Eric Wang to Google GCS StratOps Senior Analyst — Qualifications & Fit Map

Systematic Requirement-to-Evidence Matrix, Strength Ratings & Honest Strategic Bridges

Resume-mapped - bridges flagged

P

Job Description Requirement / Responsibility

Bachelor's degree or equivalent practical experience

4 yrs in consulting, sales ops, strategy or advisory

2 yrs data analysis using SQL

2 yrs working with executive stakeholders

2 yrs developing business strategies / cross-functional

Generating insights from large data sets

Collaborating across organizational boundaries

Advertising, sales, BD, or digital media environment

Turning complex, ambiguous topics into compelling
narratives

Excellent problem-solving skills & business acumen
Resp: Draw interpretable insights from sophisticated
analyses & modeling

Resp: Design processes, tools, and operating cadences
for outcomes

Resp: Develop sales, product or business strategies for
incremental growth

Resp: Communicate data-committed recommendations
via polished presentations

Resp: Define actionable plans and roadmaps; align
cross-functional stakeholders

Eric's Verifiable Evidence (Resume Facts F1-F12)

BS Financial Math & Stats (UCSB 2021) + MS Business Analytics (USC
Marshall 2023)

Deloitte (Consultant) + CoreLogic (RevOps Analyst) + Internet Brands
(FP&A Analyst) = 4.2 yrs

Production SQL in Snowflake at Deloitte, relational data models at
Corelogic, financial datasets at Internet Brands

Interactive dashboards and executive savings reports at Deloitte, monthly
P&Ls at Internet Brands

Store traffic KPI standardization across 8 categories; cross-BU forecasting
models

Modeled 500+ store portfolios, analyzed retail traffic and lease datasets
Partnered across merchandising, store ops, data engineering, and product
teams

CoreLogic sales funnel & RevOps; Internet Brands media portfolio; no
direct Google Ads

Contribution to Growth (CTG) framework; custom Tableau interactive UX
extensions

Identified $9M rent savings; automated ~8 hrs/wk in RevOps MDM parent-
child mapping

Deloitte lease & traffic analysis ($9M savings, CTG framework) +
CorelLogic funnel models

Deloitte self-service capacity tools (500+ locations) + CoreLogic automated
MDM workflows

CoreLogic sales funnel models (pipeline conversion) + Deloitte store
remodeling frameworks

Deloitte executive Tableau dashboards ($9M lease savings) + Internet
Brands monthly P&Ls

Standardized Store Traffic KPIs across 8 categories in Snowflake + Airflow
3 consolidation
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Strategic Bridge / Executive Positioning

Exceeds: dual STEM degrees in statistics and business analytics.
Strong (bridge: FP&A as corporate advisory). Over 4 years across
commercial finance, RevOps, and enterprise consulting.

Extensive SQL track record: window functions, CTEs, aggregation
pipelines, and data modeling.

Delivered regular monthly close and portfolio-level analysis to business
leadership.

Led alignment across competing category leads; established unified
forecasting models.

Snowflake data pipelines, automated contract extraction, and CTG
attribution modeling.

Navigated multi-stakeholder friction to establish trusted data governance.
BRIDGE: Sales funnels and ad lifecycles share identical conversion,
onboarding, and churn mechanics.

Translated abstract foot-traffic dynamics into intuitive executive decision
dashboards.

Combines technical curiosity with relentless focus on commercial bottom-
line value.

Direct experience translating large datasets into strategic business
decisions.

Built decision-support tools and automated weekly operating cadences
saving ~8 hrs/wk.

Commercial analytics identifying growth bottlenecks and optimizing
resource allocation.

Regular executive reporting synthesizing complex data into clear
takeaways.

Cross-functional stakeholder alignment establishing single source of truth.



