
A NEW APPROACH, A BIGGER IMPACT

LOCAL 
SOLUTIONS



HOW WE GOT HERE



THE DATA LAB



MEET THE TEAM: 

The Data Lab is the attribution and 
analytics hub for Local Solutions, 

specializing in Elite and Key 
accounts. The team transforms 

complex data into clear reporting 
and actionable recommendations 
that help sales teams prove ROI, 
retain clients, and drive growth. 
Whether through multi-channel 

analysis & recommendations, AIM 
insights, matchback studies, or 

advanced tracking and 
dashboards, Data Lab turns data 

into decisions. When data needs to 
be connected, analyzed, and 

translated into action, Data Lab is 
where your ticket goes.

Presenter Notes
Presentation Notes
Client Strategy is the analytical and strategic brain behind media performance. The group partners with sales and account teams to grow revenue on new business, protect revenue on existing accounts, and support the vendor and product ecosystem that makes campaigns run. Their work spans the full client lifecycle—from presales research and competitor analysis through ongoing optimization, performance reviews, and annual planning. If a question starts with “What should we do about this account?” it probably belongs here. 




Omni-Channel 
Recommendation 

Report 
(ChannelSync)

KPI Tracking – 
Elite & Basic 

Accounts
CEO Reports NinjaCat 

Assistance

Monthly Meetings 
to review Top 

Accounts
Client Calls

AIM Interpreters
• AIM User Journey 

Report
• AIM Advanced 

Matchback Reports 

NEW LAB, NEW OFFERINGS



CEO Report



AIM Advanced Reports



SALES ENABLEMENT



MEET THE TEAM: SALES ENABLEMENT



WHAT YOU CAN “ORDER” FROM US

Trainings:
• Product Training
• Sales Training
• Platform Training

New Seller 
Onboarding
• Product
• Platforms

Support on Client 
Calls
• Campaign Strategy
• Closing Support

Collateral Requests:
• Sales
• Product

OTHER WAYS WE
WILL SUPPORT YOU

Scaling wins

KPI reporting

GTM materials and strategy

Market initiatives + O&O support  

Sales efficiency 

SALES ENABLEMENT



SYSTEM OPERATIONS SUPPORT



MEET THE TEAM: SYS OPS

You sell. We carry the gear. 
Markets have been hauling operational 
weight that was never yours to pack —  

broken handoffs, inconsistent 
standards, systems that don't connect 
the way they should. That ends here. 

We're your Sherpas. We own the 
standards, the integrations, and the 

support that make the climb 
repeatable across every market. No 

more guessing which path to take. No 
more setting up base camp from 

scratch. Just a clear route, consistent 
execution, and a team that knows the 

mountain, so you don't have to.

This group handles everything related to owned-and-operated digital inventory, ad delivery, 
revenue reconciliation, order management, and cross-system troubleshooting. 

Other groups build strategy and tell the story; Sys Ops makes sure the ropes are set.

Presenter Notes
Presentation Notes
Client Strategy is the analytical and strategic brain behind media performance. The group partners with sales and account teams to grow revenue on new business, protect revenue on existing accounts, and support the vendor and product ecosystem that makes campaigns run. Their work spans the full client lifecycle—from presales research and competitor analysis through ongoing optimization, performance reviews, and annual planning. If a question starts with “What should we do about this account?” it probably belongs here. 




Systems Troubleshooting 
/ Sherpa Support

• Cross-system troubleshooting for 
AdsWizz, HubSpot, GAM, Wide 

Orbit, and other platforms. (Non-IT 
issues only.)

HubSpot Deal / Order 
Setup Support

• Assistance setting up or correcting 
deals and orders in HubSpot, 
including linking to correct 

records. 

O&O Sponsorship Support
• Site, app, and livestream 

sponsorship campaign setup, 
inventory availability checks, and 
delivery/reporting across systems. 

O&O Performance 
Reporting & Monthly 

Insights
• Ad hoc and recurring performance 

reports for O&O digital properties. 
Includes analysis of results and 

optimization guidance. 

Wide Orbit Revenue 
Reporting & Market 

Account Reconciliation
• Revenue reports to cross-
reference current orders and 

confirm billing before month close. 

Wide Orbit CIA / Unpaid 
Reporting

• Reporting on confirmed, in-
progress, and unpaid orders within 

Wide Orbit.



CLIENT STRATEGY



MEET THE TEAM: CLIENT STRATEGY
FROM INSIGHT TO IMPACT 

Client Strategy is the analytical and 
strategic brain behind media performance. 
The group partners with sales and account 
teams to grow revenue on new business, 
protect revenue on existing accounts, and 
support the vendor and product ecosystem 
that makes campaigns run. Their work 
spans the full client lifecycle—
from presales research and competitor 
analysis through ongoing optimization, 
performance reviews, and annual 
planning. If a question starts with “What 
should we do about this 
account? ” it probably belongs here.

Presenter Notes
Presentation Notes
Client Strategy is the analytical and strategic brain behind media performance. The group partners with sales and account teams to grow revenue on new business, protect revenue on existing accounts, and support the vendor and product ecosystem that makes campaigns run. Their work spans the full client lifecycle—from presales research and competitor analysis through ongoing optimization, performance reviews, and annual planning. If a question starts with “What should we do about this account?” it probably belongs here. 




REVENUE GROWTH
Client Presales Calls

SME participation on presales calls to present tactical 
expertise and help close new business.

Strategy Support

Analysis to identify key presales opportunities and align client 
goals to media efforts.

Omni Channel Reco's

Cross-platform media strategy recommendations designed to 
drive goal-oriented results rather than delivery metrics.

Product Integration

Supplementary integration support —  e.g. connecting 
HubSpot to Google Ads or aligning call tracking solutions.

SME Support

General subject-matter-expert questions about tactics, 
platforms, or campaign approaches.

Competitor & Landscape Analysis

Research into what competitors are doing in a given space 
and what the client can learn from it.

REVENUE GROWTH VENDOR/PRODUCT
SUPPORT

Cheq, Marchex, Hoot Setup

Fraud prevention tool setup and configuration, Call recording 
setup and configuration and Feed management and support.

Meta Page Support

Connecting Facebook pages to enable media buying.

Deep Sync Support

3rd-party audience segments for Meta.

SOO Management

Fulfilling and Managing SOO

Vendor Escalations

Manage Vendor issues, Escalations and Resolutions

Wishlist / Feature / Process

Internal recommendations for process, tool, or product 
improvements.

Media Mix Modeling

Determining the right media mix between tactics and silos to 
maximize ROI.

Account Performance Review & Audits

Reviewing performance on an existing account and making 
recommendations for improvement.

Monthly Market Execution Calls

Recurring calls to review performance and pacing for top-level 
accounts and surface actionable items.

Client Performance Calls

Direct client-facing performance reviews.

Annual Strategy Planning

End-of-year or pre-renewal strategy sessions that review the 
past year, identify gaps, and build a proactive plan.

REVENUE RETENTION



CMG Digital Launchpad
Your one-stop hub for ordering the digital products and services 
that support CMG. From strategy calls to tracking pixels, 
everything is all in one place.

24
Hours

Standard orders will be 
acknowledged by the 
individual department 
within 24 hours of the 
order being received 

4
Hours

Emergency orders will be 
acknowledged within 4 
hours. Orders submitted 

after hours will be 
processed next day. 

Presenter Notes
Presentation Notes
Client Strategy Services — Pre-call strategy sessions, omnichannel recommendations, competitor analysis, SME support, and product integration help. Shajan, Barrett, and Elissa are your contacts. 
The Data Lab — AIM reports, CEO matchback reports, conversion tracking setup, NinjaCat dashboard support, and custom PowerBI dashboards. Samara and Nhat own this. 
Sales Acceleration — Live client-facing call support, pre-call coaching, training sessions, and collateral (whitepapers, case studies, updated decks, one-pagers). Led by Colin, with Quest and Lindsey. Seminars — Full event production for client-facing seminars: Eventbrite pages, banner ads, email sequences, LinkedIn copy, flyers, and day-of materials. Just provide the speakers, date, location, and topic. 
Systems Operations Support — O&O sponsorship and reporting, Wide Orbit reconciliation, HubSpot deal setup, and cross-system troubleshooting. Regina, Maureen, and Amy handle these.



Presenter Notes
Presentation Notes
The new ticketing system is powered by HubSpot. When the orders are placed, a confirmation email is sent to the individual department. To keep everything on track, a task is created for that department 






Next Steps

• Roll out New Local Solutions to 
other Digital personnel

• Be on the Lookout for the 
Ticket/Order Form links

• Schedule follow up meetings for 
any additional questions

LOCAL SOLUTIONS

Presenter Notes
Presentation Notes
Client Strategy is the analytical and strategic brain behind media performance. The group partners with sales and account teams to grow revenue on new business, protect revenue on existing accounts, and support the vendor and product ecosystem that makes campaigns run. Their work spans the full client lifecycle—from presales research and competitor analysis through ongoing optimization, performance reviews, and annual planning. If a question starts with “What should we do about this account?” it probably belongs here. 




QUESTIONS?

LOCAL 
SOLUTIONS
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