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Client objective
• Grow its customer base and build links within the food 

and beverage industry



We’ve partnered with 4CM for seven years. They act as our outsourced marketing team in the UK, providing both 
strategic and tactical support and also partner with our sister operations in Germany, France and the Far East. 

They have helped us boost our brand profile, outcompeting much larger competitors in terms of market coverage, 
while providing the skills, knowledge and resources that are driving demand for our products and services 

through both traditional and digital channels, combining inbound and account based techniques. The team at 
4CM is extremely proactive and engaged in our business, providing fresh ideas, insight and inspiration. As our 

marketing partner they are adding real value to our 10%-plus year on year growth.
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Campaign idea
We worked closely with BOGE to understand the pain points of existing and potential food 
and beverage customers when it came to using compressors. We focused on busting the 
myth that expensive oil-free air compressors were needed to get oil-free air and developed 
an integrated programme of marketing activities around the cost-benefits of using 
catalytic converters on oil air compressors to achieve the same results. 

Our approach
BOGE wanted to achieve growth in the food and beverage industry in the UK but its German-
managed website didn’t offer the flexibility for BOGE UK to do this on its own. As a full-service 
agency, we were able to manage a range of carefully timed campaigns to lead potential food 
and beverage customers on a buying journey. This involved LinkedIn DSC and Google Ads 
campaigns, print and online editorial containing focused case studies, white papers to add 
depth, e-newsletters and tailored e-mails to BOGE’s existing customers and an external list 
of potentials. We also managed a number of Account Based Marketing strategies to create 
organic growth and promote new customer relationships. 

Impact on client’s business

The results
A steady increase in market awareness in the food and beverage sector along with:

Flexible factories: helping UK 
manufacturing compete

World-scale manufacturing plants, of the type still being 
built in countries such as China and India, are a thing of 
the past in the UK. We cannot compete on this kind of scale, 
so instead must find new ways to boost manufacturing 
efficiency.

One way to do this is to adopt the concept of the flexible 
factory. Here, instead of pumping out huge quantities 
of product, be it a widget or a ready meal, the factory 
is adaptable enough to change from one high-value 
production run to the next. Where a world-scale plant relies 
on high volume, a flexible factory switches seamlessly 
between batches of high-value products. This speed of 
response helps UK manufacturing companies compete 
against larger overseas rivals, responding quickly to 
customer orders and to help introduce new products 
more quickly.

The flexible factory is arranged in a different way to a 
traditional production facility. For a start, much of its 
equipment must be moveable, unlike in a typical plant, 

where a machine stays fixed in the same spot and 
invariably continues to make the same product. Supporting 
systems, such as compressed air supply, must be able to 
cope with this new way of working.

The ‘flexible factory’ concept will help the UK compete with manufacturing powerhouses 
such as India and China. Here, BOGE explains how correct installation of the compressed 
air supply helps to enable this adaptable manufacturing environment.

increase in LinkedIn 
followers

Boosting brand 
profile - coverage 
outperforming  
the competition

Driving demand for BOGE 
products and services – 
contributing to 10%-plus 
growth year-on-year


