Commercial clarity for complex B2B technology

Earn attention.
_ Build trust.
Win the business.

What you sell is complex.

The decision to buy should not be.
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More activity will not fix
a weak reason to care.

Which feels most familiar?

o The target is too broad

o The story is too forgettable

o The proof is too thin

o The handover is too weak
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Evolvr’s view

Markets do not
reward more noise.
They reward
meaningful
difference.




Five moves. One joined-

01

02
03
04
05

up commercial rhythm.

Find the signal

Shape the story

Build the system

Start better conversations

Learn and improve
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Seven ingredients, configured
around the work you need.

SIGNAL STORY

Market Focus Story & Creative
Account Intelligence

MOTION SYSTEM

Demand & Outreach Revenue Operations
Sales & Conversion AI-Native Enablement

Start with the constraint. Add only the work needed to resolve it.




More than activity. A joined-
up commercial rhythm.

INSTEAD OF
More lists

More generic content
More automated contact

More strategy theatre
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EVOLVR STARTS WITH
Sharper market focus

Meaningful difference and
proof

Usetul context and human
review

A system the client can run and
improve
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Choose the support that
fits the commerecial job.

DIAGNOSE Revenue Clarity Sprint

4 Work out where revenue is getting stuck and what to fix first.

BUILD Pipeline Build

Build the account intelligence, story, outreach, assets and handover
needed for better conversations.

SUPPORT Evolvr Revenue Team

Ongoing, joined-up support across the revenue rhythm.

LEAD Fractional Chief Marketing & Growth Officer

Embedded senior leadership without a full-time executive hire.
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Technology supports

the repeatable work.

People make the judgement calls.

Al SUPPORTS

Research and  Drafts and CRM discipline Reusable
synthesis preparation workflows
PEOPLE DECIDE

Focus and Claims and Qualification =~ Customer
targeting proof commitments

Better context, with a named person accountable for the decision.




Commercilal experience
behind Evolvr.

25+ years 10 brands
of international B2B launched
GTM experience

12,000 SKUs  £1.2B+

launched across 23 turnover

— countries supported by
GTM activity

Experience across SaaS, smart buildings, loT, HVAC,
lighting, sensing, product digitisation, Agritech
and EduTech.
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Where 1s your pipeline
losing momentum?

Which of these is costing you momentum now?
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Target || Story | Proof

Outreach H Handover ‘ System |

Let’s agree what needs fixing first. '

evolvr.consulting



https://evolvr.consulting/contact/
https://evolvr.consulting/

