STOP
CHASING.
START
PULLING.

A brand infrastructure playbook for
industrial companies looking for
clarity and marketing consistency.




01. THE FAULT LINE

THE FUNNEL ISN'T
YOUR PROBLEM,
POSITIONING IS.

Most agencies will sell you a funnel. In industrial markets, funnels usually turn
into leaks: money in, authority diluted, and RFQs from buyers who see you
as interchangeable.

You don’t lose deals because you lack leads.You lose them because your
value collapses under comparison. When buyers can’t quickly understand
why you're different, safer-looking competitors win, even when your team is
better.

At BIG Gravity, we don't sell marketing activity, we build brand mass. The
clarity and authority that makes buyers trust you before the quote is even
opened.

When your brand has mass, you stop explaining and start getting selected.
The market becomes less of a chase and more of a territory advantage.



02. THE PHYSICS OF BRAND

HOW AUTHORITY ACTUALLY
COMPOUNDS.

Brand is not aesthetics.

Brand is not content volume.

Brand is not attention.

Brand is physics.

Market pull follows a simple equation:

Market Gravity = (Brand Mass x Market Need) + Distance

e Brand Mass Authority buyers can recognize fast — messaging, proof, and a visual system that signals scale.

e Market Need The volume and urgency of real projects in your territory.

 Distance The friction between interest and commitment: confusing messaging, weak proof, inconsistent visuals,
slow handoffs.

Most companies focus on Market Need. The ones who win focus on Mass and Distance.



In industrial sales, friction is where margin goes to die.



03: THE COORDINATES ASSESSMENT

YOUCAN'TFIX WHAT ISN'T MAPPED.

Before anything is built, we establish where your brand is leaking margin.

We assess three dimensions:
o Authority (Vertical): Are you seen as a commodity vendor — or a technical partner?

» Awareness (Horizontal): How many buyers know you before the next emergency,
outage, shutdown, or deadline?

e Friction (Depth): How hard does it feel to understand, trust, and choose you under pressure?

This assessment reveals the real problem behind lost bids — not guesses, not opinions,
not vanity metrics.



04: INFRASTRUCTURE, NOT ACTIVITY

MARKETING IS OVERHEAD.
GRAVITY ISINFRASTRUCTURE.

Stop treating your digital presence like a brochure. Treat it like a sales asset that reduces questions
and shortens the path to yes.

To generate pull, you don’t need more content, you need signal. Signal is clarity, proof, and consistency —
deployed where decisions are made.



04: INFRASTRUCTURE, NOT ACTIVITY

WHATITIS.

The Authority System (Visual Identity)

A usable identity that signals scale and competence — so your company stops looking “regional” when
buyers compare you to nationals. Not cosmetic design. Operational signaling.

The Message & Proof System (Messaging)

Buyer-centric narratives and proof that hold up under RFQs, spec comparisons, and time pressure.
This is what allows sales teams to reinforce value instead of explaining it.

We anchor messaging around real “midnight problems”: shutdowns, substitutions, shortages, spec conflicts,
missed deadlines.

The Distribution System (Owned + Enablement)

Your clarity placed where decisions happen: Sales tools, email, site architecture, and credibility assets that
move through buying committees.

When ampilification is used, it supports clarity — not clicks.



04: INFRASTRUCTURE, NOT ACTIVITY

WHAT THIS IS NOT.

* We don't sell ads.

* We don't sell lead generation packages.

* We don't offer short-term growth guarantees.
* We don’t execute tactics without diagnosis.

We are not anti-ROI. We are anti false causality.

We measure success through clarity, consistency,
sales enablement, and reduced decision friction —
because that's what protects margin and authority.



05: THE REAL DECISION

HUSTLE GOT YOU HERE.INFRASTRUCTURE
GETS YOU TO THE NEXT LEVEL.

You can keep fighting for RFQs where a competing distributor wins or you can build the infrastructure that makes your
value land clearly. If the founder has to translate the brand every time, you don’t have a brand; you have a bottleneck.

BIG Gravity exists to prevent brand erosion as companies scale — protecting margin, credibility, and founder leverage.



05: THE NEXT STEP

GET YOUR COORDINATES
ASSESSSMENT

No pitch. No guessing.

Just a clear map of where your brand stands — and why
the market is responding the way it is.

START HERE


https://www.biggravitymarketing.com/coordinates

THE ARCHITECT OF BIG GRAVITY

BIG Gravity was built by someone who has spent time
working inside industrial markets as a content creator

and brand development specialist — and watching strong
companies lose ground to weaker ones with clearer brands.

Most marketing fails here because it doesn’t understand
the difference between a capacitor and a contactor —
or what happens when a decision is made under pressure.

We build the infrastructure that makes your value under-
standable in 30 seconds and defensible in a boardroom.

We don’t believe in luck or hustle. We believe in the physics
of brand.

Let’s build something heavy.



STOP
CHASING.
START
PULLING.




