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Executive summary
Northstar has a strong product and a growing customer base, but its acquisition story changes across the website, sales materials, and partner conversations. This proposal creates one measurable buyer journey that can be reused across those channels.
Recommended approach
1. Focus positioning on the highest-intent customer problem.
2. Turn proven sales language into reusable conversion assets.
3. Automate post-demo follow-up and measure each step.
The goal is a simpler buying journey that the current team can operate without adding manual work.
Project plan
	Phase
	Deliverable
	Timing

	Discovery
	Buyer journey and message audit
	Week 1

	Build
	Landing page, sales narrative, and follow-up sequence
	Weeks 2 to 3

	Launch
	Measurement, review, and handoff
	Week 4


Success measures
· More qualified visitors reach the primary call to action
· A larger share of demo requests match the target customer profile
· Follow-up is sent consistently without manual reminders
Next step
Approve the proposed scope and schedule a 45-minute kickoff with the project owner.
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