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ASSIGMENTS //

O F F E R I N G  A  S Y S T E M  O F  A T T R A C T I N G

O R D E R S ,  A S  W E L L  A S  D E V E L O P M E N T  O F

P O S S I B L E  P A R T N E R S  B A S E D  I N  R U S S I A ,

F I N L A N D ,  N O R W A Y .

O F F E R I N G  S M M  P R O M O T I O N  S Y S T E M  T O

T H E  C O M P A N Y .
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PPROBLEM#1 //

P R O B L E M : T H E  D I F F I C U L T Y  O F

G E T T I N G  S T A R T E D  A  B U S I N E S S   I N

F I N L A N D  A N D  N O R W A Y

Solution: offer the cleaning 

 services to other Russian local

companies which are already

based in Finland and Norway
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How does it work: A collaboration

with local companies whose

offices are located in Norway and

Finland will allow the company to

start work in Europe with minimal

losses and risks for the company

itself



This is an opportunity for the Commissioner
to try getting started a business in Norway
and Finland.
The ability to conduct business in the
native language.
The opportunity to become recognizable in
the international market.
The possibility of increasing the company's
profits.

W H Y  S H O U L D  T H I S  I D E A  B E

I M P L E M E N T E D ?

PROBLEM#1 //

0 4



T O  I M P L E M E N T  T H I S  I D E A  S U C C E S S F U L L Y  Y O U  N E E D  T O  C O N V I N C E

P O T E N T I A L  C U S T O M E R S  O F  T H E  B E N E F I T S  O F  C O O P E R A T I O N  W I T H  T H E

C O M P A N Y .  T O  D O  T H I S ,  Y O U  M U S T  H A V E  C E R T A I N  S K I L L S  A N D

A B I L I T I E S ,  A S  W E L L  A S  F O L L O W  S E V E R A L  S T E P S  T H A T  W E  H A V E  A L S O

P R E P A R E D :

Send a letter with a business proposal, a link to the company's
website and a presentation about the company to a potential client.
Ask about the opportunity of having an initial meeting with your
potential client.
Pepare a presentation for your first meeting with a potential client.
Ask open-ended questions.Some questions can be totally practical
and clarifying as you both learn how to best communicate with each
other, but also include some open-ended questions that help you
see the bigger picture. For starters, think about asking the following
Make a research about the client. You should never be shy about
asking a client clarifying questions, but this meeting also shouldn’t
be the first time you’ve gathered information about them. Taking the
time to get to know your client’s resume, existing work, and
business, goes a long way towards ensuring your questions are
pointed and intelligent, and that the client feels you’re really paying
attention to their specific needs.
 DRESS PROFESSIONALLY, BUT NOT OUT OF CHARACTER.Along the
same lines as body language, take care with how you dress for this
meeting (another important way to nonverbally communicate your
professionalism).Dress in a way that makes you feel competent and
comfortable.In the end, the most important thing to remember is
that clients WANT you to be able to solve their problems. Your goal
in making a first impression at a client meeting is to send your
client off feeling like you’ve totally got this and that they’ve made
the right decision in choosing your services.
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PROBLEM#1 //



PROBLEM#2 //
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H O W  D O E S  I T  W O R K : U P D A T I N G  T H E  S I T E

W I L L  A L L O W  P O T E N T I A L  C U S T O M E R S  T O

R E C E I V E  A C C U R A T E  I N F O R M A T I O N  A B O U T

T H E  C O M P A N Y ,  C O S T  A N D  Q U A L I T Y  O F

S E R V I C E S .  A  W E L L - S T R U C T U R E D  W E B S I T E

W I L L  M A K E  I T  E A S I E R  F O R  T H E  C O M P A N Y

T O  C O M M U N I C A T E  W I T H  P O T E N T I A L

C U S T O M E R S  B Y  U S I N G  A  R E Q U E S T  F O R M

O N  T H E  W E B S I T E .  T H E  O P P O R T U N I T Y  T O

R E A D  T H E  R E V I E W S  O F  R E G U L A R

C U S T O M E R S  W I L L  H E L P  P O T E N T I A L

C L I E N T S  C H O O S E  Y O U R  C O M P A N Y .

S O L U T I O N : U P D A T E  O F  T H E  W E B S I T E

P R O B L E M : T H E  D I F F I C U L T Y  F O R

P O T E N T I A L  C U S T O M E R S  T O  F I N D

A C C U R A T E  I N F O R M A T I O N  A B O U T

T H E  S E R V I C E S  P R O V I D E D



W H Y  S H O U L D  T H I S  I D E A  B E  I M P L E M E N T E D ?

THE PROCESSING OF ABANDONED APPLICATIONS CAN OCCUR AUTOMATICALLY
AND TAKES LESS TIME THAN A CALL TO EACH CLIENT SEPARATELY.
BY  ADDING NEW MATERIALS ON THE TOPIC TO THE SITE, WE INCREASE THE
FLOW OF TARGETED VISITORS FROM SEARCH ENGINES FOR A VARIETY OF
RARELY USED KEY PHRASES (LOW-FREQUENCY QUERIES). CONSIDERING THAT
THERE CAN BE MANY SUCH PAGES, YOU CAN ACHIEVE A SIGNIFICANT INCREASE
IN TARGETED TRAFFIC TO THE SITE.
USING THE SITE IS MORE CONVENIENT FOR POTENTIAL CUSTOMERS BECAUSE
THEY CAN GET ACQUAINTED WITH THE COMPANY MORE ACCURATELY.

PROBLEM#2 //
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PROBLEM#2 //

W E  C O N D U C T E D  A  S U R V E Y  I N  W H I C H

Q U E S T I O N S  W E R E  AS K E D  AB O U T  W H E R E

MA I N L Y  P O T E N T IAL  C L I E N T S  AR E  L O O K I N G  F O R

I N F O R MAT I O N  AB O U T  S E R V I C E S

ACCORDING TO THE RESULTS OF THE SURVEY, IT BECAME CLEAR THAT POTENTIAL
CLIENTS ARE LOOKING FOR INFORMATION ABOUT SERVICES MAINLY IN INTERNET.



JUNE 2020PROBLEM#3 //
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P R O B L E M : T H E  O L D - F A S H I O N E D

S Y S T E M  O F  A T T R A C T I N G  N E W

C L I E N T S

H O W  D O E S  I T  W O R K :  Q R  СO D E  D E V E L O P M E N T  W I L L  H E L P  P O T E N T I A L

C L I E N T S  B E C O M E  R E C O G N I Z A B L E  F A C E  T O  F A C E .  P O T E N T I A L

C L I E N T S  B E I N G  I N  T H E  P L A C E S  W H E R E  T H E  C O M P A N Y  O P E R A T E S

W I L L  B E  A B L E  T O  I N D E P E N D E N T L Y  A S S E S S  T H E  Q U A L I T Y  O F  T H E

C O M P A N Y ' S  W O R K ,  G O  T O  T H E  W E B S I T E  U S I N G  T H E  Q R  A N D  F I L L  I N

T H E  A P P L I C A T I O N  F O R M . I T  I S  L E S S  E X P E N S I V E  T H A N  D E V E L O P I N G

L E A F L E T S  A N D  D I S T R I B U T I N G  T H E M  E V E R Y W H E R E .

S O L U T I O N : D E V E L O P M E N T  O F  Q R

C O D E



H O W  D O E S  I T  W O R K ?

CONDUCTING A SURVEY AMONG THE
DISSATISFIED WILL HELP TO
UNDERSTAND THE PROBLEMS OF THE
COMPANY, AS WELL AS ENABLE
CUSTOMERS TO BE HEARD. 
CONDUCTING A SURVEY WILL ALSO HELP
TO AVOID BAD REVIEWS IN THE FUTURE. 
THE AVAILABILITY OF A SYSTEM OF
DISCOUNTS FOR LEAVING A REVIEW WILL
HELP ESTABLISH CONTACT WITH THE
CUSTOMERS AND INCREASE THE
FREQUENCY OF VISITS TO THE SITE.

PROBLEM#4 //
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P R O B L E M : T H E  P R E S E N C E  O F  B A D

R E V I E W S  A B O U T  T H E  W O R K  O F  T H E

C O M P A N Y

S O L U T I O N : C O N D U C T I N G  A  S U R V E Y

A M O N G  C L I E N T S ,  D E V E L O P I N G  A

S Y S T E M  O F  D I S C O U N T S  F O R

L E A V I N G  A  R E V I E W  O N  T H E  S I T E



PROBLEM#4 //

W H Y  S H O U L D  T H I S  I D E A

B E  I M P L E M E N T E D ?

THE FEEDBACK SYSTEM HELPS TO ESTABLISH
AN HONEST DIALOGUE BETWEEN THE
COMPANY AND CLIENTS.
THE SYSTEM OF DISCOUNTS CAN ENCOURAGE
CUSTOMERS TO USE THE SERVICES MORE
OFTEN AND LEAVE FEEDBACK ON THE
COMPANY'S WORK
THE FEEDBACK SYSTEM WILL HELP
EMPLOYERS TO NOTICE THE SHORTCOMINGS
OF THE COMPANY
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1)DEVELOPMENT OF A SURVEY USING GOOGLE
FORMS “ABOUT THE QUALITY OF THE COMPANY'S
SERVICES”.
2) SENDING A SURVEY TO CUSTOMERS WHO
LEAVE BAD REVIEWS. 
3)PROCESSING SURVEYS, WORKING ON CLIENTS'
PAINS. MAKING UP A FEEDBACK FORM. 
4)SENDING A FEEDBACK FORM TO EACH COMPANY
AT THE END OF THE WORK. 
5)FAMILIARIZATION WITH THE SYSTEM OF
DISCOUNTS FOR LEAVING REVIEWS ON THE SITE.                     

PROBLEM#4 //
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H O W  I T  I S  I M P L E M E N T E D :



C O L LAB O RAT I O N  W I T H  L O CAL  B U S I N E S S E S

T HAT  HAV E  E X P E R I E N C E  I N  E U R O P E  W I L L

H E L P  S TAR T  D O I N G  B U S I N E S S  AB R OAD

AN D  R E D U C E  R I S K S .

U P DAT I N G  T H E  W E B S I T E  I S  N E C E S SAR Y

F O R  T H E  C O N V E N I E N C E  O F  R E G U LAR

СL I E N T S  AN D  F O R  T H E  I N C R EAS E  O F  T H E

F L O W  O F  N E W  C L E I N T S .

Q R  C O D E  D E V E L O P M E N T  I S  A  L E S S

E X P E N S I V E  AD V E R T I S E M E N T  AN D  AL S O  A

G U I D E  T O  T H E  S I T E .

FINAL SUMMARY //
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