s B2B Gosutll o 5 bl 55801 e 5,k 3l)"
"3l bdilly 2l p Uad

A 5 :3aall
ar :allf

INDO1-128 : uy sSIf o 58

oSl Gua

oanall By guill dloly Gocl 28,00 ki o

ol (s siall e 5Ll bidll delis elol 443K gi @

e liall Jals ol il oy wlin slioll 28480 5 pun L] ®
orpudliall oy 550 A Gad 34 g Lngil il ppaiad @

gliiuall 301y basll wolalasly juill PESTEL Julad 285 alasiwl
Sl o gl o libuall sl el G sl sy sl @
Lalle 236015 aladill edlaall (o 5% il dloiaall Jalsall (4d @
Jasidl delin sie wlagdail (gilly 24 yaall lehi] o


https://holistiquetraining.com//ar/course/marketing-oil-gas-b2b-ar
https://holistiquetraining.com//ar/course/marketing-oil-gas-b2b-ar
https://holistiquetraining.com//ar/course/marketing-oil-gas-b2b-ar
https://holistiquetraining.com//ar/course/marketing-oil-gas-b2b-ar

s sqoal!

.BJ.I.““ .o wt o e £ . £ £
: g ) v._l..A.AAJV_.I'

St suill 5 e

Sepuill ppigaill e Ll o
Jle¥l Olaal o
orwlasll @

laall e ®
laslaall s ol 535 (5L @
JOYEERPN | )

asiall (500 @

ol QS o

CHotall @

ol sidall e @

asivw JolSIN Olagiwdly gl 3 3ai Al oy li85 e de o
o ‘ 5 el 35l U (Lol s e do site Ao ganne ot il aliyell Tin ansiuy
s Jii Jlae¥ plis 8 oy slolaiall die iy Lo il dule linll 2yopats ' o
? T Lpogadill o gyally saaisll adalie Zaalyey oS, Lkl

.adall

i . Nt e PN . e s
v.l.l.l.u‘)\g.q.né.l ALI.l.l. ls.’..\%!Jb_){.utgm)_).t.l\gb.\.;_)suﬁa)l%ﬂlhws)\gm){}kﬂwbwuju\}m
‘IQ ) ] - ~ - g -
Joriw 3 way e liall & 5y guill j et s o
. , IR .
< e I?Ad—‘&m clail Ladly dial danlye o Sl G o heY! SLISIWT sie 4is
o) Q . - Sl 3 x
Laill o lislial 9_44.1.5@!@114.101.“4\9ubdhﬂlwb%wuﬂjl\gayl@&kﬁjf‘}L;.o&cw

saalall

A I vo o ! FS B S O s (=
sl pgall oo e 3small qtal Vyai Zanall 3 eladl onaall opos cpnndlinl] g Galle Gsw 515 il delias 0



(A YT SISl dal £l Laall Znlay] 85 5um 1 shais 8 Siva g 8158 Baguad Lunilyinl o

sliie wlide I @S1all sda o of oSy i «Joyidl 2S5l Lals 2eal I3 IS8l o @ lagall s

1AV aliually asall dylay] dnas audiy « bl ore i ST 3aaiy laitall

alaniul wils 5lelils elitse e omlitll J gliatuw coliiall Jundl e Jganlls 2udliall 2asie & lall

Aann Gglae ol altul o e aylayl oo clianl 5615 Laaall Jlaal JolS iy a,a Tl 20500 clivn b

IO PR PR B [ JWh { P UL V1| PRE TR V:1 | Y SURYVENQUNV N I N EUy PP TN LT/ S VNI FESPRRN  JOW
Galiituall Loyl adgis limn fol doaiies G588 um il .

a3l el S 6 s

Section 1: Introduction to Gas & Oil B2B Sales

.0il and gas product purchasing procedures e
.Sensible pricing and knowing your target audience e
.Hedging using data insights e

.Forecasting the future e

Section 2: Developing Effective Marketing Strategies

.Marketing logistics and trading legislation e
.Understanding the oil and gas market e

.Regulations and commercial frameworks e

Section 3: Understanding Your Consumer & Effective Negotiation

?What does your consumer want from a deal

.Securing effective B2B contracts

.Mutually beneficial relationships and developing a good rapport

.Effective negotiation skills

.Common tools and techniques for negotiation e

.Written communication vs. face-to-face

Section 4: Digital Marketing in the Petroleum Sector

.Digital marketing definitions e

.Traditional and digital marketing techniques e

.Programmatic advertising methods

.Social media and developing your brand voice

.Understanding your benefits to the partner

?What can your partner offer you e



.Maximise your reach using social media platforms e

Section 5: Your Brand Voice

.Creating your USP e
.Branding means a lot to your consumer e

?What does your brand say about you e

.Incorporating brand values

.Brand communication

.0il and gas knowledge and expertise and how you can portray this

Section 6: Customer Complaints & Setting Expectations

.Your supply chain e

.Handling complaints publicly

.Developing solid processes and procedures

.Increasing your views and interactions publicly

.Writing a contract with solid expectations

.How to avoid bad press in the oil and gas industry

.Your digital footprint and its impact

Section 7: Price Changes & Political Movement

.Setting a supplier profile e

.Adding value to your contracts

.Preparing quotations

.Price changes and developments
.Helping your partners to understand price increases e
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Mastering B2B Marketing: Essential Strategies For Business Success

Discover the fundamentals of B2B marketing and unlock success in business-to-business
relationships. Learn the key differences between B2B and B2C marketing, explore effective
strategies such as content marketing and account-based marketing, and harness the power
of data-driven insights. Master the art of building strong relationships and positioning your
brand as

YouTube Video

https://www.youtube.com/embed/ECkr2NOIBKM?si=EYkDpyATMMRpi67i
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