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Purpose of This Book

The year 2021 pushed most businesses online, making them 
highly competitive; everyone is now leveraging digital mar-
keting. The significance of digital marketing stems from the 
fact that it offers numerous innovative solutions.
In 2021, global digital Ad spending reached more than $389 
billion, and now it's increasing even more in 2022. In com-
parison, worldwide digital Ad spending achieved a modest 
2.4% increase in 2021 and will shoot up to 70% by the end 
of 2022. So how do you stay ahead of the competition and 
win in 2022 and beyond? 
Your competitors are no longer limited to a single region. 
Instead, you're up against businesses from all over the world 
and across the country. Our digital marketing strategy keeps 
you in front of the competition, not behind it. 
Welcome! You've come to learn how Preneurverse (the 
finest digital marketing agency) can help you grow your 
business from the bottom of the rankings to the core of each 
sight. We present to you how you can differentiate yourself 
so that you can succeed in 2022 and beyond.
With life being more immersed in the digital world, the  
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process of drawing targeted audiences online is the differ-
ence between a successful growing business and one that 
fails. Although your website might receive daily traffic, it 
will be useless until converted into leads or sales. Preneur-
verse's digital marketing strategies give business owners the 
best chances for competitiveness, survivability, and even 
business expansion in the digital world where business and 
commerce are moving. 
We will be a one-stop agency to improve your approach; we 
begin by investigating what identity means in your market. 
Then we apply what we've learned at each level of the cre-
ative process, including upgrading your language and de-
signs. We create campaigns that are representative and easy 
to understand. Whether it's for Social media marketing, 
social media management, advertisements, Email market-
ing, SEO, or Brand development, we Analyze, Research, 
Implement, Optimize, and Archive our campaigns. 
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The term "metaverse" has recently been adopted by the 
masses. Whether a digital expert or a consumer, everyone in 
the digital space is talking about how the Metaverse is 
changing the world. This term was first coined by sci-fi 
author Neil Stephenson in his book Snow Crash which de-
picts the story of individuals engaging with one another in a 
3D world utilizing avatars. Now, this conceptual idea is 
taking the world by storm. It sits at the crossroads of web 
3.0, blockchain technology, and virtual reality and combines 
these three technologies.
Facebook founder Mark Zuckerberg announced that he 
would be changing the name of his company to Meta, which 
is short for Metaverse. He says users will interact with both 
virtual and physical products. He also emphasizes how the 
Metaverse will change how we experience the internet. He 
states that “the Metaverse will be the successor to the 
mobile internet.” Meaning that the Metaverse is the next 
frontier in digital space.
 

Digital Marketing in Metaverse



05

Microsoft, a leader in today's digi-
tal world, has also taken many 
steps into the forefront of the 
metaverse with their latest technolo-
gy called Mesh. Microsoft Mesh is 
a collaboration platform similar to 
Microsoft teams but with avatars 
for virtual reality    collaboration.
Understand what’s happening and how you may profit in 
the Metaverse.
It is well-known that people have a better and more trustworthy 
relationship with brands with a robust digital presence. This is 
one of the reasons why we are moving towards mass adoption 
of the Metaverse. We are currently living in a hybrid world of 
physical and digital reality. Consumers are ready to pay with 
money, time, and attention in return for valuable goods and ser-
vices, whether digital or physical. The Metaverse will provide 
brands with a new challenge because the number of unknowns 
is almost limitless.
So think about it in this way. If you own an e-commerce store, 
the way it works now is that somebody types in the addresses 
on the web, goes to your store, and has the 
product page. 
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They can see the picture of your product and all of the other 
parts of your website. Now, imagine bringing your online 
store into the real world, but with the advancements of the 
internet. In a virtual reality world or hybrid store, anyone 
online can walk into the store and look at the products, similar 
to being at a store in person. No longer limited by location or 
distance, the only limitation now is internet connectivity. So 
this creates a multitude of marketing opportunities. Imagine if 
you were to sell fashion items like T-shirts, shoes, jeans, etc., 
someone can walk into your digital store as their 3D avatar 
and try the clothing on to see what it looks like on them before 
they purchase it. This will be a game-changer for store 
owners, designers, marketers, salesman, etc. 
The metaverse enables marketers to reach out to new audienc-
es in novel and creative ways while allowing people to inter-
act, learn more, and ultimately make     purchases, all in one 
smooth experience. 
The metaverse covers a wide range of topics, 
including entertainment, education, gaming, 
travel, and, most importantly for us, sales 
and commerce. All Defi, NFT, and other 
crypto projects are a part of the community 
members creating their business and main-
stream companies entering this platform.
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As virtual reality (VR) and augmented reality (AR) become 
increasingly popular, the metaverse is becoming a daily part 
of our lives. In 2022, Metaverse expected that 85 
million consumers would engage in at least one AR or VR 
activity every month. 
• Marshmello's Fortnite concert in 2019 drew 10.7 million 
people. 
• The Travis Scott in Fortnite event in 2020 drew 45.8 million 
viewers. In addition, the show's views on Travis's 
personal YouTube channel had surpassed 77 million views. 
There are 12.3 million players online at the same time. 
• The Gucci Dionysus, a logo-embellished bag with a 
characteristic tiger closure, was sold for $4,115, up from 
$3,400 at the store.
There's even a version of Earth 2.0 where you may purchase, 
trade, and own land! As we adapt to new means of reaching 
consumers through virtual reality, augmented reality, and 
mixed reality, the future of marketing will be a crazy journey. 

The vastness of this ecosystem 
boggles the mind. This technolo-
gy's potential and all the improve-
ments it can offer are revolution-
ary. Metaverse Marketing will 
alter your perspective on 
digital marketing. 
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 By putting the consumer right amid our message, these tech-
nologies will bring us closer to them more than ever before. 
Since the metaverse is participatory and immersive by 
nature, it's a good idea to benefit from this by offering a sim-
ilarly intimate view of your advertising and marketing strate-
gies. You can sell virtual advertising in the metaverse. 
For example, Bidstack, a video game and ad tech company, 
shifted from real-world outdoor advertising to virtual bill-
board advertising. As a digital marketing agency, we do not 
dismiss the possibility that offline advertising in other com-
munication media, such as TV or streaming   services is inef-
fective. Nonetheless, as the future becomes more digital, it 
is evident that the current communication media will 
become obsolete over time. Who knows what will happen 
in the future (virtual, of course), but we challenge you to 
know such things so that your brand is ready. Yet, you have 
the ideas and plans; we'll take care of putting them into 
action.
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Artificial intelligence is primarily concerned with program-
ming computers to perform tasks that usually require human 
intelligence. Let's use a small analogy; just like the industri-
al revolution took us from one horse to 450 horses, AI and 
machine learning are taking us from one brain to 1000 
brains working simultaneously to help us answer tough busi-
ness questions.

Artificial intelligence (AI) in corporate operations and    
practices has become a must for entry into the twenty-first 
century. A clear AI strategy is currently in place in 47% of 
digitally large businesses (those with advanced digital     
practices), and 84% of business executives feel that            
incorporating AI allows their company to maintain a       
competitive advantage.

AI is improving Advertisement:
From Facebook to Twitter, every social media platform is 
reaping the benefits of artificial intelligence by different 
methods, starting from user's age to demography, which 
other platforms use to make results based on users'. All this 
collection and analysis of data is done by artificial              
intelligence. 

Artificial Intelligence 
In Digital Marketing
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• It determines the target audience. 
• It targets the best audience, who are more likely to 
convert. 

AI is powering search:
Search is only helpful if the user gets what they're looking 
for. AI can assist search engines in making better decisions 
about how to rank results, mainly based on key terms and 
result from analysis.

AI is energizing SEO:
Through machine learning algorithms, brands may optimize 
their websites for processing and analyzing, which helps 
them get a higher ranking on SERPs (Search Engine Result 
Pages), increasing traffic and sales 
tremendously. 

AI is improving content:
Content intelligence (a subtype 
of AI that can create content) 
uses AI capabilities to assist 
marketers in creating 
compelling content, receiving 
research-backed marketing 
suggestions, and offering 
audio and video content. 



11

AI is energizing customer service:
Artificial intelligence transforms digital marketers' custom-
er-facing services, increasing efficiency and boosting user 
experience. One of the examples is a chatbot. 
• Users can inquire about products and services. 
• Users can be directed to a designated field of the website. 
• Users can transfer to a live chat with customer.

1. Improved return on investment ROI:
AI improves the user experience by leaps and bounds com-
pared to humans, which convert leads into real-time custom-
ers. Artificial intelligence gives the user an enhanced and 
enriched experience and influences the same choices.

2. Enhanced user experience:
It enhanced the user experience like Starbucks barista, chat-
bot, Apple Siri, Amazon Alexa, and google assistant.

Here comes the role of 
digital marketing on 
social platforms, 
which AI enhances.
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3. Personalized recommendations:
Artificial intelligence technology uses far quicker and more 
effective digital marketing and data analysis strategies com-
pared with human beings. Amazon uses an AI power recom-
mendations engine to provide personalized suggestions, 
essential in improving sales and revenue growth. 

Businesses must learn how to apply the benefits of artificial 
intelligence to their brands to improve customer experienc-
es, strengthen brand loyalty, and increase revenue. And AI 
is just one of the many new tools, trends, and technologies 
that marketers must be aware of.
That's why Preneurverse provides a comprehensive range of 
cutting-edge Digital Marketing services in various market-
ing areas, such as search engine optimization (SEO), email 
marketing, social media marketing, and more.
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2. What caused the change
The past few years have been very unorthodox with the 
Covid-19 global pandemic, which caused people to 
quarantine and stay inside their homes for safety. This led to 
a massive increase in online shopping because customers 
wanted to stay safe while still purchasing their favorite 
products. The increase in online shopping created an 
endless supply of data for marketers to use for campaigns 
.

Privacy And Data Sharing

Privacy & Data Sharing is changing. 
How to adapt

1. Intro
Privacy and data sharing contain 
some of the most critical information 
available to businesses, advertisers, 
and marketers online. They allow 
marketers to have an abundance of 
personal data from users across the 
web, and user data is collected from 
cookies, Facebook pixels, and indirect tracking methods. 



14

and targeting customers. Still, the new privacy policies from 
Apple, Google, and other leaders online make it difficult for 
advertisers to utilize this data.

3. Who is changing it
Significant shifts in the marketing landscape have made it 
more difficult to leverage data. Public policies such as the 
EU’s General Data Protection Regulation, the California 
Consumer Privacy Act, and other regional regulations limit-
ing how companies can leverage and move consumer data 
worldwide have made it more difficult for marketers. 

Apple and Google have made significant privacy changes to 
combat consumers' data being taken advantage of. For exam-
ple, Apple has developed a more restrictive privacy update 
to its mobile operating system. Apple's iOS 14.5 requires 
users to opt in to share their unique Identifier for Advertis-
ers (IDFA) with apps. Digital marketing and highly personal-
ized advertisements are based on this kind of technology. If 
users opt out of tracking and marketing, it will significantly 
dilute the effectiveness of digital marketing because users 
can't be tracked and reached with marketing messages.
The end of third-party cookies is the biggest challenge for 
online marketers, and Google plans to phase out third-party 
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cookies in Chrome by 2022. The question is: what is the 
solution for marketers with their highly tuned growth en-
gines based on consumer data, cookies, and last-click attri-
bution?

4. The Solution
Marketing has always been a balancing act between deliver-
ing relevant messages to the right people at just the right 
time. Now, with more data and technology available than 
ever before, we see shifts in how this will be done that will 
change the landscape for marketers.

You can align your brand more effectively in the right way, 
better, cheaper, and faster when you have a clear grasp of 
what your brand stands for, its principles, and its focus.

However, no matter what 
changes may occur, success 
still rests on two key factors: 
relevance for them personally 
and delivering a message at 
just the right time.
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Integrated metrics are likely going to be the new standard 
for brand mastery. These integrated pieces of data help you 
understand your customers and future-proof yourself against 
changes in advertising, content effectiveness, or market per-
formance while also providing feedback on satisfaction 
levels with specific campaigns/products at hand.

Branded content is the key solution. This form of media has 
been around for quite some time now, but brands have only 
recently started implementing this into their strategies. I sus-
pect we will see an increase in branded pieces on platforms 
like Netflix or even publications such as The New York 
Times - places where you can collect a large audience at one 
place (and thus a more significant impact).
 



Social media platforms are using algorithms to determine 
what posts you see first. The technical means of sorting 
these messages is based on relevance rather than publish 
time. The user will prioritize relevant content over others 
when browsing for new updates from their network on apps 
like Facebook, Instagram & Twitter.

Unless you pay for the privilege, you 
can't control what posts appear on 
your Instagram feed or when 
friends' stories pop up. However, 
there is some information about 
these things if you want it. For
examplea lot goes into 
determining which content gets 
displayed as soon-to-arrive recommendations and 
headlines at the top of various social media platforms like 
Facebook, Twitter, etc. Algorithms decide this based on data 
analysis over time where users engage with certain types of 
material more than others to show back up again later 
during browsing sessions.

Algorithms are becoming a lot more sophisticated by people 
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Mastering Algorithms



who use machine learning. Machine learning allows comput-
ers and machines to learn independently, with little to no 
help from humans. The algorithms, once created, can 
manage large amounts of data, detect harmful shadow bans, 
and interact with content through likes and comments to 
improve discoverability.

Algorithms have turned the internet into is a system where 
information about different topics can be ranked and 
filtered. This ranking creates incentives for content creators 
who are similar to markers. People buy goods or services 
based on their needs at any given time.

Role of algorithms in advertising:
It's no secret that traditional advertising models are strug-
gling. With programmatic, a new automated system automat-
ically delivers ads based on your activity and preferences 
across all major social media platforms, including Face-
book, Instagram & Twitter. 
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You can now be sure to find the 
   perfect advertisement without too 
        much hassle. A programmatic
           advertising process uses a 
             bidding system to deliver ads



based on an algorithm automatically. Every social media 
platform works individually and uses specific algorithms 
that track your data to get targeted with relevant content tai-
lored just right!

The future of online advertising is 
about targeting customers with 
personalized messages that will 
persuade customers to buy your 
product! Marketers can now create 
algorithms and use them automatically 
across the Web, instead of paying for a 
set number of ads as was traditionally done.

Platforms like Facebook, Instagram, and Google Ads allow 
brands to target particular audiences with dynamic ad cam-
paigns based on geographical location and time of day. Ad-
vertisers can use these features for increased ROI. You need 
to know what information will help your business reach its 
desired customer base while avoiding spending money ad-
vertising in areas that won't bring you a return.

What a marketer can do with algorithms:
What you post on social media could be hidden from view 
by an algorithm known as "shadow banning" because 
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content over others, despite algorithms causing information 
gaps. This aspect of their design has caused controversy 
within society. Many see this action as unnecessary and 
biased towards companies generating revenue at any cost. 
For example, Facebook uses a shadowban to hide specific 
posts while prioritizing revenue-inducing content. This is 
controversial because it determines what users should find 
important or worth appreciation.
Algorithmic design inevitably influences the spread of cul-
ture. It shapes our digital society in a certain way by decid-
ing which type of topic has priority on an individual feed 
and who deserves more visibility than others online. This 
biased sorting of information will lead to an unobjective 
decision between two sides, thus causing a polarized view 
about who/what deserves more visibility, influencing why 
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algorithms prioritize reve-
nue-generating content. So if 
your posts don't bring in 
money, the social platform 
may decide they're not worth 
seeing and hide them alto-
gether. 
Some people believe that 
shadowbanning is unfair be-
cause it favors certain 



some brands thrive. In contrast, others fall solely based on 
these decisions without humanity's input.

With a lot of experience and efficiency in marketing, the 
efficient marketer understands how each aspect works on an 
algorithmic level. This knowledge allows them to produce 
good results for their customers easily by utilizing that spe-
cific platform's features.

It's no secret that algorithms are robust and changing how 
customers see the world, but did you know just how much 
they can help you? These capabilities are available to you 
through Preneurverse's marketers. We at Preneurverse have 
world-class marketers who understand the algorithms 
behind each platform and are 
leveraging their expertise to 
generate ROI’s of over 
10x or more for our clients. 
This deep understanding of 
the inner workings is 
what allows us to improve 
results with such efficiency; we're providing this content 
because research shows there's no better way in which one 
might learn or understand them than through an agency that 
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has had years worth of experience working closely along-
side various tech giants throughout Silicon Valley.

So the question is, do you want to increase your sales mas-
sively? Let us help! Using artificial intelligence and human 
expertise, we will pinpoint the patterns in the data that 
matter to the customer and help you achieve your goals. 
With our understanding of these complicated systems, we 
know how to leverage our expertise to increase your conver-
sions and sales by 10x or more as a result.
.
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Intro
There are many benefits to launching your business on the 
internet. In 2020, online sales in America were at an 
all-time high and represented 21% of total retail value for 
that year alone! This doesn't even account for other         
countries where people make purchases using their       
smartphones or tablets while they're out doing things - but 
undoubtedly, these numbers will continue rising as          
technology continues evolving around us every day.

Research is the most important thing to do when you decide 
whether or not e-commerce is the best way for your busi-
ness—creating products that people want and figuring out 
who will buy them easily and quickly with no hassle. This 
preparation provides the foundation for success as an 
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Art of Selling Online

The world wide web pro-
vides an opportunity like 
never before; there's no 
reason you can't take         
advantage of this changing 
landscape by utilizing such 
tools.



entrepreneur who wants an online business where people 
come looking not only to buy but also to read reviews on 
things they want before buying anything.

Identify your target audience
The best way to stand out from the competition is by finding 
your niche. The market for online selling is massive, but it's 
also competitive; find a specific topic or product that will 
give you an edge over others in this increasingly-crowded 
space!

It is essential to understand your target audience to get 
ahead. For example, suppose you were selling designer bags 
and wanted them expensive enough for luxury consumers 
but not too much to see them as cheaply made or dispos-
able. In that case, there are ways of doing this with design 
elements such as hand-painted flowers on plain white leath-
er surfaces, which makes each piece truly unique - perfect 
for globetrotting women between 40–55 years old who care 
deeply about how their belongings reflect them both person-
ally and professionally. A high-quality product can easily 
accommodate different needs at various stages during its 
life cycle.
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The niche marketer's first step is to consider areas of interest 
and existing connections. The internet offers countless op-
portunities for finding these types of communities, as well- 
established platforms like social media groups or message 
boards can be helpful starting points when looking into new 
niches that may excite you based on your passions.

The first step to finding a successful niche is understanding 
your market. To do this, you should research and be 
informed about the industry or category in which it falls 
under so that when looking at potential products for sale (or 
offering), there will not only be an awareness of what's avail-
able but also if they match up with desired needs on some 
level!

- Use Google Trends to see what’s popular.
- Join social media groups and online communities related 
to your market to see what people are talking about.
- Monitor what’s hot on sites like Trend Hunter and Trend-
watching.
- Check out your competition and see if you can fill a gap.
- Use the Google Ads Keyword Planner tool to see how big 
the market is for your niche.
.
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Conducting Research is Important!
Before deciding how you want your business or website 
idea presented and marketed—think about what customers 
are looking for in terms of information. It is vital that you 
research everything from pricing strategies down to your 
target market so that when people 
visit your site, they know precisely 
why it is worth visiting your site 
over any other competitors'.

When conducting market research, 
you should answer these questions. 
What is the growth trend for your 
product line? Is your market 
satisfied with your existing 
products? How can you meet customers' needs better? Do 
you make your products more desirable? Where do your 
competitors' products generally fall on the price scale? How 
do you address your potential customer's pain points?

How are your competitors doing?
Do they seem sustainable in their demand for this product, 
or will more companies be going out of business soon 
enough that it could lead you into danger, too, if things don't 
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work well with customers quickly enough? What's missing 
from online sales marketplaces as far as products go? You 
also need to make sure that there's enough demand for your 
product at the price you'll ask. Start by looking around and 
seeing if anyone else has noticed a problem or is doing 
something about it.

Branding your business:
Building your brand identity is like building a house. As 
part of the building process, your logo and website, as well 
as all of your marketing materials, need to reflect who YOU 
want people to see when looking at your product or service.

The first step to creating a brand is identifying what it 
stands for. You can either take this on 
consciously by summing up your 
values in just four words or use 
an existing company as inspiration 
and see how they rank compared 
with yours. Some brands convey 
the idea of fun, youthful vibrancy, and 
high-quality craftsmanship. Other companies are known for 
their artistic designs that will bring smiles to your face no 
matter what you're doing (or not). If these things sound 
good but don't quite fit into how we perceive our own 
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company's personality, then maybe it is time to reevaluate 
who we want as customers.

You need to know your buyer personas and brand persona 
as a marketer. Who are you talking to? How are they being 
spoken about in the media or by other marketers on social 
networks like Facebook & Twitter? Are we informative     
experts who share knowledge with our audience, or do we 
act as their friend who understands them well not just for 
today but also tomorrow? Sometimes it's a good idea to find 
out where people start: what resonates most often when 
reaching out directly to potential customers/buyers via 
email campaign messages, etc.? Doing so will help you     
tailor-fit our communication style accordingly. Some areas 
in which you can be deliberately expressive: headlines, ad 
copy, and website/product names. And don't forget email 
automation! Phone greetings also work well for this.

Your Online Website
Your website is more than just an ordinary webpage.         
Everyone who visits your website gets the first impression 
of who you are, and it's so much more than what is seen on 
any other site or social media post! You need to create      
persuasive content for your business across all marketing    
channels- staying authentic and staying focused on this one 
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point: If people love something, they should never have trou-
ble recognizing their brand again because everything ties 
together seamlessly from beginning to end. 

To make your website successful, 
start by designing a website that 
incorporates the elements of your 
brand identity. Make sure it is easy 
for customers and potential 
shoppers to find out about all 
products available on this site! 
Upload images or write specifications 
to be used across marketing channels, so everyone knows 
what they're getting from start to finish with their purchase.

A website is an investment that will pay off for years to 
come. You deserve the best possible representation, and we 
can help you achieve it with our skilled team of web devel-
opers who know how important this is for the success of 
your businesses

Website Content
Once you've built your website or landing pages, it's time to 
sell! Many ways can help put the product in front of poten-
tial customers' eyes. One of the best ways to do this is by 
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creating advertisements on social media sites like Facebook, 
Instagram, and Twitter.

Paid ads allow businesses like yours the opportunity for tar-
geted advertising, bringing your business to the front-page 
news placement within specific demographics. Connect 
with influencers in particular niches who have large follow-
ings, join Facebook groups focused on marketing your prod-
ucts, post original content onto Google sites, use Content as 
Marketing!
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The way you run your digital marketing campaign can make 
or break it. Without an organized plan in place, explorers 
may find themselves taking many wrong turns that result in 
not only Frustration but also a much longer route to where 
they want to go- which is usually nowhere near as effective!

Marketers who want to stay ahead of the game should invest 
time and money into implementing an omnichannel market-
ing strategy. This will help them find new customers, 
increase their sales volume, improve customer retention 
rates - all while keeping your budget low! Preneurverse has 
developed a proven process for producing such strategies 
that you can either hire us on or use as-is with our assis-
tance, so give us a call today

Setting Goals
The journey is just as important as the destination. Your digi-
tal marketing strategy should be tied back to your fundamen-
tal goals for business so that its success can lead directly 
towards achieving what matters most in business- increased 
sales.

31Take Your Business 
With Preneurverse



Understanding your audience
When running a digital marketing campaign, it's essential to 
know the culture of your target audience. This means under-
standing what customers are used to and how you can get 
them interested in something new and different from their 
everyday life. Our social media experts advertise on social 
media channels like Facebook with ads targeted at demo-
graphics such as age groups (e-commerce), gender prefer-
ences, etc. Customers will see these posts, which may 
prompt an interest-based response due to positive emotions 
associated with memories tied to past occurrences happen-
ing again. The buyer is usually in one of three stages when 
they arrive at your store. First is brand awareness and educa-
tion which leads them through the subsequent two phases: 
consideration where decisions about what products you 
offer become clear; finally ending with conversion into 
long-term customers.

The Right Messaging
Planning the perfect campaign starts with understanding 
who you are speaking to and how they want to be reached. 
Your content, tone of voice & imagery should resonate for 
your message boards to stand out among other campaigns 
on social media platforms today! Once you've identified 
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where the customer is in the sales funnel, it's time to start 
talking about what will make your product stand out. If a 
prospect doesn't have any information on file (prospecting 
stage), be sure that both parties understand how valuable 
and essential this opportunity really could become before 
moving forward together! The key to successful sales online 
is understanding your buyer. Pain points and interests can 
help you tailor the perfect message for them so that they're 
far more likely to take action on what it is precise that you 
have available from our company or service provider's       
offerings!
Your marketing strategy should involve a review to ensure 
that you have all of the capabilities necessary for managing 
digital touchpoints. Which ones?

A successful strategy should be based on the    
following seven capabilities:
- Strategic approach
- Performance improvement process
- Management buy-in
- Resourcing and structure
- Data and infrastructure
- Integrated customer communications
- Customer experience
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Preneurverse

ACTION 
is the 

foundational key 
to all success

Lets Take Action, Book Us Today


