
Sentek   
CASE STUDY

Elevation’s multi-phased, research-intensive approach 
reveals how a leading agriculture technology provider can 
refine its brand positioning to capture US market share.
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Hitting pay dirt with precision
Sentek is a leading provider of quality soil, water and salinity monitoring products and services used with over 200 different crop types since 1991. Sentek soil probes and software unlock 
 insights from soil that no other technology has been able to provide with such precision—enabling growers and irrigators the ability to visualize the dynamics of a crop’s  
plant-water-salt-soil-atmosphere interactions. Growers use the company’s solutions to manage day-to-day irrigation, fertilizer injection and salinity requirements.  
Sentek’s technology optimizes inputs such as water, fertilizer and energy while at the same time maximizing outputs such as crop yield and quality in irrigated agricultural enterprises around the world.

With decades of industry experience internationally outside of the US, Sentek had garnered a positive reputation for quality, customer service and partner collaboration. Its products have applications 
in agriculture, turf, mining and environmental management, among others, and company leaders were looking to leverage their technology’s amazing potential to grow business in the US market.

BACKGROUND 

200
DIFFERENT CROP TYPES 
MONITORED SINCE 1991



CHALLENGE 

Align Sentek’s value proposition with the 
local, geographical conditions and pain 
points faced by US prospects to raise 
awareness and gain consideration.  

Sales in North America had slowed for Sentek, and the company was losing market share 
year after year to competitors who were perceived to be less expensive. Also, US growers were 
not being successfully engaged by case studies and other marketing materials and tactics 
originating outside of their geographical sphere of influence, which was primarily how Sentek 
had marketed to US prospects. 

In order to better understand the needs and buying practices of its target market in the US, 
Sentek reached out to Elevation Marketing who is well qualified to analyze Sentek’s current 
approach, and recommend more effective sales, marketing messaging strategy and tactics 
to successfully align with the North American market, attract growers and engage with the 
distributor network of dealers who support them. Elevation’s team recommended that 
discussions around value, results, data and performance must be targeted to 
specific users, conditions and challenges in the US market, in order to closely align 
to the segmented target audience. Success would require aligning Sentek’s short-term 
sales and marketing support with long-range marketing objectives in a way that empowers 
both sales and marketing to work together more efficiently than ever before.

SUCCESS WOULD REQUIRE 
ALIGNING SENTEK’S  

SHORT-TERM SALES AND  
MARKETING SUPPORT  

WITH LONG-RANGE 
MARKETING OBJECTIVES



STRATEGY

Refine and broaden brand messaging to resonate with a US audience,  
and educate distributors on how to use Sentek technology to drive grower ROI.
PHASE 1: RESEARCH & DISCOVERY 

Elevation began by evaluating trends in the overall soil monitoring technology industry and 
combining this with its experience in the market, revealing key US and North American 
industry drivers to leverage for building greater awareness. Elevation also reviewed key 
marketing aspects of Sentek along with nine of its key competitors, their brand positioning, 
value propositions and key market messages driving their brands, as comparative analysis.

Elevation’s research included an audit of industry and mainstream media editorial on 
Sentek and its competitors to uncover the state of the current media landscape for Sentek, 
determining the volume, sentiment and common themes in relevant articles, while assessing 

opportunities for Sentek to gain more exposure in these publications. Most of the coverage 
over the period of review stemmed from syndicated news articles featuring market reports 
that reference Sentek. While there is value being associated with the report 
inclusions, Sentek had not generated coverage that delivered any key company 
messages in placements that reached its target audience. The lack of coverage in 
industry specific publications left a significant opportunity to proactively engage targeted 
media through a strategic public relations program that would place Sentek at the forefront 
of industry conversations.



PHASE 2: VALIDATION

Internal and External Stakeholder Interviews  
Elevation Marketing conducted interviews with internal and external 
stakeholders, including with US distributors, integrators and end-user customers 
to uncover opinions regarding the company’s fundamental strengths and 
weaknesses—specifically evaluating company identity, customer attributes, key 
selling points, and marketing and communications activity. 

The in-depth interviews revealed that the market had been saturated with 
claims and communications regarding the benefits of technology and precision 
farming. From distributors to growers, the audience had become skeptical of 
even the most substantiated claims. Most importantly, the business that 
delivers relevant messaging that differentiates itself from the rest of 
the market will secure a significant marketing and sales advantage. 

PHASE 3: SOCIAL MEDIA AUDIT

Elevation also conducted an analysis of the industry social media landscape, 
and uncovered significant activity around agricultural technology topics, 
especially focusing on trending keywords relevant to Sentek’s soil monitoring 
technology and revealed ‘strong’ industry keywords garnering engagement on 
social media. 

Elevation recommended that Sentek should continue to 
create a dialogue around those power words and utilize 
them regularly in social content to begin engaging with 
an existing, interested audience,  
and providing an opportunity for Sentek to position 
itself as a thought leader on those topics.  
Since Sentek’s competitors had little to no active social 
media presence, it also reinforced the distinct opportunity for 
differentiation, and potentially to corner the social reach for 
those keywords.

STRATEGY
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An informal audit of Sentek and its competitors (summarized below) confirms some social media engagement, giving Sentek a chance to corner  
the discussion in relevant topics 

Recommended Platform Hierarchy

Twitter  |  LinkedIn  |  Facebook  |  Google+ (with possibility of later adding integrated YouTube Channel – dependent on availability of content or new content creation) 

Soil Monitoring  
Competitors

Followers Followers Following Tweets Likes Followers Followers

Sentek (existing social media) 4 353 118 366 376 388 374

AquaCheck N/A 112 409 295 76 75 17

AquaSpy N/A 120 172 56 N/A N/A 160

CropX 1 529 295 144 891 900 524

Decagon 62 511 150 895 N/A N/A 990

Irrometer 4 203 18 17 560 562 35

SensoTerra N/A 22 0 1 91 92 50

While social media implementation boasts minimal hard costs, it is 
not without investment. Effectively moving from implementation to a 
return on marketing investment (ROMI) requires strategy, planning  
and definition. 

Below are key industry benchmarks as a guideline for budget, tools, 
organizational resources and content development strategy.

Budget
“Content marketing is defined as “a strategic marketing approach 
focused on creating and distributing valuable, relevant, and 
consistent content to attract and retain a clearly defined audience—
and, ultimately, to drive profitable customer action.” To quantify this,  
89% of B2B marketers use content marketing. Of the 11% nonusers, 
52% say they plan to launch a content marketing effort within 
12 months; 43% had no immediate plans to begin using content 
marketing; and 5% had used content marketing in the past but 
stopped. (Content Marketing Institute, B2B Research, 2017). 

It is recommended that the initial social media planning phase 
aligns with B2B industry norms: On average, B2B marketers 
allocate 29% of their total marketing budget to content marketing 
initiatives (Content Marketing Institute, 2017), with 10% allocated to 
paid advertising like sponsored posts.

Tools
Using a baseline monitoring system to listen, respond, and measure 
engagement is key to maximizing the ROMI. 64% percent of 
marketers say they saw the benefits of using marketing automation 
within the first six months of its implementation (Regalix, 2015). 
Accordingly, our recommendation is to begin with basic tools, such 
as HootSuite and Google Analytics, and commit to evolving the 
platform over time as Sentek’s social business evolves.

Organization Resources
Organizations that are committed to social business development 
also commit appropriate resources to optimize their return on effort. 
Elevation will set up each profile and begin implementation of the 
strategy, facilitating on behalf of Sentek. Over time, this develops a 
self-performing, streamlined structure that will eventually allow  
Sentek to share responsibility for engagement.  

ALIGN RESOURCES  
& TOOLS 

elevation marketing     |     sentek technologies

 Follow and organize followers into listening feeds (with prioritized response times as appropriate) Establish relevant keyword and hashtag alerts to include: #soilsensors, 
#agriculturaltechnology, #planthealth, 

#soilmanagement, etc.  
Join and engage in relevant Facebook groups including: Innovative Farming & Agricultural Techniques (622 members)  Agriculture Solutions (102 members), Agriculture Solutions and Technology  

(60 members), etc.   
Join and engage in relevant Google+ 

Communities like: Agriculture & Farming (11,361 members) Soil Health 
(325 members), Soil Science  (857 members), etc.

1

2

3

4

BEGIN TO TEST ENGAGEMENT 
• Curate customer, partner, analyst and influencer posts

•  Begin to comment (natively and via share) on relevant posts 

regarding Agricultural Technology, Water Saving, and Soil Health 

•  Begin to ask questions and test assumptions to identify and  

prioritize pain points of target audience segments, documenting 

responses for content strategy development 
REFINE SOCIAL VOICE OF CHANNEL 

Based on intelligence gained during initial phases, as well as 

any successful tactics used in Sentek Australia’s social media 

presence, we will clarify brand voice, tone and characteristics for 

each social channel. For example, Google+ posts may be more 

technical and business-focused, whereas Facebook posts may 

show the “softer side” of Sentek (photos of new projects, team 

members, etc.). Similarly, each channel has its own characteristics 

in terms of post volume and type of posts that resonate.Moving to engagement, the maturing social objectives will be to 

spark or participate in conversations that build community. For 

example, the Facebook Groups and Google+ Communities listed 

above offer a plethora of opportunities for Sentek to expand 

their thought leadership around the agricultural technology, 

soil sensor and data, soil management, and farming solution 

industries. This is a relatively rare opportunity to get in while the 

industry is still growing in social media presence – competitors 

have some disjointed presence, yet social media users are talking 

about the subjects and industries in which Sentek has expertise. By joining and consistently contributing to these 
Groups and Communities, Sentek is better positioned 

to become a trusted industry voice. 

Elevation recommends these next 
steps in social transformation:

Follow the rule of posting magic ratios: 
10 curated content: 3 pain-solving owned content: 1 soft sell or offer

Help before you sell

Begin to conservatively respond to questions in expanded audience 
properties, always remaining engaged to 

monitor and reply to all follow-on threads 
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BUILD SOCIAL AUDIENCES  
Follow and engage with key external audience list of client and partner names, supplement with trade 
publications and media resources as needed and to include accounts such as: 



PHASE 4: RECOMMENDATIONS

Elevation’s insights revealed brand messaging and sales proposition that 
will grow US market share for Sentek’s soil, water and salinity sensor 
technology offering.  
Elevation’s comprehensive research uncovered that product quality, customer service 
and partner collaboration were the key touch points that would move the needle with 
US growers and distributors for Sentek, and the company should focus on optimizing 
the Sentek brand proposition as a professional, friendly and (most importantly) reliable 
provider of innovative agriculture solutions. The company should target geographic 
locations in the US that are deemed most appropriate to deliver tangible 
benefit from its soil probe technology, and then directly market to distributors 
and end-user customers in those regions with a broad message about the 
products that lead in terms of sales volume and highest margin. In addition, 
Elevation’s team recommended that Sentek embrace social media as a means to garner 
visibility in search networks and to establish industry thought leadership. Elevation put 
forth a comprehensive one-year sales and marketing plan that Sentek could use to gain 
considerable market share in the US market. 

STRATEGY



DELIVERABLES

• Market Research

• Internal and External Stakeholder Interviews

• Industry Media Audit

• Social Media Audit and Report

• Key Findings Presentation and Report

• Strategy and tactical one-year marketing plan



Scott Miraglia, President 
smiraglia@ElevationB2B.com 
275 East Rivulon Blvd., Suite 411 
Gilbert, Arizona 85297 

480.775.8880
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Elevation Marketing is one of the most dynamic, integrated 
B2B agencies in the US, and for good reason — our strategic, 
fully integrated approach aligns sales and marketing to 
deliver remarkable results for clients whose buying cycles, 
customer behaviors and channels to market are uniquely 
their own. Marketing B2B companies successfully requires 
deep understanding of the B2B space, a knack for compelling 
brand stories, and the ability to execute effectively when 

buyers are companies, not consumers. With proven B2B 
acumen, unparalleled research and exceptional creative 
design, we develop data-driven marketing strategies and 
build memorable brand experiences that empower lasting 
customer relationships for clients in every industry.

Top 20 
Interactive Marketing Firm

ABOUT ELEVATION

 
Insight. Innovation. Impact. 


