Industry: B2B Manufacturing

Sales in this Client's “Dealer’ channel were starting to plateau as the industry swayed away
from value brands and into more premium products.
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Results

« $70,000+ in new category sales the first month

* $275,000 in category sales in first quarter
« Opened 100 new dealer accounts in 3 months after initial launch

o Led to 15 new OEM (Frivate label) accounts.
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