#SHIFTHAPPENS

Finding and Securing New Business in
Today’s Market
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Let's scale your
business together.
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Customer Desires Have Changed

And the touchpoint approach needs to follow suit

Products Focused Product + Service Customer Centric Relationship
Centric

NOMRDIC



General Rule of Thumb
for Touchpoints

Inactive customer:
o 1-3 touches

Familiar prospect in buying window:
o 1-5touches

Familiar prospect not in buying window:
o  3-10 touches

Warm inbound lead:
o  5-12 touches

Somewhat familiar prospect:
o  5-20 touches

Cold prospect:
o  20-50 touches




There’s An Opportunity For
Competitive Advantage

Most companies are moving towards better
initiatives that focus on relationship building,
so it's important to meet those minimum
practices to stay competitive.

But a large percentage aren't doing it in the
most effective way, resulting in resource
waste.

Here lies a huge opportunity for competitive
advantage by completing the research first,
preventing waste in the long-term.

NOMRDIC

businesses are
engaged in digital
initiatives

of those, 54% are
focused on customer
touchpoints

and 45% on
infrastructures + UX

are doing so without
due diligence and
customer research

SOURCE: Prophet’s The State of Digital Transformation



Intent + Understanding

The Nomadic
Approach
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Strategy Overview

Decisions and actions focused on building a sustainable
differential advantage, relative to competitors, in the minds of
customers, to create value for stakeholders.

NOMARDIC



4 Principles

Of Marketing + Websites

Using these principles guides us to solve
business problems and improve business
performance in all services and initiatives
we tackle.

All Customers Differ

All Customers Change

All Competitors React

All Resources Are Limited
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4 Focuses

Based on the Principles

Using these focus points, we conduct an
audit and discovery workshop to
personalize to your company, your
customers and your resources.

1. Understanding Customer Diversity

2. Understanding Customer
Dynamics

3.  Managing Sustainable Competitive
Advantage

4. Managing Resource Allocation +
Prioritization



Discovery

Workshop

Involves several components such as market
+ audience analysis, identifying goals, setting

objectives, and developing action plans.

Understand Ideal Audience

Emphasize the Pain Points
Define Your Business Unique Selling
Propositions

Identify Trust Signals

Brainstorm Customers Journey
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HADLEY

HADLEY OUR COMPANIES  OURAPPROACH  OUR INSIGHTS

Sell Your Small
Company With Confidence

Take the next'steps in your journejpknowing
y%business and team are in experienced hands.

SET UP A CONFIDENTIAL APPOINTMENT LEARN ABOUT SELLING TO HADLEY



https://nomadicsoftware.com/work/digital-marketing/hadley-capital/

Case Study

MNX

Time-Critical
Logistics

Whan a duday i 0t an Gption MNX i e s0ktion

Industry-Focused

Solutions

Life Sciences

Precise Mescal Swply
Tran



https://nomadicsoftware.com/work/digital-marketing/mnx/
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Let’s scale your business together.

828.348.7678
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