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Objective: Create serviceable local demand and turn relevant enquiries into demonstrations and dealer
orders.

Anonymised interview assignment. Recommendations, roadmaps and any modelled targets are proposed.

TARGET AUDIENCE

Applicators who influence selection and need approved product-use guidance. Contractors and builders
evaluating suitability and installed cost.

STRATEGIC CHOICES

Launch where fulfilment is ready. Choose pilot clusters using dealer stock, field response and
application demand.

Prove the application locally. Use approved site demonstrations and applicator content.
Route every enquiry to an owner. Capture the area, product interest and project stage.

Verify the commercial outcome. Track raw enquiries and accepted leads separately.

30-60-90-DAY ROADMAP

Days 1-30 Confirm readiness and establish the baseline. Agree product claims, dealer
availability and the pilot areas.

Days 31-60 Run the regional pilot. Activate search, proof content and local referrals.

Days 61-90 Scale, repair or stop by area. Review the cost per completed demonstration and
conversion to orders.

MEASUREMENT

Raw enquiries and sales-accepted leads, reported separately. Response time and completed site
demonstrations. Demonstration-to-first-order conversion and cost per verified demonstration. Verified
invoices, dealer sell-through and repeat orders.

VALIDATION BEFORE SCALE

Expand to additional areas when local proof, stock availability and order conversion support the decision.

Proposed interview strategy. No implementation or achieved results are claimed. Pravin Kamble



