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Professional Summary

GTM Engineer and Automation Specialist with 2+ years of hands-on experience designing and
operating outbound revenue systems across ICP definition, TAM research, account and contact
enrichment, Al-assisted personalization, signal-based targeting, multichannel sequencing,
deliverability, suppression, and campaign reporting. Experienced in building Clay workflows, n8n
and API automations, structured Al research systems, and repeatable campaign operations for
internal initiatives and confidential B2B client engagements through GetGTM. Strong at
converting ambiguous growth requirements into auditable, campaign-ready workflows that
improve data quality, execution speed, and GTM decision-making.

Core SKkills

e GTM Engineering: ICP definition, TAM scoping, account segmentation, signal-based
targeting, outbound architecture, campaign operations, reporting

e Clay and Data Enrichment: Clay, Claygent, Al research columns, enrichment workflows,
domain matching, company and person validation, data waterfalls

e Automation and APIs: n8n, Zapier, Make, Google Apps Script, SuperAGI, APl and JSON
workflows, webhooks, structured Al research

» Prospecting and Research: Apollo, Lusha, Surfe, Leadmagic, PhantomBuster, LinkedIn
Sales Navigator, public-web research

e Outreach and Sequencing: Instantly, Smartlead, PlusVibe, Selzy, Heddl, Waalaxy,
ConnectOut, WhatsApp and LinkedIn workflows

» Deliverability and Data Quality: SPF, DKIM, DMARC, domain and inbox troubleshooting,
bounce and reply monitoring, suppression, duplicate checks, auto-halt-on-reply logic

» Technical and Reporting: CSV workflows, deterministic matching, employment-date logic,
Google Sheets, Google Slides, campaign audits, stakeholder documentation



Professional Experience

GTM Engineer and Automation Specialist

Adaptive Marketing India / Institute of Product Leadership (IPL) — Bengaluru, Karnataka,
India
Jun 2025 - Present

* Designed and deployed end-to-end GTM automation systems covering ICP definition,
account research, enrichment, Al-assisted personalization, multichannel outreach, and
reporting using Clay, n8n, Apollo, Lusha, Zapier, and SuperAGiI.

» Built repeatable enrichment and routing workflows that generated more than 1,500 ICP-
qualified leads per quarter.

¢ Developed email, LinkedIn, and WhatsApp workflows with automated follow-up and reply-
based halt logic, reducing manual outreach operations by approximately 50-60%.

+ Executed coordinated campaigns across Instantly, Smartlead, PlusVibe, and Selzy, targeting
more than 50,000 prospects across segmented audiences and achieving 65-70% open
rates and 30—35% reply rates in selected campaigns.

+ Diagnosed and resolved SPF and DKIM deliverability issues during a 6,000-lead cold-email
campaign without interrupting the sending schedule.

o Built Al-assisted personalization workflows using agent automation and Creatomate for
scalable video and copy generation.

¢ Led GTM execution for Product Leaders Forum Convergence events in Hyderabad and
Bengaluru, including account mapping, audience segmentation, and coordinated outreach
that generated 140+ paid registrations.

+ Reduced operational overhead by more than 100 hours per month through automated
enrichment, routing, follow-up, and campaign reporting; created an internal automation
playbook for repeatable execution.

o Built corporate-affairs workflows for hiring-manager signals, industry-leader outreach, and
startup or product-challenge prospecting using n8n, Clay, Delightloop, and Google Sheets.

o Created campaign templates, monitored engagement metrics, and adjusted targeting and
messaging based on persona-level performance.

GTM Engineer and Automation Consultant

GetGTM — Remote
2025 - Present



Provide GTM engineering and outbound-operations support for B2B client engagements,
including SPRY Health and a confidential HR and workforce-technology client. Client names and
sensitive campaign details are disclosed selectively based on client confidentiality requirements;
project scope, systems, and outcomes can be discussed in interviews.

SPRY Health — Clay-to-Outreach GTM System

+ Designed and implemented a Clay-to-outreach workflow for a US healthcare software client
serving outpatient physical, occupational, and speech therapy organizations.

+ Translated the ICP into company and role filters, including organization type, company size,
clinician count, geography, exclusions, and target clinical roles.

» Built the workflow from company discovery and validation through person-level sourcing,
structured Al research, current-role verification, evidence capture, and campaign-ready
enrichment.

¢ Solved a data-modeling issue by separating company-level records from person-level
records and establishing the correct sequence for sourcing identities, titles, Linkedin URLSs,
company domains, and evidence URLSs.

¢ Used exact company-domain matching, employment-history extraction, and deterministic
employment-overlap logic to identify qualified referenceability prospects.

* Applied suppression rules across existing customers, active pipeline accounts, previous
campaign contacts, duplicates, excluded companies, invalid profiles, unverified roles, and
missing relationship matches.

+ Prepared controlled outreach batches with separate routing and personalization fields for
LinkedIn and email execution; produced a verified 16-lead next campaign batch after
reconciling live campaign history.

o Configured and monitored LinkedIn and email campaigns in Heddl, investigated dynamic-
variable and trigger issues, and documented access, mailbox, pause, and platform
limitations.

+ Configured social listening around documentation, EMR dissatisfaction, Al scribes, billing,
authorization, workflow friction, and clinic expansion; categorized 60 signals into 7 high-fit,
11 medium-fit, and 42 low-fit opportunities.

* Produced campaign audits, weekly pulse reports, stakeholder updates, and next-step plans
connecting data quality, execution status, platform constraints, and GTM performance.



Confidential HR and Workforce Technology Client — Signal-Led GTM Campaign
Architecture

* Reset broad outbound activity into separate signal-led campaigns based on verified account
and business evidence rather than static prospect volume.

* Designed campaign hypotheses around provider displacement and growth-stage HR
complexity, with separate audience logic, evidence rules, and messaging requirements.

¢ Defined account-level ICP criteria including US company status, employee range, industry,
company domain, growth indicators, hiring activity, and business-stage context.

+ Cleaned, normalized, deduplicated, and reviewed account overlap across source lists while
preserving source-accurate records for auditability.

» Designed Clay research inputs, structured outputs, decision logic, credit controls, buyer-
priority rules, contact construction, and account- and contact-level suppression gates.

¢ Planned evidence-backed messaging, CTA control, follow-up structure, one-pager usage,
launch-readiness checks, and feedback loops for campaign execution.

o Converted campaign requirements and meeting instructions into documented, repeatable
GTM workflows for internal review and client execution.

GTM Associate, Volunteer

Product Leaders Forum (PLF) — Bengaluru, Karnataka, India
Jun 2025 - Present

e Managed outreach and registration operations for PLF community events, representing IPL
as an education partner and coordinating messaging for product leaders and senior
professionals.

o Contributed to 194+ total ICP registrations across multiple events through audience
segmentation and peer-level outreach.

Leadership Success Consultant

SeckurelT Remote — Remote
Feb 2023 - Jul 2023

e Generated and qualified leads using multiple prospecting channels for an EdTech-focused
cybersecurity startup.

 Built a repeatable sales pipeline and scheduled meetings that supported broader business-
growth initiatives.



Growth Marketing Trainee

Ola (ANI Technologies) — Bengaluru, Karnataka, India
Jul 2022 - Dec 2022

e Managed lead generation and outreach for buyers and sellers in the pre-owned car
marketplace, supporting growth experiments across WhatsApp, landing pages, and micro-
funnels.

e Improved conversion points across the GTM funnel from lead to test-drive booking and sales
by coordinating with sales and marketing teams.

SDR / Business Development Executive

Ola (ANI Technologies) — Bengaluru, Karnataka, India
Jan 2022 - Jun 2022

e Drove lead generation, inside sales, and market research in a fast-paced B2C environment.

e Engaged prospects, identified pain points, and converted leads into sales opportunities.

Selected Technical Projects

MQL Intent Router

e Designed an n8n-based lead-routing concept that evaluates lead intent, assigns a score,
segments prospects into multiple categories, and routes them into relevant sales
sequences.

 Structured the workflow to reduce manual lead handling and align follow-up with prospect fit
and engagement.

GTM Campaign Tracker

» Built and deployed a GTM campaign-tracking application through GitHub and Vercel for
monitoring campaign activity, lead status, and execution workflows.

Local AI GTM Automation Stack

o Experimented with self-hosted n8n and Ollama-based local Al workflows for GTM research,
lead processing, and automation support.



Education

Bachelor of Arts

REVA University — Bengaluru, Karnataka, India
Jun 2019 - Jun 2022 | CGPA: 7.8
Coursework: Economics, Political Science, Journalism, Marketing and Advertising

Additional Information

¢ Languages: English, Hindi, Kannada, Telugu, Tulu, Tamil

o Comfortable with remote collaboration, documentation, stakeholder communication, and EU-
aligned working hours

¢ Available to discuss confidential client work through anonymized workflows, technical
architecture, data models, and campaign outcomes

Client Confidentiality

The consulting projects listed above were delivered through GetGTM. SPRY Health is named
because this engagement can be referenced; the HR and workforce-technology client is
anonymized because its policy restricts public disclosure. Private campaign assets, prospect
lists, and sensitive operational details are not included, but the underlying GTM systems,
workflow architecture, research methods, data-quality controls, automation logic, and outcomes
can be explained in detail during an interview.



