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SUMMARY

| build the acquisition engine, then | run it.

Most companies hire three agencies and four specialists to do what | do end to end: read the business, work
out where growth actually comes from, assemble the stack around that answer, and own the number it
produces.

Six years of it, across healthcare, global expansion, real estate and consumer. Today that means full funnel
demand for a US revenue cycle company and a global expansion firm, plus Pixeldrive, my own studio. | am
not a channel person. | am the person you hand the funnel to.

HOW | OPERATE

Diagnose before building. Every engagement opens with the same question: where does revenue actually
come from, and what is quietly blocking it. The channel plan comes after that answer, never before it.

I bring my own stack. Outbound, performance media, search, lifecycle, measurement and the web layer. |
pick the tools, wire them together and operate them. No handoffs, no agency lag, no waiting on a queue to
ship a test.

Funnel first, channel second. Traffic is the easy part. | build the whole path: demand capture, the conversion
surface, qualification, follow up, and the reporting that tells you which part of it is lying to you.

Strategy and execution live in the same person. | can spot the opportunity on Monday and have the
campaign, the creative and the landing experience live by Friday, then read the result and move again.

EXPERIENCE

Digital Content & Marketing Specialist May 2024 - Present

Innobot Health

I own how this company acquires customers. US revenue cycle management, a long cycle, high trust sale
into hospital finance and physician group leadership.

Built and run the entire acquisition system: signal based outbound at scale across email and Linkedin,
performance media across Google, Meta and LinkedIn, an organic search and content programme that
compounds, and the conversion architecture holding it all together. The brand surface it travels on is mine
too, the site, the landing experiences, the creative, the social.

One person, whole funnel, first touch to booked meeting.


https://portfolio-six-green-y4rbvunose.vercel.app/

Digital Content Marketing Specialist Jul 2024 - Present

InSource Expansion Group

Took a global expansion company from no brand and no pipeline to a working go to market. Positioning and
identity first, then the website and search foundation, then the demand programmes that run on top:
performance campaigns, keyword and content strategy, and an outbound motion aimed only at the
accounts worth having.

Built the story before the machine, because a machine selling a weak story just burns budget faster.

Head of Marketing Sep 2022 - Feb 2024

M & S Associates

Owned brand and revenue for a real estate firm. Repositioned how the company presented itself, shipped the
website myself in React and Firebase, and ran the acquisition programmes that fed the sales team.

In a market where every competitor says the same three things, the edge came from sharper research,
tighter targeting and creative that did not look like everyone else’s.

Product Marketing Specialist Jul 2020 - Aug 2022

Malnad Herbals

Built a natural, cruelty free beauty brand end to end: the packaging on the shelf, the creative in the feed, the
site it all pointed at, and the paid programmes across Google and Meta that turned attention into repeat
purchase.

Consumer taught me unit economics the hard way. Every rupee of spend had to come back, and the
dashboard said so within the week.

Founder 2018 — Present

InCubical

Where | started. A mechanical design and CNC programming practice: part design, tooling, and the G code
that actually cut the metal.

It is the least marketing thing on this page and quietly the most useful. Designing for manufacture teaches
you to model the whole system before you commit to it, to work out where it fails before you build it, and to
respect a constraint you cannot argue your way around. | run growth the same way.



