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Today's agenda

◆ why do we need marketing
◆ marketing audit of the current situation
◆ a must-have set of the channels
◆ building the team: what to do in-house and 
when to hire an agency
◆ setting up a system: 3 steps
◆ 3 things you can implement tomorrow



Who asked for advice?

Successful businessmen

● a few years in business 
● understand the market 

situation
● have loyal clients
● try to do something in 

marketing
● even have a bit of budget to 

invest



Who asked for advice?

And at the same time

● don’t have a marketer or an 
agency

● marketing is shared between all 
the team or is done by the CEO

● don’t have focus (try something 
trendy/easy/any) 

● are afraid that they spend too 
much



Sounds familiar?

Successful businessmen

● a few years in business 
● understand the market 

situation
● have loyal clients
● try to do something in 

marketing
● even have a bit of budget to 

invest

And at the same time

● don’t have a marketer or an 
agency

● marketing is shared between all 
the team or is done by the CEO

● don’t have focus (try something 
trendy/easy/any) 

● are afraid that they spend too 
much



Get into pairs (1 min)

◆  What’s your name?

◆  Where are you from?

◆  Who does marketing 

in your company?

Nobody
Me, myself and I
Administrative staff
Everyone
A marketer
Marketing department



Get into pairs (1 min)

AdWords
SEO
social media
e-mail marketing
direct mail
expo participation
seminars/conferences
PR

◆  What’s your name?

◆  Where are you from?

◆  How have you spent your 

last marketing $100?



Today's agenda

◆ why do we need marketing
◆ marketing audit of the current situation
◆ a must-have set of the channels
◆ building the team: what to do in-house and 
when to hire an agency
◆ setting up a system: 3 steps
◆ 3 things you can implement tomorrow



Integrators’ marketing: main functions

● a constant flow of leads for 
sales department – new clients 
acquisitions 

● keeping clients loyal, clients 
retention 

● increasing brand awareness



Integrators’ marketing: main functions

Increasing brand awareness is not 
just words:

- important for both B2C and B2B
- shortens the sales cycle
- builds an image of expert
- shows niche leadership
- reduces price sensitivity



Integrators’ marketing: main functions

Has direct impact on sales!

That’s why it should be:
- target-oriented
- consistant
- focused



 



How are things for Gurtam partners?

2011

Russian 
partners: a 
serious 
business sells 
without a 
website



How are things for Gurtam partners?

2017

82%
have marketing 
activities

Source: Gurtam Survey 2017



How are things for Gurtam partners?

2019

80% have marketing 
activities

+25% applied for 
marketing support

level is increasing

Source: Gurtam Survey 2019



1,900,000th unit – LaxsonGPS



A random website from the community



A random website from Community





Today's agenda

◆ why do we need marketing
◆ marketing audit of the current situation
◆ a must-have set of the channels
◆ building the team: what to do in-house and 
when to hire an agency
◆ setting up a system: 3 steps
◆ 3 things you can implement tomorrow



Cамый быстрый аудит на свете



The fastest marketing audit ever

What’s the story behind your 
business card?

◆ ordered yourself in the nearest 
printing house with their design
◆ printed in the airport/hotel
◆ your agency did it for you
◆ you marketer spent time to 
choose soft-touch paper



Audit (a bit more complicated): Current situation

● who is in charge of marketing
● what exactly is being done
● do you have a strategy or a plan – 

or prefer to act more spontaneous
● how often do you re-work your 

plan
● how do you measure the 

effectiveness, results



● do you have a dedicated budget 
and how is it formed

● do you know anything about the 
competitors and how do you 
gather the information

● who is your target audience (TA), is 
it segmented somehow

● any descriptions of TA put down?

Audit (a bit more complicated): Current situation



Audit (steps): Current situation

● do the ‘inventory checking’ of 
marketing channels (6 months)



● check how your marketing efforts 
correspond with the business 
objectives

- how does channel A helps to achieve the 
goal B

- how can channel A be improved to 
achieve your marketing objectives

Good ideas – but no connection with the 
goals

Audit (steps): Current situation



● calculate the numbers per channel

Audit (steps): Current situation



Digital is the easiest part of these calculations

● website: overall traffic, bounce 
rate, average time per page, 
conversion и CTR

● social media: likes, shares, CTR, 
coverage

● e-mail marketing: open rate, 
subscribe and unsubscribe rate, 
CTR



● discover the sources of leads

Audit (steps): Current situation



● check how marketing interact and 
cooperate with sales

Audit (steps): Current situation



Today's agenda
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◆ marketing audit of the current situation
◆ a must-have set of the channels
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What Gurtam partner does (2018/2019)



What Gurtam partner does (2018/2019)

Decrease:

● Expos
● Ads in print
● ТV



What Gurtam partner does  (2018/2019)

Increase:

● Social media
● Partner 

conferences



Standard set



Standard set

Do you use these 
channels?

How are they 
organized?



Standard set. Things to remember 

● Don’t try to implement everything at the 
same time

● Don’t do SMM just because ‘you need to 
have social media’ 

● Don’t be afraid to change with the 
audience (special training session on this)



Today's agenda

◆ why do we need marketing
◆ marketing audit of the current situation
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⅓ of companies – 
marketing is in 
professionals’ 
hands

25% secretaries!

Administrative staff – key actors



63% of B2B companies 
(small and medium enterprises) 
in the USA use outsourcing

Source: Financeonline



What should be left 
to professionals 
(in-house or 
agency)



● goals, objectives, market research, positioning, 
segmentation. High-level plan

● generation of content/plan: presentations, texts 
for website, blog, email campaigns

● developing/reworking your website
● basic SEO before the website launch
● SEO support
● social media
● paid ads
● complicated designs 
● organizing a seminar or a conference for leads/ 

clients

Pairs: What to do in-house and what is better to outsource?



● goals, objectives, market research, positioning, 
segmentation. High-level plan

● generation of content/plan: presentations, texts for 
website, blog, mailings

● developing/reworking your website
● basic SEO before the website launch
● SEO support
● social media
● paid ads
● complicated designs 
● organizing a seminar or a conference for leads/ 

clients

In-house activities – 



● developing/reworking your website
● basic SEO before the website launch
● SEO support
● paid ads
● complicated designs 
● organizing a seminar or a conference for leads/clients

Outsource activities



● understanding of marketing 
fundamentals

● knowledge of content marketing, 
publishing ads in different channels, 
event marketing

● an ability to write texts
● understanding of the social media 

specifics

Your first marketer: what to expect and ask? (1/2) 



● working with graphic design (Ps), 
vector (CorelDraw, AI, InDesign), 
graphics – basics

● experience with Google 
Analytics, working with CMS

Complicated design – outsourcing.
Digital – outsourcing or courses.

Your first marketer: what to expect and ask? (2/2) 





B2B marketer – 
rare species



● Set goals and expectations from 
your cooperation

● Discuss the real budget you are 
ready to invest

● Avoid wheelbarrows without a 
wheel 

● Challenge them if they can 
measure the effectiveness in 
numbers

● Help the marketers

Choosing an agency



Whoever does 
marketing for 
you, things 
can be 
improved



Today's agenda
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Structure, record, measure, control.

But before pay attention to basics:
● goals
● plan
● budget

3 steps towards a system



● What do you want to achieve?
● SMART

3 steps towards a system: goals



● Acting in 3 directions:
- time
- channels
- resources

Create a plan once a year, 
re-work at least once a quarter 

3 steps towards a system: plan

https://drive.google.com/file/d/1z1WIms9iAlhM9LB1p3Qp-scHpKVyhkTG/view
https://gurtam.com/resource/images/marketing/en/partners_marketing.pdf


How is it calculated?
● absolute amount (you are not 

ready to spend more than X 
dollars);

● percentage of income (10% to 
invest in marketing)
the amount changes when the income 
changes

3 steps towards a system: budget



● ceiling value –> distribute money 
between channels and activities  
–> correct

● 20% unexpected circumstances
● re-work and actualize one per 

quarter

3 steps towards a system: budget
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Functions of marketing To be done

constant flow of leads for sales 
department 

1. to understand the sources of 
leads (=what channels work 

for you)

keeping clients loyal, clients 
retention

2. make sure that bill is not the 
only reminder they have 

from you

brand awareness 3. provide a lead with sufficient 
information throughout the funnel 



1. Figure out the sources of leads (1/3)

● start collecting the statistics
● where did you lead come from (CRM, 

Excel)
● create a list of sources in advance 

(cold calling/working with a database, 
website, GITEX exhibition, website 
article, current clients referral) 

● get the complete picture with 
percentages



1. Figure out the sources of leads (2/3)

● Add “How did you 
find us” question to 
the website request 
form and sales 
managers scripts 



 1. Figure out the sources of leads (3/3)

● keep an eye on advertising 
placement effectiveness

● use the instruments of web analytics 
(Google Analytics)

● for offline placements –  have a 
separate phone number or call 
tracking (if it’s legal in your country)



Functions of marketing To be done

constant flow of leads for sales 
department 

1. to understand the sources of 
leads (=what channels work 

for you)

keeping clients loyal, clients 
retention

2. make sure that a bill is not the 
only reminder they 

have from you

brand awareness 3. provide a lead with sufficient 
information throughout the funnel 



 2. Make sure clients get something valuable from you

Except sales managers/account calls:
- Wialon reports via email
- emails with valuable information
- greetings



 2. Make sure clients get something valuable from you

Email ideas and topics:
- Wialon/apps updates
- cases of usage
- fun facts from practice
- materials, videos, 

presentations from 
conferences you organize or 
take part in

- polls and surveys 
(surveymonkey, Google)



 2. Make sure clients get something valuable from you

Greetings
● Seasonal
● Professional
● Personal (incl. work 

together anniversaries)



Functions of marketing To be done

constant flow of leads for sales 
department 

1. to understand the sources of 
leads (=what channels work 

for you)

keeping clients loyal, clients 
retention

2. make sure that bill is not the 
only reminder they have 

from you

brand awareness 3. provide a lead with sufficient 
information throughout the funnel 



3. Provide sufficient info throughout the channel

Content marketing appears when you 
have a complicated product that is 
difficult to sell using other channels

Certain content on each stage of the 
sales funnel:
● Acquaintance
● Training
● Conversion



3. Provide sufficient info / Acquaintance

Understand the problem (maybe never known before)



3. Provide sufficient info / Acquaintance

Отраслевые тренды и ориентиры



3. Provide sufficient info / Acquaintance

Как продукт работает и как решает проблему



3. Provide sufficient info / Acquaintance



3. Provide sufficient info / Acquaintance

Problems that we solve:
(negative)

- Fuel thefts
- Idling
- Violation of work discipline
- Increase in time of delivery

(positive)
- How to become more 

effective
- How to boost revenues



3. Provide sufficient info / Acquaintance

Industry trends and guides (everyone does this)



3. Provide sufficient info / Training

How the product works and solves the problem



3. Provide sufficient info / Training

How the product works and solves the problem, how to get 
started



3. Provide sufficient info / Training

How the product works and solves the problem, how to get 
started



3. Provide sufficient info / Conversion

Prove your experience on real examples (cases)



3. Provide sufficient info / Conversion

Prove your experience on real examples (cases)



3. Provide sufficient info / Conversion

Prove your experience on real examples (cases)



Functions of marketing To be done

constant flow of leads for sales 
department 

1. to understand the sources of 
leads (=what channels work 

for you)

keeping clients loyal, clients 
retention

2. make sure that bill is not the 
only reminder they have 

from you

brand awareness 3. provide a lead with sufficient 
information throughout the funnel 



How to approach this?

● figure out what questions leads ask at 
every stage

● check the content you have and 
distribute it between the levels of the 
funnel

● check which content type is missing or 
there is too much of it

● adjust the content plan
● post news and articles according to plan



Today's agenda

◆ why do we need marketing
◆ marketing audit of the current situation
◆ a must-have set of the channels
◆ building the team: what to do in-house and 
when to hire an agency
◆ setting up a system: 3 steps
◆ 3 things you can implement tomorrow



1) Marketing is really important for 
Gurtam partners. Potential clients, 
current ones, brand awareness have 
direct impact on sales and revenues.

2) Partner marketing is developing – but 
in the majority of cases is done by 
non-professionals.

Bottom line



Bottom line

3) Whoever does marketing for you 
(administrative staff, a marketer or an 
agency) – you can improve the results.

4) Go on with launching, building a system 
and analyzing.

5) Conduct an audit. Dedicate some time 
to setting up your goals. Create a plan.



6) Figure out the sources of leads and the 
channels that work for you in the best 
possible way.

7) Keep in touch with your current clients.

8)Provide a lead with quality info on any 
stage of the selling funnel.

9) Go on!

Bottom line



Anastasiya Eroho
Head of Marketing 
Department, Gurtam

a.eroho@gurtam.com
Telegram – @eroho

Let’s keep in touch



Anastasiya Eroho
Head of Marketing Department, Gurtam

Thanks you for your 
attention!


