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AKASH NANDAWANA
Business Intelligence Manager | Data Strategy | Microsoft Fabric | Digital & Product Innovation

Taunton, Somerset  |  akashnandwana22@gmail.com  |  linkedin.com/in/akash-nandawana

Dear Hiring Manager,

My strongest skill is finding the gap between the information a business has and what it needs to make a better decision, then 
turning that gap into something practical. I do not see Business Intelligence as reporting alone. I use data to build trusted 
foundations, automate decisions and, where the opportunity justifies it, create digital products and prototypes that can generate 
longer-term commercial value.

In my core BI role, that starts with the data platform. I work across Microsoft Fabric and Power BI, integrating operational data 
from Oracle, Microsoft CRM, Kronos, SharePoint and other business sources through ETL/ELT processes. I transform fragmented 
and unstructured inputs into structured, reusable data, develop deliberately lean semantic models to improve refresh performance 
and maintainability, use Power Automate to move insight into action, and strengthen governance through data quality, access 
controls, consistent definitions, lineage and model health.

I lead four analysts and support Commercial, Finance, Supply Chain and Operations. My work includes a £165m+ budget cycle, 
standard costing across 5,000+ SKUs, automated margin alerts to senior leadership and a SKU rationalisation framework 
associated with £1.7m savings over six months. Automation and self-service improvements have also reduced recurring analyst 
workload by 40%.

The clearest example of how I think beyond traditional BI is a connected cleaning ecosystem I independently conceived and 
developed in my own time. I identified a pre-sales gap: we needed a stronger way to prove customer value, not simply describe 
product features. I built Clean360, now live, to convert customer operating requirements into a quantified business case, 
estimated savings, payback and weighted product-fit scoring. The journey can take a customer directly from analysis to a free 
demonstration.

I then looked beyond the sale. I prototyped an NFC-enabled digital machine identity that surfaces model, serial, purchase and 
warranty context before taking the user into SmartAssist. SmartAssist guides users through machine-specific diagnostic checks 
and can route them to the correct consumables, accessories, spares or support. I also built a physical trackable-machine 
prototype using an ESP32, encoder and OLED, with a web application that turns runtime and movement data into distance, 
calculated cleaning area, utilisation, productivity and maintenance information.

Together, these ideas create a lifecycle from pre-sales ROI to machine identity, in-use intelligence, support, service and product 
feedback. The longer-term value is two-sided: customers gain better visibility and support, while Product Management and R&D 
gain real-world evidence that can inform maintenance strategies and future NPD. Directors and Product Management have 
reviewed the concepts positively; Clean360 is live and the connected-machine elements are being discussed for phased 
development.

I would bring a combination of commercial judgement, enterprise data leadership, governance, hands-on prototyping and the 
ability to translate an identified gap into a system people can actually use. I am particularly interested in roles where data is 
expected to improve decisions, products, operations and customer value - not simply report on them.

Kind regards,
Akash Nandawana

Evidence portfolio follows: enterprise data platform, live data product, digital identity & support prototype, physical IoT prototype, 
and phased ecosystem vision.
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MY OPERATING MODEL

I do not just report what happened. I build 
systems that change what happens next.
A repeatable method: find the gap, make it measurable, build something usable, and connect it to business 
value.

01
FIND THE GAP

Where are decisions slow, 
fragmented or based on 
assumptions?

02
MAKE IT MEASURABLE

Define the data, logic, rules, 
KPIs or weighted criteria.

03
BUILD THE SOLUTION

Automate, prototype or 
productise the decision so 
people can use it.

04
CLOSE THE LOOP

Connect the output to action, 
revenue, service or product 
improvement.

EXAMPLES FROM CORE BI LEADERSHIP

Margin / pricing alert
Gap: cost increases can erode margin before the issue is visible 
in normal reporting.

Solution: automated exception email to senior leadership when 
cost rises and margin falls.

Value: converts a lagging report into a proactive commercial 
control.

SKU rationalisation
Gap: large portfolios make obsolescence decisions inconsistent 
and time-consuming.

Solution: structured framework to identify candidate SKUs and 
make the evidence easier for senior management to review.

Value: supported rationalisation work associated with £1.7m 
savings over six months.

Commercial planning
Lead BI support across Commercial, Finance, Supply Chain and 
Operations, including a £165m+ budget cycle and scenario 
support for Directors / SMT.

Costing & automation
Standard costing model covering 5,000+ SKUs and automation / 
self-service improvements that reduced recurring analyst 
workload by 40%.

SELECTED EVIDENCE OF SCALE

4
Analysts led

£165m+
Budget cycle

5,000+
SKUs costed

£1.7m
Rationalisation saving

40%
Recurring workload 
reduction

The same problem-solving method that I use in BI led me into digital product and machine-intelligence prototyping.
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DATA FOUNDATION

Microsoft Fabric + Power BI: from 
fragmented systems to trusted, decision-
ready data
My innovation work sits on top of an enterprise BI discipline: connect operational systems, structure the data, 
keep semantic models efficient, automate action and govern the result.

LIVE Enterprise BI environment Data integration, semantic modelling, Power BI delivery, automation and 
governance across multiple business domains.

END-TO-END DATA FLOW

01
SOURCE SYSTEMS

Oracle • Microsoft CRM • 
Kronos • SharePoint

02
ETL / ELT

Extract, validate, transform 
and standardise

03
STRUCTURE

Turn fragmented / 
unstructured inputs into 

reusable datasets

04
FABRIC

Central analytical 
foundation / OneLake-
oriented architecture

05
SEMANTIC

Lean, reusable models 
designed for maintainability 

and refresh

06
ACTIVATE

Power BI insight + Power 
Automate alerts and 

workflow

GOVERNANCE ACROSS THE FLOW  •  Data quality  •  Role-based visibility  •  Common KPI definitions  •  Business glossary  •  Lineage / UAT 
•  Model health

ENVIRONMENT EVIDENCE

Power BI environment supporting multiple reporting domains and reusable semantic / application structures.

Integration & transformation
Connect operational sources through ETL/ELT, clean and standardise the 
data, and convert fragmented business inputs into structured datasets that 
can be reused across reporting and analysis.

Semantic model efficiency
Keep models deliberately small and understandable so refreshes are more 
reliable, measures are reusable and future analysts can maintain the 
solution without unnecessary complexity.

Automation & action
Use Power Automate and exception logic so important conditions can 
trigger action - for example, surfacing margin deterioration to senior 
leadership rather than waiting for someone to find it in a report.

Governance & modernisation
Improve data quality, access, definitions and lineage while modernising 
reporting from legacy BI into Power BI / Fabric-oriented architecture across 
multiple business areas.

External portfolio note: the screenshot demonstrates the Power BI environment. Source credentials, detailed architecture and sensitive business data 
are intentionally not exposed.
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CASE 01 - PRE-SALES

Clean360: turn a sales gap into a live data 
product
The gap was simple: how do we prove customer value and strengthen the sales conversation against 
alternative solutions?

LIVE Self-initiated solution Built to support commercial conversations and convert operational 
requirements into a quantified business case.

THE GAP

There was no customer savings calculator. I wanted the 
sales team to be able to prove why the proposed 
solution creates value, rather than relying on product 
features alone.

WHAT I BUILT

 Business-case engine for labour, water, chemical and 
energy assumptions.

 Potential savings and ROI / payback outputs.
 Weighted product-fit scoring using productivity 

requirement, runtime, recommended quantity, water 
flow, capacity and technical suitability.

 Customer-facing output with downloadable business 
case.

 Direct route from the assessment to a free product 
demonstration.

WHY IT MATTERS

 Moves the sales conversation from "features" to 
quantified customer value.

 Creates a repeatable, explainable way to match 
requirements to products.

 Connects data directly to the next commercial action: a 
demonstration.

Evidence note: the screenshot figures use fictional 
demonstration inputs. They demonstrate the live calculation 
logic and workflow, not realised customer savings.

Live Clean360 output: savings, payback and cost waterfall.

Customer-ready business-case PDF output.
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CASE 02 - POST-SALES

CleanIQ + SmartAssist: give every machine a 
digital identity and a guided support journey
The objective is to make ownership easier: identify the exact machine, understand its context, guide diagnosis 
and route the user to the right next action.

PROTOTYPE Self-initiated build Phased development is under discussion with Directors and Product 
Management.

THE FLOW

01
TAP / IDENTIFY

NFC acts as a digital passport for 
model, serial, purchase and 
warranty context.

02
DIAGNOSE

SmartAssist takes the user 
through a structured sequence of 
machine-specific checks.

03
RESOLVE / ROUTE

If resolved, close the issue; if not, 
move to parts, consumables or 
support.

04
LEARN

Over time, service and issue 
patterns can become product 
intelligence for Product / R&D.

PROTOTYPE EVIDENCE

NFC identifies the machine and surfaces 
warranty context.

Machine-specific support starts from the 
identified model.

Guided checks end in solved, parts/CAS, or 
escalation.

COMMERCIAL / CUSTOMER VALUE

Lower support friction
Users start with the exact machine instead of 
searching generic manuals and parts lists.

Correct CAS / spares
The machine context can route users to 
associated consumables, accessories and 
spares.

Digital relationship
The sale becomes the start of an ongoing 
service and product relationship, not the end 
of it.
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CASE 03 - IN-USE INTELLIGENCE

Trackable Machine: from a usage blind spot 
to maintenance and product intelligence
Customers found it difficult to identify real machine runtime and usage. I wanted to create a measurable 
foundation for utilisation, cleaning output and maintenance planning.

PROTOTYPE Physical + digital build Designed and built independently as a proof of concept outside my core BI 
responsibilities.

Original ESP32 / OLED bench prototype.

Encoder direction logic and successful firmware 
upload.

Owner Dashboard prototype: runtime, area, productivity, utilisation, maintenance and cleaning history.

WHAT THE PROTOTYPE DOES

 Captures machine movement / encoder data and runtime through the ESP32 prototype.
 Calculates distance and cleaning area and feeds live telemetry into the web interface.
 Records cleaning sessions by cleaner / site and exposes utilisation and productivity 

indicators.
 Uses runtime to demonstrate usage-based service intervals for brush and filter 

maintenance.

WHY THIS BECOMES PRODUCT INTELLIGENCE

 Customer: understand utilisation, cleaning output and when a machine may need 
maintenance.

 Product / R&D: build a real-world evidence base around usage patterns, reliability and 
future NPD decisions.

Prototype boundary: current proof of concept measures movement/runtime and derives distance/area. Exact indoor positioning and 
tank sensing are future capabilities, not current measurements.
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THE BIGGER PROPOSITION

From BI insight to a connected commercial 
and product ecosystem
The individual solutions form one lifecycle: prove value before the sale, create a digital identity at the sale, learn 
during use, improve support, and feed evidence back into product development.

Concept roadmap developed to show the phased journey from physical machine to an intelligent ecosystem.

ONE CONNECTED LIFECYCLE

PRE-SALES
Clean360 proves the 

commercial case.

IDENTITY
NFC identifies the exact 

machine.

USAGE
Trackable Machine 

creates operational data.

SUPPORT
SmartAssist guides 

diagnosis and action.

SERVICE
CAS / spares / support 
create lifetime value.

NPD
Field evidence informs 

Product and R&D.

CURRENT STATUS - EXTERNAL PORTFOLIO VIEW

Clean360 LIVE Live data product supporting commercial business-case conversations.

NFC + SmartAssist PROTOTYPE Working prototype / journey; phased development under discussion.

Trackable Machine PROTOTYPE Physical ESP32 / encoder prototype plus web dashboard.

Connected ecosystem DISCUSSION Directors and Product Management have reviewed the concept; phased 
NPD adoption is under discussion.

WHAT I WOULD BRING TO ANOTHER ORGANISATION

Commercial thinking
Start with the business outcome, not 

the dashboard.

Data leadership
Governance, modelling, BI delivery 

and team development.

Product mindset
Prototype the workflow so users can 

see and test the value.

Bridge disciplines
Connect Commercial, Data, Product, 
Technology and senior leadership.

AKASH NANDAWANA
Taunton, Somerset  |  akashnandwana22@gmail.com  |  linkedin.com/in/akash-nandawana



