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Gabe Slade

. . . linkedin.com/in/gabeslade
Al-Native Technical Product Lead | Solutions, Deployment & Workflow github.com/gabeslade
Systems

United States | Open to relocation and travel

PROFILE

Al-native technical product operator who turns ambiguous business processes into deployed systems. Independently designed and rolled
out a company-wide Zoho CRM after starting in frontline sales, then founded and shipped two software products. Combines customer
communication, workflow architecture, implementation, training, and ongoing operational ownership.

EXPERIENCE

Slade Ventures August 2025 - Present
Operating brand of Slade Holdings LLC
Founder & Technical Product Lead

« Own product strategy, system design, Al-assisted implementation, validation, releases, analytics, monetization, and day-to-day operation
for Christian75 and UGCx.

« Launched Christian75, a native iOS subscription app with App Store distribution, RevenueCat monetization, PostHog analytics, Supabase
sharing, widgets, and an active release lifecycle.

« Built and launched UGCx, a full-stack creator marketplace with role-based workflows, contracts, messaging, subscriptions, payments and
payouts, media processing, and admin operations.

« Partnered with a marketing cofounder on each product while remaining solely responsible for product and technical delivery.

Vibrant Healthcare August 2025 - Present
CRM Systems Consultant (Contract)

« Retained as the sole paid consultant responsible for CRM administration, troubleshooting, enhancements, and adapting the company-wide
system as the business evolves.

Vibrant Healthcare February 2024 - August 2025
Sales Representative & CRM Systems Architect

« Independently owned the end-to-end replacement of spreadsheet-based operations with a company-wide Zoho CRM for a
multi-department genetic-testing business.

< Interviewed stakeholders across departments, mapped daily work and handoffs, and translated the findings into interconnected lead,
tracking, access, and operating workflows.

« Configured automations and permissions, moved working processes into the CRM, rolled it out company-wide, and personally trained
users.

« Grounded the design in firsthand experience making hundreds of outbound sales calls per day; the CRM remains in use today.

CAPABILITIES
e Workflow discovery e Zoho CRM e Process mapping
e Solution design e Implementation e Stakeholder communication
e Training and adoption e Al-native delivery e REST and JSON
e SQL and PostgreSQL e TypeScript and Next.js e Supabase and Prisma

e Stripe e RevenueCat e PostHog



