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-xecutive Summary

The rise of Al has unquestionably helped
businesses maximize their time while decreasing
spend, but when it comes to crafting a successful
Go-to-Market (GTM) strategy that stands out,
computers can't do it all. The human side of the
game plan remains critical to a company’s success.

The fastest way to leverage that personal touch is
by partnering with people who have already done
the networking for you. In order to move fast and
succeed in the digital age, human relationships
remain a critical component.
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INtroduction

All companies are working with the same set of Al tools available to them, so it's
important to ask what your company can do to gain visibility. How can you go the
extra mile to be memorable in a sea of startups and Al breakout hopefuls?

A successful GTM strategy that helps you outpace your competition requires
technical expertise across the spectrum — Sales, Marketing, Finance, Product —
and that often means increased headcount... unless you use an agency. These
companies already have the experts waiting to help you plan and execute on a
strategy, no matter what your company goals are. Providing positional expertise
isn't the only thing an agency can do, though.

To fulfill the need for human-to-human connection in your business plan,
relationships need to be fostered both online and in person. For example, when
you want to show up for conferences (which typically requires about 6 months of
planning if you're self-organizing) but are late to the game, you need a partner
who can help. If you work with an agency that already has relationships with
those conference organizers, you now have a foot in the door without needing to
do any cold intros.

While there are a lot of efficiencies that Al can provide companies, there's still no
substitute for the human side of business, and that's where agencies can deliver.

GTM STRATEGY
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SALES PRODUCT MARKETING FINANCE
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Problem

The U.S. Bureau of Labor Statistics found that not only for 20% of small businesses fail, but only
35% of them are even able to stay in business for 10 years or more. While each individual business
has its own reasons for why they went under, there are four recurring reasons that other
businesses can learn from:

01 FINANCIAL 03 MISALIGNED
ISSUES BUSINESS PLAN
2 POOR /. OVERLOOKED
0 MANAGEMENT 0 MARKETING STRATEGY

For those businesses that succeed, they may still struggle when launching new products.
According to Clayton Christensen, a Harvard Business School Professor, 95% of the annual 30,000
products that are released end up failing.

Al can help build these out, but it's no replacement for years of hands-on experience, lessons
learned, and relationships built.

GTM strategies aren't as simple as plug-and-play, despite what really clever platform marketing
might lead you to believe. It requires aligning different parts of the business, planning up to a year
ahead of time, accurately budgeting for ads and events, leveraging the latest software to beat your
competitors, and, crucially, working with people who understand how all of that ties together.

Beyond the digital, companies need to cut through the noise and have a physical presence to
connect with their Ideal Customer Profile (ICP). Conferences are a great opportunity for that, but if
they're poorly planned and executed, then they can quickly eat into a budget. On average, a 10" x
10" booth costs $10,000 to $15,000. That's just for the space alone, not including any custom
designs or banners. If the execution isn’'t a cut above your competitors, then you may not get the
traffic and conversations you're looking for at the event.

If you haven't planned well in advance, space at conferences may be sold out by the time you have
decided you have the strategy and budget to attend. And if you've never been to that particular
conference before, then you may not know where the best place is to have your booth — not all
locations get equal traffic.

So, how can you properly build out your budget, access the expertise you need to maximize that
budget, and do it fast?
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Solution

The solution is simple: you can work with an agency that
already has everything in place, so you can focus on running
your business. This means you don't need to increase
headcount, burn through HR budget to find experts, or
Mmake “best guesses” about how to stand out at conferences.

Here are some real-world examples of how T Palmer Agency
has helped clients refine their branding, launch their
business, and get more visibility.
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OvationCXM

OvationCXM is an industry leader in Al-powered customer experience
platforms. We worked alongside them to redesign their website, improve
the overall user experience.

Our approach involved enhancing the site's navigation and reorganizing
the brand’s content to not only be more effective but also emphasize
OvationCXM's values and services.

To start, we conducted user-focused research, including:

- Proto personas

- Usability testing

- Priority matrix

- User journeys

- Heuristic evaluation
- Competitor analysis

Once we had this information, we developed a clear and consistent library
of branded components and redesigned the website to be fully responsive

on all devices.

With a better understanding of the ICP, areas of friction, and a united
brand identity, OvationCM was able to kickstart its marketing efforts.

) OvationCX(M
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INnstanda

Instanda is a European-based company that wanted to solidify itself as an
international partner of choice. So they hired T Palmer Agency to:
- Address proficiency in U.S. event and marketing strategies
- Create structure within the sales team
- Streamline communication between the UK headquarters and the U.S.
- Increase familiarity with effectively attending the right conferences and
securing sponsorships

- Offer certainty surrounding the importance of booth size, placement,
and design

Thanks to this partnership, they were able to:
- Negotiate multiple sponsorship opportunities
- Allocate $200k in savings
- Secure multiple prime booth placements
- Streamline international brand messaging
- Secure high-profile speaking opportunities
- Position themselves as a thought leader in the industry

Ashley Snellar, Instanda’s North American Marketing Manager, said, “T Palmer
Agency gave us brand recognition in North America, and they helped open a lot
of doors that we wouldn't be able to open on our own. They also helped us get
more cost-effective booth placements, badges, and sponsorships.”

Instead of trying to start from scratch in the U.S. market, Instanda knew that it
made better fiscal and common sense to find a partner who already had the
relationships and experts in their desired market. In the end, they got better
results than they planned and saved nearly a quarter of a million dollars.

w INSTANDA
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INnsurtechNY

In 2022, we partnered with InsurtechNY to launch a 600-attendee
conference with sponsorship sales, a new business model, and distinctive
branding. They faced difficulties in navigating conference logistics,
ensuring brand coherence, and managing uncertainties in venue
bookings, all while aiming to project a more significant presence with a
limited team.

In that first year, we were able to support the 600-attendee launch,
securing the Marriott Hotel in New York with 18 booths showcased. In
addition, we transformed their business model, sales structure, and
prospectus deck, elevating their operational skills and market appeal. In
2023, attendance doubled to 1,200 attendees, and booths increased to 28.

The connections leveraged to help make this possible, and the
connections that were made as a result of involvement in this effort, now
become collateral that's available to other clients of the agency, including
potential placement at the next InsurtechNY.

InsurfechNY
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