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Prepared on 08 July 2026

This companion guide narrows the full marketing strategy into three revenue-rich segments that require different
messaging, proof assets, channels, and conversion workflows: export buyers, architects/builders, and government
or industrial procurement teams.

The objective is to help VEEPEE Engineers build a more segmented go-to-market system so campaigns, landing
pages, outreach, and sales conversations match buyer intent more precisely.

Executive Focus

» Export growth should emphasize manufacturing capability, reliability, documentation readiness, packaging
confidence, and response speed for international enquiries.

e Architect and builder growth should emphasize design adaptability, finish quality, custom pattern work,
installation outcomes, and visual project proof.

» Government and industrial procurement growth should emphasize compliance readiness, repeatability, capacity,
durability, timeline discipline, and formal quotation workflows.

1. Segment Positioning

Export leads

» Positioning: Indian engineering and fabrication partner for custom metal products, laser-cut components,
architectural metal works, and fabrication jobs that require dependable execution and export-friendly
communication.

» Key proof: production capability, packaging standards, quality checks, material documentation, shipment
readiness, drawings interpretation, repeatability.

e Best CTA: Request catalogue / Share specifications / Ask for export quotation.

Architects and builders

» Positioning: premium fabrication partner that converts design intent into precise, installable metal solutions with
strong finish quality.

» Key proof: project galleries, before/after execution, finish close-ups, custom pattern capability,
staircase/railing/fagade outcomes, coordination ease.

» Best CTA: Share drawing / Book design consultation / Explore application gallery.

Government and industrial procurement

» Positioning: reliable engineering and fabrication vendor for repeatable industrial supply, infrastructure support
items, and project-based manufacturing requirements.

» Key proof: capacity, process discipline, durability, delivery commitment, standard documentation, vendor
registration readiness, quote turnaround speed.

e Best CTA: Request capability statement / Submit tender or BOQ / Get formal quotation.
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2. Channel Strategy by Segment

Export Google Search, LinkedIn, email outrea¥buivebsittn8&@xport directories, temdingtizge — RFQ / email / WhatsApp / call
Architects/Builders Instagram, Facebook, LinkedIn, GooglPiStsaest, YouTube Shorts, websit€gefieliepage — WhatsApp / consultation / dra
Govt/Industrial Procuremer®oogle Search, LinkedIn, direct outreaBimgyebsittories, email nurture, rerCanbeifity page — quote request / tender supp

3. Offer and Content Strategy

Export content

» Create export-ready capability pages with product families, material options, dimensions, customization notes,
and shipping-support language.

» Publish buyer-trust content such as “How we handle custom fabrication enquiries,” “Packaging and finish
protection,” and “From drawing to dispatch.”

» Use LinkedIn and email to distribute capability decks, plant visuals, and export enquiry forms.

Architect/builder content
» Build inspiration-led galleries for railings, jaali, gates, facades, pergolas, and laser-cut design applications.
» Use reels and carousels around finish, pattern detail, transformations, and design consultation hooks.

» Create downloadable lookbooks or project decks for architects and builders.

Procurement content

» Build capability statement pages for industrial items, fabrication scope, tubewell or infrastructure-related items,
and repeatable supply classes.

e Add documentation-led trust assets: company profile PDF, standard enquiry form, capacity summary, and
vendor onboarding checklist.

* Publish problem-solution pages that match buyer intent around supply reliability, timelines, and fabrication
support.

4. Paid Media Recommendations

e Export: focus on Google Search, LinkedIn sponsored content, remarketing, and selective cold email/list-building
support. Avoid broad entertainment-led spend.

» Architects/Builders: use Meta heavily for visual proof and click-to-WhatsApp, with Google Search for active
demand and LinkedIn for professional credibility.

» Govt/Industrial Procurement: prioritize Google Search, Bing, LinkedIn, and direct outreach. Use Meta lightly for
remarketing or employer/brand awareness only.
Sample ad hooks

» Export: “Looking for a dependable Indian fabrication partner for custom metal requirements? Share your
specifications for a fast export quotation.”

» Architects/Builders: “Custom laser-cut railings, gates, jaali and facade work built for finish quality and site-ready
execution.”

e Procurement: “Need reliable fabrication support or repeatable industrial supply? Request a capability statement
and formal quotation.”

5. Website Structure Recommendations
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» Create separate landing sections or pages for Export, Architects/Builders, and Industrial/Procurement buyers.
» Add one capability statement PDF, one architect lookbook PDF, and one export/RFQ page with required fields.

» Use segment-specific proof blocks, FAQs, and CTAs instead of sending every visitor to one generic contact
page.

6. Sales Workflow Alignment

e Export enquiries should trigger a qualification checklist: country, quantity, drawings, materials, packaging needs,
compliance expectations, and target timeline.

» Architect/builder enquiries should trigger a visual consult flow: design references, dimensions, finish preferences,
site context, and installation expectations.

* Procurement enquiries should trigger a formal response flow: BOQ, spec sheet, required documents, quantity,
rate validity, and delivery commitments.

7. 90-Day Rollout

Days 1-30 Segment landing pages, profile messaging updates, capability deck versions, Google Search structure, co
Days 31-60 Architect gallery campaigns, export outreach assets, procurement capability statement, remarketing audie
Days 61-90 A/B test offers by segment, refine lead qualification, expand high-performing channels, publish more proof

8. Immediate Action Items

m Finalize three buyer-specific landing page headlines and CTAs.

m Create one export capability deck, one architect lookbook, and one procurement capability statement.
m Tag all existing product and project photos by audience segment.

m Build audience-specific Google Ads and remarketing campaigns.

m Train the enquiry-response workflow so sales replies differ by buyer type.
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Appendix: Segment-by-Channel Matrix

The CSV deliverable mirrors the focus plan so the team can operationalize it quickly in spreadsheets or internal
planning tools.
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