SalesDrive

MARKETING PROPOSAL




MARKETING
OBJECTIVES

The following Marketing Proposal is designed to address the following
SalesDrive marketing objectives:

e Improve and scale marketing efforts for The Drive Test®,
targeting organizations $50-5200M in size with 20+ salespeople
e  Focus marketing efforts with one partner and a holistic,

strategic approach




OUR APPROACH

We'll start with your custom

We'll hit the ground running with a 90-minute onboarding and kickoff call. During this call we'll set
the stage for our long-term partnership and dig in on what’s needed for the first 120 days.

Then, we’ll finalize your

This tool outlines your strategic plan and the current Roadmap, keeping all work and discussions
tied to your growth goals. The first side outlines your business overview, your marketing
objectives, and your go-to-market strategy. The opposite side outlines the next 120-day Roadmap
plan, including its goals, campaigns, and program deliverables.

All of this leads up to and contributes to your

We'll continue to assess and fine-tune your Roadmap plans based on what we see that’s working,
what’s not, and new challenges and opportunities you may be faced with every 120 days.

Reid Trier Chelsea Drusch Charles Greeley Todd Dively
CONSULTANT STRATEGIST PAID ADS CREATIVE
MANAGER DIRECTOR - VIDEO
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STRATEGY OVERVIEW

Phase 1: Bottom-of-the-Funnel (BOFU)

e Optimize & Expand Paid Ads Campaign

e Conversion Rate Optimization

e Content Creation: Video

e Technical SEO Optimization (not BOFU, but
low-hanging fruit)

Phase 2: Middle- and Top-of-the-Funnel

Continued Paid Ads Management

Content Strategy & SEO Strategy Development

Content & Content Distribution: Blogs, Advanced Content, PR
Site Redesign

Incorporate Partner Program Persona as Additional Target

Phase 3: Long-Term Vision

Build a SalesDrive Community!
Turnkey Affiliate/Partner Program
SalesDrive Podcast and/or Webinars
Sales Enablement as you Scale

To do everything in our power to transform and
profitably grow clients’ businesses.
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120-DAY ROADMAPS

ROADMAP 1: APRIL - JULY




STATEMENT OF WORK (SOW}) apr - jul

PURPOSE: The proposed paid ads approach outlined below is designed to generate leads by:
e  Making SalesDrive, its key content, and information about The DriveTest®, visible at or near the

top of the page for the keywords we bid on in Google Search and Microsoft/Bing
° Promoting SalesDrive in image-based ad channels like Google Display and LinkedIn

We are recommending this multi-channel approach to leverage the strengths and targeting
options of Google, Microsoft/Bing, and LinkedIn. Advised spend breakdown:
e  50% of monthly ad spend to Google Search/Display/Video Ads
e  35% of monthly ad spend to LinkedIn (sponsored posts and video ads) in order to reach
additional target prospects
e 15% of monthly ad spend to Microsoft/Bing Search Ads (using the same keywords, ads, and
strategy used in Google Ads)

For a seamless transition of your paid ads program, we will:

e  Conduct research of additional relevant keywords to use in Google Search and Microsoft/Bing
Search advertising
o  Use the highest-performing keywords and ad creative from the current Google Ad
campaign to inform our proposed campaign (optimize)
e Research target personas to identify which audiences will drive the most engagement, and
ultimately, clicks, in LinkedIin Ads (expand reach)
o  We'll also incorporate a third-party solution, Propensity, for audience augmentation
using intent data
e  Create ad copy and graphics for Google Display and LinkedIn
° Set up new ad accounts for each channel in April
e  Set up Databox datawall for 24-7 access to results (increase visibility)

A $5,000-$6,000 monthly budget for PPC ads is recommended. Monthly PPC management includes
frequent, hands-on reviews of ad performance and optimizations as needed to improve performance of
the SalesDrive ad campaigns.

Weidert Group
e C(reate ads and actively manage campaigns

SalesDrive
e Review and approve ads
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STATEMENT OF WORK (SOW}) apr - jul

PURPOSE: SalesDrive relies significantly on the Free Trial Request landing page as the cornerstone of its
conversion strategy. The current Paid Ads and many of the call-to-action (CTA) buttons strategically
placed across the website all point to this specific page. This presents an opportunity for conversion
rate optimization (CRO) of this page, aiming to increase the number of visitors successfully filling out
the form and becoming qualified leads.

Weidert Group

Heatmap, session recording, and form field analysis of current page visitors (which is
already set up and gathering data)

) Design and development of an updated Free Trial Request landing page based on the
findings from the CRO analysis
e  Development of an additional Free Demo landing page (based on the updated Free
Trial Request page) to leverage and test in SalesDrive’s marketing efforts as an alternate
conversion offer
SalesDrive

e Review and approval of new landing pages

Weidert Group

Heatmap, session recording, and form field analysis of current page visitors (which is
already set up and gathering data)

e Recommendations and mockup (including copy) provided for an updated Free Trial
Request landing page based on the findings from the CRO analysis
° Recommendations and mockup (including copy) provided for an additional Free Demo
landing page (based on the updated Free Trial Request page) to leverage and test in
SalesDrive’s marketing efforts as an alternate conversion offer
SalesDrive
° Development of the landing pages
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STATEMENT OF WORK (SOW}) apr - jul

PURPOSE: No medium has greater power to engage, inform and motivate than video. A powerful
combination of visual, motion and audio, its the best platform from which to present compelling
messages — in fact, it's the way the majority of people prefer to learn about brands. Our
recommendation is to create a new, more current video for SalesDrive’s main landing page.

Weidert Group
e  Half day video shoot, including travel to/from Chicago
Kickoff call, script, prop list, call sheet
60-second video + (3) 15-second paid ad clips, 2 rounds of revisions
Additional video footage for future use
Video asset storage
SalesDrive
e Review and approval of video

Weidert Group

e  Remote recording session
Session recording assistance and guidance
Planning call, one round of revisions
60-second video, 1round of revisions
Video asset storage
SalesDrive

e Review and approval of video

Weidert Group
e  Refresh (6) short-form videos from SalesDrive’s existing video library
e  Video asset storage

SalesDrive
e Review and approval of video
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STATEMENT OF WORK (SOW}) apr - jul
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https://docs.google.com/file/d/1vkK3U1iwpsmf08wvEg53Lt2_FuruXJTG/preview
https://docs.google.com/file/d/1LSlGdMRXK-8XItvt97jKchV9QCLY0wU6/preview

STATEMENT OF WORK (SOW}) apr - jul

PURPOSE: Based on a technical audit of your current website, we identified some quick wins to
correct a few foundational SEO items:

Weidert Group

e  Adjust code so copy intended as headers and subheaders is truly coded as H1 and H2
tags, allowing crawlers to identify that copy as such

e  Add missing meta descriptions to 16 pages

e  Add missing title tags to 2 pages
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STATEMENT OF WORK (SOW}) apr - jul

PURPOSE: You can expect regular contact with your team and others (our President is always
available to talk, as is anyone else in the agency). Our teams hold monthly status calls to discuss
progress and touch base on outstanding items. But communication is essentially ongoing - we
respond quickly, we answer questions thoroughly, and we offer insights when we see a need for
changes to be made to your program.

Every 120 days we assess and fine-tune your inbound program based on what we see that'’s
working, what’s not, and new challenges and opportunities you may be faced with. Sometimes little
change is needed and the Roadmap for the next 4 months is very similar; other times we’'ll take bigger
steps to optimize performance or pursue emerging opportunities. This includes meeting to review the
previous Roadmap’s performance and discuss goals and recommendations for the next 120 days.

Weidert Group

e (1) 30-minute status call every month with agenda and call summaries, plus time budgeted for
program management and marketing support as needed

e Prepare for 120-day Roadmap meeting & finalize next 120-day Roadmap for SalesDrive’s
approval

SalesDrive
e  Participate in status and roadmap calls; Review and approve Roadmap
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2ND 120-DAY ROADMAP: TBD

aug - nov

The first 120-day Roadmap is our recommended starting point for SalesDrive. As your program
matures and needs change, Weidert Group will recommend additional services in future Roadmaps that
build on this starting point. These services may include, but are not limited to, what is listed below:

Additional blog articles, new or
optimized

2-8-pg or 9+-pg content piece & content
support (landing pg, thank you pg, email
& CTA graphic)

Infographic

Calculator

Additional blog articles, new or
optimized

Additional workflow plans and content

Signage, campaigns, and more

Additional web
enhancements/additions

Production of recruitment or marketing
videos, subjects TBD

Generating awareness for upcoming
webinars and nurturing attendees afterwards

Employer branding, recruitment marketing
assets and projects

ldentify specific accounts to target via
various channels

Identify training needs for Marketing Ops
person and set up training sessions with a
member of the Weidert Group team

Equip your sales team with the tools and
processes needed for success
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ABOUT US

WEIDERT GROUP




ACHIEVEMENTS

e We've been a HubSpot partner since early 2011,
and we practice all that we preach
e We reached Diamond level status in 2020
e We've won multiple North America HubSpot
Impact awards for website & inbound results
e Multiple winner of various Best Company awards
e Earned a spot on the 2022 & 2023 "Inc. 5000" list
of the fastest-growing private companies in
America
THE TEAM
e 37 full-time, employees (30 NE WI, 7 remote)
e Employee-owned company (ESOP) since 2017
e  Full-service — we offer every capability needed to
thoroughly execute an integrated marketing &
sales program
EXPERIENCE
e For 30 years we were a traditional marketing firm.
We formalized our inbound transition in 2011 and
now help clients do the same. We know how to
jump the hurdles, minimize pushback from Sales,
and plug in to start getting leads from the
moment a program is implemented
EXPERTISE
e Every one of our 37 teammates is certified by

HubSpot as having the highest level of expertise
in inbound marketing methodologies and
additional related inbound certifications that
broaden our capabilities

SalesDrive | Marketing Proposal |

March 2024

Weidert Group
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INBOUND MARKETING STRATEGY
Smart, goal-driven strategies & plans.

B2B CONTENT MARKETING

Attract & convert prospects as they search online.

WEB DEVELOPMENT

Transform your website into a powerful lead-gen

tool.

B2B SALES ENABLEMENT

Processes & tools to manage leads and scale sales

teams.

VIDEO MARKETING

No medium has more power to engage, inform &

motivate.

MARKETING & SALES AUTOMATION
Automated execution of campaign workflows.

SEO SERVICES

Align your website content with what prospects are

searching for.

B2B SOCIAL MEDIA
Distribute & promote content to engage prospects

PAID ADS MANAGEMENT
Gain quick momentum with proven results.

ACCOUNT-BASED MARKETING
Accelerate the sales cycle & decrease time to close.

HUBSPOT ONBOARDING
The essentials of setting up your HubSpot portal.

RECRUITMENT MARKETING
Attract & engage the best job candidates at scale.

HUBSPOT TRAINING
Get the most from HubSpot with customized training.

TRADE SHOW MARKETING
Complete booth design, plus strategy & execution of
lead gen campaigns.

NOT T0 BRAG, BUT...
RECOGNITION

REVIEWS

Here are some of the notabl

recognition we've received for

the work we've done for
businesses like yours.
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PROBLEM SOLUTION

e _Take initial inbound efforts to “the next
level” to reach short- and long-term goals
and KPIs

e Leverage their industrial experience to
precisely target and meaningfully engage
the right prospects (communicate more
clearly to military, construction, and other
audiences and not to consumers)

e Evaluate the company’s existing branding
and, if needed, revamp it to be more in
line with what the company offers (and
what its best prospects are looking for)

86% .
738
31 new customers

o increase in
o monthly sales

new MQLs

New website and implementation of an
optimized inbound marketing program,

including a comprehensive SEO strategy
New logo and branding/style guide
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PROBLEM

Poor visibility in-organic search

Outdated website

The company hadn't effectively
communicated the broad range of
capabilities or their significant potential
value to prospects and customers — many
thought GFC was a company whose sole
business was to lease office printers

407 -

230
394k

new
customers

new SQLs

in new sales opps

SOLUTION

e New website and implementation of a custom
inbound marketing program, including the
creation of the GFC blog

e Creation of a Service Level Agreement (SLA)
that defined and formalized how leads would be
qualified, managed, assigned, and followed up
on

MANAC

@ GORDON FLESCH"
COMPANTY INC
BUSINESS TECHNOLOGY MANAGED"

- I'm looking for help w
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“Today, gflesch.com is a full-featured website teeming with
graphics, videos, 600-plus blogs, free downloads and calls to
action for clients and prospects to interact with the dealer.
Recently, a live chat feature was added to provide real-time
information. In less than five years, the site has produced more
than 4,000 leads, 1,000+ sales and revenues of $13.6 million, of
which $7.5 million is represented by net-new customers.
The average lifetime value of the customers is $187,000,
which translates to $82 million over the next 10 years.”

£riXmagazine Static Control

R checks all the boxes!
Erix: IMAGING B Remanufactured JEF Compatible 45 OEM

+THE WEEK IN IMAGING +ELITE DEALERS +DIFFERENCE MAKERS ENX ARCHIVES WEBINAR JOB OPENINGS

profitable performance.

a7 PREMIUM

< s e

Inbound Gold: Unlimited Potential Awaits Dealers
Willing to Develop Effective Marketing Initiatives

Upon joining Gordon Flesch Company (GFC) in 2016 as director of marketing, one clear
directive was imparted upon Connie Dettman: fix the website.

0K, so maybe her job description was a bit more detailed than that one task. However, the
Madison, Wisconsin-based dealership knew well what Dettman would soon discover: the
company’s website needed a bit of massaging to become a more effective tool, especially
inits role of providing inbound opportunities that could be converted into sales. The site in the DECB;’“’E"
she inherited was rich in text, lacked photos and valuable content, and had absolutely e
View Articles in th i zero lead generation capabilities.

magazine

gNkmaocs,

Dettman touted an advertising agency background, and her

R e g \ former employer made excellent use of the HubSpot inbound
_ulm ip Jpd marketing automation tool. As she began down the path of ' ELITE

Manage Subscription B converting the site, Dettman couldn’t help but think a HubSpot- \ DEALER /
powered site relaunch and an extensive inbound marketing 4
program would pay dividends for the dealer. Little did Dettman

~ know the degree of success GFC would enjoy.
Sﬁn Up for ENX The Week in Imaging &
eNewsletter

Today om is a full-featured website teeming with
Connie Dettman, graphics, videos, 600-plus blogs, free downloads and calls to
Gordon Flesch action for clients and prospects to interact with the dealer.
Recently, a live chat feature was added to provide real-time

) PRECISION (§

information. In less than five years, the site has produced more

than 4,000 leads, 1,000-plus sales and revenues of $13.6 million, of which $7.5 million is D) ROLLER
represented by net-new customers. The average lifetime value of the customers is WHOLESALE PRICING
$187,000, which translates to $82 million over the next 10 years.

View Article
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http://gflesch.com/

PROBLEM
e Amidst a global pandemic-and struggling e Anew website using HubSpot CMS and

economy, Pumptec was ill-prepared for
selling in a digital world. Manual
processes made it almost impossible to
share and track information or gauge
marketing and sales efforts. In addition,
their online presence didn't reflect the

SOLUTION

reintroduction of a regular blog and gated
advanced content pieces helped Pumptec
leverage inbound marketing for business
growth. By using HubSpot's full CRM suite and
sales enablement tools, Pumptec also reduced
friction for their Sales and Service teams

robust capabilities, quality, and industry through better tracking, managing, and
expertise they were known for — and they responding to prospects and customers
hadn't published a blog postin seven

years

39
89
33

©

©

©

o first 9 mo
DEPENDABLE

©

©

Increase in sales in

UNDER PRESSURE

Manufacturer of high-pressure pumps paired with
engineering expertise to meet your unique needs
and keep you up and running.

Increase in avg.
new customer sale

Reduction in
onboarding time &
sales cycle
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WINNER

GDUSA E=EET

GRAPHIC DESIGN USA

FEATURLS + COMPETITIONS + BLOGS + NEWSLETTERS MAGAZINE ~ SUPPLIERS + SERVICES ADOUTUS +

Barcoding, Inc. & Weidert Group

WANT TO BE
INSPIRED?

STUDENTS WORK
ot e X

SalesDrive | Marketing Proposal | March 2024

GDUSA 2022 AMERICAN INHOUSE

DESIGN AWARDS



"I like their responsiveness
and forward, out-of-the-hox
thinking.”

Cluteh oo oocene:

https://clutch.co/profile/weidert-group
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DETAILS




ROADMAP BUDGET (120-days) apr - jul

KICKOFF + ROADMAP STRATEGY & MANAGEMENT

Onboarding, Kickoff Call, & SBRP $2,538.75

Roadmap Strategy & Management:

Monthly Status Calls, Roadmap Planning & Account $7,976.25
Management
PAID ADVERTISING/PPC
Initial Setup $9,165
Paid Ad Management (3 months) $4,860 S4,050
Paid Ad Spend (3 months) $18,000 $15,000

CONVERSION RATE OPTIMIZATION PROJECT

Landing Page Recommendations & Development $5,655

Landing Page Mockups (includes copy) Only $3,656.25

CONTENT CREATION: VIDEO

Half Day Photo Shoot + 60-second Explainer Video + (3) $5,895
15-second paid ad video clips

Remote Session + 60-second Explainer Video $2,572.50

Refresh of (6) Existing Videos (recommended for future $3,797.50
roadmaps)

SEARCH ENGINE OPTIMIZATION (SEO): TECHNICAL FIXES

Technical SEO Project $1,072.50

WEIDERT GROUP RECOMMENDATION:

OPTION A: $55,162.50
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TERMS & CONDITIONS

e  Any work performed by Weidert Group remains the intellectual property of the
Agency until it is paid for in full by the Client

° Production timelines may vary due to many interdependent factors, including but
not exclusive to delay of Client input and approvals at each stage of the
development process

e  C(lient changes above and beyond stated scope during the development process
could also delay timelines and will be subject to additional charges not outlined in
this Agreement

e Terms: 1% 10, net 30. Paid ads NET 10. Finance charges are 18% on an annual rate
and 1.5% on a monthly rate on past due balances

e  Proposalis null and void after 30 days without completed signatures
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LET'S DO THIS!

Complete the following steps and we’ll get started!

0 Review proposal and provide feedback

a Sign formal quote

e Schedule Onboarding & Kickoff Call




THE CONTENTS OF THIS PROPOSAL ARE
CONFIDENTIAL AND PROTECTED BY
COPYRIGHT.




