of product parameters on key drivers through regression analysis 
· Helped in the development and implementation of the innovative Balance Transfer Surfer model. This model predicted the event of a new card member attriting once the balance transfer promotion ended
· Implemented experimental design testing to help build more robust statistical models and help with product optimization

VARIETY OF ANALYTICAL POSITIONS
Project Manager – Acquisition Analytics    Discover Financial            		November 2003 – February 2005
Senior Associate – Acquisition Analytics    Discover Financial                 	April 2002 – November 2003
Marketing Analytical Consultant                 Discover Financial                          	June 2000 – April 2002
Marketing Analytical Consultant	     Van Kampen Investment           	December 1999-June 2000
Marketing Analyst            	                     IRI			       	November 1998 to December 1999                            
Market Analyst                                            Associates NA                 		February 1998 to November 1998                               

EDUCATION:
DePaul University
Masters of Science degree: Applied Statistics, June 2002                             

University of Illinois at Urbana-Champaign
Bachelor of Science degree: Statistics, December 1997
