How to get
marketing under
control

Anastasiya Eroho
Head of Marketing Department, Gurtam



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

e afew yearsin business

e understand the market
situation
have loyal clients

e try to do something in
marketing

e even have a bit of budget to
invest




Who asked for advice?

e don’t have a marketer or an
agency

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

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

e are afraid that they spend too
much




Sounds familiar?

Successful businessmen

e afew yearsin business

e understand the market
situation

e have loyal clients

e tryto do somethingin
marketing

e even have a bit of budget to
invest

e don’t have a marketer or an
agency

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

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

e 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 |
Administrative staff
Everyone

A marketer

Marketing department




Get into pairs (1 min)

€ What's your name?

€ Where are you from?

€ How have you spent your
last marketing $100?

AdWords

SEO

social media

e-mail marketing
direct mail

expo participation
seminars/conferences
PR

Lo ve
it it =l
el |||




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

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
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How are things for Gurtam partners?
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2011

Russian
partners: a
serious
business sells
without a
website




How are things for Gurtam partners?

2017

82%
have marketing
activities
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How are things for Gurtam partners?

2019

80% have marketing
activities

+25% applied for
marketing support

level is increasing
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A random website from the community
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A random website from Community

‘y : | (866) 657-1358

SAFETY & GPS- TRAQKING |
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Nothing is more important than securing your most valuable
assets: Your Employees.
Our wearables enable the managers / dispatchers to locate in

real-time, communicate live and react when it's needed.

FIND OUT MORE

Employees Safety

Fleet Management

Securing and monitoring your fleet increases your awareness and
productivity. Our solution with help your dispatch or
management to locate all your vehicles and providing history,
event notifications any time using our LaXpro web platform or
our mobile app .

FIND OUT MORE




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




¢ &® GURTAM Anastasiya
Eroho

Head of Marketing Department

& +375 29 3293 294 (#3208)
& +375 (44) 724 98 80
= eroh@gurtam.com

79 Pritytskogo str.
220140, Minsk, Belarus www.gurtam.com



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

¢ # GURTAM Anastasiya
Eroho
Head of Marketing Department



Audit (a bit more complicated): Current situation

e who is in charge of marketing

e what exactly is being done

e do you have a strategy or a plan -
or prefer to act more spontaneous

e how often do you re-work your

plan

e how do you measure the
effectiveness, results




Audit (a bit more complicated): Current situation

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

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

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

e any descriptions of TA put down?




Audit (steps): Current situation

e do the ‘inventory checking’ of
marketing channels (6 months)
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Audit (steps): Current situation

e check how your marketing efforts
correspond with the business
objectives
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Good ideas — but no connection with the
goals

e | T



Audit (steps): Current situation

e calculate the numbers per channel
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Digital is the easiest part of these calculations

e website: overall traffic, bounce

rate, average time per page,
conversion n CTR

social media: likes, shares, CTR,
coverage

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



Audit (steps): Current situation

e discover the sources of leads
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Audit (steps): Current situation

e check how marketing interact and
cooperate with sales
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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




Cold calling

Social media
Google Ads

E-mail marketing
SEO

Partner events
Expos and shows
Ads in online media
Content marketing (blog)
PR

Ads in print

TV

What Gurtam partner does (2018/2019)

B 2019 W 2018




What Gurtam partner does (2018/2019)

Cold calling
Social media

Google Ads Decrease:

E-mail marketing

e EXpos

Partner events

Expos and shows ® Ad S i n p ri nt
Ads in online media ° TV

Content marketing (blog)

PR
Ads in print

TV

B 2019 W 2018




Increase:;

e Social media
e Partner

conferences

What Gurtam partner does (2018/2019)

Cold calling X

Social media 27
Google Ads - 50
E-mail marketing 4&”4
SEO =2 50
Partner events 27 B2
Expos and shows 3] 39
Ads in online media 38
Content marketing (blog) 18
PR 12
Ads in print 2 18

4
TV 6

B 2019 B 2018

67

80



Standard set

Cold calling
Social media
Google Ads
E-mail marketing

SEO

Expos and shows

Ads in online media

Content marketing (blog)

PR
Ads in print

TV

20

B 2019 W 2018




Do you use these
channels?

How are they
organized?

Cold calling

Social media 27
Google Ads - 50
E-mail marketing 434

38
SEO 50

27
Expos and shows 39
Ads in online media z 38
Content marketing (blog) 18
PR 12
Ads in print > 18

4
TV 6

B 2019 W 2018

80



Standard set. Things to remember

e Don't try to implement everything at the
same time

e Don't do SMM just because ‘you need to

nave social media’

e 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

€ 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




Administrative staff — key actors

s of companies — Who is responsible for marketing in your company?
marketing isSin @ administration /
secretary
professionals’ 8 marketer
hands @ all the departments
. no marketing
25% secretaries! activity

@® marketing agency /
outsource

@ marketing
department




63% of B2B companies
(small and medium enterprises)

in the USA use outsourcing




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




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, email campaigns
developing/reworking your website

basic SEO before the website launch

SEO support ) : -
social media ——— e
paid ads e
complicated designs >

5L - &

organizing a seminar or a conference for leads/

clients = =
> %



In-house activities —

4

/A 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

® oOrganizing a seminar or a conference for leads/
clients

Za)

L
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Outsource 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



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

e understanding of marketing
fundamentals

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

e an ability to write texts

e understanding of the social media
specifics




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

e working with graphic design (Ps),
vector (CorelDraw, Al, InDesign),
graphics — basics

e experience with Google
Analytics, working with CMS

Complicated design — outsourcing.
Digital — outsourcing or courses.
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Choosing an agency

e Set goals and expectations from
your cooperation

e Discuss the real budget you are
ready to invest

e Avoid wheelbarrows without a
wheel

e Challenge them if they can
measure the effectiveness in
numbers

e Help the marketers




e,



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




3 steps towards a system

Structure, record, measure, control.

But before pay attention to basics:
e goals

e plan

e budget




3 steps towards a system: goals

e \What do you want to achieve?
e SMART




3 steps towards a system: plan

e Acting in 3 directions:
- time

- channels

- resources

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

Partner’'s
marketing:
where to start



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

3 steps towards a system: budget

How is it calculated?

e absolute amount (you are not
ready to spend more than X
dollars);

e 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




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




Functions of marketing

constant flow of leads for sales

department

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

B i

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)

e start collecting the statistics

e where did you lead come from (CRM,
Excel)

e create a list of sources in advance
(cold calling/working with a database,
website, GITEX exhibition, website
article, current clients referral)

e get the complete picture with
percentages



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

o Ad d “ H ow d | d yo u ® Meet Hecterra, a new agribusiness app for controlling field operations
-ﬁ n d u S" q uest | on to Applications Hardware Community Company
. Select one of the options Select one of the options
the website request
€ WebDSIte reques —

form and sales

managerS Scripts Internet advertising -

Found in the search engine y
Size of fleet

Email distribution Specify the number

At the exhibition Current fleet management system if utilized

Learned from friends Specify the name

Nthoar (Plaaca ancwar in tha “Cammant” fiald) GPS hardware type you are going to use

Specify the name




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

e Kkeep an eye on advertising
placement effectiveness

e use the instruments of web analytics
(Google Analytics)

e for offline placements — have a
separate phone number or call
tracking (if it's legal in your country)




Functions of marketing

constant flow of leads for sales
department

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

keeping clients loyal, clients
retention

—— have from you

e

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

e

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)

@ Safari File Edit Vie

Compose

Inbox
Starred

Snoozed



2. Make sure clients get something valuable from you

Greetings

e Seasonal

e Professional

e Personal (incl. work
together anniversaries)




Functions of marketing

1. to understand the sources of

constant flow of leads for sales leads (=what channels work

department

for you)
keeping clients loyal, clients 2. make sure that bill is not the
retention only reminder they have
from you

AN

3. provide a lead with sufficient
“|information throughout the funnel

brand awareness




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:

e Acquaintance
e Training
e (Conversion




3. Provide sufficient info / Acquaintance

Understand the problem (maybe never known before)

aps Q trackingsystems

Improve Asset Security

Protect your assets from theft and
misuse using top of the line fleet
management technology and on-the-
go vehicle tracking! Know where your
vehicles are at all times with 24/7
tracking and locating and access all
data from your mobile devices in real

time.

HOME INDUSTRIES

O
a7

Enhanced Operator Safety

Track, monitor and manage vehicle
movement and driver behaviour in
real time. Get 24/7 access to both
vehicle and driver performance, as
well as risk reports and safety scores
to reduce operating costs and improve

driver safety.

PRODUCTS RESOURCES

Reduce Costs

GPS tracking technology delivers
customisable real time reportson a
wide range of vehicle performance

features. Increase efficiency and

reduce costs with route optimisation,
fuel reduction and automated
maintenance reports and
identification of unauthorised vehicle

usage.

SHOP NOW

Q

CONTACT US
*

Improved Asset Efficiency

Access quality, aggregated data to
enable you to make informed
performance decisions, provide better
customer service and identify
opportunities for business savings and
improvement. Monitor vehicle usage,
increase productivity and improve

customer service!



3. Provide sufficient info / Acquaintance

Products ¥ Services Support News Company~ ContactUs du,=]l

8 ways to boost your supply chain revenue

By: moamen | January 24, 2019

The easiest way to manage your supply chain and boost its performance is now available.

Supply chain management is always the key to success and achieving your business goals. If your business stands between the supply and demand,

suppliers and clients, inventory and requests, and your plans depend on many variables, then you need either to work 24/7 or to follow these points to
achieve more key performance indicators.

Here's the recipe, read it carefully:



3. Provide sufficient info / Acquaintance

"‘ AFAQY Products ¥ Services Support News Company~ ContactUs dy,=]|

One solution will let you Uncover
the real value of your vehicles!

With an efficient vehicle tracking system you don’t only reduce the
operational costs, but you increase customer satisfaction, enhance
business performance, and eventually increase revenue. The data about
your vehicle efficiency and driver productivity will let you:

e Control car Idle time

e Cut unnecessary drivers overtime

o Add more jobs to each work day

e Reduce fuel consumption

¢ Reduce maintenance costs

e Route optimization, better delivery time.

¢ Reduced management cost

 Real time intervention in emergencies (reduce risks)
¢ Restore stolen cars

Get more revenue from the same vehicles you have, now!



3. Provide sufficient info / Acquaintance

FLEET MANAGEMENT BENEFITS FOR COMPANY

= [P i 1

Mileage reduction Fuel management Trip reports suitable for Automatic notifications
accounting

Monitor for GPS positions in real =
time. mj lll il

Service notifications Unlimited report package Task management




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

MPOBNEMbI, KOTOPbIE Mbl PELLUAEM

MOBBILUEHHbIV PACXOZ TOMNMBA HAKPYTKA MNPOBEIA TC

NOBBIWEHWVE 3ATPAT HA COOEPXXAHVE CPbIB CPOKOB MOCTABKV rPY30B HECOBIONEHVIE YCNIOBMI
W OBCNYXXMBAHVE TC TPAHCMNOPTUPOBKM M'PY30B

JNeBble penchbl

K npumepy, BoanTenb rpy3osoro asToMo6unA NpuseseT MalMHy rpaBus He Ha CTPONKY, @ Ha AadHbli y4acToK, Unu
BOAWTENb aBTONOE3/, 3aBEPLUMBLUNIA NEPEBO3KY rPy3a HECKOMbKUMU JHAMU paHee, MOXET B3Tb NONYTHbINA rpy3
caenatb KpioK B Napy COTEH KNIOMETPOB.

Cnue Tonnuea us 6aka
HanBonee pacnpocTpaHeHHas 1 HesamblcrioBaTas MaxyHauus, BOSMOXHaA NpK 3aBbllUeHN HOpM pacxoaa Tonnmea. Y

BOAWTENS @BTOTPaHCNOpTa B NOA0GHOM Cryyae MosBASOTCS HeYHTeHHbIE M3MULLKY TOMMNBa, KOTOpbIe CIIMBAIOTCS B
KaHUCTPbI 1 MPOAAITCA MO CHIKEHHON LieHe, IMBO UCTIONb3YIOTCS ANA 3anpaBky NIMYHOTO aBTOMOGINSA.

MpuoBpeTeHme «eBbIX» YEKOB

B HacTosiiee BpeMs akTMBHO MpakTUKkyeTcsA. BoauTenb aBTOTPaHCMOpTa, MoMy4alowmil NOACTYETHbIE CPeaAcTsa ANs
npnoBpeTeHus Tonnmea, npuobpeTaet Ha Tpacce PUKTUBHbIE («NeBblex) YeKu.



3. Provide sufficient info / Acquaintance

Industry trends and guides (everyone does this)

eges HOME ABOUT US OUR SOLUTIONS INDUSTRY SOLUTIONS @
Sign of excellence
INDUSTRY SPECIFIC SOLUTIONS

agricultu




3. Provide sufficient info / Training

How the product works and solves the problem

Kak ato pabotaet?

1. YcraHoBKa npubopa cnemeHns

HaBuraumoHHbIM KOHTpOINED
YCTaHaBAMBAETCA B CAN0HE
TPaHCNOPTHOMO CPEACTBA NOA NaHenbio
npubopos. [Mocne ycTaHoBKY Ha
TPEHCNOPTHOE CPEACTEO U HACTPOMKM
HEeobX0AWMbIX NapaMETPOB YCTPOWCTBO C
MOMOLLBIO CMYTHUKOBOW HaBUraLmm
onpegenfeT reorpaduyeckue
MECTOMNONOKEHUE, HANpaBAeHue,
CHKOPOCTb, @ TaKHKE aHanmM3upyeT
COCTOAHME [OMOHATENBHO
YCTaHOBAEHHbIX AaT4mKoB. BeA
MHOOPMaLUA NEPESAETCA Ha YAANEHHbIN
cepsep — Wialon. [InA nepegaquum gaHHbIn
npubop ocHaweH GPS/TJIOHACC
AHTEHHON.

2. YcTaHoBKa AaTuMKa ypoBHsa/
pacxoaa Tonnvea

3. OTcnexuBaHne gaHHL
aBTOnapKe.




3. Provide sufficient info / Training

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

GETTING STARTED [N 6 SIMPLE STEPS

1 - Purchase a GPS Device, 2 - Activate your pre- 9 3 - Install the GPS device
. SIM Card and Add-Ons installed SIM Card 9 (DIY or organise a pro)
4 - Create your Free 5 - Follow the simple 6 - You're ready to go!
=— Vehicle Tracking account instructions on-screen to g [:] Login to access real time
= set up your device - reports!



3. Provide sufficient info / Training

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

HOW DOES IT WORK?

Registered users can make reservation for selected vehicle on web application. Just
choose vehicle, select trip period and get instant notification about successful
reservation to your mobile phone

Once the reservation has been accomplished, user can find vehicle in parking place

and unlock reserved vehicle via phone call. Keys and documents should be left
inside the car.

The car should be locked via phone call, when the driver comes back to parking
place after trip

To start using BCE CarSharing. the vehicle should be equipped with BCE GPS Fleet
management and car security system. It allows

» lock/unlock vehicle via phone call;
» monitor a car in real-time;
« calculate trip mileage and time

CONTACT US FOR MORE DETAILS »



3. Provide sufficient info / Conversion

Prove your experience on real examples

AL- JUNAIDI

Al-Junaidi, a renowned company for dairy and food products, was having difficulty in controlling the temperature of its refrigerated vehicles. The
process required a lot of time and effort. They were also having problems in controlling their representatives driving routes and evaluating their
drivers.

TrakLink solved their issues by developing a set of reports to measure the temperature and monitor the paths of representatives and their
driving behavior. Furthermore, the developed system enables the collection of several reports from different periods for analysis and
comparison. These reports include alerts of different kinds such as: alerts for exiting assigned routes, alerts for returning to assigned route,
alerts when idle for more than half an hour, alerts for high temperatures in refrigerators.

Thankfully, our solutions helped Al-Junaidi in various aspects. They saved time and effort in the process of monitoring temperatures which
prevented their products from getting damaged. They were able to evaluate their drivers effectively and extend the operating life of vehicles.

GHADEER (NESTLE)

Our client Ghadeer, Jordan’s leading bottled water brand, needed an efficient method for evaluating their drivers. For that, TrakLink developed a
specific Dashboard to assess drivers monthly according to certain criteria. The system enables the entry of all irregularities and accidents on the
system.

This solution greatly benefited the company by saving time and effort in the process of evaluating drivers. They were able to reduce the
violations committed by drivers and increase their adherence to traffic rules and safety standards. In addition, they were able to reduce fuel
consumption and extend the operating life of their vehicles.

(cases)




3. Provide sufficient info / Conversion

Prove your experience on real examples (cases)

B )

Client Reference: Petroleum Arrows - Egypt

Success Story:

Petroleum Arrows — the leading Petroleum Products Transportation Company in Egypt — were facing a severe business challenge in having to
reduce their annual Fuel Consumption budget over their Fleet of 600 trucks by 15-20% annually in order to cope with their inability to monitor in

real time the fuel consumption patterns of each truck as well as facing at the same time the increase in fuel cost.

Petroleum Arrows selected CSG to implement CSG's “Fleet Edge” and the result exceeded Petroleum Arrows’ expectations. As of today,

Petroleum Arrows have reached a reduction in the fuel consumption of the selected trucks on which CSG's Fuel Level Consumption Monitoring

Solution (Fleet Edge) was implemented by 20% of savings.

Fuel Consumption Report generated by One of

CSG's Fleet Metering Application for one J Petroleum
Petroleum Arrows Truck < i Arrows Truck

with CSG's

Fuel Level
Consumption

Sensor
installed




3. Provide sufficient info / Conversion

Prove your experience on real examples (cases)

“‘ﬁ“ ki bl inie

AH3/NAANEBE
gian Bnctercng W

Tenemaruka angd

HECTaHAAPTHON TEXHUKN

I"Ipocraﬂ mMarematuka:

Pacxog no
Hopme

Hopma
pabounx yacos

3arpatbl no Tonausy
Halep.

Konuyecrso
6ynbaosepos

% 3aTpaThl No TONAMBY
(@8 a napk rexsmkn

Bbl/10
15n/u4
15 4/perb
4 900/aeHb

10wr

49 000 rpH/peHb

Pacxog no
Paxty

= Paboune yacol
no gakry
@ 3arpartbi no TonAusy
=> Halea

i Konuuecrso
X2,
(oo, bynbaosepos
@ 3atpartbl No TonAusy
Ha NapK TeXHWKM

PasHuua:

Pabouue vacol:

B MTpax Tonausa:

B AeHbrax:

Ha 54/aeHb MeHble
Ha 4,5 n/yac meHbwe
20 000 rpH/aeHb MeHbWwe

10,5 n/4

94/peHb

2900/peHb

10wr

29 000 rpH/AeHb

Xoyetca nojpe3tomM1MpoBaTh, 4TO Ka4ecTBeHHbIN WHTerpaTop TeneMatuiku - 3To I'IpOaKTI/IBHbIﬁ CepBuC, a He MPOCTO KOMMNaHWA, KoTopasa
rnocTaBuT Tebe napy AaT4uKOB U AaCT JOCTyn K cucreme. 310 NKOAW, KOTOPble A0/IKHbI pa306PaTbCﬂ B npoGneme, onpejennTb HYXHyH
3ajadyn ﬂDAOGpaTb npasuibHOe peLleHue, Bonee Toro, no6as HecTaHJapTHas TeXHUKa Tp€6yQT TaKoro xe HeCTaHAapTHOro u

1POBaHHOrO MOAX0AQ, HY W MAKOC Ka4eCTBEeHHOro BHeApeHUs. TonbKo Tak MOXHO A0CTUYL pe3ynbTata.




Functions of marketing

constant flow of leads for sales
department L N

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?

e figure out what questions leads ask at
every stage

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

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

e adjust the content plan

e 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













Let's keep in touch

Anastasiya Eroho

Head of Marketing
Department, Gurtam

a.eroho@gurtam.com
Telegram — @eroho




Thanks you for your
attention!

Anastasiya Eroho
Head of Marketing Department, Gurtam



