


ABOUT VERVE

Hello!
Juhi  Ramaiya, an advert is ing professional  started 

Verve with a v is ion to create a niche for  brands 

and for  hersel f .

Having spent enough t ime in th is  industry working 

on brands l ike Heinz,  Fortune Foods,  The Laughing 

Cow Cheese,  ICICI  Bank,  Ni lkamal Furni ture,  

Clovia and Esbeda amongst many others,  she 

embarked on the journey to help smal l  businesses 

become brands with her venture.

Verve is  a fu l l  serv ice market ing agency.  With a 

team of  innovators,  creat ive th inkers and talented

designers,  Verve helps you hatch a plan for  

success that integrates a l l  channels wi th a creat ive 

and a cohesive message for  your audience.

Discover a way to transform your business,  wi th 

Verve!



Top Business
Have a great product but failed to reach out to 

your target customers?

Have a website but haven’t been able to 

increase its traffic?

Haven’t been able to generate quality leads for 

your business?

Haven’t had the time to consistently market

your brand?

Haven’t been able to differentiate your brand 

from your competitors’ ?

Challenges



Solution
W H A T  W E  D O

Improve conversion rates

Get more leads

Reach globally

Get measurable results

Increase brand awareness

Target effectively

Increased ROI
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08 Website Design and Development

Search Engine Optimisation

Social Media Marketing

Search Engine Marketing

Brand Strategy

Content Strategy & Marketing

Designing and branding

Corporate Presentation Designing



WHAT’S IN IT FOR YOU

Generate Interest 

Long Term Relationship

Brand Awareness

Conversion



WHY CHOOSE US?

• Our experience can boost your business.

• We are quick and always responsive.

• We study your brand and work on it like it’s our own.

• We love what we do and make sure you love it too!



VERVE
achievements



Challenge
- Operated from a small shop and 

had limited reach on social media 

-Wanted to reach out to the right 

target audience

-Shifted their base from Andheri 

to Juhu and wanted to increase 

footfall at their new store

Client
Neçhi Designs

(A Mumbai based fashion label)

Premium designer label

Approach
Using influencer outreach and by 

creating interesting content, we 

reached out to the target group on 

Facebook and Instagram.



APPROACH
We planned a  Diwal i  campaign for  the brand 
wherein  we helped them col laborate  with  a  make 
up art is t  having a  s imi lar  target  audience

Col laborated with  top b loggers  such as  Masoom
Minawala ,  TheImageCode and J ivebyDeept i for  
the Diwal i  campaign featur ing d i f ferent  looks  for  
Diwal i  wear ing Neçhi Des igns

This  resu lted in  gain ing fo l lowers  through cross  
promotion and co l laborat ion 



RESULT
Increase in  fo l lowers by 257% in 2 months

Increase in  awareness was ef fect ive ly  

accompl ished wi th in f luencer outreach and 

ef fect ive campaign p lanning

Store v is i ts  increased by 23%

The brand was approached by Anam Mirza,  

sister  and celebr i ty  sty l is t  of  Sania Mirza for  

sourc ing out f i ts

The brand was a lso approached by celebr i ty  

sty l is t  of  Harshdeep Kaur,  a leading Bol lywood 

Singer

Organic views and 

enquiries



Loved by the Audience

Reached out to Indian audience in foreign countries



Offering customised sales solutions & consultancy to 

solopreneurs, SMEs and corporates, Bridging Gaps 

Marketing Consultancy aimed to bridge the gap between 

where a business desires to be and where it was.

C L I E N T

C H A L L E N G E

When Bridging Gaps teamed up with us, it was relatively new 

on social media. It was looking to boost traffic, authority, and 

visibility on social media. If they were going to become 

perceived as leaders in their area of focus, Bridging Gaps 

needed to make it easier for people to experience their 

expertise.

• Designed an efficient and robust content marketing program 
appealing and aligned with the company’s goals and mission.

• Introduced a Facebook live show called “Safarnaama” wherein 
we would invite one of BG’s customers to chat about their 
entrepreneurial journey with our founders in an interview-like 
format. We honoured each participant by calling them 
“Entrepreneur of the week” to gain traction and get more 
engagement on our social posts. Organically, the participant 
would share this post within their social groups that led to an 
increase in traffic on the website.

• We developed a series of guides to engage prospects more 
deeply and demonstrate the firm’s expertise that uncovered the 
challenges and pain points that the customers of BG faced under 
the title “Sawaal Ka Saamna”. The weekly video positioned the 
founders as authoritative figures and experts in their category.

•

To encourage enquiries, we invited participants to join us for an 
orientation call which allowed the founders to showcase the 
power of their service, minimize questions from potential 
customers, and reduce their time spent selling the product over 
the phone.

O U R  A P P R O A C H

C A S E  S T U D Y  – B R I D G I N G  G A P S



RESULT
Our approach to building authority for Bridging Gaps worked. Our 

series of campaigns increased its organic traffic from 826 to 

2530 on Facebook in one year and led to a 1762%  increase 

in the follower base. We engaged with over 35.8K people (a 

999% increase from the previous year) and 76.1K people.



A interior designing studio in Mumbai

Art N Interiors is an interior design studio based in Mumbai. The company 

wanted to reach out to an elite group of homeowners who were looking to 

get their interior design done by an expert and wanted to generate leads 

using social media. Most of the business generated by the company was 

through word of mouth referrals. 



#2

After sufficient awareness 

and engagement, our goal 

was to generate quality leads 

for the brand. 

#1

With our digital strategy, we 

generated interest organically by 

posting blogs around topics that 

homeowners were searching for. 

Via social media, we reached out 

to home-owners interested in 

getting their homes decorated on 

their own and thus organized a 

homestyling workshop to get 

acquainted with the designer.

#3

We created a consumer 

centric lead generation ad for 

the brand without spending 

much on paid content and 

fine tuned our targeting to 

reach the right audience.

C A S E  S T U D Y  – A R T  N  I N T E R I O R S



Increase in website traffic by 41%
Total Amount Spent: Rs 500 
Generated 1590 impressions and 
reach 
of 1,418

Generated 6 leads bringing the cost 
per result to Rs 83.

Conversions - 1
Increased ROI for the brand with 

fine targeting options



The Honey Shop India is a venture specializing in Honey. By 

collecting honey from the very ground level, and with their 

ethical and honest approach, they make available the best 

quality honey and other products straight from the Bee Hive. 

The brand manufactured the purest and the rawest form of 

honey and was working in a competitive space.

C L I E N T

C H A L L E N G E
While working in a competitive space, the brand found it challenging to 

penetrate in the market. They knew their target market and wanted 

their social media team to create content that tells a story that their 

audience could relate to. The digital/social media objective of the 

brand was to drive salience and drive one-on-one engagement with its 

users and consumers especially millennials.

• The brand approached us to develop a narrative that would 
communicate the story of the Honey Shop India and reinforce its USP 
– The purest form of honey with no added sugar collected naturally 
from Indian sources.

To connect with the younger generation, we decided to do 
something different. We turned to digital storytelling.

To connect with millennials, we had to speak their language and 
learn what interests them the most. Netflix’s “Gossip Girl” was trending 
as the top 10 show that India watched. Drawing inspiration from 
Queen B – Blair from Gossip Girl, we narrated a tale of Queen Bee –
Blair from The Honey Shop India! We narrated the series of her 
addressing her minions or fellow bees on how they fetch the purest 
form of honey which is then collected and put together in the bottled 
jars of “The Honey Shop India”. 

The story was narrated in a series of posts that resembled comic strips 
& added stickiness and curiosity to the brand message! The 
#SweetStory was loved by the audience! We also educated our 
audience on how to identify if honey bought from the market was 
pure honey and gave some researched facts about honey that the 
audience was not aware about to reinforce our USP! Furthermore, we 
communicated the benefits of including honey in one’s everyday diet 
and skincare and urged our audience to make wise decisions and 
nurture their health.

O U R  A P P R O A C H

C A S E  S T U D Y  – T H E  H O N E Y  S H O P  I N D I A



The campaign garnered over 30% increase in followers in the first week of 

our engagement program. It was reposted by 2 food influencers thus 

amplifying the visibility!

The brand’s objective behind the campaign was successfully implemented. 

By urging their followers to look after themselves and make wise choices 

while picking honey from the market, the brand put emphasis on staying 
healthy. By doing so, the brand aims to promote good habits amongst 

people.

R E S U L T S



Neat

Stunning
Sophisticated



Our Portfolio





Branding
Identity 

Kit











Our Clients
Clients are always at the forefront of our work, 

which is why we form a true partnership with 

everyone we work with. We’ve partnered with 

over 50 clients and have delivered exceptional 

results.



Get In Touch
C O N T A C T

Juhi  Ramaiya

403/Sanjar Enclave, Opposite Milap Cinemas, S.V.Road,
Kandival i  (W),  Mumbai 400067

Juhi.verve@gmail .com
+91 9029060793

V I S I T  

W E B S I T E

mailto:Juhi.verve@gmail.com
http://www.vervemarketing.org/

