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Quick Guide for Representatives: 
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1. Executive Summary 

This document is your compass for identifying and attracting the perfect clients for 
YUX Agency. We are a company with global reach, specializing in technologically 
driven creative excellence in web design and branding. Our international and 
remote team, including a technology partner in Vietnam, allows us to deliver 
innovative, high-quality solutions to clients worldwide. 

Your goal is to find companies that not only need our services, but also value our 
unique offering: cutting-edge design, robust technology, and the agility of a global 
and remote team. By understanding who we're looking for, you'll be able to focus 
your regional marketing efforts and customer interactions much more effectively. 

 

 

2. Who is Our Ideal Client (ICP)? 
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2.1. Firmographic Characteristics (What type of company is it?) 

It depends a lot on the region you represent. Each region has its own niche, and this 
factor is very important for you to take into account, as it may differ from our global 
approach. The important thing is that these are clients you can reach directly and 
quickly, to introduce them to YUX and our IT solutions and services, tailored to their 
needs. 

Firmographic Characteristic Description Ideal for YUX 
Industry/Niche Technology/SaaS companies, e-commerce, arts 

and culture (galleries, museums, theaters, artists, 
institutions), professional services (consulting, 
legal, financial), online education, innovative 
manufacturing. We look for sectors that highly 
value their digital presence, innovation, and user 
experience. 

Company Size Retail and SMBs, mid-sized companies (50-500 
employees) to large companies (500+ 
employees) that need complex and scalable 
projects. Also, high-growth startups with solid 
funding seeking robust and innovative digital 
foundations. 

Annual Income Range Best case scenario: companies with annual 
revenues exceeding $5 million. They view web 
design and branding as a strategic investment for 
growth, not just an expense. 

Main Geographic Focus Global, with an emphasis on digitally mature 
markets (e.g., North America, Western Europe, 
select APAC) where remote collaboration is 
accepted and valued. 

Typical Sales Process Structured purchasing process (often with RFPs 
or extensive research). Open to demonstrations 
and proofs of concept. 

Supplier Search Process They do a lot of online research (SEO, thought 
leadership content), look for references, and 
participate in industry events. 
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2.2. Demographic Characteristics of the Decision Maker (Who Are We 
Talking to?) 

The B2B decision-making process is rarely a one-person process. We'll cover several 
roles, but these are the most important: 

Characteristics of the Decision 
Maker 

Description Ideal for YUX 

Role of the Primary Decision 
Maker 

CMO (Chief Marketing Officer), Marketing 
Director, Digital Transformation Director, CEO 
(in SMEs), IT Director/CTO (for technological 
aspects). 

Influential Roles IT Director, Product Manager, Digital Marketing 
Manager, COO, CFO (to justify ROI). 

Initiating Roles Marketing Manager, Business Unit Manager, 
SEO/Content Specialist (identifying gaps). 

Typical Skills Digital vision, technical acumen, budget 
management, internal persuasion skills, cross-
functional team leadership. We're looking for 
someone who can navigate office politics to 
drive decisions. 

Goals and Priorities (web 
investment/ branding) 

Increase brand value, improve conversions, 
expand digital market share, optimize user 
experience, ensure data security, and achieve a 
clear ROI on digital investments. 

 

2. 3. Psychographic Characteristics and Shared Values (How do they 
think and what do they value ?) 

These are the most important aspects for a successful collaboration with YUX, given 
our remote model and focus on innovation: 

Psychographic Characteristic 
/Value 

Description Ideal for YUX 

Opening to Remote 
Collaboration 

High. They prefer or are very comfortable with 
digital communication tools, virtual meetings, 
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and asynchronous collaboration. They see 
remote work as an advantage (access to global 
talent, agility). They don't just tolerate it, they 
prefer it. 

Value Given to 
Innovation/Creativity 

High. They seek disruptive solutions and are 
willing to experiment with new ideas and 
technologies. They see creativity as a driver of 
growth and differentiation. They seek a partner 
who will drive innovation within their 
organization. 

Desire for Measurable 
Results/ROI 

Data- and results-oriented. They demand clear 
metrics and a tangible ROI on their investments. 
They seek solutions that directly impact 
business objectives. 

Communication Style 
Preference 

Highly transparent and proactive. They value 
regular updates, honest communication about 
challenges, and a structured approach to 
interactions. Trust is key, especially in a remote 
model. 

Comfort with Digital 
Tools/Platforms 

Competent and adaptable. Easily uses and 
integrates with project management platforms, 
communication tools, and collaboration 
software. 

Strategic vs. Tactical 
Perspective 

Long-term vision. They seek strategic 
partnerships that drive growth and digital 
transformation, beyond one-off projects. 

 

 

 

3. What Problems Do We Solve and What Goals Do We 
Help Achieve ? 

 

https://yuxagency.com/
https://linkedin.com/company/yuxagency
mailto:info@yuxagency.com


 
 

 

YUXagency.com LinkedIn | info@yuxagency.com 

Our ideal clients have specific problems that YUX solves with its “technological 
creative excellence.” 

3.1. Common Pain Points (What hurts?) 

Common Pain Point Detailed Description of 
the Pain Point 

How YUX Solves It (Your 
Sales Pitch) 

Low Quality/Volume of 
Leads 

Difficulty attracting 
qualified prospects, 
leading to wasted 
resources. 

We design SEO-
optimized websites and 
content strategies that 
attract high-quality leads 
and convert them into 
customers. 

Non-Resonant Content Generic or AI-generated 
content doesn't connect 
with decision-makers and 
feels impersonal. 

We create strategic and 
thought-leadership 
content that addresses the 
specific challenges of 
each key stakeholder, 
building trust and 
authority. 

Difficulty in Measuring 
ROI 

Inability to justify 
marketing budgets or 
know which strategies 
work. 

We implement tracking 
and analysis tools, define 
clear KPIs, and provide 
customized ROI 
dashboards for complete 
visibility. 

Weak Online Brand Lack of a distinctive brand 
identity that differentiates 
them and connects with 
customers. 

branding strategy that 
defines the brand's 
personality, values, and 
message, applying it 
consistently across all 
digital touchpoints. 

Website without 
Inbound Strategy 

The website does not 
convert visitors into 
customers; it lacks 
conversion elements and 
inbound marketing 
techniques. 

We design and develop 
conversion-focused 
websites with strategic 
CTAs, intuitive navigation, 
and engaging content to 
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guide users through the 
sales funnel. 

Resistance to 
Change/New 
Approaches 

Many are conservative 
with digital marketing and 
don't embrace new 
trends. 

We position ourselves as 
strategic partners and 
thought leaders, 
educating on the value of 
digital transformation and 
ROI, not just as service 
providers. 

 

3.2. Business Objectives (What do you want to achieve?) 

Main Business Objective Specific Client Objective 
(Example) 

How YUX Helps You 
Achieve It 

Increase Income Increase online sales by 
15% in 12 months. 

E-commerce web design, 
sales funnel optimization, 
and implementation of 
effective call-to-actions. 

Establishing Brand 
Authority and 
Recognition 

Become the benchmark in 
your niche market in 2 
years. 

Brand strategy 
development, visual 
identity design, creation 
of thought leadership 
content (blogs, 
whitepapers). 

Automate and 
Streamline Processes 

Reduce customer support 
inquiries by 10% through 
self-service. 

Chatbot/FAQ integration, 
customer portal 
development, form 
automation. 

Improve User 
Experience (UX) 

Increase visitor retention 
by 20% and reduce 
bounce rate. 

User-centered UX/UI 
design, usability testing, 
mobile optimization. 

 

4. The B2B Purchasing Process and How We Position 
Ourselves 
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The B2B purchasing process is complex and lengthy, with multiple stages and 
decision-makers. However, there is one key advantage for YUX: B2B buyers 
increasingly prefer digital or remote interactions. This is a strength for our global 
and remote business model. 

Purchase Stage Customer Action/Mindset Your Interaction Strategy 
(YUX) 

1. Problem 
Identification  

They recognize a need 
(e.g., website not 
generating leads, 
outdated brand). 

Offer educational content 
(blogs, guides) that helps 
them diagnose their 
problem. 

2. Exploring Solutions They investigate possible 
solutions and suppliers. 

Position yourself as an 
expert with white papers, 
case studies, and 
webinars. Show how YUX 
is the solution. 

3. Building 
Requirements 

They define what they 
need and their budget. 

Help them define their 
requirements, aligning 
them with our strengths. 

4. Supplier Selection They evaluate potential 
suppliers.  

It features personalized 
demos, detailed 
proposals, customer 
testimonials, and 
transparent pricing. It 
highlights our expertise, 
scalability, and data 
security. 

5. Validation They test the solution or 
check references. 

Use compelling case 
studies and customer 
references to build trust. 

6. Consensus Building They seek internal 
approval from everyone 
involved. 

Provide executive 
presentations and ROI 
justifications for each 
department. Help them 
"sell" the solution 
internally. 
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Factors that Influence the Purchase Decision: 

• Experience: Buyers look for experts to educate and advise them. 

• Performance: They want solutions that save time and money, with long-term 
benefits. 

• Scalability and Integration: They prioritize solutions that integrate with their 
current technology and can grow with them. 

• Data Security: This is a primary concern; we must communicate our 
compliance processes (GDPR, CCPA). 

• Customer Service: They value personalized support, availability, and a 
dedicated account manager. 

• Price: They evaluate the price in relation to the value, seeking transparency 
and competitiveness. 
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5. Conclusions and How to Guide Your Regional 
Marketing 

 

Your role as a representative is key to connecting with this ideal client. 

• Focus on Value, Not Just Service: Don't just sell web design or branding. Sell 
comprehensive solutions that solve their pain points and help them achieve 
their business goals, with a clear ROI. 

• Highlight Our Remote and Global Advantage: For the ideal client, our remote 
model is a strength. It emphasizes access to global talent, the agility and 
efficiency that this entails. 

• Be an Educator and Advisor: Many clients may not be digital experts. Position 
yourself as a thought leader, offering valuable insights and guiding them 
through digital transformation. 

• Build Trust: Transparent communication, responsiveness, and demonstrating 
results are vital to building strong relationships, especially in a remote 
environment. 

• Assess the “Digital Mindset”: Before investing a lot of time, make sure the client 
is comfortable with and values remote collaboration and innovation. 

 

By following this guide, you'll be able to target your regional marketing 
more precisely, attract the customers who will benefit most from YUX, 

and build long-lasting, successful relationships. 
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