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Senior Manager (Sales & Marketing)

GTM and marketing leader with 4+ years across B2B SaaS, technology services, and consumer loT. Full ownership of brand
strategy, demand generation, and paid media budget, with proven 0-1product GTM experience building revenue from zero.
Skilled in product positioning, ABM, sales enablement, and full-funnel demand generation across B2B and B2C segments. Builds
Al-first marketing operations and GTM automation infrastructure.

WORK EXPERIENCE

Senior Manager - Sales & Marketing smartSense Consulting Solutions Pvt. Ltd. 2022-Present
Product Marketing - Product, Foster | Early Talent SaaS Product | B2B Saa$ | 0-1Scale

Owned end-to-end supply-side GTM for a 0-1B2B Saa$S product, scaling to 10,000+ institutional accounts and $150,000+
revenue from zero through positioning, partnerships, and community-led growth loops.

Drove product adoption and activation across 2,000+ account activations, 1,500+ campus drives, and 100+ workshops,
webinars, and case competitions, reaching 100,000+ users and 1,200+ placements.

Executed 2 end-to-end product launches plus ongoing feature releases, partnering with product, design, engineering, and
leadership on launch messaging, customer communications, sales enablement, and adoption campaigns.

Led 80+ product demo calls and built sales enablement collateral - product decks, brochures, FAQs, demo narratives,
objection handling - translating product capabilities into customer-specific use cases and supporting account acquisition.
Built the product website from scratch - information architecture, messaging, content, and blogs - with integrated website
analytics, and developed onboarding resources, feature announcements, and digital marketing assets to accelerate adoption.
Managed Voice of Customer (VoC) programs across community, user, and employer segments, translating insights into
roadmap prioritization, feature enhancements, and UX improvements.

Conducted market research, competitive analysis, and customer needs assessment to refine product positioning, value
propositions, and messaging.

B2B Services Marketing - SaaS/Technoloqy Services | Enterprise B2B Sales | End-to-end GTM

Owned the LinkedIn-led demand generation funnel and ABM research targeting mid-market, SME, and enterprise buyers
across healthcare, legaltech, real estate, and insurance verticals; generated $5M+ pipeline and assisted in $IM+ closed
revenue across 4 enterprise deals.

Executed ABM programs targeting C-suite and senior decision-makers across enterprise buying committees through
personalized multi-channel outbound, optimizing MQL-to-SQL conversion.

Built 100+ sales enablement assets - technical case studies, pitch decks, proof-of-concept use cases - supporting closure of
4 high-value enterprise contracts.

Owned pre-sales and proposal development, mapping deal-stage drop-off into enablement collateral and positioning.

Brand & Demand Generation - DOO Smart Homes | Home Automation Brand | B2C/B2B | End-to-end GTM

Owned brand and demand generation end-to-end, including quarterly paid media budget; scaled ARR $30K to $240K (8X)
for a consumer IoT brand.

Rebuilt Meta Ads paid acquisition through continuous A/B testing across creative, audience cohorts, and geo-targeting;
reduced CPL ~80%, achieved ~5X ROAS, generated 20,000+ high-intent leads.

Assisted in building the B2B distribution network of 50+ partners across 12+ states with high-ticket sales enablement and
continuous pipeline management.

Developed brand strategy from inception - positioning, buyer personas, messaging framework, brand guidelines - and led
full brand revamp across digital touchpoints.

Implemented AEO and GEO content strategy driving 20X brand engagement, 40X website traffic, 5M+ organic reach, and
2,000+ inbound leads across Instagram, WhatsApp, and web funnels.

Led end-to-end product and feature launches with sales, technical, and leadership teams - launch plans, messaging,
customer communications, enablement assets, GTM execution.

Managed continuous VoC loop across consultations, channel partners, and post-sales, informing roadmap prioritization,
packaging, and CX.

EDUCATION

MBA (Marketing & Operations) from IIM Raipur (2020-2022)
B.Sc. (Physics, Chemistry, Mathematics) from Delhi University (2015-2018)

SKILLS & TOOLS

Marketing: GTM Strategy, Demand Generation, ABM Marketing, Marketing Operations, GTM Operations, Product Positioning,
Sales Enablement, Paid Campaigns, Brand Strategy & Design, Content Strategy, Organic Outreach, Email Marketing.
Marketing Tools: Hubspot, Zapier, Google Analytics, Meta Ads, LinkedIn Ads, LinkedIn Sales Navigator, Apollo CRM.
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¢ Al Automation: Claude Cowork, OpenAl Playground, Google Al Studio, OpenAl Codex, N8N, Lovable, Replit, Emergent, Claude
Design, Figma Make, ChatGPT, Gemini, Grok.



