


We bring business intelligence into an agency environment

Regions First “Client Side” Agency



ACQUISITION & RETENTION
Only agency to offer acquisition + 
retention under the same roof

LEADERSHIP
Only agency with leadership and 
advisory comprising of client side 
people with agency experience

TEAM
60% of the team 
comes from client 
side backgrounds

WHY CLIENT SIDE?



We ‘ Create & Deliver ‘ Omni Channel Strategies 

Martech & Development
Consultancy - Implementation, 
Web & App Development, Data 
analytics

Search Engine Optimization
Audits - Fixes Local - Arabic -
Content Link Building - Reporting

Marketing Automation
Omni Channel - Automation 
Single View Of Customer - 
Content  & BI

Performance Marketing
Search- Social  - Display - Video - 
Analytics - Creatives Feedback



Since 2021 we have built strong partnerships
We have strategic relationships and agency experience with

PAID MEDIA

CRM

E-COMMERCE

ANALYTICS & APP



Our "Client Experience Blueprint" ensures first class service and delivery

Sales to Delivery Handover

● Building our brand 
knowledge

● Kick off meeting
● Brand immersion

Reporting and Insights

● Tailor made monthly report
● Run through rationale meeting
● Consistent data analysis and 

competitor insights

Regular Clients Comms

● Monthly check-ins with client 
director

● Weekly calls with specialist team
● Clear follow-up notes and action

Client Training Opportunities

● Monthly client huddle with industry 
updates

● Ongoing webinar schedule
● 1-2-1 training

Valued Partnership

● Partnership alignment & 360 feedback 
discussion

● Strategy review meetings (QBR's)
● Regular hot-desking



CASE STUDIES



PERFORMANCE CASE STUDIES



























SEO CASE STUDIES















CRM CASE STUDIES











Marketing Automation

PROBLEM
DOOS faced limitation in increasing the CRM contribution to the 
overall revenue and hence they had to depend heavily on their paid 
media activities.

SOLUTION
Introduced segments for manual push notifications, while creating new 
journeys to scale up the revenue from the automation journeys looking 
at frequently bought together categories, high recurring categories and 
preferred channel of communication

RESULT
Q3 vs Q2 has show remarkable growth, where the CRM 
contribution to the business has increased by 220%, sessions 
have improved by 180% and CTR has improved by 35%



Overall account 
growth

220% increase in CRM contribution

180% increase in sessions

35% Increase in CTR

50% increase in MAU’s

Marketing Automation







GMB CASE STUDIES








