CHRISTOPHER PASSARELLA, MBA
Point Pleasant, NJ  •  908-229-9252  •  Chris.Passarella@chrispassarella.com  •  linkedin.com/in/cpassarella
Revenue Operations & Business Operations Executive  |  GTM Strategy  •  Support Monetization  •  Operational Scaling
Director of Business Management & Operations with 10+ years driving global support and services growth. Advises C-Suite and SVPs on board-level strategic decisions across monetization, GTM, and service delivery. Designed and launched a support monetization program that scaled revenue from $85M to $155M — later adopted enterprise-wide by a $30B acquirer as their operating standard. Scaled professional services from $1M to $30M in a single year through Smartsheet implementation and utilization optimization. Proven track record of $4M+ in new ARR, 250%+ services growth, and cross-functional leadership across 6 global business units. Deep expertise in Salesforce, CPQ, regression-based forecasting, pricing strategy, and post-merger integration.
CORE COMPETENCIES
Business & Revenue Leadership:  Business Operations Management  •  Support & Services Monetization  •  GTM Strategy & Revenue Operations  •  Pricing Strategy & Deal Structuring  •  Program Design & Business Transformation  •  Post-Merger Integration & Scaling
Operational & Analytical Expertise:  Forecasting & Capacity Planning  •  Process Optimization & Workflow Design  •  KPI Development & Performance Management  •  Resource Allocation & Utilization  •  Sales Compensation Planning  •  P&L Management
Systems & Tools:  Salesforce CRM & CPQ Automation  •  Power BI & Tableau  •  AI & Automation (ChatGPT, Claude, Gemini)  •  Regression Modeling & Analytics  •  Cross-Functional Team Leadership  •  Executive Reporting & Presentation
PROFESSIONAL EXPERIENCE
Spirent Communications	Holmdel, NJ     10+ Years of Progressive Leadership  |  2016 – Present
Director, Business Management & Operations	2024 – Present
1. Lead operations for a $100M+ support services P&L, managing revenue performance, pricing strategy, and the global service delivery model across international accounts
1. Selected as SME by the $30B acquiring company to scale and operationalize the legacy support program across an organization ten times larger, enabling faster rollout and unified enterprise-wide adoption
1. Built the company's first regression-based forecasting model for support services, achieving ±10% accuracy and enabling data-driven capacity planning and strategic decision-making
1. Redesigned deal desk model, doubling quote volume and reducing turnaround time by 50% to accelerate sales velocity across global teams
1. Generated $4M in new recurring revenue by optimizing support sales processes and GTM execution across global sales teams
1. Increased deal margins by 5% through discount optimization and pricing discipline across a global sales organization
1. Advise executive leadership on support monetization and GTM alignment, introducing scalable frameworks that increased alignment between sales and support functions
1. Led post-acquisition integration of support operations, standardizing processes enterprise-wide and improving customer satisfaction
Director, Business Operations, Global Business Services	2020 – 2024
1. Owned global support and services operations, scaling revenue from ~$85M to ~$155M — 80% growth after more than a decade of flat performance — through pricing overhaul, GTM transformation, and service delivery redesign across 6 global business units
1. Independently designed and launched a global support monetization program from the ground up, establishing a scalable model later adopted by the $30B acquirer as their enterprise standard
1. Scaled professional services from $1M to $30M in a single year, implementing Smartsheet for project management and achieving 95%+ utilization through data-driven resource planning and standardized delivery frameworks
1. Drove 250%+ services growth and 300% YoY expansion through governance redesign, process transformation, and cross-functional GTM alignment
1. Revitalized underperforming support business, achieving 50% growth by simplifying sales motion and repositioning offerings across global markets
1. Led pricing strategy across 6 global business units, improving revenue capture and expanding margins while maintaining sales velocity
1. Optimized resource allocation across 200+ global projects, achieving 95% utilization through data-driven planning and Salesforce + CPQ automation
1. Leveraged Salesforce and CPQ to automate pricing and quoting processes, improving quote turnaround speed and increasing sales workflow efficiency
1. Standardized the support model across the organization, leading the $30B acquiring company to adopt it as the enterprise standard — confirming its scalability and impact
Senior Manager, Global Sales Operations & Analytics	2016 – 2020
1. Built executive analytics framework leveraging Salesforce, Power BI, and Tableau, providing real-time visibility into pipeline, sales performance, and forecasting accuracy across global sales leadership — enabling data-driven decision-making at the C-suite level
1. Designed regression-based forecasting models that improved accuracy and enabled proactive capacity planning and strategic resource allocation
1. Redesigned lead management process, reducing response time to under 15 minutes and improving conversion velocity
1. Redesigned sales compensation model to align incentives with GTM strategy, pricing discipline, and customer outcomes, driving an 8% increase in sales performance within the first year
1. Partnered with Sales leadership to standardize reporting and KPI frameworks across the global sales organization, resulting in consistent performance metrics and a 20% reduction in reporting cycle time
EARLIER EXPERIENCE
Systech International — Sales Operations Manager  |  Modernized sales ops infrastructure and reporting accuracy, improving pipeline visibility and forecast reliability.
Sivantos (Siemens Hearing) — Business Development Manager  |  Identified and developed new market opportunities, expanding commercial reach and building strategic partnerships.
Oticon — Regional Marketing Manager, Technical Product / Project Manager & Support Desk Manager  |  Three progressive roles spanning field marketing, cross-functional product delivery, and front-line support leadership.
KOS Pharmaceuticals — Support Operations Analyst  |  Analyzed support operations data to identify process gaps and drive efficiency improvements.
Bristol Myers Squibb — Help Desk Analyst  |  Built foundational skills in technical support, operations, and customer escalation management.
EDUCATION
Executive Certificate, Business Analytics	University of Pennsylvania, Wharton School
Master of Business Administration (MBA)	Pennsylvania State University
BS, Business Administration & Computer Information Systems	Rider University
