
CASE 
STUDY
FOOD AND BEVERAGE MANUFACTURING

E X P E R I E N C E  T H E  D I F F E R E N C E  

F ERESH XTRACTSURI 

 ON DIGITAL PLATFORMS!

FRESH PRODUCT GETS A 

FRESHER PERSPECTIVE 



CHALLENGES:

BENEFITS:

Adopting to digital marketing

Direct consumer-specific branding

Geographical spread

Increasing prospective partners

Customised Branding for Digital Platforms

Collaborations for business outreach

Better interaction with end consumers

Scaling up of the business



Suri Fresh Extract (SFE) is among the largest distributors and importers of 
fresh produce and manufacturers of cold press juices providing innovation, 
technology, and sustainable growth to the Indian fresh produce sector. Having 
invested heavily in the Fresh Fruit Industry and with 75 years of experience, 
SFE has the ideal access and supply chain conditions for juicing and 
processing. Not only do they have sustainable technology that keeps fruits 
fresh, but the by-products like cold-pressed juices are also formed without any 
preservatives. However, with Marketing activities for most industries making a 
shift to the Digital platform, SFE were in need of a comprehensive 
solution-providing partner that could augment the brand on various social 
media platforms. They approached Moris to be their brand partners to 
establish their presence on social media and also reach out to the connections 
that matter. 

THE BACKGROUND:

F ERESH XTRACTSURI 



Moris was able to identify that SFE had all the right assets that could be harnessed 
to create a winning presence on social media platforms. It was all dependent on 
creating a customised branding strategy specifically for all the social media 
platforms, where the client wanted to highlight their presence. We identified that the 
client had both B2B and B2C requirements. B2B clients would be prospective 
partners that could contribute to the expansion of the client's business across 
geographies. In contrast, a B2C strategy would build brand presence for the 
products in the minds of consumers. Therefore, a LinkedIn campaign focusing on 
Lead Generation and effective content helped address the B2B challenges. The end 
consumers were also effectively connected with attractive campaigns specifically 
created for the Facebook and Instagram audience. The strategies and execution 
were therefore broken up into 4 critical activities:    

THE MORIS “DIAGNOSTICS”:

Freshness of products was the USP that 
needed to be projected properly to 
ensure perfect brand positioning. A 
unique content strategy was developed 
to focus specifically on these attributes. 

The business was also in need of 
effective collaborators that could 
facilitate their geographical expansion 
plans. A customised, qualified Lead 
Generation campaign through 
LinkedIn helped in fulfilling this 
objective. This involved an intricate 
process of filtering and reaching out 
to only relevant prospects. 

SFE needed an alignment of two 
strategies – one B2B specific 
campaign that would give them 
potential partners for business 
expansion and the second B2C 
specific campaign for increasing 
brand presence in the minds of the 
end consumers. 

A combined strategy for B2B and 
B2C needed the support of relevant 
and visually optimised content on 
multiple platforms including 
LinkedIn, Facebook and Instagram. 
This involved collaborating with SFE 
to create an optimal content 
strategy that would be supported 
with eye-catching visuals.

Brand Positioning:

Lead Generation:

Marketing Strategies:

Content Optimization:



The Food and Beverage Manufacturing industry is highly dynamic and the end 
consumer holds all the cards. Therefore, all marketing campaigns need to be 
continuously updated to continue capturing the pulse of the target audience. SFE has 
worked effectively with Moris because of our transparency in allocating a specific team 
to execute their campaign. This has not only helped them in making the right business 
connections through LinkedIn for expanding the business but also create the desired 
brand identity within the target customers. A journey that started with a trial period of 
one month has now been extended to six months with a mutual understanding that we 
will be partnering with SFE long-time in augmenting their digital presence.

THE PRESENT-DAY SCENARIO:



IN THE WORDS OF THE CLIENT:

“ Moris Believes in client success and they have 
an array of tools and expertise to make that 
happen. Best of all, they have a talented, dedicat-
ed, and highly responsive team that is open to 
ideas! They constantly solve our digital marketing 
woes and have never failed to deliver our requests 
and expectations. Truly grateful for all the efforts 
they’ve put in for SFE! ”

ROOPAM SURI
BRAND MANAGER, SURI AGRO FRESH PRIVATE LIMITED
 



Even an established business needs to 
reinvent its strategies 

for adopting to the changing dynamics in

 the

DISCLAIMER: 
Note: Moris as a principle does not believe in showcasing the names of its clients in lines with the 

strictest abidance to a Non-Disclosure policy. However, we are sharing some of our success stories as 
we have received specific consent from our clients from the same!

Digital Marketing; 

DIGITAL DOCTORS
at Moris can effectively implement this for you. 


