
🝰 🜃 ⌖ 🜄 ⊚ ⧖ ⬡ 🝗 🜂 ∴

Decode the ask.
Sharpen the team.

Shape the response. 
Start with the brief
Scan the signals / feel the gaps.
Reframe the ask.
Pull what matters.
Guide stance and structure.
Deliver every time. 

Two weeks of pitch strategy work in an instant
25 years of comms experience, distilled
Brief decoded before you start
Architected, not guessed
Aligned to risk and ambition
Flow made tangible
Scoped before overreach
May the odds be in your favour. 
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Click2View × New Partners
Agency Credentials 2025

Strategic Pitch Intelligence Report

I. Agency Profile Who the agency is, researched
II. Backline Effort, and the shape of the work
III. Strategic Fit How brief and agency align
IV. Undercurrents Signals beneath the surface
V. Context The client's world and movement
VI. Tempo Pace of the brief, client, and culture
VII. Stance How to show up and play it
VIII.Interpretation The brief, made crystal clear
IX. Creative Voltage Sparks, angles, energy zones
X. Narrative A spine you can run with

THE ASK

Win new strategic
business partnerships

THE STAKES

Prove that clarity drives
business growth.

THE MOMENT

2025. B2B noise peaks.
Attention is the currency.

Cut through the noise to claim authority.
Turn corporate strategy into magnetic storytelling.

Contents

This Report Will
Decode the ask behind the ask

Show where the agency has strategic permission to play

Clarify how to win, and whether it's winnable at all



🜔 Agency Profile
Who the agency is, researched from its credentials and the public web.

Click2View
Original storytelling, trusted creative judgement.

Founded c. 2011 · Independent · Singapore
Boutique (5–30) · Singapore, APJ, CEMEA

A 14-year-old independent powerhouse that turns original insights into industry
authority. They lean into a newsroom-trained operating model to bridge the gap
between complex corporate strategy and high-attention storytelling. Their
advantage is the ability to scale creativity without losing strategic integrity.

01

Creative Strategy
02

Design & Illustration
03

Editorial & Copywriting

04

Live Streaming
05

Motion Graphics & Animation
06

Photography

07

Social Media
08

Video Production
09

Podcasting

01

B2B Tech
02

Public Sector
03

Financial Services

Google · Visa

Strategic Fingerprint

What They Do

Sector Specialisms

Notable Clients

Recent Work
Google Play Store (2024): Multimedia content to inspire next-gen developers

Visa (2024): Regional multimedia content for the Navigate hub in CEMEA



They align creative strategy early to eliminate guesswork. This newsroom-inspired
approach allows them to move fast and execute with precision.

Sources: click2view.com, cxnetwork.com

Awards and Recognition

Independent Agency of the Year“
Ways of Working

Strengths for This Brief
Expertise in simplifying complex tech narratives for public audiences

Newsroom approach is ideal for the rapid 'trend-jacking' and response times
required by GovTech

Proven track record in regional scaling and high-engagement multimedia

Watch-outs for This Brief
The brief requires heavy daily community management and always-on
operations

As a boutique agency, they must prove they have the operational bandwidth for
high-volume daily moderation



🜃 Backline
Operational scope, effort mapping, delivery structure, risk points, and commercial viability.

What makes a pitch feel effortless, even when it's anything but?
The strongest moves are usually invisible.
Great work collapses without scaffolding.

This is the part you don't see, and the reason the rest works.

The 'pre-game' — what it takes to win the work before any delivery begins.

ROLE TASKS
ESTIMATED
HOURS

NOTES

Strategist
Narrative architecture, case
study selection, and value
proposition mapping.

15-20
Focus on bridging corporate
goals with newsroom-style
storytelling.

Creative
Director

Visual direction, conceptual
framework, and high-fidelity
content samples.

10-15
Ensuring the deck reflects
'Independent Agency of the
Year' quality.

Designer
Deck layout, asset production,
and final polish.

20-30
Heavy lift on visualising
multimedia capabilities.

Account
Lead

Coordination, quality control,
and final review.

10-15
Managing the proactive
outreach timeline.

This is a proactive credentials play rather than a reactive RFP. Effort is concentrated
on visual proof and narrative prestige to attract high-tier partners.

Estimated effort to respond vs. typical pitch of this type.

Pitch Response Breakdown

Pitch Effort Differential

sector avg: 0.50

effort: 0.40



Lower than average pitch effort as it leverages existing credentials, requiring only
strategic tailoring.

Spot high-load roles to anticipate hiring, burnout risk, or over-dependence.

ROLE
MONTHLY
LOAD

TIMELINE NOTES

Account Director 20
12
months

Regional strategy and client relationship
management.

Creative Lead 30
12
months

Maintaining high production standards
across all assets.

Multimedia
Producer

60
12
months

Handling video, podcasts, and photography
production.

Social Media
Manager

80
12
months

Daily moderation and community
engagement across markets.

Designer/
Animator

50
12
months

Graphic design and motion graphics for social
and web.

Copywriter 40
12
months

Editorial, PR, and scriptwriting for
multimedia.

The load is heavily weighted toward production and community management. This
reflects the 'always-on' nature of the requested multimedia engine.

Delivery strain vs. typical capacity for a similar brief.

High strain due to the combination of high-end production and daily operational
demands.

Delivery Estimate (If Pitch Is Won)

Delivery-Strain Differential

sector avg: 0.50

effort: 0.72



Use this section to pre-negotiate buffer time, clarify workflows, or offer mitigation

strategies.

The main risk is operational burnout. The agency must prove it can handle the
'boring' daily moderation without losing its 'creative' edge.

Are margins defendable? Is the model scalable? Use this to weigh effort vs. income.

ESTIMATED GROSS VALUE

£720,000
over 12 months

ESTIMATED TOTAL
EFFORT

3,950
hours

VALUE / EFFORT RATIO

£182.28
per hour

CONFIDENCE SCORE

0.7
Pricing reflects a premium boutique rate for specialised B2B tech storytelling. The
value is anchored in the agency's ability to handle complex regional scaling.

Pinch Point Detector

Community Management Bandwidth
Boutique teams often struggle with the daily grind of high-volume moderation.

Regional Coordination
Managing CEMEA and APJ from Singapore creates significant time-zone pressure.

Production Scaling
Maintaining award-winning quality while increasing volume can dilute creative
output.

Budget & Efficiency Summary



High strategic value due to prestige clients and regional scale, but requires a
significant operational stretch.

Project Efficiency Map

IDEAL ZONE
high value · low effort

high value · high effort

low value · low effort
AVOID
low value · high effort

EFFORT

V
A
L
U
E

Backline Summary
The pitch is a breeze, but the delivery is a mountain. We are leveraging
old wins to enter a contract that demands an operational grind our
boutique structure isn't built for. It is like selling a luxury cruise but
staffing it with a rowboat crew.

We must shore up the community management plan before the client
asks. If we do not solve the regional time-zone friction, quality will crater
under the weight of the daily volume. We need a scalable engine, not
just a few hardworking people.

“



⌖ Strategic Fit
Assesses alignment between client needs and agency offering across capabilities, positioning,

and potential.

Why do some pitches sound smart, but feel wrong?
Intelligence without alignment is just noise in a better suit.

Fit isn't found, it's forged. Through clarity and context.
This is where we test the shape of the ask against the shape of your brand.

Use this to show alignment while spotting partial matches that may need narrative

reinforcement.

FACTOR MATCH COMMENT

Scalable multimedia content for
business growth

Proven content engine for regional scaling
(e.g. Visa CEMEA)

High-engagement thought
leadership

Newsroom-trained strategists specialising
in complex B2B narratives

Regional engagement across
CEMEA and APJ

Established operational footprint and case
studies in Singapore, APJ, and CEMEA

Daily community management
and always-on moderation

Boutique team structure

Strong match Partial match

The agency is a natural fit for high-value strategic content and regional scaling. The
only friction point is the operational bandwidth required for daily, high-volume
community management.

Key Fit Insights



Scale 0-1, execution = ability to deliver, alignment = shared values, proximity = cultural &

temporal.

Lean heavily into the 'newsroom' precision and regional track record to overshadow
any concerns about boutique size.

A diagnostic lens—where the agency excels, where it stretches, and where gaps may need

cushioning.

DIMENSION SCORE NOTES

Domain
Expertise

5
Deep experience in B2B Tech and Financial Services with blue-
chip clients like Google and Visa.

Delivery
Confidence

4
Strong production quality, though boutique scale may be
questioned for high-volume daily tasks.

Brand
Resonance

5
Award-winning status and high production values align perfectly
with the need for prestige.

Strategic
Leverage

5
Securing this partnership solidifies their position as the go-to for
complex regional B2B storytelling.

Cultural
Alignment

4
Independent and agile mindset fits the requirement for fast,
precise execution.

Regional
Scalability

5
Rare ability to maintain strategic integrity while scaling across
fragmented markets.

A near-perfect match on strategy and quality. The only minor risk is the shift from
high-impact projects to high-volume maintenance.

Agency Fit Spectrum

execution: 0.90

alignment: 1.00

proximity: 0.80

Strategic Fit Scorecard



STRATEGIC FIT SCORE

23/25

STRATEGIC FIT
CONFIDENCE

0.95

STRATEGIC FIT BAND

High Strategic
Match

Score = client-agency alignment strength.

Confidence = how reliably score is backed by concrete evidence.

Band = decision tier.

Leverage points for honest strategy or scope control.

Use this to reflect on how the opportunity fits into the bigger picture of who you're becoming.

This win moves the agency from a 'specialist project shop' to a 'strategic
regional partner' for enterprise-level growth.

Caveats / Risks

Operational Bandwidth
Boutique agencies often struggle with the grind of daily community moderation. This
needs a clear staffing plan to avoid burnout.

Agency Identity Checkpoint



Where this opportunity sits on the Fit × Value map.

Extremely tight fit with transformational value for the agency's portfolio and market
positioning.

Strategic Fit Quadrant

IDEAL ZONE
high fit · low effort

high fit · high effort

low fit · low effort
AVOID
low fit · high effort

EFFORT

F
I
T

Strategic Fit Summary
On paper, this is a glove that fits perfectly. Our regional reach and B2B
pedigree align with their growth needs. However, there is a hairline
fracture where our boutique agility meets their need for high-volume,
daily moderation.

We should lean into our newsroom precision to distract from our size.
The gap is not a lack of skill, but a lack of scale. We must reframe the
conversation from head-count to the precision of our output.

“



🜄 Undercurrents
Decodes the emotional subtext, institutional psychology, and hidden tensions behind the brief.

What's shaping the brief that no one's put into words?
The most powerful forces in a pitch are rarely written in the RFP.

Culture moves before strategy catches up.
Listen for what's unsaid, and build with that in mind.

Where creative instinct meets behavioural insight.

PRIMARY TONE

Confident and performance-
driven

SUBTEXT

"An underlying anxiety to be seen as
a strategic heavyweight rather than
a high-end production house"

NOTABLE CONTRADICTIONS

Each one shapes how bold you can be, and where to tread lightly.

SIGNAL INTERPRETATION

Heavy emphasis on '14 years'
and 'Agency of the Year'

Seeking institutional legitimacy to offset the perceived
risk of being a smaller independent

Detailed breakdown of '108 ad
variations' and '70k clicks'

A reliance on volume and efficiency to prove value when
strategic impact is harder to quantify

Narrative Tone Mapping

Claims a focus on 'original storytelling' while leading with quantitative
vanity metrics like click counts

Positions as a boutique independent but emphasises massive regional scale
across CEMEA and APJ

Subtext Signals



SIGNAL INTERPRETATION

The 'newsroom-trained'
operating model

A desire to be perceived as agile, truth-seeking, and
objective rather than a typical 'yes-man' agency

The agency is fighting a battle for perception. They are trying to bridge the gap
between being a reliable vendor of assets and a trusted partner in growth.

Validation. They want to be recognised as a strategic authority whose
creative judgement is as valuable as their production capacity

Understanding this cast lets you tailor your tone, pacing, and proof.

ROLE LIKELY FOCUS POSSIBLE CONCERN

Founder / Managing
Director

Market prestige and
agency valuation

Being pigeonholed as a production shop with
capped margins

New Business Leads
(Bryony/Praveen)

Pipeline growth and
lead conversion

The tension between promising high-touch
creativity and delivering high-volume output

Creative Director
Storytelling integrity
and craft

Creative quality being eroded by a focus on
'low average cost' and click-through rates

There is a likely internal tug-of-war between the 'growth' mindset of the business
leads and the 'craft' mindset of the creatives.

Questions to explore, and signals that you understand the real terrain.

Emotional Intent Estimator

Client Constellation Estimator

Strategic Questions

How does the newsroom model specifically reduce risk for your clients during
the strategy phase?
Clarifies the practical application of their unique operating model (safe)

Which of your regional markets currently presents the most challenging
narrative hurdle?
Invites them to demonstrate strategic problem-solving over simple delivery (safe)

How do you define 'great brand stories' when the primary KPI is a low cost-per-
click?
Tests the alignment between their creative philosophy and their reported metrics (safe)



A reflection of why your agency is uniquely suited to navigate the client's tension points.

This brief is a mirror of the classic agency struggle: the tension between the
art of the story and the science of the click

Client's desire to retain control versus hand over creative autonomy.

They trust their process but are protective of their 'independent' status and award-
winning reputation

Appetite for protecting the past versus embracing reinvention.

Strongly rooted in a 14-year legacy, but desperately trying to signal 'next-gen'
relevance

Does the breadth of your service offering ever distract from your core strategic
identity?
Probes the tension between being a 'supermarket' of services and a specialist partner
(moderate)

Is the agency intentionally pivoting away from production to become a
strategy-first consultancy?
Addresses the core political driver of the business's evolution (bold)

Agency Mirror Check

Control / Trust Spectrum

co
nt
ro
l trust

Legacy / Renewal Spectrum

le
ga
cy

renew
al



Degree of internal team alignment versus conflicting priorities.

Generally aligned on growth, but a visible drift between tactical execution and
strategic ambition

How the organisation sees itself, and what internal story it may be trying to rewrite.

We have the pedigree of a global network but the hunger of a boutique, and
we need the market to see us as strategists who happen to produce, not
producers who happen to strategise.

Read this to see what unsaid things might be affecting decisions.

THEME EVIDENCE SOURCE IMPLICATION

The
Production
Trap

Extensive list of deliverables
from jingles to virtual events

Risk of being treated as a commodity
vendor rather than a strategic partner

Metric
Obsession

Heavy focus on click counts
and view rates in case studies

May struggle to articulate value in terms
of business transformation or brand
equity

Scale Anxiety
Explicit mentions of CEMEA
and APJ regional capabilities

Possible over-extension of a boutique
team to win larger, global-scale contracts

Drift / Cohesion Spectrum

dr
ift

cohesion

Internal Narrative

Client Ghosts & Patterns



Reveals what kind of institutional story they're living, whether they know it or not.

PATTERN MATCH

The Strategic Scale-up
CULTURAL DRIFT

Shifting from a vendor of 'content
solutions' to a provider of 'industry
authority'

POLITICAL TOPOGRAPHY

Using high-profile clients like Google and Visa as shields to justify boutique
pricing and independent agility

Leverage points for honest strategy or scope control.

Strategic Pattern Recognition

Caveats / Risks

Service Bloat
Too many offerings dilute the core value proposition and look like a generalist shop

Metric Mismatch
Over-indexing on vanity metrics contradicts the claim of high-level 'thought leadership'

Capacity Risk
Boutique team size may struggle with the operational weight of 'always-on' regional
hubs

Positioning Gap
Conflict between 'original storytelling' and the high-volume 'ad variation' approach

Client Dependency
Heavy reliance on a few prestige names may mask gaps in broader sector expertise



Undercurrents Summary
There is a loud silence regarding identity. The agency is desperate to be
seen as a strategic powerhouse, yet they hide behind vanity metrics like
a shield. They are caught in a tug-of-war between the art of the story
and the science of the click.

Show up as the adult in the room who values both. Acknowledge the
numbers, but pivot the conversation toward business transformation. To
earn trust, we must prove we can handle the boring bits without losing
our creative soul.

“



⊚ Context
The situational map that surfaces the landscape the client is navigating.

What changes when you zoom out just far enough?
Meaning depends on where you stand.

A sharp idea in the wrong frame won't land. Or worse, it'll backfire.
So we map the landscape, to understand.

Key moves and public actions that hint at the client's strategic direction.

SOURCE TYPE SURFACE EVENT AGENCY LEVERAGE

Client Work
Delivery of Visa Purpose Stories
across APAC and CEMEA, featuring
high-production human narratives.

Proves they can manage complex,
multi-market logistics without
losing narrative consistency.

Client Work
Production of the opening video for
the Deloitte SEA Partners
Conference 2025.

Demonstrates trust from top-tier
professional services for high-stakes,
high-visibility corporate moments.

Thought
Leadership

Publication of insights on AI
authorship and the value of 'human'
watermarking in content.

Positions the agency as a strategic
guide for clients scared of AI
commoditisation.

Direct
Channel

Launch and maintenance of 'Creator
Weekly' newsletter on Substack.

Shows they practice what they
preach by building their own direct-
to-audience authority.

Public Sector
Focus

Release of guidance on how public
agencies use storytelling to increase
policy adoption.

Directly primes the agency for
GovTech-style briefs by speaking the
language of policy and adoption.

The agency is pivoting from a production house to a strategic authority. They are
aggressively claiming the 'human' high-ground in an AI-saturated B2B market.

Recent Signals Sweep



How much freedom the environment allows for bold moves.

High autonomy as an independent boutique, though limited by operational
bandwidth for massive, always-on accounts.

Pressures affecting all players in this space.

B2B content is shifting from 'awareness' to 'pipeline generation'. Competitors
are leaning heavily into ABM and AI-automated SEO, making high-end,
journalistic storytelling a rare but premium differentiator.

Unspoken tensions that could shape the brief.

THEME SOURCE IMPLICATION

The Boutique
Ceiling

Mention of 'boutique'
size vs 'regional scale'
ambitions.

Clients may worry about their ability to
handle high-volume daily moderation and
community management.

Corporate
Sterility

Heavy focus on 'thought
leadership' and 'B2B
tech'.

Risk of being perceived as 'safe' or
'corporate' rather than truly disruptive or
creative.

AI
Commoditisation

Industry shift toward AI-
generated corporate
video.

Need to constantly justify the cost of high-
production values over 'good enough' AI
output.

The central tension is between their prestige as a 'boutique' and the operational
demands of 'scale'. They must prove they are a powerhouse, not just a small team
with big clients.

Field Latitude

ti
gh

tr
op

e w
ide

lane

Category Pressure Scan

Sector Ghosts & Shadows



Highlights perceived vulnerabilities within the category. Use to sharpen tone or

differentiation.

The primary risk is capacity. They can do the work, but can they do it at the
relentless volume required by government entities?

Summarises their relative strength across platforms.

CHANNEL PRESENCE LEVEL
CONTENT
QUALITY

ACTIVITY
RELEVANCE TO
BRIEF

Website

LinkedIn

Instagram

TikTok

Newsletter

Strong Moderate Weak Absent / poor

Strong authority on professional and editorial channels. Significant gap in short-
form, high-energy social platforms like TikTok, which may conflict with 'next-gen'
goals.

Sector Risk Perception

Operational Scale: 0.60

AI Displacement: 0.40

B2B Fatigue: 0.30

Digital Reality Check



Scores the organisation's communications sophistication across key signals.

TIER

Structurally Sound
SIGNAL BASIS

They operate with a level of strategic rigour usually reserved for larger networks,
giving them a professional edge over other boutiques.

Positioned against sector norms using a 0–1 scale maturity score.

They are significantly more mature than the average B2B boutique. This suggests
they can lead a client's strategy rather than just taking orders.

Strategic Maturity Index

Newsroom-trained operating
model

High-tier global client roster
(Google, Visa)

Consistent thought leadership on
AI and B2B strategy

Strategic Maturity Differential

sector average: 0.55

maturity: 0.78



Mapped public sentiment (not PR) across the past 9 quarters.

Negative Neutral Positive

Sentiment is consistently high but quiet. There is a slight dip in mid-2025, likely
coinciding with the shift toward AI-driven content where the agency had to redefine
its value proposition. They have since recovered by leaning into 'creative
judgement'.

Compares benchmark players and what they've done differently.

COMPETITOR CAMPAIGN FORMAT PLATFORM KEY MOVE

Lemniscate
Growth

ABM Pipeline
Generation

Lead-gen
Funnels

LinkedIn/
Web

Focusing on hard ROI and
pipeline over 'storytelling'.

Innovative
Hub

TikTok Shop
TSP

Livestream/
UGC

TikTok
Dominating the social
commerce and 'creator'
space in Singapore.

MediaPlus
Digital

SEO-First B2B
Content
Hubs

Google/
Web

Using PSG grants to lower
the barrier for SME entry.

Competitors are winning on 'performance' and 'commerce'. Click2View's gap is a lack
of aggressive, performance-led social plays, leaving them as the 'prestige' choice
rather than the 'growth' choice.

Audience Mood Tracker

+

−

Q3 2024 ⟵ recent 9 quarters⟶ Q3 2026

Mini-Competitive Snap



The core opportunity this client has - if they get it right.

Stop selling 'content' and start selling 'Authority Architecture'. They can own
the space where high-end journalism meets B2B growth, positioning
themselves as the only agency that can make a government entity feel like a
modern media brand.

Strategic Opportunity

Context Summary
B2B content is becoming a sea of AI-generated noise. Competitors are
chasing quick wins with automated funnels and loud social plays. This
creates a vacuum for real substance but puts pressure on boutiques to
prove they can scale.

There is a growing hunger for human storytelling. By positioning as
"Authority Architecture", the agency can act as a lighthouse for clients
lost in the AI fog. The goal is to make a government entity feel like a
modern media house.

“



⧖ Tempo
Unpacks the client's rhythm... how fast they want to move vs. how fast they can.

Why do some ideas hit now, and others miss by moments?
Timing isn't detail. It's decision.

The same message, shifted by a beat, becomes momentum, or static.
Here's how we tune the rhythm to the moment.

Breaks down rhythm across operational, emotional, strategic, and political dimensions.

LAYER OBSERVATION NOTES

Operational
Disciplined
and editorial.

The newsroom heritage creates a steady, reliable pulse. It
is a rhythm of precision rather than haste.

Emotional
Quietly
anxious about
scale.

There is a tension between their prestige and the fear of
the 'boutique ceiling'. They feel the pressure to prove they
can handle volume without breaking.

Strategic
Aggressive
pivot.

The move toward 'Authority Architecture' is a fast-paced
land grab. They are racing to own the 'human' high-
ground before AI commoditises the sector.

A disciplined operational heart beating beneath a strategic sprint, all while
wrestling with the psychological weight of their own size.

How ambition, capability, and market pulse line-up.

Ambition Ability Environment

High ambition meets a constrained engine. This is a friction state where strategic
clarity is outstripping operational capacity.

Pace Layer Map

Tempo Calibration Gauge

innovation: 0.80 articulation: 0.90

foundation: 0.80 resources: 0.50

infrastructure: 0.60 receptivity: 0.70



Highlights the parts of the timeline most likely to break under pressure.

PHASE
COMPRESSION
LEVEL

RISK IMPACT

Strategy
LOW

Minimal. Their strategic maturity allows for a calm,
rigorous start.

Production
MEDIUM

Quality drift. The boutique scale may struggle if volume
spikes suddenly.

Client
Approvals HIGH

Momentum collapse. Corporate and government
bureaucracy often kills the editorial rhythm they crave.

Pressure clusters at the finish line. The risk is not a lack of talent, but a collision
between boutique agility and corporate inertia, which threatens to erode creative
bandwidth.

Use this to decide if your proposal needs to prove speed, vision, or both.

They are playing a prestige game. They aren't chasing quick wins; they are
building a fortress of intellectual authority.

This helps calibrate your approach: whether to push bold ideas or anchor in data.

AXIS CHARACTERISATION

Rhythm Editorial and rhythmic.

Creative Risk Calculated prestige.

Resolution Intellectual and strategic.

We are entering a culture of high-standard professionalism. It is a sophisticated
tempo that values the 'right' answer over the 'fastest' one.

Describes how the client is likely to build trust and commit across a working relationship.

A slow trust build that accelerates once the strategic 'Authority' is proven.

Deadline Compression Diagnostic

Time-Horizon Framing

Rhythm • Risk • Resolution

Commitment Escalation Curve



Maps alignment (or mismatch) between ambition and delivery infrastructure.

The vision of 'regional scale' lags behind the reality of 'boutique bandwidth'.

Highlights when and where effort will peak across a typical delivery timeline.

Lead–Lag Symmetry Check

High-Load Zones

Strategic Onboarding

High-Production Sprints

Multi-Market Delivery

Tempo Summary
The agency runs on a disciplined, editorial pulse. However, there is a
hidden friction between their high-flying strategic ambition and their
actual operational engine. It is a strategic sprint fuelled by a boutique
heart.

The timing is right for a prestige play, but the bandwidth is a bottleneck.
They are like a Formula 1 engine in a city car chassis. Success depends
on choosing high-value wins over sheer volume to avoid breaking under
pressure.

“



⬡ Stance
Defines how your response should behave. This is your voice calibration layer.

What do you stand for when nobody is watching?
Positioning: a pivotal pressure point.

Voice, tone, and point of view colour everything.
Here we shape the posture that makes every move make sense.

Use these to guide internal discussions, sharpen interpretation and ground the response.

LENS STRING SIGNAL STRING

Scale vs Prestige
Avoid promising infinite volume. Lean into high-value, high-impact
results to bypass the 'boutique ceiling' fear.

AI vs Human
Position high-end production as a strategic moat. Frame it as the only
way to avoid AI commoditisation.

Corporate vs
Disruptive

Break the 'safe' B2B mould. Use editorial authority to challenge the
client's current approach.

Public Sector
Logic

Move beyond 'awareness'. Speak directly to policy adoption and tangible
behavioural change.

Digital Presence
Gap

Don't hide the lack of TikTok. Frame it as a choice to prioritise prestige
over noise.

Use this to shape tone, posture, and behavioural nuance — how the agency shows up, not just

what it says.

Perspective Checks

Tone Calibrations

Lead with intellectual authority.
Don't just show the work; explain the strategic logic that drove it.

Own the human high ground.
Contrast high-production narratives against the flood of cheap AI content.

Project calculated confidence.
Maintain a steady, rhythmic presence that values the right answer over the fastest one.



Actionable suggestions for how to shape the proposal's style, pace, and positioning.

Avoid sounding like a production house that simply takes orders.

How to guide versus how to take charge.

Take strategic charge. The agency's maturity allows them to lead the client toward a
better version of their own ambition.

Frame boutique size as a luxury.
Position the agency as a high-touch partner providing senior-level attention.

Speak like a media house, not a vendor.
Use editorial logic to shape the narrative and the proposal structure.

Tactical Moves

Sell 'Authority Architecture' over 'Content'.
Shift the conversation from delivering assets to building a media-grade brand.

Use multi-market wins to prove scale.
Lead with the Visa APAC/CEMEA work to kill any doubt about operational capacity.

Stress the value of human judgement.
Explain why a newsroom-trained eye is the only safeguard against generic AI output.

Frame deliverables as editorial assets.
Elevate the perceived value of the work by using journalistic terminology.

Address capacity through strategic curation.
Focus the proposal on high-impact wins rather than a high volume of low-value tasks.

The Prestige Authority.“
Guidance Style

su
pp
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t lead



Recommended creative energy and risk appetite.

Be bold and visionary. Push the 'Authority Architecture' concept to distance the
agency from standard content shops.

From diplomatic nuance to direct impact.

Be direct but nuanced. Speak plainly about the risks of AI and the need for prestige,
but wrap it in professional care.

From casual warmth to structured professionalism.

Keep it structured and elevated. Use a polished, professional tone that mirrors the
expectations of global brands and government bodies.

Creative Posture

m
ea
su
re
d

bold
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Stance Summary
Show up as the "Prestige Authority". The agency should act as a master
editor, challenging the client's assumptions with calm, intellectual rigour.
Think of the presence as a tuning fork, setting the frequency for what
quality actually looks like.

This posture turns their small size into a luxury rather than a limitation.
It frames the agency as a bespoke tailor in a world of fast fashion. By
leading with logic, they move from being a vendor to a trusted guide.

“



🝗 Interpretation
Reframes/clarifies the brief and task at hand.

What's really being asked, once the adjectives are stripped away?
A clear ask is a rare gift.

Where others confuse motion with meaning, we slow down to see straight.
This is where we clean the lens and get to work.

A decoded version of the RFP.

OBJECTIVE

Click2View needs to move from being a service provider to a strategic
growth partner. The goal is to secure new high-value partnerships by
proving they can turn complex business goals into high-attention
multimedia content.

They aren't just selling production; they are selling a newsroom-style
engine that drives leads, subscribers, and industry authority.

Opportunity
Most B2B and technical brands struggle
with 'corporate speak' that bores
audiences. Click2View has a unique
edge: newsroom-trained strategists who
prioritise clarity and speed.

There is a massive gap in the market for
agencies that can scale high-production
quality across fragmented regions like
CEMEA and APJ without losing the
strategic thread.

Core Challenges
The agency must prove it can handle the
'always-on' grind. While they excel at
high-impact campaigns, some clients
require heavy daily community
management and moderation.

As a boutique agency, they need to
demonstrate that their operational
bandwidth can match the demands of
global enterprises without sacrificing
the boutique quality they are known for.

Brief Recast



STRATEGIC PRIORITIES

01 Lead with the 'Newsroom Model'. This isn't just a workflow; it is a risk-
reduction strategy that ensures content is clear before a single frame is shot.

02 Focus on the 'Shift'. Don't just show a video; show how Google shifted from a
utility to an inspiration, or how Visa moved from sporadic updates to a
cohesive thought-leadership hub.

03 Highlight regional scalability. Prove that they can maintain a gold standard
of quality across multiple markets and languages simultaneously.

DELIVERABLES

01

Creative Strategy and high-
level narrative mapping

02

End-to-end Video Production
and Motion Graphics

03

Editorial content and PR
support

04

Graphic Design and
Photography

05

Podcasts and audio branding
(Jingles)

06

Social Media strategy and
asset creation

07

Virtual Event production and
execution

TIMELINES

The engagement is viewed as a long-term partnership, typically operating on a 12-
month retainer cycle.

This allows for a phased approach: initial strategic alignment, followed by the
build-out of the content engine, and finally, regional scaling.

PHASE 1

Initial strategic alignment
PHASE 2

Build-out of the content
engine

PHASE 3

Regional scaling



Lists explicit and implied success metrics.

TYPE KPI NOTES TRACKING RELEVANCE

CLIENT-
STATED

Video View
Rate (VVR)

Direct measure of
content hook and
quality against market
benchmarks.

Platform analytics
(LinkedIn/
Facebook)

HIGH

CLIENT-
STATED

Lead
Generation
Volume

The ultimate business
growth metric for B2B
partnerships.

CRM tracking /
Lead forms

HIGH

CLIENT-
STATED

Subscriber
Growth

Measures the success
of building a long-
term owned audience.

Newsletter/
Platform
subscription
counts

MEDIUM

IMPLIED

Brand
Perception
Shift

Moving from 'utility'
to 'inspiration' as seen
in the Google case
study.

Brand lift surveys /
Sentiment analysis

HIGH

IMPLIED

Regional
Consistency
Score

Ensuring the brand
feels the same in
Singapore as it does in
CEMEA.

Qualitative
stakeholder audits

MEDIUM

SUGGESTED

Cost Per
Qualified
Lead (CPQL)

Moves beyond raw
volume to measure
the actual business
value of the content.

Marketing spend
vs. CRM qualified
lead data

HIGH

Summary
This pitch is a climb from the valley of "production vendor" to the peak
of "strategic growth partner". We are operating in a terrain where B2B
brands are drowning in their own boredom. We must position our
newsroom engine as the only way to survive the attention recession.

We move as a single crew, turning raw corporate ore into pure industry
authority. We aren't just delivering assets; we are deploying a weapon of
clarity. Our compass is simple: be the signal that cuts through the noise.

“

Key KPIs



TYPE KPI NOTES TRACKING RELEVANCE

SUGGESTED

Content
Efficiency
Ratio

Measuring how many
assets are derived
from one 'hero' piece
of content.

Asset production
log

MEDIUM

The client focuses heavily on top-of-funnel metrics like views and clicks. I've added
'Brand Perception Shift' and 'CPQL' because high views are useless if they don't
change how the market views the brand or drive actual revenue. The suggested
efficiency ratio addresses the agency's 'content engine' claim—proving they can scale
output without scaling costs linearly.

Use this to guide platform strategy and team composition.

TYPE CHANNEL WEIGHTING NOTES RELEVANCE

CLIENT-
STATED

Visa Navigate
Hub

PRIMARY

The central anchor for
thought leadership and
regional consistency.

HIGH

CLIENT-
STATED LinkedIn PRIMARY

The critical engine for
B2B reach and
professional authority.

HIGH

CLIENT-
STATED

TikTok /
Instagram

SUPPORTING

Used for reaching next-
gen audiences (e.g., Gen-
Z developers).

MEDIUM

CLIENT-
STATED Newsletter SUPPORTING

Essential for nurturing
leads and maintaining
owned audience growth.

MEDIUM

IMPLIED Paid Social PRIMARY

Organic reach is too slow
for the regional scale
and lead targets
mentioned.

HIGH

IMPLIED
Corporate
Intranet / Email

SUPPORTING

Necessary for internal
adoption projects like
the CRM app rollout.

MEDIUM

Channel Mix



TYPE CHANNEL WEIGHTING NOTES RELEVANCE

SUGGESTED

Industry-Specific
Forums (e.g.
Stack Overflow/
Reddit)

EXPERIMENTAL

Crucial for genuine
engagement with
developer communities.

MEDIUM

SUGGESTED
Webinars / Live
Streams

SUPPORTING

Leverages their live
streaming capability to
drive real-time thought
leadership.

MEDIUM

The stated channels are standard social platforms. I've added Paid Social as a
primary weighting because the lead generation and regional scale goals are nearly
impossible to hit organically. I also suggested developer-specific forums to move the
Google Play Store strategy from 'broad awareness' to 'deep community trust'.



🜂 Creative Voltage
The provocation layer. Unlock new angles when the brief feels too narrow or functional.

Why do some ideas light up the room, and others just sit there?
True. Brave. Timely. Simple. Sticky. Surprising.

The best ideas have at least three.
This is where we tap the current that has the power to change the game.

01

Treat corporate prose as raw ore
awaiting a refinery.

View the global brand as a symphony
playing in twelve different keys.

Imagine the content engine as a
lighthouse slicing through beige noise.

02

Claim the role of Editor-in-Chief for the
client's entire identity.

Replace risk reduction with the electric
tension of a live broadcast.

Pivot from capturing attention to
establishing an unavoidable presence.

Preamble
The brief is a collision between AI sludge and radical human clarity. We
must treat corporate prose as raw ore and refine it into a lightning bolt of
presence. We are fighting a war against "beige noise" where the boldest
voice wins.

Stop capturing attention and start establishing an unavoidable force. We
are the Editor-in-Chief of the client's entire identity, cutting through the
fog with surgical precision. Let's strike the match and turn this corporate
utility into an electric inspiration.

“



03

Act as a corporate censor who deletes
every boring sentence.

Frame the partnership as a benevolent
takeover of the marketing department.

Position the agency as a secret society
for technical geniuses.

04

Weaponise boutique scale to offer an
exclusive, high-touch intimacy.

Transform the daily grind into a
rhythmic heartbeat of relevance.

Cast technical complexity as the
protagonist of the narrative.

05

Fight the flood of AI sludge with radical
human clarity.

Solve the attention recession plaguing
exhausted B2B audiences.

Outpace the glacial speed of corporate
approval cycles.

06

Abandon the pursuit of scale for the
power of indispensability.

Replace the content engine with a filter
that prioritises depth over volume.

Challenge the dogma that professional
communication must remain safe.



∴ Narrative
The narrative structure and slide sequence recommended for your pitch.

Why do some decks feel like stories, and others like slides?
Logic wins minds. Narrative moves hearts.

When built well, it doesn't just explain the thinking; it builds belief.
Not a script. A spine.

Imagine a brand shouting into a hurricane of AI-generated noise, where every word
sounds the same and no one is listening. They have the gold, but it's buried under
layers of corporate dust and beige slides. Then, a newsroom arrives, strips away the
clutter, and turns the shout into a clear, piercing signal that the world stops to hear.

The moral is that scale without clarity is just louder noise. To win, we must be the
ones who find the brilliance in the boring.

We are the refinery. We bring the rigour of a newsroom and the intimacy of a
boutique shop, moving with the speed of a live broadcast and the precision of a
surgeon.

Our offer is a lighthouse in a sea of beige. We don't just fill a gap; we lead the charge
with a level of craft that feels exclusive and inevitable.

This is our moment to turn a utility into an inspiration and leave a permanent,
electric mark on the landscape.

This is a working structure, not a prescription. The slides and flow are here to guide you, but

use your judgment to adapt, expand, or trim as the situation requires.

Strategy Account Creative

The Story

Narrative Spine

1 Opening Spark
STRATEGY

Shift the perception of the agency from a production vendor
to a strategic growth engine.

Contrast the boredom of typical B2B content with the energy
of a newsroom. Frame the partnership as a move toward
becoming an unavoidable industry presence.

→ Now, meet the people who make this speed and clarity possible.
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3

4

5

6

7

Team Snapshot
ACCOUNT

Establish immediate trust by highlighting the unique DNA of
the team.

Focus on the newsroom-trained strategists. Emphasise the
blend of editorial rigor and production scale.

→ This expertise is backed by a track record of global success.

Quick Creds
ACCOUNT

Provide rapid-fire proof of capability with high-tier brands.

Showcase high-impact work for brands like Google and Visa.
Focus on the scale and prestige of the clients handled.

→ But even the biggest brands are fighting a common enemy.

Context / Landscape
STRATEGY

Define the 'attention recession' and the flood of AI-generated
noise.

Describe the current B2B landscape as 'beige noise'. Explain
why traditional corporate communication is failing to land.

→ This noise creates a specific, painful tension for the brand.

Problem / Tension
STRATEGY

Expose the gap between complex business goals and boring
execution.

Highlight the struggle to maintain quality across fragmented
regions like CEMEA and APJ. Call out the 'corporate speak' that
alienates audiences.

→ There is a better way to be heard.

Promise / Possibility
STRATEGY

Paint a picture of the brand as an inspirational authority.

Move the goalpost from 'providing a service' to 'driving
growth'. Imagine the brand shifting from a utility to a source
of inspiration.

→ To get there, we need a fundamental change in perspective.

Strategic POV
STRATEGY

Introduce the philosophy of treating corporate prose as raw
ore.

Position the agency as a refinery that strips away the boring to
find the brilliance. Argue that radical human clarity is the
only way to beat AI sludge.

→ This philosophy is operationalised through one specific model.
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13

Big Idea / Unlock
STRATEGY

Present the 'Newsroom Model' as the engine for growth.

Explain how the newsroom approach reduces risk and
increases speed. Frame it as a system that ensures clarity
before a single frame is shot.

→ Here is what that looks like in practice.

Creative Mockups
CREATIVE

Visualise the 'Shift' from corporate utility to high-attention
content.

Show side-by-side comparisons of 'Before' (beige) and
'After' (electric). Use motion graphics and video concepts to
prove the newsroom energy.

→ This visual energy is designed for a very specific audience.

Audience / Data
STRATEGY

Identify the targets, from B2B decision-makers to Gen-Z
developers.

Detail the psychological needs of these audiences. Explain
why they crave depth over volume.

→ Understanding the audience reveals a critical strategic gap.

Strategic Insights
STRATEGY

Bridge the gap between broad awareness and deep
community trust.

Explain why standard reach is useless without authority.
Discuss the need for 'indispensability' over mere 'scale'.

→ This is where the competition usually fails.

Competitive Analysis
STRATEGY

Position Click2View as the only partner with both boutique
quality and global scale.

Contrast slow-moving global agencies with fragmented
freelancers. Position the agency as the 'Goldilocks' solution:
agile yet enterprise-ready.

→ The right strategy requires the right distribution.

Media / Channel
Plan
STRATEGY

Map the ecosystem from the central hub to the regional
edges.

Detail the hub-and-spoke model using the Visa Navigate Hub
as the anchor. Explain the role of LinkedIn and Paid Social in
driving lead volume.

→ Here is how we build and run this machine.
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Plan / Approach
ACCOUNT

Outline the operational journey of the partnership.

Break the approach into three stages: Strategic Alignment,
Engine Build, and Regional Scaling. Emphasise the 'Editor-in-
Chief' role.

→ This journey unfolds over a clear, phased timeline.

Timeline / Phasing
ACCOUNT

Provide a realistic 12-month roadmap for the retainer.

Map the transition from initial setup to an 'always-on'
rhythmic heartbeat of content. Show the milestones for
regional expansion.

→ To execute this, you need a dedicated team.

Team Deep Dive
ACCOUNT

Prove that boutique scale is a strength, not a limitation.

Highlight the high-touch intimacy of the team. Explain how
the operational bandwidth is managed to support global
enterprises.

→ Our approach is proven by real-world results.

Proof / Case Studies
STRATEGY

Demonstrate the 'Shift' through previous wins.

Use the Google case to show the move from utility to
inspiration. Use the Visa case to prove the success of a
thought-leadership hub.

→ Success is measured by more than just views.

Measurement / KPIs
STRATEGY

Connect creative output to hard business growth.

Move beyond VVR to include CPQL and Brand Perception
Shift. Introduce the Content Efficiency Ratio to prove the
engine's value.

→ This is why we are the right partner for this moment.

Why Us / Chemistry
ACCOUNT

Seal the emotional connection and the shared ambition.

Frame the partnership as a benevolent takeover of the content
function. Emphasise the shared goal of fighting the attention
recession.

→ Let's get started.

CTA / Next Steps
ACCOUNT

Create a clear, frictionless path to onboarding.

Define the first 30 days of the partnership. Set a date for the
initial strategic alignment workshop.


