
nVent
S O C I A L  M E D I A  A U D I T  &  S T R A T E G I C  
C O N S U L T A T I O N



MARKETING GOAL 
It’s the shared goal of nVent and Weidert Group to complete a social 
media audit and consultation project focused on: 

• Reducing the number of nVent’s social media accounts, 
strategically chosen based on goals and channels 

• Tying objectives of each social media account to business goals 
• Creating a uniform and optimized user experience with consistent 

publishing across all social media accounts 
• Determine resources needed for ongoing content creation, 

community management, analysis, customer care and sales 
• Provide change management leadership and support to help drive 

the recommended changes
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T R A C K ,  A N A L Y Z E  &  A D J U S T   

• Track and monitor performance, customer acquisition, and ROI with analytics/reporting 
• Adjust/optimize program as needed to make it even more powerful with data-driven decisions and 

strategic 90-day roadmaps

Every stage of the buyer’s journey is interconnected, from stranger to 
prospect, customer, and promoter. This means your marketing, sales and 
service should be, too. The more force you apply and friction you remove, the 
better the experience for your customers. 

n V e n t  F L Y W H E E L

M A N A G E  C U S T O M E R  R E L A T I O N S H I P S

• Publish content that answers your buyers’ questions with blog articles 
• Promote your content through email and social media channels  
• Optimize your website for the user experience/conversion and for 

being found on search engines with search engine optimization 
• Increase awareness by utilizing targeted paid advertising

A T T R A C T

• Convert leads with gated content offers and live chat/chatbots 
• Nurture with marketing automation workflows 
• Qualify leads for sales with lead scoring 
• Connect with leads quickly with automated lead notifications

E N G A G E

• Gather and manage customer feedback 
• Publish case studies and reviews/testimonials 
• Segment customer emails and nurturing workflows 
• Deliver exceptional service with live chat/chatbots 
• Engage with promoters through social media monitoring

D E L I G H T



DELIVERABLES
A U G U S T  T H R O U G H  D E C E M B E R
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P R O J E C T  D E L I V E R A B L E S

Suggested Timeline:  August 

Communication Plan & Execution:  Social izing the optimization process with key 
stakeholders

Messaging Support: Assist with data points and talking points for presentations

Weidert Group President & Strategist to attend internal meetings, share expertise

Suggested Timeline:  September -  October
Conduct Interviews with Key Stakeholders

Interview prep (review strategic documents, prepare interview guide)

Weidert Group Strategist to conduct 10-12  60-minute remote interviews

Summarize and share interview findings

Suggested Timeline:  October
Audit  All  Current nVent Social  Media Accounts

Finalize audit metrics, create template

Conduct quantitative and qualitative analysis of all existing nVent social media accounts

Provide audit report
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Suggested Timeline:  November 

Develop Account Optimization Plan & Staff ing Recommendations

Create plan and recommendation that includes:

• List of accounts nVent should own, goals for each account tied to business objectives

• Plan to consolidate / close accounts, what to communicate to followers

• Recommend paid ad strategy with quick win ad pilots that align with account and business objectives

• Identify positions / hiring needs for ongoing execution

Present plan and recommendations

Suggested Timeline:  December

Communication Plan & Execution:   Social izing the optimization process with key 
stakeholders

Messaging Support: Assist with data points and talking points for presentations

Weidert Group President & Strategist to attend internal meetings, share expertise

Miscellaneous

Project Management

Miscellaneous support (calls/meetings, emails, etc.) as needed

P R O J E C T  D E L I V E R A B L E S



W E I D E R T  G R O U P

 
ABOUT US
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A C H I E V E M E N T S  

• We’ve been a HubSpot partner for more than 10 
years, and we practice all that we preach 

• We reached Diamond level partner status in 2020 – 
one of only 32 in the U.S. 

• We won HubSpot Impact awards in 4th qtr, 2020, for 
top website project and 1st quarter, 2021, for top 
sales results in North America 

• Multiple winner of various Best Company awards 

T H E  T E A M  

• 32 full-time, in-house employees. 

• Employee-owned company (ESOP) since March 2017 

• Full-service – we offer every capability needed to 
thoroughly execute an integrated inbound program 

E X P E R I E N C E  

• For 30 years we were a traditional marketing firm. We 
formalized our inbound transition in 2011 and now 
help customers 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 

E X P E R T I S E  

• Every one of our 32 employees is certified by 
HubSpot as having the highest level of expertise in 
inbound marketing methodologies and additional 
related inbound certifications that broaden our 
capabilities

Y O U R  T E A M
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We’ve developed programs and write content for complex industries and companies such as:

O U R  S P E C I A L I Z E D  E X P E R I E N C E
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Our team helps customers attract qualified new business opportunities online, and assist with nurturing and 
qualifying those opportunities for the Sales team.

M A R K E T I N G  S T R A T E G Y  

• Branding (logo + positioning) 

• Marketing Plan Development & 

Change Management 

W E B S I T E  

D E V E L O P M E N T /

O P T I M I Z A T I O N  

• Website Planning/Strategy 

• Website Design 

• Website Content Development 

• Website Programming 

• Search Engine Optimization (SEO) 

• Growth-Driven Design (GDD) 

D E S I G N  

• Web Graphics 

• Printed Materials 

• Tradeshow/Event Graphics 

• Signage

C O N T E N T  C R E A T I O N   

&  P R O M O T I O N  

• Email Campaigns 

• Blog Articles 

• Downloadable Content Resources:  

eBooks, whitepapers, infographics, etc. 

• Social Media 

• Paid Advertising 

• LiveChat/Chatbots 

• Landing Pages 

• Website Copy 

• Videos 

• Print & Digital Ad Creative 

• Public Relations/Press Releases 

• Marketing Automation 

S A L E S  E N A B L E M E N T  

• Service Level Agreement (SLA) 

• Sales Templates (phone + email) 

• Sales Library Content 

• HubSpot CRM & Tools Training 

• Social Selling Training (LinkedIn)

C A P A B I L I T I E S
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C A S E  S T U D Y :  W E I D E R T  G R O U P

P R O B L E M  

• Not differentiated in a meaningful way from 
our competitors 

• Doing cold-calling with little success, or 
relying on word-of-mouth and networks for 
referrals

2 9 0  

77kO R G A N I C   
T R A F F I C

1 1  

500L E A D S

1 , 2 4 8  

90kT O T A L  
T R A F F I C

S O L U T I O N  

A comprehensive, integrated IM program that: 
• Attracts our best prospects to our website 
• Provides relevant content that helps them 

progress in their buyer journey 
• Demonstrates our expertise
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P R O B L E M  

Amidst a global pandemic and struggling 
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 robust 
capabilities, quality, and industry expertise they 
were known for – and they hadn't published a 
blog post in seven years. 

S O L U T I O N  

A new website using HubSpot CMS and 
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 through better 
tracking, managing and responding to prospects 
and customers.

Results 10 months after site launch: 

I N C R E A S E  I N  
S A L E S  I N  T H E  
F I R S T  N I N E  
M O N T H S

C A S E  S T U D Y :  P U M P T E C

39%
I N C R E A S E  I N  
A V E R A G E  N E W  
C U S T O M E R   
S A L E

89%
R E D U C T I O N   
I N  C U S T O M E R  
O N B O A R D I N G  
T I M E  A N D   
S A L E S  C Y C L E

33%

" B E F O R E  W O R K I N G  W I T H  W E I D E R T  G R O U P  A N D  H U B S P O T ,  
W E  W E R E  D O I N G  A  L O T  O F  C O L D  C A L L I N G .  N O W ,  L E A D S  
A R E  F I N D I N G  U S . "  –  S T E V E  B A B C O C K ,  P U M P T E C  
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C A S E  S T U D Y :  F A L C O N  S T R U C T U R E S

P R O B L E M  

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

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

• 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%
6%%
%

S O L U T I O N  

• New website and implementation of an 
optimized inbound marketing program, 
including a comprehensive SEO strategy 

• New logo and branding/style guide

Results 4 months after site launch: 

I N C R E A S E  I N   
O R G A N I C   
V I E W S

738 N E W  M Q L S

31N E W  C U S T O M E R S

14%
I N C R E A S E  I N   
M O N T H L Y  
S A L E S
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C A S E  S T U D Y :  G O R D O N  F L E S C H ®

P R O B L E M  

• 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

S O L U T I O N  

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

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

Results 10 months after site launch: 

407 N E W  M Q L S

100 N E W  S Q L S  
I N  5  M O N T H S

$349k
N E W  S Q L S  
I N  5  M O N T H S

I N  N E W   
R E V E N U E  F R O M  
N E W  &  E X I S T I N G  
C U S T O M E R S$930k
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https://clutch.co/profile/weidert-group

“I LIKE THEIR RESPONSIVENESS  
AND FORWARD, OUT-OF-THE-BOX 

THINKING.”

C U S T O M E R  R E V I E W S



AGREEMENT
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The deliverables outlined in this proposal will be billed monthly from August - December at 

$7,200 per month. 

Terms & Conditions 
• Any work performed by Weidert Group remains the intellectual property of the Agency until it is 

paid for in full by the Customer 

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

• Customer 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 

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

• Proposal is null and void after 30 days without completed signatures

P R I C I N G ,  T E R M S  &  C O N D I T I O N S
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LET'S DO THIS! 

Review proposal and provide feedback 

Sign Weidert Group formal quote (to be provided once 

proposal is finalized) 

Schedule the Foundational Meetings! 
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C O M P L E T E  T H E  F O L L O W I N G  S T E P S  

A N D  W E ’ L L  B E  R E A D Y  T O  S T A R T !

1

2

3
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T H E  C O N T E N T S  O F  T H I S  P R O P O S A L  

A R E  C O N F I D E N T I A L  A N D  P R O T E C T E D  

B Y  C O P Y R I G H T .


