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PROFESSIONAL SUMMARY
Commercial finance and analytics leader with over 20 years' experience driving revenue growth, margin improvement, and operational efficiency across FMCG, manufacturing, health, legal, and financial services businesses in New Zealand, Australia, and Ireland. Track record of turning complex sales and operational information into clear, actionable insight for senior leadership — delivering double-digit revenue growth, faster and more accurate forecasting, significant reductions in stock holding, and month-end reporting cycles cut from three weeks to three days. Skilled at partnering across Sales, Operations, IT, and Finance to build the processes and tools that underpin better business decisions, and an early adopter of AI-assisted analysis to speed up reporting and insight.
CAREER HIGHLIGHTS
1. Assisted in delivering double-digit revenue growth by giving leadership clear visibility into high- and low-performing business units, sharpening focus on the biggest growth opportunities
1. Shifted the business from a sales-volume culture to include increased margin focus by introducing true profitability visibility by brand and customer
1. Cut month-end financial reporting time from up to three weeks down to three days
1. Lifted forecast accuracy above industry benchmarks, reducing stock holding by a double-digit percentage across international business units
1. Simplified the product range by around 25% by rationalising low-volume, low-margin lines, reducing manufacturing complexity and sharpening sales focus
1. Helped enable a successful business sale (to Newell Brands) by significantly improving visibility of business performance
1. Redesigned a major customer's account management process, cutting overdue debt by 90%
PROFESSIONAL EXPERIENCE
Manager – Commercial Finance & Forecasting	Oct 2022 – May 2026
Sistema Plastics
1. Led the Finance view of sales and margin performance, informing decisions through a major corporate restructure
1. Owned end-to-end forecasting across volume and financials for the business
1. Built a promotional planning tool for key accounts that compares different promotion scenarios down to gross margin, drawing on sales history and competitor data to sharpen future planning
1. Created reporting and presentation materials used directly by the sales team in customer negotiations
1. Continued to own all reporting, forecasting, and analytics work established in the role below
Senior Commercial Analyst	May 2015 – Sep 2022
Sistema Plastics
Joined initially on contract to cover an accountant seconded to an IT project; converted to a permanent, largely self-directed role after demonstrating impact, with a mandate to improve workflows, and lift visibility of revenue, margin, and operations across the business in support of cash flow, growth, and operational performance.
Key achievements:
1. Drove double-digit revenue growth by giving leadership clear visibility of strong- and weak-performing business units
1. Shifted the business toward margin-focused decision-making by introducing true profitability visibility by brand and customer
1. Improved return on trade and promotional spend by making promotional effectiveness visible, strengthening the team's hand in customer negotiations
1. Achieved above-industry forecast accuracy, delivering a double-digit percentage reduction in stock holding across international business units
1. Cut month-end reporting turnaround from up to three weeks down to three days
1. Reduced low-volume, low-margin products by around 15%, improving cashflow and simplifying manufacturing and sharpening sales focus
1. Improved factory labour efficiency by introducing clearer tracking and reporting of temporary labour hours
1. Helped enable the successful sale of the business to Newell Brands by lifting visibility of overall business performance
Also delivered:
1. Built a single, unified view of sales history and margin spanning old and new systems, mentoring a junior analyst to help deliver it
1. Introduced better trade spend processes, giving a clearer and more current view of true customer and brand profitability
1. Built capacity planning tools to help production plan shifts, staffing, and machine allocation more effectively
1. Produced the business's monthly sales and margin reporting, plus in-depth performance analysis by category, brand, and customer
1. Developed annual budgeting and forecasting templates and processes, and built dashboards to track sales, production, and workforce performance
1. Built supplier, delivery, and stock-availability reporting to support supply chain decisions
1. Represented the business in monthly reporting to international sales leaders and corporate, and supported a smooth transition through a change in company ownership
Commercial Analyst (Contract)	Nov 2014 – Apr 2015
Auckland District Law Society
1. Reviewed pricing levels and structures to maximise revenue while protecting membership value, then recommended and implemented a new pricing strategy
1. Assessed new business initiatives for return on investment and overall viability
1. Improved visibility of business performance through better data flows and new performance dashboards
Senior Commercial Analyst (Contract)	Nov 2013 – Sep 2014
DB Breweries
Project-focused contract introducing new profitability measures for reporting to Heineken International.
1. Partnered with developers and stakeholders to design an expense and overhead allocation approach, achieving profitability visibility down to item and customer level
1. Built a suite of reports and dashboards giving both a company-wide and detailed view of performance
1. Built a promotional planning and forecasting system that accounted for cannibalisation and investment spend, providing a clear basis for measuring promotional ROI
Commercial Analyst (Contract)	Apr 2013 – Sep 2013
Creganna-TactX Medical, Ireland
1. Unified sales data from four sites onto a single platform, with process improvements to strengthen data flow across the business
1. Built a new interactive demand forecasting system and a set of dashboards covering revenue history, distribution, business opportunities, and forecast accuracy
1. Refocused the company's CRM system and delivered a full suite of analytical performance reports
Group Business Analyst – Commercial	Jul 2008 – Aug 2012
Vitaco Health NZ Ltd
Promoted from Business Analyst (Nutralife Health and Fitness) following a group merger; reported to the Group CFO and Commercial Manager.
1. Led rationalisation of the product range, cutting it by around 25% to simplify manufacturing and sharpen sales focus
1. Assessed brand rationalisation, in-house versus outsourced manufacturing, and distributor and channel changes across multiple product lines
1. Led pricing review including in-depth price elasticity modelling
1. Built detailed profitability reporting splitting revenue and margin by market, channel, category, and brand
1. Led a major project consolidating three separate business systems, from the merger, onto one unified reporting platform
1. Delivered a new integrated forecasting model bringing volume and financial forecasting into a single process
Business Analyst	Nov 2005 – Jun 2008
Nutralife Health and Fitness
1. Built reporting and models covering daily sales and margin tracking, working capital, pricing viability, and the impact of cannibalisation between products
1. Automated sales budgeting and general ledger budget processes, and built distribution, run-out, and product range models
1. Delivered in-depth product performance analysis and forecasting to guide range and investment decisions
NZ Finance Analyst	Apr 2004 – Nov 2005
Unilever Australasia
1. Led requirements, testing, and sign-off for the reimbursement function of a major new customer relationship system rolled out across Australasia — one of the company's largest IT projects at the time
1. Redesigned reconciliation and credit control processes for a major customer's account, cutting overdue debt by 90%
1. Adapted promotional planning and analytical tools for the New Zealand market
Customer Developments Accounting Administrator	Feb 2003 – Mar 2004
Unilever Australasia
EARLY CAREER
1. Accounting Assistant (Temp), Hibernian Insurance, Dublin — Aug 2002 – Jan 2003
1. Creditors Clean-Up (Temp), IIB Bank, Merrion Square, Dublin — Jun 2002 – Jul 2002
1. Accounting Assistant, Camera House HQ, New Zealand — Mar 1999 – Feb 2002
1. Senior Creditors Clerk, Placemakers Support Office, New Zealand — Aug 1997 – Mar 1999
1. Accounts Payable, Best Corporation, New Zealand — Mar 1995 – Mar 1997
EDUCATION & PROFESSIONAL DEVELOPMENT
Advanced Diploma in Business Studies (12 papers) — Auckland University of Technology
Advanced Excel Course — Ace Training
6th Form Certificate & School Certificate
SYSTEMS & TOOLS
Power BI, advanced Excel modelling, SQL, Circana(IRI), AC Nielson, and major ERP/business platforms (Oracle, SAP BW, Navision, Epicor).
ADDITIONAL ACHIEVEMENTS & INTERESTS
1. Bronze Medal, Badminton — 1998 Commonwealth Games
1. New Zealand Badminton Representative, 1991–1998; Wellington Junior Tennis Representative
1. Extensive coaching experience in badminton and tennis, individual and group settings, developing interpersonal, planning, and time-management skills
1. Captained multiple sporting squads and teams, building leadership, teamwork, and conflict-resolution skills
