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We started by scrubbing their website, working to make it more 

user friendly.  There was no budget for a rebuild at the start, but if 

s 

capabilities was vitally important.

-

geted AdWords ads for specialized services, and those seeking 

quick turns and hands-on support.  Essentially, we were boot-

 

business on the web.

manufacturing space, we rebuilt the site, added a blog, and 

developed SEO presence.  The company continued to grow, 

consuming more of the building they were in with new private 

continued growth. 

Approach

our time by focusing only on tasks to get them go-

ing.  Over time, the ad budget increased 10X, we 

of the US, seeking new hardware developers in 

other states.  They are now able to handle business 

with much larger production runs, and still main-

tain their established position as experts in new 

materials development and engineering quickturns 

with design for manufacturability.

Results

702 - 270 - 8772

Our client, a Silicon Valley electronic manufacturing company 

(EMS)

layouts.  They managed a small manufacturing site with a few 

pieces of automated and manual equipment, working one shift a 

day with a handful of employees.

We met them at this early stage of their growth, and their limited 

marketing budget allowed for only services that would immediate-

ly generate new opportunities from new product developers and 

engineers seeking hands-on manufacturing assistance with a local 

supplier.  And there are a lot of little EMS options out there!
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