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About Our 
 TeamDMB

Eight Veer Ltd T/A 8veer’s Data-Driven Marketing & Brand Leadership (DMB) 
practice brings together marketing strategists, data analysts, brand 
architects, and creative directors. This multidisciplinary blend ensures that 
every campaign or brand initiative is informed by robust analytics and 
underpinned by strong narrative vision¹. Our team has experience working 
across consumer goods, finance, healthcare, e-commerce, and emerging 
digital platforms—honing approaches that speak to each industry’s unique 
customer behaviors and regulatory landscape.


From in-depth consumer research to AI-augmented campaign optimization, 
the DMB group emphasizes a holistic methodology. Marketing insights, when 
strategically integrated with brand development, can create standout 
customer experiences and profitable relationships. By uniting data fluency 
with creative storytelling, 8veer guides clients to unlock deeper engagement 
and tangible returns on marketing investments².
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Executive 
Summary

Marketing anchored in data yields greater precision, agility, and measurable 
ROI³. In a competitive global marketplace, customers demand authenticity, 
relevance, and consistency across touchpoints. Brands lacking the 
infrastructure to harness insights from digital platforms, social media, or 
offline interactions risk dilution, stagnant conversion rates, and missed cross-
selling opportunities⁴.


Eight Veer Ltd T/A 8veer’s DMB portfolio addresses these gaps. By merging 
advanced analytics with thoughtful brand strategy, we help organizations 
refine targeting, prioritize resources, and adapt to real-time customer 
feedback. Whether a client is seeking to reimagine their entire brand voice or 
launch performance-driven campaigns, the DMB approach ensures that 
every initiative is grounded in actionable insights rather than guesswork. 
Beyond periodic marketing lifts, our ultimate aim is to establish enduring 
brand equity and customer loyalty.
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Our  
Services

DMB 3.1 Data-Driven Marketing & Brand Leadership

At the core of the DMB practice is the alignment of data intelligence with brand development. 
This service focuses on blending market research, demographic and psychographic insights, and 
competitive analysis to guide key decisions about positioning and messaging⁵. Our team often 
evaluates:

Brand Health & Perception:

Cross-Channel Consistency:

Performance Metrics:

 Reviewing sentiment data and brand recall to identify 
growth areas.


 Ensuring that values, tone, and visuals stay unified 
across physical and digital venues.


 Defining KPIs—such as brand awareness, share of voice, 
and sentiment score—to monitor progress.

3.2 Marketing Analytics & Performance Optimization

Organizations amass vast volumes of marketing data from web analytics, social platforms, loyalty 
programs, and more⁶. 8veer’s Marketing Analytics & Performance Optimization service transforms 
these datasets into strategic insights. Typical engagement areas include:

A/B & Multivariate Testing:

Attribution Modeling:

Ongoing Performance Dashboards:

 Systematically experimenting with creative elements 
or user flows to enhance conversions.


 Determining how different channels (e.g., PPC, email, SEO) 
contribute to final sales or sign-ups.


 Creating accessible, real-time views of 
campaign performance for executives and key stakeholders.
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Our  
Services

DMB 3.3 Omnichannel Brand Consistency & Campaign Strategy

Customers traverse multiple touchpoints in a single purchase journey, from social media 
discovery to in-store experiences⁷. Our Omnichannel Brand Consistency & Campaign Strategy 
service ensures coherent brand storytelling and frictionless customer experiences across these 
channels. Components often include:

Content & Design Guidelines:

Integrated Campaign Planning:

In-Store & Digital Convergence:

 Standardizing logos, palettes, and brand voice.


 Structuring campaigns that synergize paid, owned, 
and earned media.


 Linking e-commerce updates with real-world store 
promotions and events.

3.4 OBehavioral Segmentation & Customer Journey Mapping

Effective marketing resonates with specific audience segments, reflecting their motives and pain 
points⁸. 8veer’s Behavioral Segmentation & Customer Journey Mapping service uncovers 
subgroups whose behaviors differ meaningfully. Key deliverables:

Segment Definitions:

Journey Maps:

Tailored Messaging Plans:

 Outlining distinct personas (e.g., “budget-conscious 
millennials,” “tech-savvy professionals”).


 Visualizing each segment’s path from initial awareness to long-term 
loyalty, revealing pivotal interaction points.


 Providing guidelines to address each segment’s triggers 
and concerns at various stages.
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Our  
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DMB 3.5 Marketing Automation & Growth Hacking

Scaling marketing efforts without inflating budgets calls for technology-driven efficiency⁹. 
Through Marketing Automation & Growth Hacking, 8veer devises lean, data-led tactics that 
amplify reach and conversion. These might involve:

Automated Workflows: 

Growth Experiments:

Inbound & Viral Mechanisms:

Drip campaigns, lead scoring, and retargeting setups that 
nurture prospects consistently.


 Rapid iteration using short cycles and quick feedback loops 
to identify high-ROI opportunities.


 Techniques such as referral incentives or content 
marketing funnels to organically expand brand awareness.

3.6 Custom DMB Solutions

Some clients require an integrated approach that weaves together aspects of brand strategy, 
analytics deployment, and campaign execution¹⁰. Our Custom DMB Solutions adapt to each 
company’s marketing maturity, resource constraints, and immediate objectives. These 
engagements could combine brand rehauls with real-time analytics dashboards, or unify 
segment-driven automations with online product launches. The guiding principle remains: data 
and brand insights must reinforce each other to foster sustainable competitive advantage.
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Engagement  
Flow & Deliverables

8veer’s DMB engagements generally follow a 
four-stage process¹¹:

1. Data Gathering

Gathering quantitative and qualitative insights from internal records, market surveys, and digital 
analytics.

2. Strategy Formulation

Defining brand objectives, customer targets, and channel priorities using the newly derived 
intelligence.

3. Campaign Execution

Launching and managing marketing initiatives—be it digital ads, influencer collaborations, or 
offline events—aligned with the strategic blueprint.

4. Measurement & Optimization

Monitoring real-time metrics, attributing results 
back to activities, and refining tactics for 
continuous improvement.

Typical deliverables include brand guidelines, persona documentation, marketing 
performance dashboards, promotional calendars, testing frameworks, and post-
campaign analyses. This iterative model ensures marketing strategies remain 
adaptable and yield data-driven insights essential for ongoing brand leadership.
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DMB Case 
Studies

1. Integrated Omnichannel Campaign for a Consumer Electronics Brand

A consumer electronics firm sought stronger alignment between online promotions and in-store releases. By 

constructing a unified content strategy and leveraging integrated CRM data, 8veer’s approach bridged digital 

offers with in-store demos. Cross-channel messaging improved brand recall by 25%, while store foot traffic rose 

in tandem with e-commerce visits.

2. Behavioral Segmentation for a Food Delivery Service

A regional food delivery app struggled to differentiate between casual users and heavy “power” users. 8veer 

applied data clustering to identify four core user segments, each with distinct motivations. Tailored ad creative 

and referral incentives targeted these segments precisely, boosting order frequency by 30% among the “power” 

segment and activating dormant users with relevant offers.

3. Growth Hacking for a Subscription Platform

A streaming startup aimed to enhance trial-to-paid conversions but lacked systematic experimentation 

processes. 8veer introduced rapid A/B tests, referral loops, and triggered email automations. Within three 

months, conversion rates and average user retention improved, leading to a surge in monthly recurring revenue.

4. Rebranding & Analytics for a B2B Software Company

A B2B software firm’s outdated visual identity and inconsistent messaging hindered lead generation. Post-

rebrand, 8veer instituted performance tracking across the client’s digital funnel, integrating marketing automation 

workflows to nurture leads. The campaign’s strong brand visuals and data-driven segmentation resulted in a 40% 

increase in marketing-qualified leads (MQLs) over six months

5. Marketing Automation for an E-commerce Retailer

An e-commerce client’s internal marketing team wasted effort manually segmenting email lists. 
Through advanced marketing automation, dynamic segmentation, and content personalization, 
8veer enabled automated product recommendations and tailored cart-abandonment  
follow-ups. Email-driven conversions surged, with open rates increasing 35% on average.
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This document is provided “AS IS,” without warranties or guarantees, including but not 
limited to merchantability or fitness for a specific purpose. It is intended for informational 
guidance and does not constitute specialized advice for unique circumstances. The data 
and insights herein may draw from external sources. Although all efforts are made to 
ensure accuracy, 8veer Consulting cannot be held responsible for completeness or 
reliability.


References to third-party products or services do not represent endorsements. 
Reproduction or transmission of any part of this publication requires prior written consent 
from 8veer Consulting. Future changes in market conditions, technology, or regulations 
may warrant updates to portions of this document.


All brand names, trademarks, and service marks belong to their respective owners. For 
further information, kindly connect with us via our Guru.com profile: [Eight Veer Ltd T/A 
8veer].
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Contact & 
Next Steps

Data-driven marketing offers a powerful approach to resonate with 
audiences, heighten brand loyalty, and track outcomes with precision. By 
linking advanced analytics and nuanced brand development, Eight Veer 
Ltd T/A 8veer’s DMB portfolio enables organizations to craft compelling 
narratives, refine targeting, and continually evolve their marketing 
strategies.


If you aspire to enhance your brand leadership, deploy high-ROI 
campaigns, or explore sophisticated marketing automation, we invite you 
to connect with our team via our Guru.com profile: [Eight Veer Ltd T/A 
8veer]. We look forward to designing a data-driven roadmap that aligns 
your marketing objectives with sustainable growth and a dynamic brand 
presence.
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