B2B Ladder & Climbing
Equipment Company




Challenge overview
e 4

The company needed a market entry strategy for expansion within India and entry into UAE, with a narrative
emphasizing safety and reliability.

—0——0—

Market expansion within India New market entry

Expanding operations and market presence within Developing comprehensive strategies to enter the
the rapidly growing Indian market. UAE and Southeast Asian markets.

Safety narrative

Creating a compelling story focused on equipment reliability and safety standards.



Strategic approach

Our strategy focused on a multi-faceted approach to penetrate
new markets and establish a strong brand presence, emphasizing
safety and targeted engagement.
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Zero-failure positioning Sector-specific sales kits LinkedIn campaigns

We defined a "zero-failure" Built sector-specific sales kits Crafted Linkedln campaigns
safety-first positioning to tailored to different industrial targeting industrial buyers and
differentiate the brand in applications procurement teams

competitive markets



Al tools utilized
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GPT content creation

Developed brochures and sales

pitches using advanced GPT models

for rapid content generation.
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Al competitive
benchmarking

Performed Al-driven competitive
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LinkedIn engagement

Monitored LinkedIln outreach and

analysis to optimize pricing and

ensure compliance with market

standards.

Reports

lead generation via Al dashboard.
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@ Our Al-powered approach enabled rapid content creation while maintaining consistent messaging across

all markets.



Measurable outcomes

D 40%

Distributor leads Conversion improvement

Secured 5 distributor leads in 6 Improved B2B pitch conversions by
weeks. 40%.

l
Sales cycles

Dealer kits reduced sales cycles.



Client testimonial

"Our safety narrative now
stands outin a
competitive market.”

ELEVATING YOUR BUSINESS,




