
Salim Salha
GTM Strategy & Operations  ·  AI-Native Operating Systems  ·  Enterprise Customer Operations

Boston, MA  |  ssalha96@gmail.com  |  (774) 219-3086  |  linkedin.com/in/salim-salha  |  Portfolio: thesalimsalha.github.io

SUMMARY

GTM strategy and operations leader with 7+ years at the center of enterprise customer operations, most recently as an
operations partner to Samsara's US Enterprise Success organization (~1,700 accounts, ~$890M ARR) at a public company at
~$2B ARR growing 30%. I build the AI-native operating systems GTM teams run on, lead the program that governs AI tooling
across all of CS and Services, and partner with Anthropic on optimizing Claude across Samsara CS.

EXPERIENCE

Samsara  Connected Operations Platform NYSE: IOT  ·  ~$2B ARR

CS Operations & Strategy Manager Aug 2025 – Present

Operations partner to US Enterprise Success: ~1,700 accounts and ~$890M ARR across two segments, 11 front-line
managers, and 2 directors. Own territory and coverage design, capacity modeling, renewal and retention operations, KPI
definitions, and the data architecture underneath Enterprise CS reporting.
• Lead CS's AI Intake & Adoption program across all 9 CS and Services cost centers, and partner with Anthropic on

optimizing Claude across Samsara CS. Stood up one intake path (90% dispositioned within SLA), an AI asset registry,
and a risk-tiered trust standard every Tier 1 and 2 shared tool now passes; consolidated 5 clusters of duplicate builds and
validated 4 before/after value cases, tracking toward 6 by April 2027.

• Built the renewal review workbench as a Claude artifact on live Salesforce and Gainsight data. It replaced spreadsheets
and runs 100% of renewal reviews for 18 managers across Enterprise, international, and Mid-Market plus all Renewals
sales leaders (~6,200 renewals). 85% of $250K+ renewals are now reviewed 90+ days before close; reviewed renewals
show 25% less late-identified risk and 10% better forecast accuracy, and load time fell from 5 minutes to 30 seconds.

• Rebuilt account assignment as an AI workbench that runs 100% of CSM assignments in Enterprise and Mid-Market,
including handoffs straight from Implementation, leave coverage, and new-hire books: 800+ moves for 15 managers,
median cycle time cut to 3 business days, 90% of books within capacity, ownership errors down 80%, and a validated ~2
hours per manager per week (~700 hours a year in Enterprise alone).

• Built the Enterprise Command Center, the operating layer for Enterprise CS: KPIs and trends, each CSM's, manager's,
and director's renewals, cross-sell and upsell, and problem accounts ranked by a custom prioritization model, and every
certified AI tool nested inside. Used weekly by all 13 managers and directors; more than doubled risk-plan coverage on
at-risk accounts, halved sentiment mismatch, retired half the old dashboards, and cut reporting time 60%.

• Built the CS engine for the FY28 annual account carve with RevOps and Sales Planning across all 8 territories: books
signed off 30+ days earlier than the prior year, the August 15 go-live hit with every book inside caps or under a signed
exception, actual moves within 5% of plan, and under 3% unplanned re-carve.

• Built a library of Claude skills that give people trusted, structured access to CS data without routing through Ops. A
reporting skill lets CSMs and ICs pull governed metrics on demand (100+ uses since launch); a rules skill turns an
unstructured CTA request or BRD into a step-by-step Gainsight build guide, now used by 6 operations analysts to ship 5
complex rules; and a briefing generator condenses five systems into a ~2-minute read (validated ~2 hrs/week per user).

• Ran an AI-native renewal-driver study across Salesforce, Databricks, Gainsight, and Glean: a size-controlled logistic
regression on ~1,000 renewals isolated the 2 of ~8 assumed drivers that stay predictive after controls, and reconciled CS's
renewal metric to the certified Finance rate. The findings were used to design the KPIs the command center now tracks.

Senior Sales Operations & Strategy Analyst II Feb 2024 – Jul 2025

• Re-tiered $1B+ in ARR and protected $70M in at-risk child accounts by directing annual operating planning and
redesigning the coverage model, replacing a blunt parent/child rule with a centralized-vs-decentralized relationship model.

• Led a cross-functional redesign of the Enterprise CS operating model, contributing to a 45% lift in employee NPS and a
20% QoQ improvement in Enterprise renewal performance.

• Built the executive operating systems 10+ senior leaders used to run renewal forecasting, customer risk intelligence,
executive engagement tracking, and pipeline visibility across the Enterprise book.

• Built a product-feedback and roadmap-escalation loop across CS, Product, and Engineering that influenced prioritization
tied to $16.8M+ in retained and expansion ARR.

• Lifted renewal rates 17% by leading company-wide value-based selling through operational playbooks and enablement.
• Designed automated churn-risk workflows turning sentiment, executive stakeholder changes, and NPS into proactive

escalations, and built go-to-green programs for at-risk accounts that raised stakeholder engagement 14%.
• Designed onboarding and enablement for new analysts, shortening ramp time across the broader operations team.
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Customer Success Operations & Strategy Analyst II Jun 2022 – Feb 2024

• Cut issue-resolution time 50% across 1,500+ Enterprise accounts with a customer-health and churn-risk intelligence
framework that fed proactive retention motions.

• Automated 250+ executive and customer-facing deliverables by implementing content-generation and reporting systems
across Salesforce, Tableau, Databricks, and Matik.

• Selected for Matik's Product Advisory Council after my implementation feedback drove three shipped platform features.
• Supported $65M+ in renewal ARR and lifted executive participation 20% by running an executive sponsorship program

pairing C-suite sponsors with strategic Enterprise customers.
• Built enterprise-wide KPI and operational-intelligence dashboards that improved data trust and cut support overhead 30%.
• Partnered with leaders across 12 departments to redesign Enterprise Success and risk-management workflows,

contributing to a 15% improvement in retention outcomes.

Chisholm, Chisholm & Kilpatrick LTD Providence, RI

Growth & Development Strategy Analyst Aug 2019 – Jun 2022

• Built financial models, forecasting systems, and operational dashboards supporting firm-wide strategic planning.
• Used SQL and Tableau to build the executive reporting infrastructure behind the firm's growth strategy.
• Led workflow-optimization and employee-development initiatives that improved efficiency and cross-team collaboration.

Development Team Lead Dec 2018 – Aug 2019

• Managed and mentored junior analysts, owning workflow execution and quality control for the Veterans Law practice.
• Used case-management data to shape staffing strategy and stand up specialized client-service teams, and built the

onboarding program and training materials that shortened new-hire ramp.

SKILLS

AI systems: Claude (agents, artifacts, Skills, Projects), MCP integration, in-artifact Anthropic API, per-user connector
deployment, AI governance and adoption measurement, model selection and cost governance, prompt engineering

Data and code: SQL, Python (pandas, statsmodels), JavaScript/React, Databricks, Salesforce, Gainsight (admin and
architecture), Tableau, Matik, Workday data

Strategy and ops: GTM strategy, launch and program management, territory and coverage design, capacity modeling, annual
planning, KPI governance, executive reporting, change and migration governance

EDUCATION

University of Massachusetts Boston, Honors College 2014 – 2018

B.A. Economics, Magna Cum Laude  ·  B.A. Philosophy, Magna Cum Laude
Google Data Analytics Professional Certificate


