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Problem Solvers At Heart

Full-Service
Engineering
Services



https://www.free-power-point-templates.com/

Top Competitors

Knowing who your competitors are, and what they are offering can help to make products, services, and marketing stand out. This

knowledge can be used to create marketing strategies that take advantage of your competitors' weaknesses, and improve business
performance

Click the logo to visit the website
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Current Marketing

Current Marketing Tactics

o 0O O 0O

Social Media Google Search Ads Blogs

(Instagram, LinkedIn, & Facebook)

Email

Marketing
(Mailchimp)
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1, 3, 5 Year Business Goals
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SWOT Analysis

STRENGTHS. WEAKNESSES. OPPORTUNITIES. THREATS

Through our strategy sessions, we have identified internal strengths

and weaknesses as well as external opportunities and threats that

will help develop a short and long-term strategic plan.
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SWOT Analysis

Strengths are the attributes within an
organization that are considered to be

necessary for the ultimate success of a

project. Strengths are resources and

capabilities that can be used for

competitive advantage.
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SWOT Analysis

Weaknesses include factors such as
external and internal roadblocks.

Weaknesses can derail a growth and

change before it even begins
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SWOT Analysis

Opportunities refer to favorable

external factors that could give an
organization a competitive advantage.
For example, if there is room for

company growth, service offering, etc.
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SWOT Analysis

Threats are any circumstance that may

prohibit growth or achievement. The
potential actions of a competitor are the
most common type of threat in a

business context.
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Market Trends

The comparison of industry data over a set time period helps determine any consistent trends or results that could be used to map business strategy, aligning it with the

general direction of the industry. Market trends tend to be heavily influenced by consumer habits and behavior, and offer insight into future business goals. We have

identified the following market trends.
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Market Trends
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“Engineers that design for
your bottom line.”
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“Engineering Solutions For
Real World Problems.”
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“Engineer | Consult | Construct”
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Brand Positioning
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Top 5 Strengths

There are factors which distinguish an organization from its competitors and give it an edge in the market for future growth trajectory.

When creating your messaging, it's important to narrow these points down to the most important one in order to highlight, reinforce,

and maintain consistency while not confusing your audience. Showcase these strengths by weaving them throughout your brand
messaging to reach the right audience and form a connection.
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Buyer Personas

A buyer persona is a detailed description of someone who represents
your target audience. This is not a real customer, but a fictional

person who embodies the characteristics of your best potential

customers. Determining buyer personas helps businesses
understand and empathize with their customers so they can

do a better job of acquiring and serving them.

A messaging matrix is a simple document that summarizes and
systematizes your brand's positioning and buyer persona messaging

SO your content can better align with your core value proposition

and audience.
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PERSONA'1

Mike “Director of Engineering” in Solar

Background & Demographics

° Male

e  Mid 40sy/o

° Income: $250k

° Halfway through his career / top of the
engineering chain / high level knowledge
such as policies, trends, and market

segments

Hobbies & Interests

° Democratic

° Frequent flier

° Watches CNN and streams his favorite
shows

° Enjoys staying active by hiking, walking his
dog,

Possible Current Emotions
° Frustrated
° Worried
° Apprehensive

Overwhelmed

Challenges / Concerns

Worried they are putting all their eggs in one
basket and want to diversify their vendors
The main engineer consultant they are
working with is not doing a good job

The engineer consultant they are working
with is expensive, makes mistakes and lacks
quality work

Mike wants to be the priority

Needs someone that has expertise to solve
their problems

Wants someone that gives them peace of
mind and doesn't cause headaches

Doesn't want huge change orders or
changes during construction

Expects a good turnaround time and staying

on track
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PERSONA 2

Joe “Principal Architect” in MEP

Background & Demographics

° Male
° 50 y/o
° Income: $250k / one step away from full equity

partnership / mainly product management and
client management / business opportunity for

agribusiness

Hobbies & Interests
° Enjoys sports especially the JETS and ESPN

° Exercises regularly

° Travels to experience different designs in
buildings

° Drawing

° Design NJ

° Architectural Digest

° AlA, NHA

Possible Current Emotions

° Dissatisfied

° Discontent

° Disregarded
° Disrespected
° Frustrated

Open minded (in terms of pricing)

Challenges / Concerns

Wants the full scope of how KMB Design
Group can work with them

Expects expertise in the same types of
projects that Joe works on

Cannot stand lack of communication
whether it be with the engineer or the team
beneath the engineer

Expects that what they designed is what
comes to fruition and respected with who
they work with. Basically, they want it done
their way

Needs to be price conscious but willing to
work within limitations

Might be willing to pay 5% more bc he likes

the engineer team he found
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PERSONA 3

Roger “Regional Engineering Manager” in Telecom

Background & Demographics

° Male
e 50-ishy/o
° Income: $175k / works in the office / responsible

for the regional area / doesn't know all the
details about producing the site but he knows
the buzz words / relies on subject matter
experts (construction, engineering, site

acquisition)

Hobbies & Interests

° Interested in evolving technologies
especially in the telecom space and Al

° Wants to visit Silicon Valley

° Mike Sievert (President/CEO at T-Mobile)

° Hans Vestberg (Chairman/CEQ at Verizon)

° Wireless associations (CTIA, FCC, ConnectX,
WIA)

Possible Current Emotions

° Dissatisfied with the relationship connection he
feels

° Frustrated that he has to be too involved with the
project

° Doesn't have a lot of faith that the job will get done
in the way he expects

Adamant about the pricing he needs

Challenges / Concerns

Looking for a partner that gives off a warm fuzzy
feeling to give him the confidence that the job will
get done well

Doesn't care about job and the details to get done
just wants it to get done

He wants to go with someone who has the expertise
in this area of work

Expects that if he needs help with an emergency
that the company he works with will be there will be
there

Expects that the company he works with can
handle the job without requiring effort on his end
His focus is to meet metrics that are put in place
for his success

Needs assurance that the building permits are
filed in a certain timeframe

Does not want to deal with change orders

He only has one budget and he can't afford to have
anything go wrong

Price sensitive

He has no problem in telling the company he will
potentially work with what the pricing needs to be if
they come in too high

Wants to uphold his reputation
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PERSONA 4

Jessica “Site Acquisition Manager for a Carrier” in Telecom

Background & Demographics Challenges / Concerns
° Female

° Wants to know that the company they work with
e Late30s y/o

can handle the workload such as how many sites a
° Income: $85k Base salary and performance

o . week they are doing
metrics increase her commission / works for the

) o ° Price sensitive because they need to meet the
owner / wants to move up in her position

budget their boss gave them

Hobbies & Interests e  Wants to have a straight point of contact

° Likes to watch the Food Network ° Focused on the money and wants the cheapest
° Works out pretty frequently option because she gets a bigger bonus
° Enjoys mindless reality TV shows ° Looking for high volume with a quick turnaround
° Listens to women empowered personal growth time and quality work

podcasts ° Looking to match or beat project timelines

. . ° Doesn't know how to get the project done
Possible Current Emotions ° Prel

logistically but knows she needs something done
° Dissatisfied with the relationship / connection she

feels

° Frustrated that she has to be too involved with the
project

° Doesn't have a lot of faith that the job will get done
in the way she expects

Adamant about the pricing she needs
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Director of Engineering
in Solar Messaging

Product messaging communicates a product's inherent
value to potential customers or partners. Product

messaging, when it's done properly, provides strategic

guidance for clients, staff and employee training.



https://www.free-power-point-templates.com/

Principal Architect in
MEP Messaging

Product messaging communicates a product's inherent
value to potential customers or partners. Product

messaging, when it's done properly, provides strategic

guidance for clients, staff and employee training.
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Regional Engineering
Manager in Telecom

Messaging

Product messaging communicates a product's inherent
value to potential customers or partners. Product

messaging, when it's done properly, provides strategic

guidance for clients, staff and employee training.
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Site Acquisition
Manager for a Carrier in
Telecom Messaging

Product messaging communicates a product's inherent
value to potential customers or partners. Product

messaging, when it's done properly, provides strategic

guidance for clients, staff and employee training.
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5 Pillars of Business Growth

Building strong internal
processes helps
contribute to the overall
well-being of the
company's future
success.

This also means working
on the business as
opposed to within it.

By determining what
makes your business
remarkable, it allows you
to create messaging that
helps resonate with your
clients and prospects on
an emotional level,
creating more impactful
and long-lasting
relationships.

Finding lucrative
placements of where
your target audiences
are allows you to
effectively position your
sales team, strategically
utilizing the content you
create to reach those
you are looking to
attract.

Showing what the
relationship will look like
after doing business with

you and using social proof
to support it before you
provide services to your
client puts them at ease.
Being able to have
questions/concerns
addressed before they ask
helps to establish a better,
higher conversion rate and
higher referral rate.

By finding ways to
enhance your existing
company culture, it
helps to maintain and
grow your current team
while simultaneously
attracting new, higher
caliber talent.
Leveraging marketing
tactics to communicate
your mission, vision,
and values allows the
team to move forward
as one.
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Strategic Business Recommendations

Tactics Description

Consulting
Operational
Documentation

Processes &

Procedures
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Strategic Business Recommendations

Website

Case Studies
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Strategic Business Recommendations

Tactics Description

Marketing Collateral

Continued
Networking through

Trade Organizations
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Strategic Business Recommendations

Tactics | Description

Internal Email

Newsletter



https://www.free-power-point-templates.com/

Strategic Business Recommendations

Social Media

(Linkedin) -
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Strategic Business Recommendations

Tactics Description

Email Marketing
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Strategic Business Recommendations

Tactics Description

Current Digital

Advertising

Digital Display
Retargeting
Advertising
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Strategic Business Recommendations

Tactics Description

Client Testimonial

Videos

Collateral Creation
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Strategic Business Recommendations

Recruiting & Culture Description

Tactics

Consulting

Internal Processes &

Procedures

Intranet
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Initial Cost Estimates

Plan Description

“What's Your Why?

Discovery Session

Video Case Study

Series

Operational

Consulting Services
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Initial Cost Estimates

Plan Description

Maven Growth
Method (LinkedIn)

Internal Newsletter
and External

Newsletter
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