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A rapidly growing automotive SaaS provider was preparing for a major national trade show in a
category dominated by larger competitors. The product suite was strong, but the narrative was
fragmented. 

Messaging emphasized features rather than business outcomes. Sales conversations were
transactional. Differentiation was unclear. Executive-level engagement was inconsistent.

The organization needed more than visibility. It needed repositioning.

Increased demo engagement rates
Higher-quality executive conversations
Stronger differentiation in competitive sales cycles
Improved internal clarity around product story

The company did not just show up at the trade show.

It showed up positioned.

THE STRATEGY

I reframed the company’s offering from individual tools into a unified dealer retail platform.
Instead of selling chat, messaging, or digital retail in isolation, we positioned the solution
around the full engagement economy — personalization, customer journey continuity, and
dealership profitability.

The execution included:
A 30–45 day strategic content runway leading into the national event
Rebuilt sales narrative focused on revenue impact, not features
Interactive demo experiences designed to simulate real dealership workflows
Executive-level messaging aligned to GM and dealer principal priorities
Tight alignment between marketing and sales enablement

The positioning elevated the conversation from software capability to operational
transformation

TESTIMONIAL

“John and BrandBright transformed how we position and sell our platform. They shifted our
messaging from features to outcomes, which immediately elevated our sales conversations to
the executive level. Demo quality improved, close rates strengthened, and customer
acquisition became more efficient. His clarity didn’t just sharpen our brand — it drove
measurable revenue performance.”


