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IThe Challenge:
The "Export Gap

Client: Award-Winning Design Studio

(Design / Artisan Brands)

Sector: High-End Craftsmanship / Design

Service: Phase 1 (Diagnostic) & Phase 2 (GTM Blueprint)

The client possessed a unique value proposition: unifying traditional craftsmanship and fair
trade stories with award-winning design. The brand was a reality—quickly gaining followers
and awards—but it faced a critical scaling hurdle: International Projection.

The challenge was not simply "selling abroad," but building a solid, profitable bridge to the
right markets without losing the brand's essence. The founders risked diluting their resources
by trying to "sell to everyone" in a bigger market, missing the specific nuance required for
serious collectors.

They initially asked us to bring the brand to Europe. Our counter-proposal was pragmatic:
"Let’s first find the market with proven demand, benchmark your product against it, and then
position the brand in that market."
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The Diagnostic
Phase 1

As a high-end design brand with a small team, the operational limitation was
obvious: the dedication required for craftsmanship left no time for a methodical go-
to-market. That is normal. Whatever the next step was, it had to respect the time
constraints of the creators.

While the product was exceptional, the commercial strategy lacked focus. "Speaking
to everyone is speaking to no one". To scale, they needed to segment their niche
audience. We needed to stop guessing and start focusing investment where the
return was most probable.
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The Solution: The
AEF Vector OS
Blueprint (Phase 2

We moved from ad-hoc actions to a structural GTM Blueprint comprised of three
modules:

1. Market Intelligence & The "Collector” Profile

We replaced assumptions with data.

e Geographic Focus: We identified the Top 3 Global Markets with the highest
potential, avoiding saturated regions.

e The ICP: We profiled the "ldeal Collector'—a specific avatar of the international
buyer—to ensure every message and image resonated with the right individual.

2. Narrative-Led Digital Strategy
We built the "Story System" to justify the premium nature of the pieces.

¢ Intent-Based Keywords: Instead of creative guessing, we analyzed the exact
phrases real users were searching for. This anchored the strategy in real market
demand.

e Channel Architecture: We balanced Organic Channels (SEO/Content) to build
long-term authority with Paid Channels (Ads) acting as a "precision accelerator"
to test specific collections in new countries.

3. Commercial Viability & Pricing
We ensured the expansion was financially sustainable.

e Pricing Architecture: We restructured pricing to reflect the immense value of the
history and technique, securing profitability.

Break-Even Modeling: We translated the entire strategy into a clear, measurable
sales target.
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Flexible Execution
Phase 3

From the outset, it was determined that the brand's lean structure was best suited for
internal execution.

This is a key feature of the AEF Vector OS: it is flexible. For this client, the Blueprint
provided the clarity ("the where, how, and whom") to make the most of their budget.
They didn't need a fractional executive on a retainer; they needed a roadmap to
execute themselves.

The Outcome
Early Traction

By anchoring the strategy in data, the brand has achieved rapid traction in a
different market than originally expected. Initial results from the launch phase
indicate:
® Market Entry: Successfully launched in the South-East USA, with a secondary
market roadmap ready for future expansion. This focus has maximized budget
efficiency.
¢ Sales Growth: Current trajectory tracks at 1.5x previous sales volume.
e Margin Health: Achieved a 16% increase in Average Order Value (AQOV) via the
new pricing strategy.
Sustainability: Built a predictable organic traffic engine that is steadily reducing
reliance on paid ads.
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