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MARKETING & SALES SERVICES PORTFOLIO

MARKETING AND SALES TIME IS SCARCE..
..AND TECHNICAL UNDERSTANDING IS KEY?

Marketing and Sales for Engineering and Tech Companies

{ Engineering Background
Understanding Your Technical Products and Services
Understanding your Customer Needs

Our approach

Engineering Pragtical
Strategic Clarity Thinking and Execu’.tlon.and
Strategy Monitoring

We can support your growth in the following main areas

Marketing Positioning and Branding
Marketing Strategy
Market Validation and Sales Activities
Funnel and Automations
Digital Assets (Landing page & Web App)

Social Media and Content Creation

Let’s Tals or Assess your marketing_strengths and weaknesses



https://www.techmarketing.it/lead-form/
https://www.techmarketing.it/survey/
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MARKETING POSITIONING

Introduction

Many engineering and tech companies excel at
building exceptional products but struggle to
attract new customers. The instinctive reaction is
often "we need more marketing" or "we're missing
something in our approach."

However, the real issue runs deeper than tactics or
channels. The core problem is a lack of strategic
clarity that creates a domino effect across your
entire business. Without clear positioning, your
messaging becomes scattered, your target
audience remains undefined, and your competitive
advantages stay hidden.

This foundational gap doesn't just affect marketing
—it impacts product development decisions, sales
conversations, and even team alignment.

Customer
Business

Competitors

Market

How to..

The marketing positioning process follows an
engineering-minded approach to business
analysis. We conduct a comprehensive
investigation across critical dimensions such us:

o Customer Analysis: Deep dive into your ideal
customer's technical challenges, pain points,
and business priorities.

e Business Audit: Evaluate your current value
proposition, competitive advantages, and
market positioning to identify what's working
and what's creating confusion.

e Competitive Landscape: Map your competitive
environment to find white space opportunities
and differentiation angles that resonate with
your technical expertise.

+ Market Dynamics: Analyze industry trends,
buying behaviors, and communication patterns
specific to your technical market segment.

In Conclusion

At the end of this 3-5 week engagement, you'll
have a comprehensive strategic foundation that
eliminates guesswork from your business
decisions.

This positioning clarity becomes the strategic
blueprint for every subsequent marketing and
business activity.

Instead of scattered efforts, you'll have focused
landscape that will enable you to connect to
customers who need exactly what you've built.
Most importantly, you'll understand not just what
to do, but why each action connects to your
broader business objectives.
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BRANDING

Introduction

A brand is the overall perception of a product,
service, or company, identified by a name, term,
design, or symbol.

It's not just a logo, but the sum total of customer
experiences, expectations, and feelings associated
with it, which differentiates it from competitors.

A brand is essentially what people think of when
they hear a company's name.

Execution

The branding process begins with a thorough
'Marketing Positioning' analysis to clearly define
the company's character, values, and mission.
This foundational understanding informs a series of
brainstorming sessions aimed at creating a
cohesive visual and verbal identity. This includes
developing a logo, selecting a color palette,
establishing a style and font, and defining the
tone of voice and templates that ensure brand

consistency across all platforms.

Brand creation is inherently subjective,
influenced by the perspectives of those involved.
While design rules can be flexible, it's crucial to
ask key questions to ensure alignment with brand
objectives: Does this style resonate with our
customer persona? Do these colors reflect our
core values? Such inquiries guide the creation of a
brand that is not only distinctive but also
strategically aligned with market goals.

In Conclusion

Ultimately, your brand will be the mental image
customers and prospects hold of your company.
It encompasses your interactions with customers,
your partnerships, and your commitment to
delivering quality as promised.

Remember, branding is an ongoing journey,
especially vital for new companies. It requires
evolving with market changes and customer
expectations to maintain relevance and
effectiveness.
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MARKETING STRATEGY

Introduction

Most engineering and tech companies excel at
building exceptional products but struggle with
scattered, inconsistent marketing efforts. They
often jump between different tactics without a
unified plan.

If marketing positioning is your map showing
where you want to go, marketing strategy is your
detailed roadmap showing exactly how to get
there.

Without a cohesive strategy, even the best
technical products remain invisible to potential
customers. The Solution is a comprehensive
marketing strategy that aligns all activities—from
content creation to channel selection—with your
technical expertise and customer needs, ensuring
every marketing dollar and hour invested drives
measurable results.

How to..

Phase 1: Strategic foundation

Starting with the ‘marketing positioning map’ we
begin with an intensive session of brainstorming
in order to individuate the best channels and
methods to reach the target customer with the
main message.

Customer
Business
Competitors

Market

Positioning

Strategy

Phase 2: Implementation & Testing

The strategy rollout involves systematic testing of
different channels, messaging approaches, and
customer touchpoints. Everything is measured,
allowing for data-driven evaluations of the current
test sessions.

Phase 3: Optimizations & Scale

Once we identify the highest-performing marketing
streams, we concentrate resources and energy on
these proven channels while maintaining
systematic testing of new opportunities.

In Conclusion

A complete marketing ecosystem with clearly
defined actions, channels, and methodologies
that consistently generate qualified leads and
customer attention. Your marketing efforts
transform from scattered activities into a
predictable, measurable system that supports
sustainable business growth.

Marketing channel
and methods

Website
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Events M/
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9 Email Marketing

Social Media a
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MARKET VALIDATION

Introduction

When you start an innovative business or an early-
stage startup, having a strong technical idea is
not enough. Before execution, the market must
be validated.

Market validation is a fundamental step for any
early-stage company that wants to transform
innovation into a sustainable business.

Market validation means clearly defining who your
potential customers are, why they would buy your
product or service, and how you can reach them to
complete a sale.

This phase is often underestimated, leading to
products and services that are technically excellent
but that the market is not willing to pay for.

A proper market validation process reduces
uncertainty, prevents wasted effort, and ensures
that development is guided by real market demand
rather than assumptions.

How to..

Market validation is built around two main phases:
Positioning Analysis and Testing.

The first phase focuses on positioning analysis. All
initial hypotheses are defined and structured:
who the target customer is, which problem is being
solved, why this customer should buy, and how
they can be reached. This phase is about
definition, clarity, and strategy, creating a solid
foundation before taking action.

The second phase is testing. Different
approaches identified during the strategy phase
are tested in real market conditions to
understand which ones generate the strongest
signals. This includes validating messaging,
channels, customer profiles, and willingness to
engage.

The strongest form of market validation is
obtaining a committed, paying customer even
when the product is not yet fully ready. This is
often challenging, especially for innovative or
novel solutions. During this process, adjustments
are frequently required: refining the product,
shifting the target customer, or repositioning the
value proposition.

Market validation is inherently iterative and must
be embraced as a learning process in order to
reach a successful outcome.

In Conclusion

At the end of the market validation process, you
gain a clear understanding of your market.

You will know whether the problem you are
addressing is real, whether the market perceives
your solution as valuable, and whether customers
are willing to pay for it.

Market validation provides clarity on whether to
proceed, pivot, or stop — enabling informed
decisions and increasing the chances of building a
product that the market truly wants.
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WEB DESIGN

Introduction

Web design serves as the digital handshake of
your business. Your potential customers will
inevitably land on your website, and within
moments, they will decide whether they want to
engage with your business. A well-designed
website not only captures attention but also
conveys professionalism and trustworthiness,
setting the tone for future interactions.

How to..

The process begins with the 'Marketing
Positioning' analysis to identify the key elements
your website should feature.

Essential components include a 'hero section' that
introduces your brand and makes a strong first
impression. Incorporating an introduction video or
a meaningful image can enhance this initial
engagement by visually representing your brand's
essence.

Clearly articulate the problems you solve and
explain why you are the best choice, supported by
references to past projects and testimonials from
satisfied clients when available. All the copy is
created in a SEO friendly way in order to be found
more easily in web search engine like Google.
Provide downloadable resources to offer
additional value, helping prospects solve some of
their problems and positioning you as an authority
in your niche. Implement a strategic call-to-action
that encourages visitors to interact with your
landing page, facilitating a connection that builds
trust.

Consider adding a FAQ section to address
potential questions prospects might hesitate to ask
directly, demonstrating transparency and
understanding of their concerns.

Every element of your web design should be
aligned with your customer profile and a specific
message, with clarity being paramount.

Everything, ensure that the style and colors reflect
your brand identity seamlessly.

In Conclusion

Ultimately, your website becomes a dynamic
presentation card that embodies your company
values, communicates your message effectively,
and speaks directly to your target customer
profile. This digital asset not only enhances your
visibility among prospects but also assists them in
resolving their issues and fosters meaningful
interactions.
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SOCIAL MEDIA AND CONTENT CREATION

Introduction

In today's digital landscape, social media is the
crucial medium for connecting with potential
prospects and customers. It is a vast network of
online platforms dedicated to content sharing
and engagement.

Content creation, on the other hand, involves
crafting text, images, videos, and other media for
these platforms.

The goal is to produce valuable material that not
only engages an audience but also effectively
promotes a brand and connects with the users.
Understanding the significance of social media and
content creation is essential for any business
looking to establish a robust online presence and
foster meaningful connections.

Execution

Our approach to Social Media and Content
Creation is rooted in a logical, data-driven
methodology. It begins with a deep dive into
'Marketing Positioning' analysis. This foundational
step allows us to understand your product, your
unique value proposition, and the precise needs of
your target customer. From there, we identify the
optimal social media platforms where your ideal
audience is most active and define the most
effective topics, content formats, and a
consistent, formal-friendly tone of voice that
speaks directly to them.

It is necessary to establish a consistent online
presence through a strategically planned content
calendar.

The communication will always aligned with your
brand, delivering meaningful messages,
delivering value and demonstrating your unique
proposition.

While social media is crucial for gaining initial
attention and starting customer relationships, our
strategy ensures every step is tracked, providing
clear, measurable results in order to improve
iteratively our Content Creation strategy.

In Conclusion

Social media is an indispensable arena for
delivering clear and valuable messages to
prospects and customers. However, social media
and content creation is an ongoing journey, not a
one-time effort. It requires continuous market
investigation, customer understanding, and
iterative testing to effectively capture and
maintain the attention of prospects. By remaining
agile and responsive to changes, businesses can
leverage social media to provide genuine value
and foster lasting customer relationships.
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MARKETING AND SALES FUNNELS

Introduction

The Marketing and Sales Funnel is a strategic
path that brings your buyer persona into your
business journey leading them to became
eventually loyal customers. This journey is pivotal
for maintaining a consistent customer base eager
to purchase your products or services. A well-
designed funnel is not a random path; it requires
careful planning and implementation to ensure
each stage effectively nurtures prospects through
the buying process.

Execution

To effectively execute a marketing and sales
funnel, familiarize yourself with the essential
phases along the customer journey:

* Awareness: Capture the attention of your
target customer profile by making them aware
of your company's existence, brand,
positioning, and the problems you solve.

« Familiarity: Build trust with your potential
customers. During this phase, they are often
willing to provide contact information, such as
email or WhatsApp, indicating their interest.

¢ Purchase: Convert interested prospects into
actual customers by addressing their needs
and showcasing the value of your offerings.

¢ Loyalty: Cultivate customer loyalty and
encourage referrals by delivering exceptional
experiences that prompt customers to
advocate for your brand.

and some profiles definitions:

¢ Buyer Persona: A profile aligned with your
target customer but only marginally aware of
your business.

¢ Lead: An individual who engages with your

content or shares contact information, showing

interest.

e Warm Lead: A lead expressing a clear interest
in purchasing, often seeking further
engagement or quotes.

¢ Customer: Someone who has completed a
purchase.

¢ Referrals: Satisfied customers who promote
your brand to others.

Each stage has a distinct purpose, guiding
individuals from one phase to the next.

As prospects progress through the funnel,
numbers decrease but interest intensifies,
enhancing conversion potential.

Implementing a marketing funnel demands a
versatile skill set, encompassing general
marketing, social media expertise, lead generation,
data analysis, Al automation, copywriting, and the
creation of effective lead magnets.

In Conclusion

By developing a functional funnel with defined
phases, your business embarks on a journey of
continuous growth and refinement. The marketing
and sales funnel is an ongoing process, especially
crucial for new businesses, requiring in-depth
analysis and a commitment to continuous
improvement.

Buyer Persona

Lead

Customer

Referrals

——
T
C— Warm lead
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SALES ACTIVITIES

Introduction

There is no business without sales.

Sales is not only about closing deals, but about
building customer relationships, understanding the
market, and continuously validating the value you
bring to it.

It is a foundational pillar of every company and
directly impacts sustainability, growth, and long-
term positioning.

Without a structured sales activity, even excellent
products and services struggle to find traction.
Sales requires deep, methodical work to transform
market interest into predictable revenue and to
create a feedback loop between customers,
product, and strategy.

How to..

Sales activities can be structured into three main
phases: Positioning & Strategy, Testing, and
Execution & Optimization.

Everything starts with a positioning analysis.
Understanding who you are, what problem you
solve, why customers should choose you, and how
you differentiate from competitors is essential.
From this foundation, it becomes possible to
define a clear sales strategy and identify the most
effective ways to approach the market.

The testing phase is critical to validate
assumptions. Different approaches, messages, and
channels are tested to identify the most promising
ones. This phase helps refine the ideal customer
profile, understand buying motivations, and
determine the most effective way to engage
decision-makers.

Once the strongest approach is identified, the
focus shifts to execution and optimization.
Interactions are increased in a structured and
measurable way, allowing sales metrics to be
defined, performance to be tracked, and revenue
to be improved iteratively.

Each company is different — products, services,
positioning, competitors, and customers vary
significantly. For this reason, sales activities must
always be adapted to the specific company
context rather than applied as a generic
framework.

In Conclusion

At the end of this process, sales becomes a
structured and repeatable system rather than an
improvised activity.

You gain clarity on who your customer is, why
they buy from you, and how to approach them
effectively.

This structured sales procedure enables consistent
improvement, better alignment with marketing and
product decisions, and the ability to scale revenue
in a sustainable and predictable way.
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WEB APP DEVELOPMENT

Introduction

In today's fast-paced digital marketplace,
customers demand seamless interactions with
companies. They expect easy access to
information and the ability to track their service-
related activities effortlessly.

Additionally, businesses may use web apps to test
new services or showcase innovative concepts to
investors.

A well-designed web app can facilitate these
interactions, enhancing customer satisfaction and
engagement or concrete interest from potential
investors.

How to..

The process begins by clearly defining all app
requirements and objectives. This includes
understanding the app's purpose, desired
functionalities, and stylistic elements tailored to
your specific needs.

Development typically spans 3 weeks to 2 months,
during which the app is constructed. This phase
includes periodical review meeting to clarify
issues and give overview of the current
development status.

This phase is followed by a refinement stage,
where feedback from both the business owner
and users is integrated to enhance the app's
performance.

These web apps, are tailored for early-stage
deployment or a limited user base (~ 1000 users
as reference).

Despite the rapid development, they are robust
and reliable, featuring organized data
management, secure hosting solutions, payment
processing when necessary, APl integration, and
professional versioning.

In Conclusion

Upon project completion, you will possess a fully
functional and branded app tailored to your
business objectives.

Modern app development is intrinsically linked to
initial goals, with projects ranging from small-scale
initiatives to extensive undertakings. Our expertise
ensures that the initial assessment and guidance
throughout the development process align with
your vision, delivering a product that meets your
strategic goals effectively.



