The Growth Playbook for Mid-Market Manufacturers
5 Strategic Shifts to Future-Proof Brand,
Sales & Customer Experience
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“Looking back at everything we’ve done, the
outcome has absolutely revolutionized this
business. This entire process has got the whole
company saying, we can do whatever the hell
we want to do. The sky is the limit."

Kate Rome, Chief Executive Officer

How a bold rebrand, digital overhaul, and sales transformation helped
Rome Grinding Solutions shift from uncertainty to unstoppable momentum.




#1 Build a Brand That Works as Hard as Your Equipment @

Trend Insight: 75% of B2B buyers consider brand familiarity before engaging with sales’

The Shift:

Strong brands clarify their purpose, align with buyer and employee values,
and project trust and innovation across every channel

Brand-Driven Companies:

e Align internal culture with external messaging
e Deliver consistent brand experiences across the web, packaging, trade shows, and recruiting
e Tell stories that make emotional connections in a transactional industry

*Edelman-Linkedin Thought Leadership Report
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ROME | Personalizing the Brand Through Photography @




#2 Treat Your Website Like a Salesperson—and a Storefront @

Trend Insight: Digital-first buyers expect the ability to self-educate, compare options, and move
through the decision process independently. Today’'s B2B buyers complete 60-70% of their decision
journey before speaking to sales and 35% of B2B buyers how expect eCommerce functionality.”

The Shift:

Modern manufacturers are building websites that generate leads, support digital
transactions, and accelerate conversions. Your website must act as a front-line sales tool,
guiding prospects, generating qualified leads, and building trust 24/7.

High-Performing Sites Offer:

eCommerce or digital quote request capabilities

Product finders based on throughput, application, or spec

CRM-integrated forms and Conversational Al chat for quicker lead routing or self-guided purchases
Value-driven content for distributors and end-users alike

Interactive tools or calculators

Technical specs, case studies, and clear conversion points

*Gartner / Mckinsey



ROME | Tech Enablement
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ROME | Website User Experience
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#3 Maximize Events with an Omnichannel Strategy @

Trend Insight: 65% of B2B buyers attend fewer in-person events, those who do are looking for
deeper, more personalized engagement across multiple channels. Events remain a key channel—yet
many manufacturers underutilize trade shows by focusing solely on booth design or swag.”

The Shift:

Your trade show strategy should create a connected brand experience that is consistent
across digital, physical, and human touchpoints. Smart exhibitors use trade shows as
campaign centers, leveraging digital outreach to amplify reach and drive ROI.

A Modern Trade Show Strategy Includes:

Pre-show targeting with LinkedIn and display ads campaigns

Sponsored sessions or on-site experiences for brand authority
Story-driven booth design and photography

Staff training to deliver unified messaging

Post-show follow-up driven by marketing automation and CRM workflow

*Forrester — B2B Event Marketing Trends



ROME | Trade Show Booth Brand Experience
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ROME | swag
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*4 Align Sales & Marketing to Accelerate Lead Generation @

Trend Insight: The line between sales and marketing is blurring, but most manufacturers still
operate with disconnected teams, outdated messaging, and limited tech enablement. Companies
with aligned sales and marketing functions generate 38% higher win rates and grow 70% faster
than their peers.”

The Shift:

When your sales and marketing functions are integrated, your team can move faster, sell
smarter, and respond to shifting customer needs. Revenue teams are integrating content,
campaigns, and customer insight powered by shared tech and playbooks.

Unified Teams Prioritize:

Clear ICPs and targeted campaign frameworks

Al Agent Automation - lead scoring, outreach and nurturing

Modernized sales enablement tools (e.g., case studies, video, templates)

Sales training to reinforce unified messaging and use of digital assets

Joint planning for key accounts, events, and campaigns

Messaging libraries and modular presentation tools *LinkedIn & HubSpot - The State of Sales Enablement



ROME | campaign(s)
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ROME | Business Cards, Brand Folder and Sell Sheets

KATE ROME

Chief Executive Officer FO8 Y0 STARTS WITH YOUR NEEDS
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1427 Western Ave, Sheldon, |A 51201
Office: 800-443-0557
romegrindingsolutions.com
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CONNECT WITH OUR EXPERTS

SEE WHAT'S NEXT IN FOOD PRODUCTION: VISIT ROME AT PACK EXPO 2025
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ROME | Social Culture
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*5 Build a Revenue Gen System—Not Just a Marketing Plan @

Trend Insight: Growth can't rely on a few talented individuals or one-off initiatives. Manufacturers need
scalable systems that connect strategy, execution, and accountability. The top B2B growth leaders are
building cross-functional, system-based approaches that tie every initiative back to revenue’

The Shift:

To sustain growth, manufacturers must move from one-off campaigns to an integrated
Revenue Generation System that consistently attracts, converts, and grows accounts

Unified Teams Prioritize:

A go-to-market roadmap with defined roles and KPlIs
Integrated tech stack (CRM, automation, Al, analytics)
Campaign calendars tied to revenue goals

Real-time reporting for decision-making and reinvestment

*McKinsey — B2B growth in the digital age



A Scalable Revenue Generation System
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“Changing our sales
tactics and having better
marketing collateral in
our presentations has
really helped us level up.
In the last few months,
we've seen an incredible
amount of new potential
customers and we're
guoting an incredible
amount of new large
projects.”

Kate Rome, Chief Executive Officer




Final Thoughts

Your Brand is a Growth Engine — Make it work as hard as you do by aligning
your culture, value messaging, and market positioning.

Your Website is a Salesperson — Treat it like a 24/7 revenue driver with tools,
content, and capabilities that move buyers forward.

Events are Campaigns, Not Just Booths - Integrate digital and in-person
touchpoints to maximize ROI before, during, and after.

Sales & Marketing are One Team - Share goals, tools, and messaging to
accelerate lead generation and win rates.

Systems Create Sustainable Growth - Build a Revenue Generation System
that connects strategy, execution, and measurement.

Growth is a Choice - Every shift you make today sets the trajectory for where
your business can go tomorrow.




redcaffeine

a growth consultancy

are you ready for it?

‘ growth is a choice.
kathy@redcaffeine.com | 630.785.6903
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