Product launches
into new markets
heed nhew
messaging.
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Check out this case study
to see how to reach new
markets.
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The challenge

New solution,
unknown audience

A small B2G IT services company
wanted to grow
by launching a bundled
hardware+software+services
solution for first responders and
executive protection teams.

But they lacked:

e Clear buyer insights.
e Targeted messaging.
e Content to support the launch.
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The strategy

Positioned to break into
a hew market

We led a focused go-to-market
workshop to:

e Define buyer pain points and
ICP.

e Crafta compelling
positioning strategy.

e Build a targeted content plan.
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We also redesigned the website
and created new brochures to
support outreach.
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The results

New buyers, nhew
pipeline

With messaging and materials
built for the right audience, the
company:

e Boosted visibility in a new
market.

e Engaged high-value
prospects.

e Built early-stage pipeline for
the bundled solution.

The result: they gained traction
with a completely new audience
segment
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The takeaway

The right message
opens the right
doors.

Even in niche B2G markets,
clarity and relevance are
everything.

When your offering speaks to
buyer pain, they pay attention.

Launching something new?
Let’s make sure the right
people hear about it.
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