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Homework Assignment
Role: Community Engagement & Outreach Manager
Assignment start: Wednesday, Mar 04th 
Question round deadline (see below): Monday, Mar 09th  - 18:00 CET, via info@gynaia.com 
(e-mail subject: assignment questions - your full name)
Submission deadline: Wednesday, Mar 11th - 18:00 CET (via the forms.gynaia.com link)
Goal of the assignment
This exercise is designed to test practical execution, digital nativeness, visual taste, and commercial judgment. We are explicitly not looking for abstract marketing theory, persona-only decks, or high-level frameworks. We want to see how you would launch something, using real tools, under realistic constraints, and make concrete decisions.
Scenario
You are joining Gynaia as the single owner of community engagement and outbound growth. We are about to launch new capabilities for gynecology ultrasound professionals. You will design and execute a launch campaign for one of the following (choose 1):
Option A — Early Pregnancy Care Programme
A new professional programme combining continuous education, decision support tools, and clinical best practice guidance for early pregnancy care (see https://www.gynaia.com/certification/membership/)
Option B — Educational Case Database
A new member benefit that is part of all membership programmes. A growing, highly visual database of curated, de-identified, educational cases for gynecologic ultrasound professionals.
You must explicitly choose one and briefly justify why you chose it. As a starting point, you may refer to our public membership page (https://www.gynaia.com/certification/membership/). Beyond this, you are expected to independently explore Gynaia’s website, social presence, and publicly available material to inform your work. You should assume that not all existing material is perfect or complete, nor is it made available to you as part of this assignment, and that part of your role is to work pragmatically and effectively with what exists today and what you think can/should be created.
What you should deliver
1. Slide deck
Maximum 12 slides (hard limit, no appendix, including title slides).


Your deck should cover, concisely:
· What you are launching and why you chose it
· Who you are targeting and the buying context (practical, not theoretical - who is deciding, in what clinical context, what needs to happen for engagement or purchase to occur)
· The concrete launch approach (channels, timing & sequencing, logic, assets, messaging, artefacts)
· The tools and workflows you would use (specific and operational)
· Your success metrics (see below)
Slides should be understandable on their own. Brief speaker notes are allowed but optional.
2. Concrete artifacts
Exactly 3 artifacts. No more, no fewer. Artifacts must be embedded in the slide deck (no separate files or external links). Examples:
· A drafted LinkedIn post (with visual concept)
· An outbound email or LinkedIn message
· A landing page hero section
· A CRM sequence or workflow sketch
· A visual social asset (mockup is fine)
These are just examples. You are free to pick these, or other relevant artefacts. Artifacts may be drafts, screenshots, or mockups. They should be realistic and executable, not conceptual.
Tooling and execution
For the key actions in your launch, briefly describe how you would execute them, including:
Lead tracking and follow-up
Where leads and contacts live, how they are tracked, and how progression (e.g. replies, meetings, sign-ups) is made visible.
Content and visual production
The tools you would use to create and adapt visuals, short videos, or social-ready assets, and how quickly you can iterate.
Social publishing and engagement
How content is published, reused, monitored, and followed up in a structured way.
For each area, be specific about what tools or systems you would use, what is created, updated, or tracked where, and how progress and outcomes are visible over time.
Assume you are the single owner of this work and responsible for keeping it structured, visible, and ready for handover. We care less about which tools you name and more about whether you clearly understand how digital work actually gets done end to end.

Success definition
Define up to 3 success metrics for your launch.
· At least one must be a conversion or meeting-related metric
· Be prepared to explain why these metrics matter
· Be prepared to explain what you would do if they do not move
Questions and clarifications
This assignment is intentionally under-specified.
You may send one consolidated email with your questions by Day 2 (see deadlines section for detailed timing). We will reply once with clarifications that will be shared with all candidates. After that point, please proceed using your own judgment.
Format
· Submit as a single PDF or PowerPoint
· Please respect all stated limits and deadlines
Presentation and discussion
You will present your work in a session with the CEO, other founders, and the operations manager.
· A 15 minutes presentation
· … followed by 30 minutes in-depth discussion and questions
Evaluation focus
We expect you to consider audience, credibility, social proof, and positioning. However, this is not a marketing theory or persona exercise. We are looking for people who can make good decisions and execute immediately. Show us your thinking through concrete choices, materials, and workflows rather than through frameworks or extensive analysis alone. We will evaluate:
· Market understanding (e.g. positioning, buyers)
· Practical execution and decisiveness
· Visual taste and clarity
· Digital and tooling fluency
· Commercial instincts
· Ability to operate under constraint
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