B2B Marketing Projects

Strategized & Implemented

- By Ruchir Gupta




Always deliver more than expected



B2B Milestones Achieved



years of Cloud Product Marketing
experience Launches Campaigns

International International Generated in
Companies Events Revenue
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My Go-to-Market
Strategy



MY B2B GTM Framework

Market Customer Roadmap Marketing Pre- Product Test /

Analysis Analysis Planning Plan Launch Launch Review
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Experience Across
PLC Stages

@ Generating Value Proposition
@ Marketing Plans

@ Sales Pipeline Reconciliation




Demand Generation



Situation

Challenge

Market analysis to understand competitive landscape and their

offerings and messaging to develop competitive messaging.

Customer analysis to uncover current challenges and Personas.

Came up with product messaging which targeted current

challenges of the customers and competitors. M Strate
Implemented targeted email campaigns to engage customers. y gy
Published industry specific content in form of Webinars,

Industry Events, CXO Meets, White Papers, Demo etc.

Enhanced marketing automation across digital channels and
curated customer journeys to better engage with prospects.

Results







Situation

Challenge

Performed sales pipeline reconciliation to understand the gaps.

Interviewed sales team to uncover their challenges.

Designed sales collaterals like ppt, whitepapers, demo scripts,

webinars, etc.

Organized customer interviews and blind customer interviews M Strate

to get insights into customer expectations and decision making. y gy
Created custom case studies based on segmentations like

industry, size, solution etc. to implement targeted marketing.

Created a platform for sales teams to brainstorm and share
their strategies and challenges.

ReSU ItS ges (Upto 5%)







Situation

Challenge

Facilitated customer interviews to understand their POV.
Extensive voice of customer analysis.

Came up with a value proposition for the customers.
Implemented email campaigns to reach the prospective

customers and educating them about this proposition. My Strategy

Designed buyers journey mapping across marketing channels.
Elaborative sales pipeline reconciliation to understand the

leads, opportunities, sales closed etc. through campaigns.
Post rollout analysis to asses launch performance.

Results




| Don’t find customers for your products,
find products for your customers




How can | add
value to your
Business?
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+1 (929) 207 0100

ruchirmrg@gmail.com



http://www.ruchirmarketing.com/

