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[bookmark: _Toc74496932]INTRODUCTION
ClubHub is an innovative, AI-generated app focused on team building, learning, and mental health support. ClubHub's mission is to satisfy the basic needs of its users, nurturing a sense of community within organizations by providing acknowledgment, understanding, and empathy. This report will explore the various features of ClubHub's B2B marketing strategy, aiming to generate a healthier and more productive workplace on a global scale.
The report will analyze ClubHub's segmentation and target marketing strategy. The company identifies its ideal B2B target market; this is done by examining macro-segmentation and micro-segmentation characteristics. Real-life examples of existing B2B customers will highlight the significance of these segmentation characteristics in pushing promotional activities. The report also outlines a thorough plan for direct and indirect channels, ensuring competent app delivery while aligning with the identified B2B target market. The selling strategy focuses on engaging B2B customers, guiding them through the sales funnel using segmentation characteristics and social selling tools.
ClubHub's B2B awareness generation strategy emphasizes the importance of building market awareness. A compelling communication strategy aligned with the B2B target market will be shown. A comprehensive advertising campaign plan will also be presented to effectively promote ClubHub's B2B innovation in the competitive industry. In conclusion, ClubHub's integrated marketing strategy reflects its commitment to creating healthier, thriving work environments. By understanding its target market, leveraging appropriate channels, and engaging customers effectively, ClubHub is positioned to succeed in the dynamic B2B market.


[bookmark: _Toc907873122]SEGMENTATION AND TARGET MARKETING

[bookmark: _Toc1672022057]MACRO-SEGMENTATION CHARACTERISTICS
The target market for ClubHub involves businesses and organizations from diverse industries, including technology, healthcare, finance, education, retail, and more. A prominent example of a company that serves various industries is Salesforce, a leading CRM (Customer Relationship Management) supplier (Salesforce, 2023.). Salesforce's CRM platform is widely adopted in sectors such as healthcare, where hospitals and medical facilities use it to manage patient data and appointments. Banks and financial institutions use Salesforce to streamline customer interactions and manage financial data. This diversity in industry focus showcases how ClubHub can be adaptable and relevant to B2B customers with varying requirements.
ClubHub is also for businesses or organizations with over ten employees, available to small and medium-sized enterprises (SMEs) and large corporations. IBM, a multinational technology company, provides a suitable example of catering to businesses of all sizes (IBM, 2023.). IBM offers cloud computing solutions and AI-powered tools that benefit startups and SMEs by developing their operations. IBM's ability to tailor its offerings to businesses of different sizes exemplifies how ClubHub's flexibility supports varying company structures.



[bookmark: _Toc1098098243]MICRO-SEGMENTATION CHARACTERISTICS
The target market for ClubHub consists of businesses and organizations prioritizing their employees' well-being and mental health. Google, recognized for its employee-centric culture, demonstrates this characteristic (Google, 2023.). Google offers many employee wellness programs, mental health resources, and work-life balance initiatives. The company's dedication to promoting employee well-being aligns with ClubHub's focus on mental health support. This makes it a valuable addition to organizations that prioritize the welfare of their workforce.
Additionally, the target market includes technologically savvy organizations actively embracing technological advancements. Microsoft stands at the forefront of adopting AI-driven solutions (Microsoft, 2023.). Microsoft incorporates AI technology into products like Microsoft 365, offering features and enhanced user experiences. Microsoft's openness to adopting AI-driven technologies makes it an ideal target market for ClubHub's AI-generated app, which offers interactive features, personalized recommendations, and a live messenger bot. Aligning with organizations like Microsoft that embrace technological innovations, ClubHub addresses the needs and preferences of its B2B customers.
By incorporating these segmentation characteristics, we can effectively define the target market for ClubHub. The combination of industry focus, company size, employee well-being priority, and technological readiness will guide ClubHub's marketing strategy in successfully addressing the distinct needs and preferences of its B2B customers.



[bookmark: _Toc1297887806]REAL-LIFE B2B CUSTOMER EXAMPLE: MICROSOFT CORPORATION

· [bookmark: _Toc677983007]Industry Focus: Microsoft Corporation is a technology company that operates in various industries, including technology, healthcare, finance, education, and more. The company offers products and services, such as software, cloud computing, hardware, and enterprise solutions. Microsoft's diverse customers across different sectors make it a suitable B2B customer for ClubHub's target market (Microsoft Corporation, 2023.).

· [bookmark: _Toc1749056009]Company Size: With over 160,000 employees worldwide, Microsoft has a significant workforce. It also works with various business sizes. It is an ideal fit for ClubHub's target market, accommodating businesses with over ten employees (Microsoft Corporation, 2023.).

· [bookmark: _Toc96562031]Employee Well-Being Priority: Microsoft has a solid commitment to employee well-being and mental health support. The company offers wellness programs, including stress management initiatives, work-life balance resources, and access to mental health counseling. Microsoft's focus on promoting a healthy work environment aligns well with ClubHub's goal of providing mental health support and well-being services (Microsoft Corporation, 2023.).

· [bookmark: _Toc1920056152]Technologically Savvy: Microsoft is a leading technology company in the face of embracing technological advancements. The company implements AI-driven solutions, such as integrating AI into its products and services. Given Microsoft's technological inclination, they would be interested in ClubHub's AI-generated app and its advanced features for team building, learning, and mental health support (Microsoft Corporation, 2023.).

· [bookmark: _Toc1480542936]Correlation to B2B Innovation: ClubHub's B2B innovation perfectly aligns with Microsoft's characteristics. As a technology-driven company focusing on employee well-being, Microsoft could leverage ClubHub's AI platform to offer its workforce additional mental health and wellness support. The customizable features of ClubHub, including multi-language assistance and tailored recommendations, would offer diverse options to Microsoft’s employee base across different countries and cultures (Microsoft Corporation, 2023.). Also, ClubHub's live messenger bot and workplace communication tools could develop internal collaboration and assist communication among Microsoft's teams. Using ClubHub's team-building experiences and learning activities, Microsoft can foster a stronger sense of community and professional growth within its workforce (Microsoft Corporation, 2023.).

In conclusion, Microsoft Corporation is an excellent real-life B2B customer example that fits the target market for ClubHub's B2B innovation. The alignment between Microsoft's industry focus, company size, emphasis on employee well-being, and technological adoption makes them an ideal customer for ClubHub (Microsoft Corporation, 2023.).





[bookmark: _Toc111226657]B2B CHANNEL STRATEGY
[bookmark: _Toc112958210]DIRECT SALES CHANNEL
ClubHub employs a direct sales channel strategy to sell its innovative B2B app directly to businesses and organizations, bypassing intermediaries and retaining complete control over the sales process, customer interactions, and user experience. The direct sales channel involves several key activities that are crucial to its success:
· [bookmark: _Toc585250782]Sales Team: ClubHub maintains an internal sales team of experienced professionals responsible for identifying potential clients, conducting product demonstrations, negotiating contracts, and ultimately closing deals. The sales team plays a critical role in understanding the unique needs of each organization and tailoring the app's features to meet those specific requirements. Example: A similar direct sales approach is adopted by Salesforce, a well-known cloud-based CRM platform. Salesforce's dedicated sales team engages in product demonstrations and negotiations to provide personalized CRM solutions for their clients, enhancing customer interactions and improving overall productivity (Salesforce, 2023).

· [bookmark: _Toc816773713]Marketing and Lead Generation: To attract potential clients, ClubHub implements targeted marketing strategies, such as digital marketing, content marketing, and participation in industry conferences and events. Lead generation efforts focus on reaching out to HR (Human Resource) departments, organizational leaders, and business owners to highlight the benefits of the app. Example: HubSpot, a leading provider of inbound marketing and sales software, follows a direct sales channel approach with a strong focus on targeted marketing. Their sales team uses digital marketing and content marketing to generate leads and attract potential clients, demonstrating the value of their software in lead generation and customer engagement (HubSpot, 2023).
· [bookmark: _Toc1499915588]Customer Support: Excellent customer support is vital in the B2B space. ClubHub establishes a dedicated customer support team to assist clients with onboarding, technical issues, and any inquiries they may have, ensuring a positive user experience. Typically, it is customary practice among B2B companies to have dedicated customer support teams to provide timely assistance to clients.

· [bookmark: _Toc804849325]Training and Onboarding: Once a client decides to implement ClubHub, the direct sales channel takes charge of providing comprehensive training and onboarding support. This ensures a seamless integration of the app into the organization's workflow, maximizing its benefits. Onboarding and training support are typical components of B2B direct sales strategies, ensuring a smooth transition for clients.

[bookmark: _Toc978908483]POTENTIAL RESOURCES NEEDED FOR SUCCESS IN DIRECT SALES CHANNEL
To effectively implement the direct sales channel, ClubHub requires specific resources:
· [bookmark: _Toc356844482]Sales Representatives: Experienced and knowledgeable sales professionals who can effectively communicate the value of ClubHub to potential clients.
· [bookmark: _Toc1505797607]Marketing Team: Skilled marketers capable of crafting targeted campaigns to generate leads and drive interest in ClubHub.
· [bookmark: _Toc368489729]Customer Support Team: Trained professionals equipped to handle customer inquiries and provide top-notch support.
· [bookmark: _Toc472906731]Onboarding Specialists: Experts in guiding clients through the setup and implementation process of ClubHub.

[bookmark: _Toc486830464]PARTNERSHIPS WITH EMPLOYEE BENEFITS PROVIDERS CHANNEL
The second channel in ClubHub's B2B strategy involves forming partnerships with employee benefits providers, including health insurance companies, EAP (Employee Assistance Program) providers, and corporate wellness platforms. These partnerships aim to extend the app's reach to a wider audience by integrating it into existing benefit packages. Key activities of the partnerships channel include:
· [bookmark: _Toc350127769]Partner Identification and Negotiation: ClubHub actively identifies potential partners in the employee benefits space and initiates discussions to explore collaboration opportunities. Negotiations are conducted to create mutually beneficial arrangements for both parties. Example: Calm, a popular meditation and mental wellness app, effectively utilizes partnerships with employee benefits providers. By integrating its app into existing benefit packages offered by health insurance companies and corporate wellness platforms, Calm gains access to a broader user base and becomes part of a holistic employee wellness program (Calm, 2023).

· [bookmark: _Toc1222500846]Integration and Technical Support: Once a partnership is established, ClubHub's technical team collaborates closely with the benefits provider's IT team to ensure the seamless integration of the app into their platforms. Example: Headspace, another meditation and mindfulness app, follows a similar partnerships channel strategy. With their "Headspace for Work" program, Headspace integrates its mindfulness content into existing corporate wellness programs and employee assistance programs, making it easily accessible to employees (Headspace, 2023).
· [bookmark: _Toc600054903]Co-Marketing Initiatives: Collaborative marketing efforts with benefits providers help promote ClubHub to their existing customer base, highlighting the app's benefits as part of their comprehensive employee benefits package. Co-marketing initiatives are common among B2B companies partnering with employee benefits providers to maximize the app's visibility.

POTENTIAL RESOURCES NEEDED FOR SUCCESS IN PARTNERSHIPS CHANNEL
To make the most of the partnerships channel, ClubHub requires specific resources:
· [bookmark: _Toc1824445926]Partnership Manager: A dedicated professional responsible for identifying potential partners and managing the relationship with employee benefits providers.
· [bookmark: _Toc979228888]Technical Team: Skilled IT professionals capable of ensuring smooth integration with various benefits platforms.
· [bookmark: _Toc381977365]Marketing Team: To develop co-marketing strategies and promotional materials for partnership initiatives.

The integration of real-life examples, such as Salesforce and HubSpot for the direct sales channel, and Calm and Headspace for the partnerships channel, provides practical insights into how companies effectively implement B2B channel strategies. By leveraging both direct sales and partnerships with employee benefits providers, ClubHub can effectively deliver its innovative B2B app to its target market, catering to the unique needs of organizations and enhancing team building, learning, and mental health support services. The seamless flow of information and relevant examples ensures a comprehensive understanding of the topics discussed in the B2B channel strategy for ClubHub.
[bookmark: _Toc2143709960]
B2B SELLING STRATEGY 
ClubHub's B2B Selling Strategy engages the B2B Customer effectively and guides them through the sales funnel. 
· [bookmark: _Toc292387033]Targeting Prospective B2B Customers: The identification of leads is based on the B2B Segmentation characteristics, which target businesses prioritizing employee well-being in diverse industries such as technology, healthcare, finance, and education. 

· [bookmark: _Toc454251037]Learning from Real-Life Examples: By adopting successful B2B Selling Strategies from real-life examples like Salesforce, HubSpot, and Calm, ClubHub aims to attract potential customers and create connections with central decision makers.

· [bookmark: _Toc1522580718]Salesforce's Approach: LinkedIn Outreach: Pulling from Salesforce's approach, ClubHub plans to utilize LinkedIn outreach to connect with individuals within target organizations. Through LinkedIn engagement, ClubHub's sales representatives will share valuable content and insights about the AI-generated app for team building, learning, and mental health support (Salesforce, 2023.). 

· [bookmark: _Toc1039912410]Building Confidence with Customer Testimonials - HubSpot Influence: ClubHub aims to build trust and credibility with potential customers, nurturing leads and guiding them through the sales funnel. Like HubSpot, ClubHub recognizes the influence of customer testimonials in building confidence among potential buyers (HubSpot, 2023.). By presenting real-life examples of how the app positively impacts employee well-being and team-building experiences, ClubHub seeks to instill confidence and demonstrate the value of using the app.

· [bookmark: _Toc1450367653]Inspired by Calm - Industry-Specific Events: Additionally, inspired by Calm's success, ClubHub plans to participate in industry-specific events and conferences to reach employee benefits providers and decision-makers in organizations that prioritize their employees' mental health (Calm, 2023.). By demonstrating the value of ClubHub as an essential component of employee well-being programs, it aims to expand its reach and explore opportunities in existing benefit packages.

· [bookmark: _Toc1321795210]Prioritizing Prospective B2B Customers: In prioritizing prospective B2B Customers, ClubHub's strategy considers organizations that prioritize employee well-being, embrace technological advancements, and hold significant industry influence. By prioritizing these customers, ClubHub aims to strengthen its market presence and attract more clients, like Salesforce, HubSpot, and Calm focus on targeting specific customers to maximize their impact.

· [bookmark: _Toc2096842474]Utilizing Social Selling Tools: To engage the B2B Customer effectively and enable the evaluation and purchase process, ClubHub plans to utilize various social selling tools. 

· [bookmark: _Toc702303906]LinkedIn Outreach and Engagement: Inspired by Salesforce's LinkedIn outreach, ClubHub will connect with key individuals in target organizations, sharing relevant content and testimonials to build trust and engagement (Salesforce, 2023). 
· [bookmark: _Toc490792457]Webinars and Thought Leadership: Additionally, webinars and thought leadership content will position ClubHub as an industry expert, offering valuable insights and solutions for team building, learning, and mental health support. 

· [bookmark: _Toc495355734]Personalized Demos and Consultations: Personalized demos and consultations will address specific features and demonstrate the app's value to potential buyers.

· [bookmark: _Toc906656549]Instilling Confidence with Customer Testimonials: By integrating customer testimonials into the strategy, ClubHub aims to further instill confidence in potential buyers, just as HubSpot effectively utilizes such examples (HubSpot, 2023.). Consistent follow-up and nurturing efforts will maintain relationships with leads and guide them through the sales funnel. 

· [bookmark: _Toc409993099]Emphasizing Customer-Centricity: ClubHub's B2B Selling Strategy emphasizes customer-centricity and leverages real-life B2B customer opinions to ensure a complete and practical approach. 

Drawing from the success of companies like Salesforce, HubSpot, and Calm, ClubHub hopes to engage the B2B Customer effectively, from identifying leads to guiding them through the evaluation process and ultimately driving them towards purchasing ClubHub for team building, learning, and mental health support.


[bookmark: _Toc2068928105]LINKEDIN SOCIAL MEDIA POST
LINKEDIN
Done properly, webinars are a game changer. In a recent survey:
· 64% of content marketers said virtual events, webinars, and online courses made up a key part of their ongoing content strategy. 
· 58% of these respondents also said their webinars produced the best results of all the content they produced all year. 
· 66% of the respondents who indicated the success of their webinars were the respondents LinkedIn had marked among “top performers.” (Rynne, 2022).
WEBINARS
A webinar showcasing the app ClubHub, designed for team building, learning, and mental health support, would be crucial for decision-makers of a business to attend for several compelling reasons:
· [bookmark: _Toc656352893]Discovering Innovative Solutions: Decision-makers are constantly seeking innovative solutions to enhance their team's dynamics and productivity. Attending the webinar will provide them with a firsthand understanding of how ClubHub offers unique and effective approaches to team building, learning, and mental health support.

· [bookmark: _Toc564427035]Driving Employee Engagement: Employee engagement is a top priority for any business leader. ClubHub offers interactive team-building activities that can strengthen relationships, foster a positive work environment, and ultimately boost employee engagement levels. Decision-makers can learn how this app can contribute to a more motivated and committed workforce.

· [bookmark: _Toc218963373]Empowering Professional Growth: For businesses to thrive, continuous learning and development are essential. The webinar will demonstrate how ClubHub facilitates personalized learning paths and provides access to a diverse range of educational resources, empowering team members to grow their skills and knowledge.

· [bookmark: _Toc1555412012]Prioritizing Mental Health: Decision-makers are increasingly recognizing the importance of employee well-being and mental health support. ClubHub offers tools and activities to nurture mental health within the workplace, promoting resilience and reducing stress levels, leading to a healthier and more productive workforce.

· [bookmark: _Toc1810059930]Remote Team Management: In today's globalized and remote work environment, managing and fostering team collaboration can be challenging. Decision-makers will learn how ClubHub adapts to remote teams, ensuring that team building, and support activities are accessible and impactful, regardless of geographical locations.

· [bookmark: _Toc1460756838]Measurable Impact and ROI: As decision-makers, they seek investments that deliver a measurable return on their investment. The webinar will showcase success stories and case studies of businesses that have implemented ClubHub and experienced improved team performance, employee satisfaction, and overall productivity.

· [bookmark: _Toc1963177453]Addressing Organizational Challenges: Every business faces unique challenges. The webinar will allow decision-makers to assess how ClubHub can address specific pain points within their organization, whether it's communication issues, employee disengagement, or skill gaps.

· [bookmark: _Toc128948627]Collaborative Decision-making: Attending the webinar as decision-makers enables them to collaborate with their team and HR professionals to collectively assess the suitability of ClubHub for their organization. Hearing insights and feedback from team members can facilitate better decision-making.

· [bookmark: _Toc1731531849]Time-efficient Information Gathering: Webinars provide a concentrated and efficient way to gather comprehensive information about ClubHub without requiring extensive research or resource allocation. (Rynne, 2022). Decision-makers can obtain valuable insights within a short timeframe.

· [bookmark: _Toc1057668871]Networking Opportunities: Webinars often offer networking opportunities with other decision-makers and industry experts attending the event. This can lead to valuable connections, knowledge sharing, and potential partnerships (Sacko, 2022).


[image: ]
[bookmark: _Toc1988919356]LINKEDIN POST CAPTION:
🌟 Free Live Webinar Alert! 🌟
Are you looking to foster a stronger sense of camaraderie within your team? Want to enhance your learning opportunities and prioritize mental well-being in the workplace? Look no further – ClubHub has got you covered!

📅 Date: June 10th, 2023
⏰ Time: 10:00 am-12:00 pm
📍 Location: Online – Register Now!

In this webinar, you'll learn how ClubHub has revolutionized the way teams connect, grow, and support each other remotely or in-person. Say goodbye to mundane icebreakers and hello to engaging team-building activities tailored to your group's interests and goals! 🎯
Whether you're a team leader, HR professional, or simply passionate about personal development, this session will showcase how ClubHub can create a positive impact on your organization's culture and productivity.

Key Topics Covered 🔑:
• Innovative Team Building Strategies
• Seamless Learning & Skill Development
• Nurturing Mental Health in the Workplace
Join us to explore the app that has been transforming team dynamics and fostering a positive work environment for companies of all sizes! Don't miss this chance to revolutionize the way you approach team building and mental health support. Let's build stronger, healthier, and happier teams together! 💪
Reserve your spot now by clicking the link below! 👇🏼
www.SignUpHere.com
#ClubHub #TeamBuilding #RemoteTeamManagement #MentalHealthMatters #LearningAndDevelopment #ProfessionalGrowth #WorkplaceWellness #EmployeeEngagement #WebinarAlert #RegisterNow

[bookmark: _Toc2076051245]
SOCIAL SELLING ENGAGEMENT CONTENT
Introducing our Social Selling Engagement Content video ad - a captivating and concise Facebook sponsored advertisement designed to raise awareness among businesses and decision-makers about our upcoming webinar. With ClubHub's targeted approach, we aim to reach the right audience, analyze valuable analytics, and gather crucial data to ensure an effective and successful campaign. Join us and take your social selling strategies to the next level!
· https://www.canva.com/design/DAFpdqbdbSY/hKtjN2DUe29KI1irBzG9yw/watch?utm_content=DAFpdqbdbSY&utm_campaign=designshare&utm_medium=link&utm_source=publishsharelink 
This short video ad will be a paid advertisement on Facebook, targeted toward businesses and decision makers to gain awareness of the webinar being held. This allows ClubHub to track analytics and data. 
· Audience Targeting: Facebook allows advertisers to target their ads to specific audiences based on various factors, such as demographics, interests, behaviors, and location. This level of granular targeting ensures that the ads are shown to people who are more likely to be interested in the product or service being promoted, increasing the chances of engagement and conversion (Georgiadis, 2022).

· Large User Base: Facebook has an enormous user base, with billions of active users worldwide. This vast reach means that ClubHub can potentially reach a significant portion of their target audience, maximizing the exposure of their ads (Bernazzani, 2022).
· Data and Insights: Facebook collects a vast amount of data about its users, including their interests, online behavior, and social connections. This allows ClubHub to tap into this data to better understand the audience and create highly relevant and personalized ads, which can lead to higher engagement and conversion rates (Georgiadis, 2022).

· Ad Formats and Creatives: Facebook offers a variety of ad formats, such as image ads, video ads, carousel ads, and more. ClubHub can choose the format that best suits their campaign objectives and create visually appealing and engaging creatives to capture users' attention. 

· Retargeting: Facebook enables retargeting, which means ClubHub can show ads to users who have previously interacted with their website or engaged with their content. This approach can be highly effective in re-engaging potential customers and nudging them towards making a purchase (Sacko, 2022).

· Insights and Analytics: Facebook provides detailed insights and analytics on ad performance, allowing ClubHub to track key metrics, analyze the effectiveness of their campaigns, and make data-driven decisions to optimize future ads.

· Overall, the combination of precise audience targeting, a vast user base, data-driven insights, and flexible ad formats makes paid targeted ads on Facebook an effective marketing tool for businesses seeking to reach and engage their target audience in a cost-efficient manner.

INSTAGRAM
[image: ]
[bookmark: _Toc1512894134]CAPTION: 
At ClubHub, we are grateful for our happy Clients! ⭐
[bookmark: _Int_Wmdw5Ege]“ClubHub is much more than just a team-building platform. Its robust learning and development features have opened up a world of opportunities for our team members to upskill and grow both personally and professionally. The diverse range of learning resources and courses has empowered them to take charge of their development journeys, making them more valuable assets to our organization.” - Jack Thompson, CEO Wardiere Inc.
Click our link in our bio to learn more!
#ClubHub #TeamBuilding #RemoteTeamManagement #MentalHealthMatters #LearningAndDevelopment #ProfessionalGrowth #WorkplaceWellness #EmployeeEngagement
OR
[image: ]
[bookmark: _Toc115168598]TESTIMONIALS
These two client testimonials options are incredibly beneficial to a business's growth for several reasons:
· [bookmark: _Toc566878369]Builds Trust and Credibility: Testimonials provide social proof that real customers have had positive experiences with the business's products or services. Potential customers are more likely to trust the opinions and experiences of other customers rather than just relying on the company's marketing messages (Sacko, 2022).

· [bookmark: _Toc13916894]Increases Conversion Rates: Positive testimonials can have a significant impact on the conversion rates of a business. When potential customers see positive feedback from others, it can persuade them to take the desired action, such as making a purchase or signing up for a service (Georgiadis, 2022).

· [bookmark: _Toc240555726]Validates Business Claims: Testimonials can reinforce the claims and promises made by the business in its marketing efforts. It shows that the business is delivering on its value proposition and meeting the expectations of its customers (Rajan, 2017).

· [bookmark: _Toc389191913]Provides Insight into Customer Experience: Testimonials often include specific details about the customer's experience with the product or service. This feedback can be valuable for the business to understand what aspects of their offerings are resonating with customers and what areas might need improvement (Rajan, 2017).

· [bookmark: _Toc1382273247]Differentiates from Competitors: In a competitive market, positive testimonials can be a differentiating factor that sets a business apart from its competitors. When potential customers see that others have had a great experience, they may choose one business over another.

· [bookmark: _Toc1185725970]Boosts Online Visibility and SEO: Testimonials, especially when posted on the company's website or social media pages, can improve search engine optimization (SEO). Fresh and relevant content, such as testimonials, can increase the website's visibility in search engine results (Rajan, 2017).

· [bookmark: _Toc965511171]Encourages Positive Word-of-Mouth: Satisfied customers who provide testimonials are more likely to become brand advocates and share their positive experiences with friends, family, and colleagues. This word-of-mouth marketing can bring in new customers and expand ClubHub’s reach (Rajan, 2017).

· [bookmark: _Toc1810940986]Enhances Brand Reputation: A collection of positive testimonials contributes to building a strong brand reputation. A well-regarded brand is more likely to attract new customers and retain existing ones.

Client testimonials are a powerful tool for ClubHub to showcase their credibility, gain the trust of potential customers, and foster growth. They provide valuable insights, build brand reputation, and can have a significant impact on the overall success of ClubHub’s business.












[bookmark: _Toc144179835]B2B AWARENESS GENERATION STRATEGY

ClubHub has opted for an Experiential Marketing Plan as the direction of choice for its Awareness Generation Strategy. This plan is necessary for connecting with their target market, which comprises businesses and organizations with at least ten employees who prioritize team building, learning, and mental health within their culture. To ensure effective communication with the target audience, ClubHub will employ multiple communication channels, including social media marketing, email marketing, content marketing, and digital advertising. The messaging for each channel will be crafted to be on-brand and consistent, highlighting the app's value proposition for team building, learning, and mental health support. Additionally, the visual identity and brand personality characteristics will focus on creating a modern and user-friendly design that aligns with the company's goal of fostering community and well-being within organizations.

[bookmark: _Toc1119391917]MULTI-CHANNEL COMMUNICATION
For social media marketing, ClubHub will use platforms like LinkedIn, Twitter, and Facebook to promote their experiential marketing events, share industry-specific content, and engage with potential customers. The messaging will focus on establishing ClubHub as a valuable resource for organizations seeking to improve team building, learning, and mental health support. Furthermore, email marketing will be employed to promote the experiential marketing events and follow up with potential customers after the events. The messaging will be personalized and tailored to the recipient's interests, highlighting the specific features and benefits of ClubHub that are most relevant to their needs.
Finally, digital advertising will build brand awareness for ClubHub through banner ads on LinkedIn, Google Ads, Facebook Ads, and Twitter Ads. The messaging will focus on the app's value proposition for team building, learning, and mental health support, and will be designed to be visually appealing and attention-grabbing.

[bookmark: _Toc118932070]MEASURING SUCCESS
By utilizing various communication channels and consistent messaging, ClubHub can reach a wider audience and reinforce its message across different touchpoints, increasing the likelihood of generating leads and building awareness for the app. Success will be measured using specific quantitative and qualitative measures, such as the number of attendees at events, the number of leads generated, increased brand awareness, and feedback from potential customers on the app's features and benefits.

[bookmark: _Toc1026927122]EXPERIENTIAL MARKETING PLAN
ClubHub's Experiential Marketing Plan is a six-month timeline that allows for thorough planning, execution, and follow-up. The first month will be dedicated to planning and organizing experiential marketing events, including identifying the target audience, selecting event locations, and coordinating event logistics. The team will also develop marketing materials and outreach strategies to promote the events during this stage.
The following two to three months will be dedicated to hosting experiential marketing events that showcase ClubHub's features and benefits through interactive and engaging activities, allowing attendees to experience the app's capabilities firsthand. The events will also enable ClubHub to establish personal relationships with potential customers, building trust and credibility.
In the final month of the timeline, ClubHub will gather feedback from attendees and analyze the results of the experiential marketing events. This stage is critical for evaluating the plan's success and identifying areas for improvement. The team will use the feedback gathered to refine the messaging and marketing strategies for future campaigns.

 ESTIMATED BUDGET
The estimated budget for ClubHub's Experiential Marketing Plan is around $100,000. This includes costs for event planning and coordination, event execution, marketing and promotion, speaker and content development, visual identity and brand personality characteristics, and feedback and analysis. Additionally, an advertising plan will be implemented, which includes banner ads on LinkedIn, Google Ads, Facebook Ads, and Twitter Ads, with an estimated cost of $5,000 each.

By dedicating sufficient time and resources to planning, execution, and follow-up, ClubHub is well-positioned to achieve its overall objectives of generating leads and increasing brand awareness.



[bookmark: _Toc674418210]B2B ADVERTISING CAMPAIGN SAMPLE
[bookmark: _Toc2082701119]OBJECTIVE
To create awareness of ClubHub, a mental health and wellness app that fosters community and well-being within organizations, among businesses and organizations with at least ten employees who prioritize team building, learning, and mental health within their culture.

[bookmark: _Toc1711708774]TARGET MARKET
Businesses and organizations with at least ten employees prioritizing team building, learning, and mental health within their culture.

[bookmark: _Toc1430095960]MESSAGE
Join the movement towards a healthier and happier workplace.

[bookmark: _Toc1249982515]VISUAL
The banner ad will have a simple and clean design that aligns with ClubHub's brand personality characteristics of inclusivity, innovation, and empathy. The visual will include bright colours and clean lines to create a modern, user-friendly design. The ad will feature an image of a diverse group of people smiling and interacting with each other, emphasizing the community aspect of the app.


[bookmark: _Toc1139830957]CALL-TO-ACTION
The banner ad will include a clear and compelling call to action, such as “Sign up for ClubHub today and transform your workplace culture!” The call-to-action will be prominently displayed in bold letters, with a button that leads to a landing page where potential customers can learn more about the app and sign up for a free trial.	Comment by Johnathan H Jagerhofer: Not sure of what to use yet. Also still working on the banner ad for this part should be done today or early tomorrow.	Comment by Hayley D Rathwell: I like the puzzle piece one :) 


[bookmark: _Toc196758262]BUDGET
The budget for the online banner ad campaign will be $5,000.

[bookmark: _Toc1516503443]MEASUREMENTS
The success of the online banner ad campaign will be measured through metrics such as the number of clicks on the ad, the number of sign-ups for the free trial, and the increase in brand awareness among the target market.

[bookmark: _Toc446977567]ADVERTISING CAMPAIGN SAMPLE (BANNER AD)
[image: ]
[bookmark: _Toc685997521]YOUTUBE PRESENTATION VIDEO
ClubHub
[image: ]




CONCLUSION
In conclusion, ClubHub's B2B segmentation and target marketing strategy, combined with real-life examples like Microsoft Corporation demonstrate the company's ability to effectively cater to businesses and organizations with diverse needs and preferences. By focusing on industry diversity, company size, employee well-being, and technological readiness, ClubHub can successfully address the distinct requirements of its B2B customers. The two channels of the B2B channel strategy, direct sales, and partnerships with employee benefits providers, offer valuable insights into how ClubHub can reach its target market and expand its market presence. 
Inspired by successful companies, ClubHub's B2B selling strategy prioritizes customer-centricity and utilizes social selling tools to engage and guide potential customers through the sales funnel effectively. By leveraging these strategies, ClubHub is poised to provide innovative solutions for team building, learning, and mental health support to businesses and organizations worldwide.
ClubHub's upcoming webinar, focusing on team building, learning, and mental health support, presents a compelling opportunity for decision-makers in businesses. The webinar promises to offer innovative solutions for enhancing team dynamics, driving employee engagement, and empowering professional growth. Moreover, it addresses the increasingly important aspect of mental health support within the workplace, catering to remote team management challenges as well.
ClubHub's Experiential Marketing Plan, with its well-planned timeline and dedicated efforts towards hosting engaging events, promises to be an effective approach for connecting with their target market and generating leads. By allocating the estimated budget to various marketing efforts, ClubHub is well-prepared to achieve their objectives of raising awareness and fostering a positive impact on workplace cultures. Through a compelling message, captivating visuals, and clear calls-to-action, ClubHub aims to attract businesses and organizations seeking to create healthier and happier workplaces.
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“THANK YOU, CLUBHUB, FOR
TRANSFORMING THE WAY WE
WORK AND CARE FOR EACH
OTHER. YOU'VE UNDOUBTEDLY
EARNED A PERMANENT SPOT IN
OUR TEAM'S TOOLKIT, AND |
RECOMMEND THIS APP TO EVERY
ORGANIZATION LOOKING TO
TAKE THEIR TEAM BUILDING,
LEARNING, AND MENTAL HEALTH
INITIATIVES TO THE NEXT LEVEL.”

EMILY SMITH
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ClubHub is much more than
just a team-building platform.
Its robust learning and
development features have
opened up a world of
opportunities for our team
members to upskill and grow
both personally and
professionally.

-Jack Thompson
Ceo, Wardiere Inc.





