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Course Content & Outline

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

.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 e

.Social media and developing your brand voice e
.Understanding your benefits to the partner e
?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

Incorporating brand values

.Brand communication e

.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 e
.Increasing your views and interactions publicly e
.Writing a contract with solid expectations e

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

.Your digital footprint and its impact e

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


https://new.holistiquetraining.com/ar/news/mastering-b2b-marketing-essential-strategies-for-business-success
https://new.holistiquetraining.com/ar/news/mastering-b2b-marketing-essential-strategies-for-business-success
https://www.youtube.com/embed/ECkr2N0IBKM?si=EYkDpyATMMRpi67i

