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N
Introduction

What is Al-Powered Demand Generation?

Imagine knowing exactly which leads are ready to buy before your sales
team even picks up the phone. That's the power of Al in demand generation.

Al-powered demand generation leverages advanced technologies like:

» Machine learning: Identifies patterns and predicts lead behavior.
» Predictive analytics: Forecasts opportunities with precision.
« Automation: Streamlines repetitive tasks, saving time and resources.

It bridges the gap between data and action, ensuring no opportunity slips
through the cracks. Al processes vast amounts of data—customer
behaviors, purchase patterns, and online interactions—to uncover insights
that drive smarter decisions.

Here's the big picture:
» Companies using Al for demand generation see higher lead-to-
conversion rates, faster pipelines, and improved ROI.

« By 2025, Al is expected to add $15.7 trillion to the global economy, with
marketing and sales poised as key beneficiaries (PwC, 2023).
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llhy This Guide is
Crucial for

Businesses Aiming
to Scale in 2025
and Beyond

The rules of demand generation have changed. Traditional methods—manual
lead scoring, generalized email campaigns, and one-size-fits-all messaging—
are falling short in a world where customers expect tailored experiences.
Competitors who embrace Al are pulling ahead, leaving slower adopters in the
dust.

This guide is more than a crash course—it’'s your blueprint for success. Here's
what you'll learn:

» The critical role Al plays in demand generation.

» The tools and strategies you need to integrate Al into your sales and
marketing processes.

» A step-by-step breakdown of how to implement Al for measurable revenue
growth.

Here's the reality: Implementing Al isn’t a simple plug-and-play solution. It
demands time, investment, and strategic execution. This guide will help you
understand what's possible, but it will also show why working with an expert
can accelerate your journey and avoid costly mistakes.
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llho Is This Guide For?

« C-Suite Executives: Responsible for growth, alignment, and ensuring
ROI.

« Entrepreneurs: Scaling startups or optimizing businesses for
predictable revenue.

If you're struggling with inefficient processes, inconsistent pipelines, or an
overwhelming amount of customer data that isn't being utilized
effectively, this guide will show you what’s next.

Key Takeamays

« Al-powered demand generation is the future of scalable, predictable
revenue growth.

« By 2025, Alis projected to significantly influence marketing and sales,
with a potential $15.7 trillion global impact (PwC, 2023).

. Traditional demand generation methods are no longer sufficient o
stay competitive.

« This guide is for leaders—executives and entrepreneurs—who are
ready to embrace Al but need guidance to execute effectively.

« Implementing Alis complex, but it can transform your business—if
done right.
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The Problem with

Traditional Demand Gen

Traditional demand generation methods, once considered the backbone of
marketing, are no longer sufficient for buyers today.

Buyers have evolved. They expect immediate, personalized experiences that
speak directly to their needs, and traditional approaches simply can't keep up.

Take manual lead scoring, for example. Many businesses still rely on outdated
systems to evaluate potential buyers. This process is often time-consuming
and subjective, leading to misaligned priorities.

Without real-time insights, marketing and sales teams are left guessing which
leads to pursue, wasting precious fime on prospects who aren't ready to
convert. The inefficiency doesn't stop there.

Follow-ups, a critical part of any demand generation strategy, are another
major bottleneck. Responding to a lead within five minutes can increase
conversion rates by 900% (InsideSales, 2023).

Yet, traditional follow-up methods, which rely on human intervention at every

step, make this speed impossible. Prospective customers are left waiting, and
businesses lose the opportunity to capture their attention.
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Then there's segmentation. Traditional methods rely on broad categories like
demographics or industry type.

While these can provide a starting point, they ignore the nuanced behavioral data
that drives modern buyer decisions. This results in generalized messaging that fails
to resonate with today’s customers, who expect hyper-personalized experiences at
every touchpoint.

It's no wonder only 28% of marketers feel confident in their demand generation
strategies (HubSpot, 2023). The lack of precision and personalization leaves teams
struggling to meet growing customer expectations.

Another pressing issue is the disconnect between sales and marketing feams.
Without alignment, messaging becomes inconsistent, and follow-ups fall through
the cracks. This friction costs businesses real money—up to 10% of annual revenue
is lost due to misaligned efforts (Gartner, 2023).

Even for businesses with solid foundations, the inability to prioritize high-value leads
remains a critical challenge. Without the predictive power of Al, it's difficult to
differentiate between a casual website visitor and a prospect ready to buy. This
often results in feams chasing unqualified leads while valuable opportunities slip
away unnoticed.
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Lastly, traditional demand generation processes are resource-intensive, leaving
teams overwhelmed with repetitive tasks. Instead of focusing on strategy or

creative problem-solving, employees are bogged down by manual workflows,

leading to inefficiencies and burnout.

The gap between what traditional methods can deliver and what modern buyers
expect is widening. And as competitors adopt Al to address these challenges,
businesses that fail to evolve risk being left behind.

Key Takeamays from This Section

« Traditional demand generation methods lack the
precision and speed required to meet today’s buyer
expectations.

« Manual processes like lead scoring and follow-ups create
inefficiencies, while outdated segmentation techniques
result in impersonal messaging.

 Misaligned sales and marketing efforts cost businesses up
to 10% of revenue annually (Gartner, 2023).

« Theinability to prioritize high-value leads means wasted
time and missed opportunities.
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How AL

Revolutionizes
Demand Generation

The way businesses generate demand has fundamentally shifted.
Traditional methods are being replaced by Al-powered solutions that
offer unmatched precision, scalability, and efficiency. Al doesn't just
streamline processes—it transforms them, enabling businesses to
achieve outcomes that were once out of reach.

What Al Can Do That Humans Can’t (At Scale)

Al’s ability to process and analyze massive amounts of data in real time is
its greatest strength. It eliminates guesswork, replacing it with actionable
insights that drive smarter decision-making.

Here's how Al is revolutionizing demand generation:

Predictive Analytics for Lead Scoring

Traditional lead scoring relies on static criteria and often leaves room for
human bias. Al, on the other hand, evaluates historical data, behavioral
patterns, and real-time interactions to accurately predict which leads are

most likely fo convert. This ensures that sales tfeams focus their efforts on
high-priority opportunities, saving time and boosting results.
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Al-Driven Customer Segmentation and Personalization

Personalization has become the gold standard in marketing, and Al
makes it achievable at scale. By analyzing customer behavior,
preferences, and purchase history, Al segments audiences into highly
specific groups. It goes further by tailoring messages, offers, and
interactions to individual preferences, creating a seamless and
personalized customer journey.

Example: An Al-powered system might send a personalized email to a
prospect who abandoned their cart, offering a discount on the exact item
they left behind.

Intelligent Automation of Follow-Ups and Nurturing

Timing is everything in demand generation. Al ensures that follow-ups
happen at the right moment by automating workflows based on lead
behavior.

Example: If a prospect downloads a whitepaper, Al can trigger a follow-
up email with related resources or schedule a call from a sales rep, which
can lead to a 20% improvement in lead conversion rates (McKinsey,
2023).

Al’s scalability means these capabilities are delivered consistently,
whether you're engaging ten leads or ten thousand. By eliminating
human error and inefficiencies, Al creates a more predictable and
optimized demand generation process.
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The ROI of

Implementing AI in
Demand Generation

The results of adopting Al speak for themselves. Businesses that embrace
Al-powered demand generation are experiencing measurable
improvements in revenue, efficiency, and customer satisfaction.

Real-World Example #1: Precision-Driven Growth
« A mid-sized SaaS company implemented Al to refine their lead scoring
process. Within six months, their sales team reported a 35% increase in
productivity, as they spent less time chasing unqualified leads and more

time closing high-value deals. The result? A 25% boost in revenue year-
over-year.

Real-World Example #2: Hyper-Personalized Engagement
« An ecommerce retailer used Al-driven segmentation to personalize
their email campaigns. By analyzing customer purchase behavior and
preferences, they sent targeted offers that resonated with each
segment. The outcome was a 40% increase in email open rates and a
15% lift in sales compared to their generic campaigns.

Real-World Example #3: Automated Nurturing Success
« A B2B services company deployed an Al-powered follow-up system.
Instead of manually tracking touchpoints, Al ensured timely

engagement with prospects. In one year, they reduced their sales cycle
by 30% and increased deal closures by 20%.
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By streamlining processes and enhancing decision-making, Al delivers a
clear return on investment. From reduced costs to faster conversions,
businesses leveraging Al in demand generation are consistently
outperforming their competitors.

Key Takeamays from This Section

« Alexcels at tasks that require speed, accuracy, and scale, such as
predictive lead scoring, personalized segmentation, and automated
follow-ups.

« Companies leveraging Al see tangible benefits, including higher
conversion rates, faster sales cycles, and increased revenue.

« Alis notjust atool—it's a transformative approach to demand
generation, offering a clear competitive advantage.
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The Key Components of

an AI-Powmered Demand
Generation Strateqy

Implementing Al in demand generation isn't about plugging in a single
tool—it's about creating a cohesive, data-driven strategy that
optimizes every stage of the buyer journey.

Here's a closer look at the key components of a successful Al-powered
demand generation strategy and how to execute them effectively.

1. Data Collection and Integration

The foundation of any Al-powered strategy is quality data. Al relies on
accurate, unified, and actionable information to generate insights and
automate processes.

« Sources of Data:
o CRM systems (e.g., Salesforce, HubSpot).
Social platforms (e.g., LinkedIn, Metaq, X).
Website analytics (e.g., Google Analytics).
Marketing automation platforms.
Customer interaction data (e.g., emails, chat franscripts).

o
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« Tools for Data Integration and Cleansing:

o Use tools like Zapier, Make.com, or Segment to integrate data
from multiple sources into a centralized system. Tools such as
OpenRefine can help clean and prepare your data by
removing duplicates and inconsistencies.

« Tactical Execution: Checklist for Unified Data Sources

o ldentify all existing data sources in your organization.

o Audit data for accuracy, completeness, and relevance.

o Use integration tools to create a centralized data hub.

o Regularly update and cleanse data to maintain integrity.

2. Al Tools and Platforms

Choosing the right Al tools is critical to scaling your demand
generation efforts. These platforms bring predictive capabilities,
automation, and efficiency to your strategy. In fact, businesses using
Al for lead scoring achieve a 40% higher close rate (Forrester, 2023)

« Top Al Tools for Demand Generation:

o Salesforce Einstein: Al-powered insights for sales and
marketing, including predictive lead scoring and automated
workflows.

o HubSpot Al: Tools for content personalization, email
automation, and predictive analytics.

o Make.com: Workflow automation and integration for
streamlining processes.

o Marketo Engage: Advanced segmentation and lead nurturing
powered by Al.
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« Tactical Execution: Evaluating the Right Tool

o Define your business goals (e.g., faster lead qualification, better
segmentation).

o Evaluate your team’s technical expertise—opt for tools with
user-friendly interfaces if resources are limited.

o Prioritize platforms that integrate seamlessly with your existing
tech stack.

o Pilot a tool with a small team before rolling it out organization-
wide.

3. Lead Scoring and Segmentation

Al takes lead scoring and segmentation to a whole new level by
analyzing behavioral data, engagement history, and demographic
information.

« How It Works:

o Al assigns scores to leads based on their likelihood to convert,
prioritizing high-value opportunities. It also segments your
audience into hyper-specific groups, enabling personalized
messaging for each segment.

« Example:

o Instead of broadly targeting all C-suite professionals, Al might
identify CFOs in SaaS companies who have visited your pricing
page multiple times, allowing for targeted engagement.
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4. Automated Outreach and Nurturing

Al revolutionizes outreach by automating email workflows, chatbots,

and other touchpoints while ensuring they are highly personalized and
fimely.

« How It Works:
o Al analyzes user behavior to determine the best time and
method to engage.
o Automated workflows deliver content that aligns with each
prospect’s journey stage.
« Tactical Execution: Examples of Al-Powered Nurturing Sequences
o Scenario 1: Website Visit
= Lead visits your site Al friggers a follow-up email offering
relevant content (e.g., an ebook or webinar invite).
o Scenario 2: Cart Abandonment
= Al sends a personalized email with a discount for the
abandoned product, boosting conversion rates.
o Scenario 3: Trials
= Segment all trials into one bucket and nurture them into
becoming paid customers by connecting typical objections
in ChatGPT to communicate effectively to each unique
case.

These workflows allow you to stay engaged with prospects without
overwhelming your sales team.
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5. Predictive Analytics for Forecasting

Al doesn't just tell you what's happening—it predicts what's likely to
happen next, enabling proactive decision-making.

« How It Helps:
o Forecast pipeline opportunities: Al predicts the likelihood of
deals closing and highlights areas to focus your resources.
o Budget optimization: Al identifies which campaigns drive the
best ROI, helping you allocate resources more effectively.
« Example:
o A company using Al for forecasting may identify that a 20%
budget increase in targeted email campaigns could lead to a
15% pipeline growth.

Key Takeamays from This Section

Al-powered demand generation starts with clean, integrated data and
the right tools to drive insights and automation.

Tools like Salesforce Einstein and HubSpot Al streamline processes,
making segmentation, lead scoring, and outreach more precise.
Predictive analytics and automation ensure that your team is always
focused on the highest-value opportunities.

Implementing these components requires thoughtful evaluation and
execution but yields a significant competitive edge.
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Tactical Execution:
Building Your AI-
Pomered Demand
Generation System
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Implementing Al in demand generation is a strategic
process that requires careful planning, execution, and
ongoing refinement. This step-by-step guide walks you

through building a robust Al-powered demand generation
system, ensuring you harness its full potential for scalable,
predictable revenue growth.
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Step 1: Assess Your Current Demand Generation Maturity

Before introducing Al, you need to understand where your
current demand generation strategy stands. This assessment
provides clarity on what’s working, what’s not, and where Al
can make the biggest impact.

« Key Questions fo Answer:
o Are your lead generation processes manual or
automated?
o How effectively are you leveraging data for
segmentation and personalization?
o Are your sales and marketing teams aligned on goals
and messaging?

« Actionable Tip:

o Conduct an internal audit of your demand generation
workflows, tfechnology stack, and team capabilities.
Document existing gaps, inefficiencies, and areas
where automation can drive better results.
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Step 2: Set Measurable Goals

Al thrives on clear objectives. Define the outcomes you want to
achieve with your Al-powered system, ensuring they are
specific, measurable, achievable, relevant, and time-bound
(SMART).

« Examples of Goals:

o Increase lead conversion rates by 20% within six
months.

o Shorten the average sales cycle by two weeks.

o Achieve 15% pipeline growth by the next quarter.

« Why This Matters:

o Al works best when you have concrete metrics to track
progress and success. These goals also serve as
benchmarks for evaluating the ROI of your Al
investment.
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Step 3: Choose the Right Al Tools for Your Business

Not all Al tools are created equal. Selecting the right ones
depends on your business goals, team expertise, and existing
infrastructure.

« Key Considerations When Choosing Al Tools:

o Functionality: Does the tool support lead scoring,
segmentation, and nurturing?

o Integration: Can it seamlessly connect with your CRM,
marketing automation, and analytics platforms?

o Scalability: Will it grow with your business needs?

o Ease of Use: Is it intuitive for your team, or does it
require extensive technical expertise?

e ProTip:

o Start small with one or two tools that address your
most critical needs, such as predictive lead scoring or
automated outreach. Platforms like Salesforce
Einstein, HubSpot Al, and Marketo Engage are
excellent starting points for demand generation.
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Step 4: Implement and Train Your Team

Introducing Al is as much about people as it is about
technology. A successful implementation requires your team
to understand how to use the tools effectively.

e Implementation Tips:

o Set up integrations between your Al fools and existing
systems like CRM and marketing platforms.

o Develop standard operating procedures (SOPs) for
using Al in workflows, such as lead scoring,
segmentation, and follow-ups.

o Test the system with a small pilot group before rolling it
out across teams.

e Training Focus Areas:

o How Al tools work and their role in demand generation.

o Best practices for interpreting Al-driven insights.

o How to refine and customize Al recommendations for
better results.
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Step 5: Monitor, Analyze, and Iterate

Al-powered systems aren't “set-it-and-forget-it” solutions.
Regular monitoring and analysis ensure the system evolves
alongside your business needs and market tfrends.

e How to Monitor and Optimize:

o Track performance against your measurable goals
(e.g., conversion rates, sales cycle duration).

o Analyze Al-generated insights to identify patterns and
opportunities.

o Collect feedback from your team to refine processes
and address challenges.

« Iterative Improvement:

o Adjust lead scoring criteria based on real-world results.

o Refine audience segments to improve personalization
and engagement,

o Experiment with new automation workflows to
enhance nurturing strategies.

e Key Tip:

o Schedule quarterly reviews of your Al-powered
demand generation strategy. This ensures you stay
agile and proactive in responding to changes in buyer
behavior or market conditions.
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Key Takeamays for Building an
AI-Pomered Demand Gen System

« Start with an honest assessment of your current demand
generation maturity to identify gaps.

« Define SMART goals to provide direction and measure the
impact of Al on your business.

« Carefully evaluate and choose Al tools that align with your
needs and existing infrastructure.

 Investin feam training to ensure seamless adoption and
effective use of Al-powered tools.

« Regularly monitor performance, analyze results, and
iterate to maintain a competitive edge.

Building an Al-powered demand generation system requires

time and effort, but the rewards—scalability, precision, and
measurable ROlI—are well worth the investment.
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Creating fresh content for every platform can feel overwhelming,
but smart creators and marketers are leveraging Make.com to
repurpose core content strategically, maximizing their reach
while saving time. Here's how you can transform a single piece of
content into a multi-platform strategy that multiplies your output
and keeps your audience engaged.
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Step-by-Step Workflow

1. Start with Your Core Content Piece

« Choose along-form content type, like a 10-minute YouTube video,
that dives deep into a topic (e.g., “5 Tips for Boosting Productivity”).
« This single video will serve as the foundation for repurposing.

2. Automate Content Repurposing with Make.com

Using Make.com, transform your core content into multiple formats
tailored for different platforms:

« Video Clips for Social Media:
o Automatically extract highlights (e.g., “Tip 1: Use Time

Blocking”) and format them into vertical videos for Instagram
Reels, TikTok, and Facebook Stories.
o Add subtitles and branding for higher engagement.
« Quotes and Insights for Text Posts:
o Send the transcript through an Al tool like OpenAl to pull 3-5
standout quotes or actionable tips.
o Turn these quotes into LinkedIn carousel posts, Instagram
graphics, or Threads.
« Blog Posts or Newsletters:

o Convert the transcript intfo a concise blog post or email
newsletter.

o Use automation to format and upload it to your CMS or email
platform.

« Twitter (X) Threads:
o Break the content into a 5-part thread with each tweet

containing a key takeaway and linking back to the original
video.
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3. Schedule and Distribute
« Integrate Make.com with scheduling platforms like Buffer or
Hootsuite to auto-publish content at optimal times.
« Set the schedule for each platform, ensuring consistent posting
throughout the week.

4. Track Performance and Refine
« Pull performance data directly into a dashboard (e.g., impressions,
clicks, engagement rates).
« Analyze which formats or platforms drive the most results, and
refine your repurposing strategy for future content.

Example: What One Video Can Become

3-5 Short-Form Videos for Instagram Reels,
TikTok, and Facebook Stories.
1-2 LinkedIn Posts featuring key insights or

quotes.
1 Blog Post or Newsletter for SEO or email

engagement.
1 Twitter (X) Thread that links back to the
original content.
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Challenges in Al Implementation

Poor Data Quality

Al is only as good as the data it processes. Inconsistent,
outdated, or incomplete data leads to inaccurate insights
and flawed decision-making. Many businesses fail to clean
and unify their data before implementing Al, resulting in
errors and inefficiencies.

Example Problem: A company’s CRM contains duplicate
customer records and outdated contact information,
leading to unreliable lead scores and ineffective
personalization.

Lack of Buy-In from Leadership or Teams

Al implementation often requires a cultural shift within the
organization. Without support from leadership or
engagement from teams, adoption can stall, leaving the
technology underutilized.

Resistance often stems from a lack of understanding about
how Al benefits the business or fear of job displacement.
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Challenges in Al Implementation

Over-Reliance on Al Without Human Oversight

While Al can automate and optimize many processes, it's
not infallible. Over-relying on Al without human oversight can
lead to errors, misinterpretations, or missed opportunities
that require nuanced judgment.

Example Problem: An Al system flags certain leads as low
priority due to incomplete dataq, but a human review would
have identified them as high-value prospects based on
additional context.

fastmarkit



Solutions to Overcome These Obstacles

Enhance Data Quality Before Implementation

o Conduct athorough data audit to identify and address gaps,
inconsistencies, and duplicates.

o Invest in tools for data cleansing and integration, ensuring a
unified and accurate database for Al to work from.

o Establish a process for continuous data maintenance,
including regular updates and checks for accuracy.

o Pro Tip: Use platforms like Segment or OpenRefine to clean
and structure your data, and ensure all departments adhere
to a centralized data management protocol.

Secure Buy-In Through Education and Alignment

o Clearly communicate the benefits of Al to leadership and
teams, focusing on how it enhances their roles rather than
replacing them.

o Offer hands-on training sessions to demystify Al tools and
empower feams to use them confidently.

o Involve key stakeholders in the planning and implementation
process to foster a sense of ownership and collaboration.

o Pro Tip: Host a workshop showing how Al can save the sales
team hours of manual lead qualification, allowing them to
focus on high-value conversations.
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Solutions to Overcome These Obstacles

Balance Al Automation with Human Oversight

o Establish processes for regular human reviews of Al outputs,
such as lead scoring and segmentation.

o Train teams to interpret and refine Al-generated insights,
ensuring decisions are grounded in both data and
experience.

o Set clear boundaries for when and where human judgment
is required, especially in areas where context or nuance
plays a critical role.

o Pro Tip: Use Al as a powerful assistant, not a replacement.
For instance, let Al identify trends and patterns, but have
your team validate strategic decisions based on those
insights.

Key Takeamays from This Section

« Data quality is critical: Invest time and resources in cleaning,
unifying, and maintaining your data before introducing Al.

e Buy-in matters: Educate leadership and teams on Al’s benefits to
ensure adoption and engagement.

« Human oversight is essential: Al should enhance, not replace,
human expertise. Use it as a tool for informed decision-making.
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The Cost of In-
House vs. Hiring
an Expert

When considering Al-powered demand generation, many

businesses face a critical decision: should they tackle it in-
house or partner with an expert? While doing it yourself
(DY) might seem cost-effective on the surface, the hidden
costs—both financial and in terms of time—can quickly
outweigh the benefits.
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Breaking Down the Effort and Investment

1.The Hours Required: Implementing Al in demand generation is not a
one-time task. It demands countless hours of research, planning,
implementation, and continuous optimization.

o Research: Identifying the right Al tools and platforms that align with
your goals and tech stack can take weeks, if not months.

o Implementation: Setting up integrations, workflows, and data
pipelines requires technical expertise and rigorous testing to
ensure seamless operation.

o Optimization: Al tools need regular monitoring and fine-tuning to
deliver meaningful results. Without this, performance can stagnate,
and insights may become irrelevant.

2.Example: A mid-sized business might spend over 200 hours in the first
quarter just setting up and troubleshooting an Al-powered demand
generation system.

3.Financial and Opportunity Costs of Trial-and-Error: Learning through
trial-and-error isn't just frustrating—it’s expensive.

o Direct Costs: Licensing Al tools, hiring consultants for occasional
troubleshooting, and fixing errors can strain budgets.

o Opportunity Costs: Every hour spent experimenting with Al is an
hour not spent closing deals, refining your strategy, or nurturing
high-value leads.

o Missed ROI: Delayed results from missteps mean you're leaving
money on the table while competitors with more refined processes
surge ahead.

4.Example: A company might invest $50,000 in various tools and internal
resources over a year, only to see minimal ROI due to poor
implementation or lack of expertise.
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Why Hiring an Expert is a Smarter
Investment

Partnering with an expert eliminates the guesswork, accelerates
implementation, and ensures the system is built for long-term
success. Here's why:

« Save Time: Experts bring a wealth of experience, streamlining
the process and drastically reducing setup and
tfroubleshooting time.

« Avoid Mistakes: With a proven methodology, experts prevent
common pitfalls that can deraqil DIY efforts.

« Maximize ROI: An expertly implemented Al system starts
delivering measurable results faster, with ongoing
optimization to ensure continuous improvement.

Save Time, Avoid Mistakes, and Accelerate Results

Investing in Al-powered demand generation is a big decision—
but you don't have to go it alone.

By partnering with an expert, you gain the confidence that your

system will be set up right the first time, delivering results that
drive real revenue growth.
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Let’s Build Your
AI-Powmered
Demand Gen

System

Are you ready to tfransform your demand generation strategy
but dont know where to start? | can help.

o I'll work with you to create a
tailored system that drives
real results—without the trial-
and-error. Whether you're
looking to streamline
processes, increase
conversions, or scale your
revenue, I'm here to guide you
every step of the way.

« Contact me today to schedule
a consultation:

o suttida@fastmarkit.com
o fastmarkit.com
o 720.219.6798




