Your Equipment Is Great.
Does Anyone Know That?

A simple 4-pillar framework for industrial OEMs who make
excellent equipment — but don't yet have a system for
getting in front of the right buyers.
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Sound Familiar?

e Your product is technically superior — but a smaller
pipeline than it deserves

e Trade show budget spent every year, with no clear
read on what it returns

e Customer records live in someone's inbox or a
spreadsheet, not a shared system

e No consistent answer to “what's our pipeline worth
right now?”

If any of this rings true, you don't have a marketing problem — you
have a systems problem. Here's a simple way to think about fixing it.

AUM ACADEMY | Process Equipment Insight



3/9

The 4-Pillar GTM Framework

Every industrial OEM's go-to-market breaks down into four working
parts. Miss one, and the other three carry more weight than they

should.

Traditional

1
Trade shows, conferences, published thought leadership
Digital

2
LinkedIn, website content, CRM, findability in Al search
Face-to-Face

3
Lunch-and-learns, site visits — where trust is actually built
Strategic Alliances

7

Partnering with adjacent OEMs so referrals flow both ways
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Pillar 1: Traditional

Brand association — be in the room, and on the page, where your
buyers already look for credibility.

Pick the right rooms

Executive-level conferences (small, meeting-driven) reach VP/Director buyers —
trade shows reach the people running the floor. You need both, deliberately.

Publish, don't just attend

A white paper or byline in a trade publication builds credibility that outlasts a
single event — and gets cited by Al search tools, too.

Go deep, not wide

2-3 anchor events with a speaking slot beats 8 events with just a booth.
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Pillar 2: Digital

An always-on presence that works while you sleep — and gets found
by both humans and Al search.

LinkedIn with a real cadence

Consistent posting beats occasional bursts — 2—-3x/week, mixing product
education and real customer wins.

GEO, not just SEO

Al answer-engines now surface structured, factual content — write for that, not
just for a search-ranking algorithm.

A CRM, even a simple one

If your pipeline lives in someone's head or a spreadsheet, you can't see it, scale
it, or hand it off.
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Pillar 3: Face-to-Face

This is where trust is actually built — everything else just earns you the
meeting.

Lunch-and-learns

On-site technical sessions reach engineers and EHS staff who never attend a
trade show.

A real visit cadence

Quarterly touches on top accounts — not just reactive visits when a deal is
already open.

Tier your accounts

Not every contact deserves the same amount of your time — let real
engagement data tell you where to invest it.
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Pillar 4: Strategic Alliances

The channel most OEMs overlook: the other equipment makers already
in front of your buyer.

You're rarely sold alone

Your equipment usually goes in alongside someone else's — a formal or
informal alliance turns their proposals into your leads.

Precedent exists

Specialist suppliers in adjacent niches have built entire businesses this way —
embedded in someone else's proposal, not competing for attention alone.

Slow to build, high leverage

One strong OEM relationship can generate a recurring stream of opportunities
— worth the patience it takes.
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How It All Connects

Traditional + Digital build awareness. Face-to-Face builds trust. Alliances
run alongside, feeding leads the whole way down.

INTEREST

CONSIDERATION

DECISION / TRUST
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Which Pillar Is Your Weakest
Today?

Most OEMs | talk to are strong in one or two pillars and unaware
of the gap in the others. That gap is usually the cheapest, fastest
thing to fix — once you can see it.

Drop a comment or send a DM — happy to talk through where the
fastest win is for your team.

Tom Patnaik | AUM Enterprise LLC | aum.llc



