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DISCLAIMER SLIDE:

The materials presented here are de-identified examples of work | contributed to in prior roles or contract
assignments.

All proprietary information, confidential data, and employer-specific details have been removed or
generalized.

These samples are provided solely to demonstrate my professional capabilities, strategic approach, and
creative problem-solving.
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Branding =
Achieving

Business Goals »

« Astrong brand is more than a logo it is a strategic
roadmap that drives measurable business outcomes.

 Branding helps your organization acquire new customers,

meet sales and revenue goals, and retain top talent.

« A consistent, recognizable, and memorable brand builds

loyalty, drives repeat business, and differentiates your firm

INn a competitive market.

« By listening to the voice of the customer and crafting a
compelling brand story, organizations can align their
identity with the expectations of buyers, partners, and
stakeholders, turning investment into tangible growth.

Acquire new customers, meet
sales and revenue goals, an

retain top talent through a clearly
defined brand strategy.

Brand strategy servesasa
roadmap, listening to the voice of
the customer, telling your story,
and differentiating your business.

Brand builds loyalty and drives
repeat business by being
consistent, recognizable, and
memorable across all touchpoints.
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Four-Step Marketing

Process

A structured approach to building a powerful, integrated marketing strategy
for accelerating brand ensures market alignment and strategic impact.

y

Step 1 Step 2

Market
Intelligence: Use
research to
Identify target
segments, market
trends, and growth
opportunities
within the
landscape.

Competitive
Positioning: Define
the white space to
fill. Analyze
competitor
positioning, service
offerings, and
differentiators to
sharpen your
strategic
advantage.

Step 3

Company Profile:
Build actionable
profiles of key
prospects, decision
makers, and buyer
personas to inform
targeted outreach
and create GTM
alignment.

Step 4

Integrated
Marketing
Strategy: Unify
messaging,
channels and
campaigns into a
connected &
cohesive plan that

drives brand MCL@
awareness for Strategies
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People, Process,
Technology Framework

A structured framework for accelerating brand growth across locations,
aligning people, process, and technology to drive measurable outcomes as a
transformation blueprint.

Brancjin%& Team Roles & Maximize Marketing Create KPI Dashboards

Identity Standards Responsibilities Technology

Establish Define clear Leverage and Build dashboards

consistent brand ownership and optimize the full to track key

guidelines, visual accountability for marketing performance

Identity, and marketing, sales technology stack: Indicators, measure

messaging enablement, and CRM, automation, campaign impact,

standards across all brand execution and content and enable data-

organizations to across teams to platforms to scale driven decisions

ensure a unified drive alignment outreach, enable that accelerate

and recognizable and efficient pipeline business growth MCL@
arket presence. collaboration. predictability. and measure Strategies
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Consultative Service
Leadership

Customers Thirst
for Knowledge

Central theme:
clients seek
guidance, insight,
and expertise at every
stage of the buyer
journey.

Content & Buyer
Behavior

Deploy targeted
content that aligns
with buyer behavior
patterns. Thought
leadership and data-
driven insights build
credibility and trust.

Understand the
Buyer Process

Map nonlinear buyer
journey to recognize
decision triggers, and
align outreach to
each stage of the
process.

Budget & Decision
Owners

Engage financial
decision makers
early. Demonstrate
clear ROl and value
creation to secure
commitment and
accelerate deal
cycles.

Know Your
Decision Makers

ldentify budget
owners, project leads,
and key influencers.
Tailor messaging to
each stakeholder's
priorities and goals.

Drive Repeat
Business

Create long-term
success through
delivery excellence.
Consistent results,
project follow-
through, and
feedback loops turn

clients into advocates.
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Create Compelling

Message Pillars

Data Points Value Proposition References & Referrals

Quantifiable proof Differentiated model Customer feedback

of impact and rooted in building and trusted

results. and demonstrating referrals validate
measurable the expertise and
outcomes. build credibility.

Experience & Expertise Our Differentiators Strategic Positioning

Create demand, drive Consistent, Align messaging to

ROI, and remove recognizable brand buyer behavior,

roadblocks. Leverage storytelling that decision-maker

deep expertise to resonates with priorities, and the

accelerate client buyers, builds loyalty, voice of the customer

success. and drives repeat for maximum market
business. Impact.
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Value
Creation Plan

Design a strategic framework
for accelerating growth and
delivering measurable impact
across the organization.

Four layers of disciplined
execution: discovery to
delivery to align financial
targets and market
leadership.

Strategic
Layers

DISCOVERY: WHERE ARE WE?

» Define value creation through rapid
discovery. Assess current brand position,
market gaps, and organizational readiness.

DIRECTION: WHERE ARE WE GOING?

« Set strategic direction aligned to financial
targets. define growth objectives, market
priorities, and brand vision.

MOBILIZATION: HOW WILL WE GET THERE?

 Mobilize teams, set ownership, establish
timelines and KPIs . Translate strategy into
actionable plans with clear accountability.

EXPANSION: HOW DO WE SUSTAIN?

 Learn, adapt, and build feedback loops.
Drive rapid implementation with agility and ‘
continuous improvement.
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Case Study: Unifying Newly Acquired Company
to Market-Facing Brand (1/2)

Following the acquisition of a company, there was an immediate need to
present a unified brand to the market targeting key influencers to set the

tone for the year.

Brand Integration

Unifty previously
Independent
company under one
cohesive brand by
establishing
consistent messaging
across marketing,
sales, and leadership
teams.

y

Market Impact

Strengthen
visibility across
high-value event to
generate new
strategic
relationships.

y

y

Commercial Enablement

Equip teams with
aligned, brand
consistent
materials for client
conversations and
pipeline
movement,
assuring acquired
company voice still
present.

Organizational Alignment

Create repeatable,
scalable marketing
and sales strategies
and tactics to
support and
position for future
use.

vl
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Case Study: Unifying Newly Acquired Company to
Market-Facing Brand Road Map (2/2)

Email Outreach

Monthly newsletters
INn targeting
prospects and
existing clients with
curated life sciences
Insights.

Website Realignment

Phased content
removal and
restructuring with
a focused service
line architecture to
Improve clarity and
conversion for

get audiences.

Events

High-impact events
and coordinated
presence at four
major industry
events.

Sales Enablement

Developed new sell
sheets, pitch decks,
and training
collaterals to equip
the team with
compelling, brand-
consistent
materials for client
engagement.

Webinars

Service-line
focused to
reinforce expertise,
generate interest,
and build demand

Thought Leadership

Consistent content
cadence
positioning
luminaries and
SMES.
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Thank You

ACCELERATING BRAND | LEADERSHIP FOR GROWTH
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