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Company Background
KMB Design Group was formed as an offshoot of another firm called Innovative Engineering due to some disagreements with the previous 

managing partners. After a employee “draft” was done, Steve and his team felt confident that they had chosen the team that combined both 

good personalities and hard work ethics, which resulted in a dynamite workplace culture and success. Their goal was to focus on their 

business strategies to pick and choose the clients that they wanted to work with as opposed to just anyone.

In 2008, the new team went to a convention where they planned on meeting with their biggest client, QC David, which represented 50% of 

the company’s revenue. However, while they were at the conference the client decided to part ways with KMB Design Group which was a 

huge shock to the team. But that didn’t stop them from soon becoming the successful entity that they are today. 

Initially KMB Design Group was solely telecom focused, and because they were process and database driven this gave them an edge on their 

competition. After losing their biggest client and Innovative Engineering getting bought out in 2012, KMB Design Group continued to strive for 

success. Eventually, they gained the clients they desired and went from 24 employees to 50 by doing what they are best known for: problem 

solving. The first problem? Defining the new clients to supplement the one major loss they just experienced. The second problem was 

defining new services and implementing them with seasoned and experienced professionals. Fortunately, problem solving is what makes 

KMB Design Group unique to the engineering consulting industry. At their core, they are naturally solutions-focused giving them the 

relentless will to find the answers to any issue put in front of them. This ultimately defined who KMB Design Group came to be and is today. 
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Full-Service 
Engineering

Services

Telecom

Solar MEP

Over the last 15 years, KMB Design Group provides solution-focused 

engineering consultant services for Telecom, MEP, and Solar industries. Their 

ability to take a systematic approach combined with comprehensive 

knowledge, makes KMB Design Group the desired partner for engineering 

consulting. 

KMB Design Group offers a wide breadth of services within their main 

focuses of MEP, Solar, and Telecom such as structural design consulting, site 

acquisition, and utility coordination. Within each line of these services they 

each have industries they specifically focus on. For Telecom, KMB services 

wireless carriers such as At&T, T-Mobile, Verizon, and Dish. For Solar, KMB 

services mostly commercial buildings, utilities, and fields. In MEP, they aim 

to provide services to big box retailers, hospitality companies, office 

buildings, municipal buildings, and industrial buildings, which range in all 

shapes and sizes. 

In addition to the array of services they provide, they also bring forth 

exceptional insight and knowledge from their 15+ years of experience and 

seasoned team members. Their knowledge and experience in the industry 

covers a vast amount of industries and projects which makes them a 

desirable partner to work with. Not only does their knowledge, expertise, 

and experience across multiple projects make them a desired partner, but 

their ability to remain affordable, transparent and highly responsive.

Problem Solvers At Heart
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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

Top Competitors

https://www.free-power-point-templates.com/
https://fpaengineers.com/
https://www.purepower.com/
https://tectonicengineering.com/


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

Email 
Marketing
(Mailchimp)

Social Media
(Instagram, LinkedIn, & Facebook)

Google Search Ads Blogs

KMB Design Group is currently using a variety of methods to implement their marketing strategy. The internal team communicates with 

current and potential clients via email blasts. A former employee manages their social media accounts with basic posting capabilities. 

CMDS has managed the KMB website, a Google Search advertising campaign, and writes blog posts for the last several years. Other than 

this, the team relies on direct communication and referral business.

Current Marketing Tactics

Current Marketing
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● Achieve $13.8 in gross profit. Break $3 million in net profit

● Land more agribusiness and CHP clients

● Need more solar mid-senior level staffing and retaining them

● Improve retention rates for employees

● Explore opportunities to acquire a smaller solar firm

● Educate the team on selling and relationship nurturing

● Open the employee  gym 

● Better formulate the second tier of sales (develop key 

employees to better develop relationships) 

● Work with next layer of employees to  retain, excite, and 

expand the business by developing a growth plan for them, 

helping them grow a confident team.

● Achieve $4 Mil in Net Profit

● Explore opportunities both in acquiring other businesses  and 

being acquired to effectively meet goals while still maintaining 

the culture/quality of life

● Potential to open a West Coast office

● Continue to  increase Net Profit 

● Enact comprehensive plan for training down of all employees 

● Have a successful secondary branch

● Grow firm to  ~70 people

● Achieve over $5 Mil in Net Profit

Having a comprehensive list of business goals creates the 

guidelines that become the foundation for KMB Design 

Groups business planning. These goals should be used to 

set expectations for staff, partners, customers, and potential 

new hires. Common examples typically include customer 

loyalty, profit, growth, leadership, and commitment to 

employees, customers, and the community.

1, 3, 5 Year Business Goals

1 
Ye

ar
3 

Ye
ar

5 
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ar
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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.

SWOT Analysis
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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.

SWOT Analysis

● Licensed in 50 States

● Responsive communication between clients and vendors

● Talented smart people

● Strong culture

● Young staff and management

● Unique combination of service offerings

● Problem-solving mentality

● Willing to explore things that aren’t core capabilities

● Good Reputation

● Longevity of senior management

● Technology

● Marketing

● Financial Stability

● Financially aware of profit margins

● Repeat customers

● Networking

● Educating their team members to communicate properly to clients

● Smallest firm to offer all services they do in the Northeast. Small but Mighty.

● Internal processes 
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Weaknesses include factors such as 

external and internal roadblocks. 

Weaknesses can derail a growth and 

change before it even begins

SWOT Analysis

● Lack of proactive/preemptive communication with current clients and 

prospects 

● Challenges in finding experienced solar employees (as well as training them)

● Not staying ahead of trends, instead are being reactive

● Tapping into new markets with no prior relationships

● Lack of CRM / Sales Process

● Lack of Case studies 

● Staying stagnant 

● Lack of Video

● No recurring revenue model/productization of services/intellectual property

● Lack of awareness of other services to current clients or prospects

● Lack of “feet on the street” geographically on sites 

● No business development team

● Need enhanced training and career development

● Resting on laurels… too comfortable. Not pushing themselves.

● Missed opportunities and limitations on service lines, especially in solar

● Challenged with keeping staff informed about the rest of the company

● Challenged with keeping in touch with past customers

● Can’t cross- sell clients due to such different service offerings

● Not being individually proactive in marketing themselves
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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.

SWOT Analysis

● Services to educate other architects on how to run effective operations 
● Find more solar services to tap into
● Expand service lines in general
● Civil engineering (managing that relationship as a consultant)
● Finding subject matter experts
● EV charging stations
● BESS (Solar)
● Big box retailer design partner (MEP)
● Acquiring a smaller solar firm
● Utilizing universal software for project management across company 

(currently use Deltek Vision accounting, but mostly used by Telecom to track 
deliverables) 

● Plan with T-Mobile to assess sites and give them an analysis/inspection of 
their roof. They will provide a report that is a proactive evaluation.

● Introduce a sales process (perhaps leveraging a tool like Salesforce)
○ Past client communication 
○ Post-prospect communication 

● Better leveraging conference opportunities
○ Create automated process pre-conference/post-conference 
○ Business cards / QR codes

● Keeping the staff informed about the company
○ Quarterly external/internal communication 

● Outline potential/future employees or positions for their org chart 
● Knowledge sharing between company team members
● Solar apprenticeship 

(https://www.seia.org/initiatives/apprenticeships-solar-industry) 
● Provide ability for clients to login and get documents they have asked for 

over and over
● Recruit boots on the ground across the country
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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. 

SWOT Analysis

● Telecom rates going down could affect profitability

● Bans on natural gas for the companies that need updating

● Behind on knowledge/expertise as it relates to EV charging stations

● Smaller firms offering more services / undercutting KMB

● Looming recession

● Supply Chain challenges

● Retention of key employees

● No “B” team that can take over “A” team roles

● Administration changes that affects change in tax laws
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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.

Market Trends

SOLAR:

EV Charging Stations: the commercial segment is estimated to showcase the highest CAGR of 35.9% during the forecast period. Workplaces, hotels, shopping malls, airports, business 

parks, and retail outlets will see the most opportunity for installation.In addition, DC quick chargers are preferable at short-stop locales such as drugstores or convenience stores, as 

consumers make short stops at these places.

● Level 1 Charging - mostly used for residential homes with NEMA wall outlet and less than 2% of these ports are in the US

● Level 2 Charging - Commonly used for public and workplace charging and over 80% of public ports in the US use Level 2

● DC (Direct-current) - Over 15% of public ports in the US use DC fast charging ports and it is expected to increase due to commercial trucks, vans, and transit transitioning to EVs

Distributed Generation:

● Big box retail stores have over 7.2 billion square feet of roof space and  could help reduce the need to site solar farms in rural areas where they often face opposition from 

neighbors and can threaten endangered species. Rooftop solar panels on big box stores could provide half of the annual electricity that these stores currently demand. 

Ikea, Walmart, and Target are leaders in solar rooftops. 

● California, Colorado, New York, and New Jersey have the most properties using onsite renewable energy.

● K-12, Worship Facilities, Warehouse/Storage, Retail Stores, Hospitals, Office are making great strides toward renewable energy. Opportunity lies within Entertainment/Assembly, 

College/Universities, Public Services, and Multifamily Housing. Retail, Multifamily Housing, and Hospitals will benefit the most from solar installation. 

Utility Scale:

● The industrial segment is the second-largest segment and is estimated to grow at a CAGR of 19.3%. The utility-scale industry has witnessed a meteoric rise in the number of solar 

photovoltaic (PV) power plants that have been put into operation.

Microgrids 

● Will develop more in rural areas in other countries or for universities in rural areas within the US

Battery storage combined with solar will need to become more standard in the coming years as electric heat pump water heaters continue to penetrate the market due to commercial 

natural gas bans
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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.

Market Trends

MEP:

● Currently, the MEP Services Market sits in the middle of consolidated market concentration (market dominated by 1-5 major players) and fragmented market concentration 

(highly competitive market without any dominant players) However, the commercial construction market shows ample opportunity showing more  fragmented market 

concentration than consolidated.

● Bigger competitors are looking to provide many services across MEP such as coordination of designers, consultants, contractors, and vendors and estimating, scheduling, and 

program control services on the projects. 

● MEP Services Market was valued at USD $32.79 billion in 2020, and it is expected to reach a value of USD $54.02 billion by 2026, registering a CAGR of 14.15%. Over 58% of revenue 

from MEP giants was generated from MEP design services.

● MEP firms are poised to potentially benefit from various significant industry opportunities, including the US transportation and infrastructure upgrade initiative and the growth of 

smart city mega-projects.

○ Ex: Denver International Airport renovation and New York City transit upgrades

● New construction in commercial will continue to grow slightly with the most opportunity being shopping malls. Austin, San Jose, Salt Lake City, San Francisco and Nashville, have 

shown positive trends for the commercial construction market due to dominance of the tech giants in the region and hence, increasing commercial infrastructure. Co-working 

spaces are bound to increase and hence drive Commercial office space construction market.

● Commercial ban on natural gas (NY/CA)

○ How does this play into solar? 

● Sustainability is continuing to grow and MEP technologies such as solar collectors and ventilation with heat recovery is rising in demand.

● Commercial buildings are looking to lower costs of major energy-consuming sections and 35% of total building energy is consumed by HVAC therefore narrowing in on solutions 

here could provide ample opportunity

●
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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.

Market Trends

TELECOM:

● The global telecom services market is expected to grow at a compound annual growth rate of 5.4% from 2021 to 2028 to reach USD 2,467.01 billion by 2028.

● 5G Carriers: T-Mobile comes in first with the best 5G network overall at 53.79% nationwide coverage, AT&T slides in at second at 29%, Verizon is in third at 12.77%, and U.S. Cellular 

clocks in at just 1.8%.

● New site builds using Network Densification for smaller sites (narrowing in on areas due to streaming and more activity from users.) This is going to lead to the number of cell sites 

in the US to rise to over an estimated 450,000 in 2025.

○ More Project Managers will turn to consultants that work with softwares like Sitetracker to make the logistics flow better

● Fiber designing and installation for connectivity - Fiber to The Building (FTTB) aims to simplify business processes and minimize costs in any sector without compromising over 

bandwidth and speed. It is a suitable option to support video conferencing, teleconferencing for employee training, sales and marketing

● Smaller companies are trying to umbrella all services such as site acq and construction as well as engineering

○ The industrial sector will benefit from this as they turn to more automation and use of AI

● Increasing volume in rural areas that lack connectivity

● There is a growing interest in deploying multi-access edge computing (MEC- allows service providers to move compute and storage resources closer to the network edge, where 

they can be more effectively utilized by applications and end users) and private cellular networks (they provide a way to deploy dedicated 5G networks for specific industries or 

applications)

● Smaller antennas leveraged on utility poles and/or on buildings (extenders)

● IoT automates manufacturing processes and enables the deployment of Industry 4.0 principles in the telecom sector in this way.

● Fees are going down (ex: drawing)

● More need for battery backup generators in Telecom

● Integrating Telecom for Smart Cities 
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POTENTIAL MESSAGING ANGLE

“Engineers that design for 
your bottom line.”

Your partner for creative engineering solutions in MEP, 
Telecom, and Solar.
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POTENTIAL MESSAGING ANGLE

“Engineering Solutions For 
Real World Problems.”

Your partner for creative engineering solutions in MEP, 
Telecom, and Solar.
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POTENTIAL MESSAGING ANGLE

“Engineer | Consult | Construct”

Your partner for creative engineering solutions in MEP, 
Telecom, and Solar.
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Brand Positioning
Our goal is to position KMB Design Group as the reputable, experienced engineering consultant that thrives on solving problems beyond their 

experience with sheer integrity and passion in providing exceptional work. KMB provides a wide variety of services while offering clients with expert 

knowledge, professionalism, and top-tier customer service. We aim to produce more awareness around other services that KMB does and build brand 

exposure across multiple channels while enhancing pre- and post- communication with clients and prospects.  KMB Design Group are engineer 

consultants who work on high-volume projects at a competitive price point providing quality work with quick turnaround times. 

We plan to accomplish this brand positioning from the following statements:

● KMB Design Group is a well-known, liked, and reliable firm to work with.

● KMB Design Group is the preferred engineering consultant firm with an upstanding reputation across a variety of industries and projects.

● KMB Design Group thrives on problem solving and is willing to go above and beyond to find solutions for projects that are aligned with their current expertise. 

● KMB Design Group isn’t afraid to take on projects that they have never worked on before and will always find a way to become the expert in it delivering quality 

work, regardless of their experience.

● KMB Design Group offers unparalleled customer service that provides transparent, open, and honest communication.

● KMB Design Group does not settle for anything less than high quality work done within the timeline and budget clients expect.

● KMB Design Group supports clients throughout the entire project and helps manage relationships across different divisions with little to no involvement 

needed from the clients’ end.

● KMB Design Group maintains excellent vendor relationships that respect their vision, project expectations, and responsive communication.

● KMB Design Group strives to continue to provide value, knowledge, peace of mind, professionalism and remarkable work as they have for the last 15+ years.

● KMB Design Group is licensed across all 50 states and has team members that are always staying in front of evolving regulations and codes to always act in 

accordance with the ethics of the law.
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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. 

Top 5 Strengths

1
15 + years of experience 

valuing quality work, 

industry knowledge 

and professionalism.

2
Provide a wide breadth 

of engineering 

solutions for multiple 

industries with high 

volume of projects.

3
Able to problem solve 

just about 

circumstance, doing so 

within budget 

limitations and defined 

timelines. 

4
Strong, efficient 

internal processes that 

keep the quality of 

work in place 

throughout all 

departments and 

stages of projects. 

5
Longevity in senior 

management who 

helps advance junior 

level team members 

while continuing to 

provide excellent 

workplace culture. 
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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. 

Buyer Personas 
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Mike “Director of Engineering” in Solar

PERSONA 1

Background & Demographics
● Male

● Mid 40s y/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, 

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

Possible Current Emotions
● Frustrated

● Worried

● Apprehensive 

● Overwhelmed
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Joe “Principal Architect” in MEP

PERSONA 2

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

● AIA, NHA

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

Possible Current Emotions
● Dissatisfied

● Discontent

● Disregarded

● Disrespected 

● Frustrated 

● Open minded (in terms of pricing)
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Roger “Regional Engineering Manager” in Telecom

PERSONA 3

Background & Demographics
● Male

● 50-ish y/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 AI

● Wants to visit Silicon Valley 

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

● Hans Vestberg (Chairman/CEO at Verizon)

● Wireless associations (CTIA, FCC, ConnectX, 

WIA)

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

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 
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Jessica “Site Acquisition Manager for a Carrier” in Telecom

PERSONA 4

Background & Demographics
● Female

● Late 30s  y/o

● Income:  $85k Base salary and performance 

metrics increase her commission / works for the 

owner / wants to move up in her position 

Hobbies & Interests
● Likes to watch the Food Network

● Works out pretty frequently

● Enjoys mindless reality TV shows 

● Listens to women empowered personal growth 

podcasts 

Challenges / Concerns
● Wants to know that the company they work with 

can handle the workload such as how many sites a 

week they are doing

● Price sensitive because they need to meet the 

budget their boss gave them

● Wants to have a straight point of contact

● Focused on the money and wants the cheapest 

option because she gets a bigger bonus 

● Looking for high volume with a quick turnaround 

time and quality work

● Looking to match or beat project timelines

● Doesn't know how to get the project done 

logistically but knows she needs something done
Possible Current Emotions

● 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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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.

Director of Engineering 
in Solar Messaging

“We know you are looking to diversify your vendor options and 
we can provide solutions for your specific needs”

“You deserve peace of mind when working on your next solar 
project. Deal with professionals who handle it for you”

“Why pay for expensive consulting that lacks quality work? ‘Done 
right the first time’ is our motto”

“With us, you and your project is the priority and you’ll never feel 
forgotten”

“Avoid change orders and other inconveniences when you have a 
trusted solar consultant” 

“Deliver unparalleled customer satisfaction with a consulting 
partner you trust”

“We deliver quality service in a strict timeline to get the best 
outcome” 
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ti
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.

Principal Architect in 
MEP Messaging

“We provide the full scope of work we can accomplish to meet your 
design needs”

“Your designs are respected and executed when working with us” 

“We help your design come to life by taking care of all the ‘behind the 
scenes’ logistics needed”

“We understand the importance of communication so we can 
effectively work together in projects”

“Not only do we communicate well with architects at the top of the 
chain but even within our own teams lower in the chain. Expect it to be 
done right from top to bottom and zero miscommunication along the 
way”

“Deliver unparalleled customer satisfaction with a MEP consultant 
partner you trust”

“We take your hard work seriously. Your blueprints are followed 
precisely when working with KMB Design Group”

“We understand price is important to you. We work within your budget 
limitations that fulfill the quality work we provide”

“We help bring your designs to reality”

“Zero headaches when you have a MEP consultant like us”

“We understand and respect the design-build process. We’re here to 
help it all come together in a timeline you and the client expects”
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tiyou 
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.

Regional Engineering 
Manager in Telecom 
Messaging

“We’ve worked with dozens of clients like you, so you can feel 
confident in the job getting done in a timely manner with quality 
output”

“You should never worry about your Telecom consultant not 
being there for an emergency. Your emergency is our 
emergency” 

“As your Telecom consultant, we help you meet the metrics you 
need to fulfill your responsibilities and deliver exceptional 
outcomes”

“We are the experts in telecom consulting so you don’t have to 
stress over the outcome and know it will be done right the first 
time ”

“We know how long it takes to acquire the permits you need for 
your project. This way we always get the project done on time”

“Your reputation is important and so is ours. We understand the 
quality of work and knowledge that is needed when you choose 
a telecom consultant”

“We want to avoid change order at all costs too.  When you work 
with an expert telecom consultant you can expect this kind of 
relationship”
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tiyou 
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.

Site Acquisition 
Manager for a Carrier in 
Telecom Messaging

“We’re used to working on multiple sites at once and still being 
able to provide quality work within your desired timeframe”

“Let us help you stay within the budget you need for your next 
Telecom project ” 

“Deal with only one person when working with your telecom 
consultant on your next project ”

“Years of experience and knowledge allows us to provide insight 
with high volume projects and quick turnaround times”

“Don’t worry about the logistics of your telecom project and let 
us handle that for you with worry-free consulting”
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Areas of Focus to Achieve and Maintain 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. 

5 Pillars of Business Growth

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. 

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.  

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.

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

● Why Do You Exist Session - Have key executives participate in this deep-dive session to discover what resonates and 

allows them to connect with clients on an emotional level with a concise statement. The goal is to create an overall 

belief of this within your company culture that all team members can convey to their prospects, employees and 

clients. 

● Develop Standard Operating Procedures for all positions

● Develop a Future Organizational Chart to understand all the ideal positions necessary in the future vision of the company

● Develop system for ongoing accountability (quarterly/yearly)

● Develop repository of case studies internally (organized and tagged) to be able to pull to for presentations/RFPs, 

● Infuse Mission, vision values into internal communications

● Allot time for all upper management to be able to work on the business
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Strategic Business Recommendations 
Tactics Description

Website ● Refresh copywriting on the website to remove anything that does not currently apply to your current business and 

enhance existing copy that aligns with your improved brand positioning. Adjust how the service lines are organized 

and communicated.

● Review existing case studies and define which need to be revamped or added to enhance your existing portfolio

● Build out new case studies and upload them to the website

● Add new pages for existing service lines that have yet to be written or added 

Case Studies ● Develop video case study series by conducting a 2 hour interview following a template/telling stories. Videos will 
follow general model of client, company background, problem, solution, conclusion. These videos will be utilized to 
showcase the various service lines as well as can be leveraged in social media and other tactics. Additional 
commentary can be sought for insight on industry articles and changing regulations. Final deliverable will result in 
30+ pieces of content.
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Strategic Business Recommendations 
Tactics Description

Marketing Collateral ● Develop and streamline conference collateral such as business cards, print materials that include QR codes with the goal of  

sending prospects through an automated email process. 

● Creation of individual sell sheets for each industry. 

● Digital Presentation: This acts as a pre-client marketing material that is given to them before they make your decision to 

work with you. This is meant to provide upfront transparency by showing potential clients the process of how you 

accomplish their project and what they can expect when working with you. 

● Magazine for potential clients that provides insight similar to the digital presentation but includes insightful articles and 

information that positions you as the industry leader. Also, it’s tangible, so it can be utilized within meetings, tradeshows, or 

used for direct mailers!

Continued 

Networking through 

Trade Organizations

● Recommend continuing to participate in local/broader networking opportunities within relevant business industry referral 

groups. 

● Explore advertising and sponsorship opportunities offered by third-party trade organizations
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Strategic Business Recommendations 
Tactics Description

Internal Email 

Newsletter

To build better employee culture and retention, CMDS will deploy an internal newsletter monthly that will update the team on 

anything that applies to new company logistics or initiatives, career development opportunities, articles or podcasts that help 

educate them on industry market trends, cultural information (new gym opening date, holiday parties, happy hours, etc.) and other 

timely information that KMB wants to share.

By doing this, it will give employees a more meaningful understanding of the core of the business and create an environment 

where team members feel connected and included in KMB as it evolves. In addition to that, it will also provide team members 

opportunities to expand their industry knowledge and advance their career path to help position themselves as industry mavens. 

The goal is to build a culture that makes team members feel appreciated, productive, and have a sense of control over their own 

work goals.

Fun Facts:

72% of employees don’t have a full understanding of the company’s strategy

74% of employees have the feeling they are missing out on company news

Productivity increases by 20 to 25% in organizations where employees are connected
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Strategic Business Recommendations 
Tactics Description

Social Media 

(LinkedIn)

In efforts to build trust with prospects and referral partners, CMDS will deploy a proprietary social media plan called Maven 

Growth Method. The Maven Growth Method uses a human approach engaging your target prospects to create an emotional 

connection with them so that when they are ready to make a purchase, you will be top of mind. Think of it as an extension of 

in-person networking, trade shows, conferences, and webinars without the travel expenses or employee time. 

The Maven Growth Method has two parts, CMDS Targeted Networking where we actively engage with your target prospects via 

your social profiles with messaging that keeps you top of mind and relevant. The second is content creation where we create 

content that entices users to learn more about KMB and take actions that align with your business goals. Both work hand in hand 

in creating brand exposure, building your client community, developing new partnerships, and growing the business. Think of our 

social media approach as an extension of your business development team, keeping you in front of and engaged with the right 

people. 

Our initial goal is to target architects, higher level solar staffing, and to start building relationships with vendors in other states.

Fun Facts:
89% of businesses in the B2B niche use LinkedIn for lead generation.

65% of B2B firms attract new clients using LinkedIn.

LinkedIn is 277% more impactful in landing leads than any other social platform
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Strategic Business Recommendations 
Tactics Description

Email Marketing It takes over 27 touch points for a consumer to make a final decision in the B2B purchasing journey and email marketing is just one of 

those touch points. In efforts to strengthen, broaden, and build relationships or opportunities, it is important that KMB maintains 

consistent communication with clients and prospects. By continuing to make these touch points you are educating your audience on 

the value of your company and continue to keep them engaged on another emotional level. We aim to accomplish this by developing 

email content that is of value, whether that be informing customers of updates, sharing new products, and offering advice on how to 

get the most out of your service to  your existing database and new leads that come from your website. 

Fun Facts

● 22% of businesses are considering leveraging email marketing for the first time.

● 59% of B2B marketers cite email as their top channel for revenue generation.

● 77% of B2B companies use an email marketing newsletter as part of their content marketing strategy.
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Strategic Business Recommendations 
Tactics Description

Current Digital 

Advertising 

Currently, your telecom ads are no longer running since they are struggling to perform your Solar and MEP ad campaigns are lacking the 

ability to generate results due to budget constraints and landing pages lacking keywords that are getting interactions. Therefore we 

suggest that you increase your current budget by $500 and decide what terms listed below are worth using to write more content that 

will enhance the landing page experience. See keywords here*

Digital Display 

Retargeting 

Advertising

Within one of those consumer touch points, we want to enhance your existing Google ad campaigns by adding a Display Retargeting 

campaign that will focus on retargeting users on your email lists, those who visited your website, and audiences that have similar 

behaviors and search intent, with ads of KMB that use new brand positioning creatives. Think of it as your digital billboard but only the 

people that matter to you will see it. 

To drive results, we will launch a Search campaign that will focus on branded keywords like “KMB Design Group,” so that users who are 

familiar with your brand will be able to easily find your website when they go to search for you. In theory, those who see and interact with 

your display ads will directly search for your brand name on Google the further they advance in their consumer journey and will have 

already had multiple touch points with your brand therefore more likely to submit a contact form. 

Fun Facts:

● Remarketing campaigns can boost your conversion rate by an incredible 161%.

● Retargeting beats all other ad placement strategies with a 1,046% efficiency rate.

● As a result of re-engaging customers, brand awareness objectives are at 71%, customer retention rates at 59%, social engagement 

at 58%, sales drive at 55%, and lead generation at 39%. With 29% of lead nurture coverage, the benefits of retargeting are multifold.
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Strategic Business Recommendations 
Tactics Description

Client Testimonial 

Videos

Collateral Creation

● Creation of short-form client testimonial videos to be leveraged throughout website, social media, as well as email 

marketing. 

● Development of a “What KMB Promises” document to be able to give to clients. Help to develop some mystique around the 

KMB Way to better take you out of the commodity play.

● Create a list of questions that you hear from prospective and current clients and build a blueprint/script to communicate 
those to your prospects very early in the relationship. Use those questions to build out the website and for your outreach 
strategy. 
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Strategic Business Recommendations 
Recruiting & Culture 

Tactics

Description

Consulting

Internal Processes & 

Procedures

Intranet 

● Consulting on development preemptive processes for each department to make a better workflow happen (upselling/cross 

selling/maintaining awareness of services they offer in other departments

● Development of ongoing internal Lunch and Learn sessions monthly

● Development of ongoing internal Opportunities meetings quarterly to discuss opportunities for the business as a whole, 

within departments, or particular clients

● Create an ideal list of  culture attributes you want to create for future employees. Provide examples of other companies that 
you think do this well. Emphasize value of education and long-term success. 

● Employee Roadmap Creation: Develop a career trajectory for future and current employees incorporating a mentorship 
program and opportunities there.

● Employee Training Process: Develop a list of employee training action steps, incentives, and any certifications/licenses needed 
to be accomplished. Include system to train down at all levels within the organization.

● Implement an intranet or at minimum a LEARN platform to be able to start communicating to all employees (including 

remote) core values, happenings, and educational opportunities.
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Initial Cost Estimates
Plan Description

“What’s Your Why? 

Discovery Session 

CMDS provides a one-time workshop exercise with KMB to further discover “your why”. 

Total: $2,500/one-time session

Video Case Study 

Series

CMDS will conduct a half-day video shoot at our offices with various key KMB personnel with the goal of asking questions 

around client case studies, service line offerings and industry trends. Net result will be ~30 pieces of long form and short 

form video that can be utilized in various tactics.

Total: $8,600/one-time session

Operational 

Consulting Services

CMDS recommends an initial business consulting in the form of quarterly 4 hour  meetings to be able to assist with 

operational documentation, processes, and procedures. Additional consulting efforts can be spent towards CMDS 

recommendations including Consumer Touch Point Audit & Outline, Site Audits, etc. The goal is to establish some milestones, 

accountability and direction towards achieving larger business goals.

Total: $5,000/quarter
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Initial Cost Estimates
Plan Description

Maven Growth 

Method (LinkedIn)

CMDS recommends leveraging our proprietary Maven Growth Method for social media posting & networking within the 

LinkedIn platform on a monthly basis.  

Total: $3,500/mo

Internal Newsletter 

and External 

Newsletter

CMDS recommends leveraging our email marketing program for internal newsletters and external newsletters within your 

existing Mailchimp account on a monthly basis. 

Total: $2,500/mo
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Thank You!
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