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UH Marketing strategy makes its appearance UH Sales force is the MVP of this phase. Our sales n this phase, it is the priority to be i By this point, UH kept his brand promise
Google ads and email campaigns introduce poten representatives speak to potential customers abot constant contact with the clients and to and the client is satisfied. Now, it is the turn
Universal Hardwood al new customers to UH.On the other hand, our all the benefits of buying with UH. Past deals make them feel reassured. Constantly for the post sale service to start generating
excellent SEO makes the website stand out among Industry knowledge and product quality should be Ipdating them about the status of theil 0ya vare
competition. Videos of the industry as well as showcased here

yutube videos reintorce drand positioning

1g for options in the market. Performs
to his top of mind, searches
orre 3

igital: Shopify Site, Youtube Video
Advertising: Google Ads, Email campaigns
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am in need of wood flooring for my new best option? This product is what
project Who has the best prices? am comfortable buyin

oduct is w o | have bought this product 13 ike the he product has great quality This brand is my top of
| g it from this provider want the product to arrive ASAP ook and feel of it The company's policies are great e to recommend this to my
Thoughts want/ need this specific type of flooring Wi arranties? will ask all the remaining questions | may have Ithe d or it exceeded | like my partner relationship with Ut will buy from this company again

Experience

xcitement, happiness, caution, expectation Doubt, Uncertainty, Caution Reassurance, Positivity, Readiness, Willingness

Emotions




