
Aaron Ramos 

206.409.9890       ramosar@protonmail.com 

Profile 
8 years of creative, product, operations and CRM scaling experience with over $20 million of 
ARR pipeline generated over career. Startup and international experience in building and 
deploying proprietary CRM/ LMS systems.   

Experience 
TAGBOARD - REDMOND, WA 
SR. DIGITAL MARKETING MANAGER — 2023-PRESENT 
CRM MANAGER — 2022-2023 

Responsible for operational success and revenue expansion of 50,000 contact CRM, in 
addition to revenue performance of all digital channels - website, social, email, partner, etc. 
Experience from Seed - Series A. 

• Implemented HubSpot CRM and facilitated integration with Salesforce and successfully
started complete migration of operations to HubSpot in first 12 months

• 400% YoY growth of inbound pipeline from digital channels and CRM marketing

• Increased lead response times 500% with automation and increased lead reply rate to
100%

• Achieved MQL to Opportunity conversion rate YTD 300% over goal and 91% QoQ

KNOCK CRM - SEATTLE, WA 
CREATIVE — 2021-2022 
DIRECTOR OF CONTENT — 2018-2021 
First 25 employees & first design hire for proprietary B2B SaaS CRM for multifamily property 
managers. Successfully scaled product UI and marketing operations across all touch points 
and oversaw marketing performance and distribution from <$2MM - $25MM ARR. 
Experience from Series A-C with successful exit - $X00,000,000 

• >$5,000,000 in ARR personally generated from owned lead channels (organic search,
website, ABM, email, newsletter)

• Successfully marketed across and consolidated operations from multiple CRM systems
into HubSpot - Copper, Salesforce, Mailchimp, Outreach

• Successfully marketed, launched, and generated >$1 million ARR with company’s first
new product SKU in first 6 months of release

• Achieved average website lead conversion rate of 6.77% - 19% increase YoY and 4.37%
higher than industry average

• Decreased Alexa score ranking from >380k to <145k in 6 weeks

mailto:ramosar@protonmail.com
https://tagboard.com/
https://www.knockcrm.com/


STOSS LANDSCAPE URBANISM - BOSTON, MA 
MEDIA + MARKETING DIRECTOR — 2017-2018 

Directed all marketing operations and design team/ vendor management for RFPs. 
Successfully attracted multiple Big 5 tech RFP invites with ABM and SEO marketing.  

• Increased inbound RFP invites 240% QoQ - 35% overall win rate 

• Generated $3,200,000 in projected revenue from awarded RFPs in first 6 months 

• Increased social media engagement 120% QoQ and followers 80% 

AL HOLY STANGER LABORATORIES - DUBAI, UNITED ARAB EMIRATES (UAE)  
LABORATORY SUPERINTENDENT — 2015-2017 

International experience: Direct report to the National Laboratory Manager & Chief 
Administrative Officer. Provided consultation and analysis of overall operational efficiency 
and modernization efforts. Directed and led all research, development, and testing for in 
house CRM equivalent (LMS, Laboratory Management System). Regularly met and planned 
with ownership HQ in Riyadh, Saudi Arabia. 

• Increased testing and result distribution by over 250% with LMS automation and 
digitization 

• Established ISO-compliant record storage system and oversaw archive of 1+ million 
private testing records 

• Policy administration of more than 400 employees over 4 locations 

Education 
The Pennsylvania State University — Landscape Architecture (BLA) 

Skills (Full Proficiency) 
CRM Systems (HubSpot, Salesforce, Copper, KnockCRM) • Adobe Creative Suite 
(Photoshop, Illustrator, InDesign, Premiere Pro, After Effects, Audition, Lightroom, 
Animate, Acrobat) • Marketing Apps (Mailchimp, Pardot, Outreach, Reachdesk, 
Canva) • Creative (Wordpress, Webflow, Unbounce, Figma, Final Cut Pro X, iMovie, 
Pro Tools) • Design (AutoCAD, Revit, Rhino3D, SketchUp)  
The Product Manager - SMB CRM, is an internal facing role reporting to the Head of SMB CRM Product. You will partner with sales teams to ensure that our in-house CRM is optimally used to drive sales and support business needs globally. 

Leveraging your expert knowledge of CRM system architecture, you'll work hands on in a fast paced environment to provide solutions and actionable recommendations to develop TikTok's proprietary CRM into an enterprise grade, market leading platform. You'll work alongside a global team of product managers located in TikTok's markets to build innovative sales, marketing and analytics tools to increase user adoption and satisfaction.

- Bold, thought leader in the CRM technology space, passionate about building a proprietary CRM.
- Extensive experience scaling CRM platforms, any of: Salesforce, SAP, Oracle, Microsoft, etc.
- Can elaborate on your personal 0 -> 1 Product experiences.
- Deployed products on an international stage, learned from your mistakes.
- Ability to work on an international team to solve problems in a dynamic, energizing environment.
- Exceptional at explaining ideas, concepts and complex architecture.

Responsibilities
- Owner of the success of the CRM and other internal inhouse system applications
- Create compelling recommendations for feature development or changes through data backed analyses and user insights
- Actively participate in processes optimization and sales policy discussion to help the internal team with appropriate consulting solutions and related online functions
- Develop and deliver innovative custom solutions, introducing concepts and roadmaps to key decision makers and senior management to address their business issues and needs
- In charge of managing and handling daily requirements/issues from end users
- Coordinate and lead the entire solution cycle through close collaboration with other platform product teams.
Qualifications
- Bachelor degree or equivalent product or engineering experience
- 5+ years of experience
- Thoroughly familiar with all standard CRM functionality across Lead to Compensation pipeline.
- Thoroughly familiar with implementing Ad Sales methodologies in a CRM.
- Essential knowledge of finance management.
- Understanding the unique business requirements of internal users, and translating/presenting those needs into a compelling vision and roadmap.
- Solid oral, written, presentation and interpersonal communication and relationship skills.
- Willing and able to travel occasionally
Preferred Qualifications
- Experience working with international teams across time zones
- Field experience preferred

https://www.stoss.net/
https://www.alhotystangeruae.com/

