AIMHII / SECTOR CASE STUDY

INDUSTRIAL

Industrial
Market
Development

Structured off-site business development for
lubrication, reliability and technical supply.

01 ~— Technical industrial positioning
02 —— Operations-led messaging

03 —— Account development discipline
CASE FOCUS

Research-led outreach, stakeholder mapping and
disciplined follow-up that move technical
conversations into a usable sales process.
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INDUSTRIAL CASE STUDY MARKET CONTEXT AND BUYER REALITY 02/04

SECTOR INTELLIGENCE

Industrial buvers need a reason (o
engage.

Technical products, longer sales cycles and multiple stakeholders demand business development - not generic calling.

¢¢  When industrial products are technical and several stakeholders influence the decision,
outreach has to sound like business development - not generic calling.

THE CHALLENGE

AIMHII needed to support industrial offers tied to
lubrication systems, pumps, fittings, mine and
fleet applications, service follow-up and
dormant-account recovery without letting the
outreach feel like broad telemarketing.

COMMON BUYER FRICTION

e Generic outreach with little operational context
® Too much product talk and unclear technical value

e Slow or inconsistent follow-up after first interest

MARKET FIT BUYER REALITY DECISION-MAKERS
e Industrial suppliers and technical Technical products, longer cycles and e Plant and operations leaders
distributors several stakeholders. Operational value .

Maintenance and reliability managers
e Maintenance, lubrication, pumping must be clear before a serious next step

) . Engineering stakeholders
and equipment-related offers is earned.

) ® Purchasing and procurement contacts
e Dealer, field-rep and

account-development environments
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APPROACH AND EXECUTION

THE AIMHII METHOD

Move technical conversatuons

forward with structure.

The work is organized around use case, target environment and stakeholder role.

Discipline. Order. Structure. Outcome,

Research the market Map stakeholders Frame operational value Run multi-channel Qualify and hand off

Identify relevant companies, Reach operations, Translate technical features outreach Document interest, context

environments and use cases. maintenance, engineering into plain business language. Coordinate phone, email and and next-step requirements.
and procurement. structured follow-up.

EXECUTION NOTES

Representative work included auto-lubrication
systems, pumps, industrial supply lines, surveys,
supplier coordination, line-card style selling,
sales literature refinement and structured
follow-up with field representatives and partner
stakeholders.

HOW AIMHII SUPPORTS

Messaging is built around uptime, maintenance
burden, energy and equipment performance.
Phone, email and disciplined follow-up are
connected so qualified activity can be handed
back into sales in a usable format.

Operational planning and stakeholder discussion in an industrial environment
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VALUE AND FIT 04 /04

Credibility before volume.

Industrial growth improves when outreach respects technical complexity and the buyer's operating reality.

AIMHII can represent industrial offers that require patience, credibility and stakeholder
mapping. The value is the ability to move technical conversations forward in a structured,
usable way.

BUYER REALITY AIMHII RESPONSE VALUE CREATED

Technical offers, longer cycles and Research-led outreach, stakeholder More relevant conversations and
several decision-makers. mapping and disciplined follow-up. cleaner handoff into sales.

WHERE THIS FITS BEST SERVICE STACK SHOWN

Industrial suppliers, technical distributors, reliability-led offers and Market and manual lead research
account-development programs that need more structure than B2B call outreach

standard cold calling. Bl e

Presentation support

Reporting and lead handoff

Build a more credible industrial growth pipeline.
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