


7+ YEARS.
300+ COMPANIES
1,500+ STORIES.

WHAT DO THE BESTDO TO...

* Tell stronger stories?
* Scale their production?
* Improve their buy-in rates?

* Get their teams aligned?



SHIFTING OUR THINKING

Incidental - Strategic
Planned and intentionally curated.

Marketing project = Organization-wide
Case studies are a team sport.

Sporadic = Systematic
Curate and choose stories vs. relying on volunteers.

One story, one time, one way = A campaign
Repurposed for different media, goals, channels

Reactive = Proactive



#1. GET YOUR
HOUSE IN ORDER.
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ADVOCATES FROM ALL AREAS ALIGNED ON...

1. Goals:
. What does ‘success’ look like?
. How will we track it?

2. Formats:
. What serves each team best?
. Where will they ‘live’?
. How will we categorize?

3. Process
* Identification = Final deployment

4. Accountabilities

. Who does what?
. Who has final say? (Drafts? Strategy? Etc.)
. What timelines are reasonable?

https://casestudybuddy.com/blog/how-to-get-your-sales-team-to-help-with-case-studies/



https://casestudybuddy.com/blog/how-to-get-your-sales-team-to-help-with-case-studies/

OWNERSHIP &

' ACCOUNTABILITY




Goals

- Coverage Gaps
- Form factors
- Ideal KPIs

- |dentify
-Validate
+ Establish Context

Contact

- Expectation setting
» Handoff

OWNERSHIP &
ACCOUNTABILITY

+ Project management - Prepare + Drafting
+ Scheduling - Conduct *Revisions
+Securing release - Proliferate + Approvals

+Client Experience

Asset

deployment

»Catalogue
+Coordinate
- Disperse

Measurement
& Review

- Report to leadership
- Ongoing refinement






TOP TAKEAWAYS:

Establish clear ownership and accountabilities

Create ongoing internal feedback loops

Optimize for the outcomes of every team

Involve (and get the support of) leadership



#2: SET YOUR
STRATEGY, PUNK.



‘HAPPY ACCIDENTS’ ARE
NOT A STRATEGY.

- BOB ROSS, MAYBE



WHY DO PEOPLE CONNECT
WITH A CASE STUDY?

Marketers think leads want... Leads really want...

Big logos

Huge metrics
Glowing, perfect quotes
Trade secrets

High polish



WHY DO PEOPLE CONNECT
WITH A CASE STUDY?

Marketers think leads want... Leads really want...

Big logos Relatable

Huge metrics Aspirational

Glowing, perfect quotes Credible

Trade secrets Prescriptive / Informational

High polish Compelling



More Published Case Studies Than Any Other
Marketing Team On The Planet*

*We literally did the research — See the video here =

Style Buyer Type Industry Niche

Show me clients who...

Are worth billions Have crazy complex offerings

Gotacquired Have small budgets

% excedr @)signpost )

1,500%+ increase in organic leads 25% increase in conversion rate 4,000% increase in conversions
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WHAT ARE YOUR COVERAGE GAPS?

Industry/vertical?

Benefit/feature?
E.g. Aspect of product/product suite, etc.

* Buyer type/role? (CTO, CMO, 100+ sales seats, etc.)

e Objection/criteria?
Repurposed for different media, goals, channels

* Talk to sales & leadership; look at your marketing campaigns.
Root in real business/revenue goals!



WHAT STORIES SHOULD YOU TELL?

!

Switcher: Left competitor for you

Upgrader: Expanded service/product and benefitted
Disambiguator: Demonstrate a use case

Buying Board: Appeal to specific roles/board as a whole
Playbook: “Here’s how to do X based on Y”

Skeptic: A tricky client who almost didn’t convert
Implementation: Set expectations for setup and change

Problem Solver: A client where you turned things around

© O N o o A w N R

Subset: Focus on an individual feature/sub-product

10. Profile: “Who are the kinds of people who choose X?”

17



PLAYBOOK

@ +500 lift in conversion

How a Three-Layered
Personalization Strategy
5X'ed Conversion Rates MA MarketerHire

f Hachimi Yallaoui
Growth Markefing

WHAT YOU'LL LEARN

@ How to combine firmographic, CRM, and behavioral personalization

@ How personalization can 5X conversions from stable traffic
WHAT YOU'LL LEARN

WHAT YOU'LL NEED @ Why testing speed is key to successful experimentation

THE PROBLEM

THE HYPOTHESIS

WHAT YOU'LL NEED
THE SOLUTION

https:/www.mutinyhg.com/playbooks?filter=mutiny



https://www.mutinyhq.com/playbooks?filter=mutiny

SWITCHER

w Software Pricing Resources -~ Start free or get a demo

Complicated Salesforce Automation

The University of San Diego School of Leadership and Education Sciences
(SOLES) was using Salesforce for event management and outreach to prospective

students.

Unfortunately, Salesforce wasn't meeting SOLES’ needs. Dahlia Najor, Director of
Admissions and Outreach, School of Leadership and Education Sciences,

University of San Diego, explains:

“We’re a small admissions team of five people. We needed something that would

allow us to automate some of our processes while still being very easy fo use.”

While Salesforce had automation capabilities, SOLES found them challenging to

implement.

“The version of Salesforce we had was clunky and inefficient. We couldn’t

automate if the way we wanted, which limited what we could do,” says Dahlia.

No 360-degree view

Dahlia and the Admissions feam were also frustrated by their inability to get a

comnlete 3AN-dearee view of contacts in Salesforce

https:/www.hubspot.com/case-studies/university-of-san-diego



https://www.hubspot.com/case-studies/university-of-san-diego

DISAMBIGUATOR

Powerful Air Cleaners Enable
POLAR INDUSTRIAL PLASTICS: A SAFE Safer Workouts in the COVID Era
SOLUTION FOR FIBERGLASS FINE | N . .

New Species CrossFit is a CrossFit affiliate gym in Royal

Oak, Michigan. After the COVID-related shutdowns in the
Client: Polar Industrial Plastics, Ltd.
Featured Solution: Vortex o spring of 2020, owner Josh Hunnicutt knew he needed a
Industries: Bulk & Powder, Fiberglass, Piping, Plastic
Applictions: Fbergless Grnding strategy to protect and reassure skittish patrons when
Polar Industrial Plastics Ltd., located in Edmonton, Alberta, makes high-performance piping systems and other g‘y‘mS red pel'lehd A pOWEffLIl pCIII'tE ble air filtration system
industrial components out of plastic and fiberglass. They came to RoboVent in the winter of 2015 to address air . .
from RoboVent enables him to keep his gym open safely

quality issues in their fiberglass fabrication facilities.

and reduce the risk of spreading the coronavirus.

Sl The Problem

il |n order to bond fiberglass, workers must first sand it to roughen the surface. This creates a

L fine dust that can cause inflammation and reduce lung function when inhaled. The dust also
gets everywhere, creating a work area that is both visually unappealing and uncomfortable.

https:/www.robovent.com/learn/case-studies/
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https://www.robovent.com/learn/case-studies/new-species-crossfit-case-study-royal-oak-michigan/

The Derrick Law Firm

NO METRICS

Tyrone Law Firm

https://crisp.co/video/

The Law Office of William Bly



https://crisp.co/video/

TOP TAKEAWAYS

Consult all departments on coverage gaps/needs

Align stories with real-world business/revenue goals

Map out the KPIs they intend to capture for each

Intentionally curate stories based on this plan



#3: PROSPECT VS.
PROCRASTI-WAIT



ESTABLISH SHARED CRITERIA.

“This is who we’re after. This is what a win
looks like. This is when and how to ask.”



e Customers must be willing & s St Ban w0 g s

o Customers must be using [FHMiseiee S St e Sl Wl amiamin S & e
robust story

e Customers must have more than one business use case to share to show that
e s critical to their business operations

e Customers must be willing to share business impact stats

Customers fall within our target industries
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PROACTIVE

Are you open to being featured on the Loganix website as a
success story?

f selected ,we dlink to ou. spot :‘. t our wor (\wii

1out exposing anything

sensitive), and you'd have final say over what gets published

PROSPECTING

As next steps...

e First, the Case Study Buddy team will set up a time for an interview about your

experience working with us and the impact for [CLIENT COMPANY NAME].
You can see a list of sample questions they may ask here.

« If possible, we'd love for you to speak to [QUICK SPECIFIC DETAILS OF THEIR
EXPERIENCE].

+ If you're able to share any numbers around...
+ [METRIC #1]
+ [METRIC #2]
+ [METRIC #3]

Please dol Pulling these for the call would go a long way to making the story as strong
as possible.

Audit client database for ideals
Proactively and intentionally flag ideal targets
who fit gaps and likely have data

Leverage surveys and escalating commitment
Opportunity to discuss feedback, impact, or
even present the ask

Standardize how you ask and prime
Provide templates and steps to recognize and
report wins/request involvement

https://casestudybuddy.com/blog/how-to-get-
clients-to-agree-to-be-in-case-studies/
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https://casestudybuddy.com/blog/how-to-get-clients-to-agree-to-be-in-case-studies/
https://casestudybuddy.com/blog/how-to-get-clients-to-agree-to-be-in-case-studies/

PULL / PUSH

m.-u == R A
without a doubt, their sales and marketing teams are well equipped to sell more,

grow faster, and dominate their industry, long into the future.

If you love using Close, we'd love to feature you in a story like this. Connect with our

team via email to learn more.

Curious to see how a top-of-the-line CRM with advanced




TOP TAKEAWAYS:

Align prospecting to coverage gaps

Leverage existing conversations

Hold teams accountable

Provide STRUCTURE



#4:. MAKE A
BETTER ASK.



Expectation-setting creates, and solves,
the toughest problems in case studies.



Poor buy-in (int. and ext.)

Lack of proper release

Unclear process/false promises

Weaker story (fewer metrics, details, etc.)

> > b b

No learning, refinement, or longevity

G



Case study killers:

* Uncertainty
* |nconvenience
e Selfishness



=N

We’re worried about
being exposed

to competitors.

Nothing will be published
without your approval.

You have final say.




=N

I’m WAY too
busy for this.

R

Here’s what’s involved,
and it only takes ~60
minutes of your time.




S

What’s in it for me?

Exposure, press,

opportunities, discount,
thank-you...




Hey [Customer Name],

Last [week/month/quarter], we achieved [milestone/result].

In fact, we think others would love to hear about them, too.
If you're willing, we'd like to create a spotlight piece for our website with you as the hero.

All we need from you is a few quick questions answered on a short call—and a final sign-off
before we go live.

We want to do this right and make it as easy as possible for you to take part, so if you're open
to it, we have Case Study Buddy waiting in the wings to help put this together.

Are you open to being featured?

Cheers,

[Your Name]

We're incredibly excited to see those results; these are the sorts of wins we love to hear about.

A GOOD ASK TEMPLATE...

Personal
Why them? Why now?

Specific
What parts of story will you cover?
What metrics?

Clear

What’s the high-level process?
What is the time involvement?
What are next steps?

Succinct
Keep it focused.
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#5: QUICK HIT
PRODUCTION TIPS



COMPLETION RATE

NUMBER OF PAGES

COMPLETION RATE WAS HIGHER WHEN
CONTENT WAS NO MORE THAN 2-5 PAGES IN
LENGTH.

Info source: https://lp.docsend.com/sales-benchmarks-report
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https://lp.docsend.com/sales-benchmarks-report

The Challenge

AN UNRELIABLE AND FINICKY SURVEY
CREATION TOOL

Solution * Quick context

Complete, reliable, automated PPC audits

TrueClicks does automatically what Jorrit’s checklist used to do manually—but TrueClicks does L4 Sati Sfy scq n ne rs

it in seconds, instead of days.

* Set expectations

Results

$2,894,983 increase in revenue in one year

"The roadmap he’s provided us has led to us being able to rank some of our pages higher
In searches for which we're getting a lot of traffic for now. | can confidently tell you they're
converting to warm leads,” Luke says.

"I would say that the roadmap he's provided us has led to us being able to rank
some of our pages higher in searches for which we’re getting a lot of traffic for
now. And | can confidently tell you they're converting to warm leads,” Luke says.
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o CartHook

How 310 Nutrition gets
30% of customers to say
yes to their post-purchase

upsell offers

Increase in average Upsell acceptance
order value rate

taking the o
purchas CartHook, we're selling more

products to more customers.”

‘ ‘ Hov Mkhitaryan,
HEAD OF PRODUCT, 310 NUTRITION

Guidemark Precision Saves
Estimated $500k using
Firetrace Automatic Fire

Suppression Systems

When a tool break led to a machine fire at Guidemark Precision, their Firetrace
automatic fire suppression system suppressed the flames within seconds, saving the
machine and protecting the business and employees.

CallRail

How Qshark Moving Company
Shortened Its Quality Assurance

Process by 90% with CallRail
Conversation Intelligence

ASE STUDY

A\ “Conversation Intelligence is easy to set up and simple
,.t to use. Any business with a team that's out in the field
% : i

d It useful.

h will finc
\J & = “ Viad Kandybovich,

CEO, Qshark Moving Company

* One focus
* One (relevant) KPI
* Support with proof

&



Natural gas facility recognizes flow
rate problem

At a midstream gas processing facility, a freezing valve was the cause of
reduced production: When the pressure dropped from 900 PSIG to 140
PSIG, the gas saw a sudden drop in temperature of about 50-F. Water
vapor in the gas steam combined with hydrocarbons to form hydrates
that froze as the temperature dropped below the dew point.

If the problem wasn't addressed, the facility would have faced a
reduction in productivity or even a complete shutdown—and every
moment of downtime means potential loss of revenue. The facility
manager knew that heating the gas 1s a method for controlling gas
hydrates, but needed quidance on the specific heating system to best
solve their build-up problem.

e Tension

 Stakes

 Hero, not ‘damsel/dude in

distress’

&



“HERE’S WHY THAT MATTERS.”

After observing how the Pizza Hut team were using their payroll

systems, Zellis recommended three changes that would speed up their
processes.

Firstly, because the business has a high turnover of restaurant staff,
‘housekeeping’ measures would ensure time wasn’t spent checking
the records of people who no longer worked in the business.

Secondly, payroll processing would be uploaded to Zellis’ servers in the
cloud, taking away the need to bounce data back and forth between
Pizza Hut systems and Zellis systems.




IMPACT BEYOND ROI

From Susie’s standpoint, every part of their training program has gotten better, faster and more
intuitive since the switch.

their training.”

“We've improved our training efficiency by at least 95%,” Susie beams. “We don't use up those
print materials, there’s no manual entry, and our secretary isn't having to chase people to get

&



SPECIFIC CTA

Get a Complete Analysis of Aggregate Pier get started
Applicability to your Ground Improvement Project

Captorra

Want to beat more of your
competitors to the best cases?

Contact Subsurface Constructors today for a prompt and thorough analysis with experienced

aggregate pier engineers, and get your project on the fast-track to completion.

Protect your business, employees, and machines today:

TALK TO A SUPPRESSION SPECIALIST »

]
&

‘ TALK TO ONE OF OUR EXPERTS NOW =»




#6: SHARE LIKE YOUR
ROI DEPENDS ON IT



Snack Meal

The Company

Nibble

Chris Dreyer, Founder & CEO - Rankings.io

We've closed $179,444 worth of deals in the past month Neped 520p chose 30

s helped close them all. Our new

and case stud case

eat for

studies are pow magnets and they're gr

Looop Q

« click through a course. They search
2
mousTRY
Saas
Learning and
P7 elopment e
Case studies are invaluable to us. With Case
Study Buddy, we've saved so much time and oy Looop s He
money—and what they produced was far K (Globag K i nmunic atio
— on
beyond what we could doin-house. c i
3 -gveryday
seRCes PROVIDED

Kunal Kohli

for someone, and at the same time

grow your business, Unioncrate can Saien

ascovery

@ @ 2

RicketyRoo has been a huge return on
investment, way more than we ever anticipated.
It's wonderful to not even think about our SEO
because we have the true experts.

(S

¥ e

& Lever

How OpinovB Fills 20 Open Positions
e cropey, Each Month with Lever

5] ¢
ol
M E

The Challenge

Building credibility in a crowded niche

31 days

“RicketyRoo has been a huge return
oninvestment, way more than we
ever anticipated. It's wonderful to not
‘even think about our SEO because we
have the true experts.”

S2x growth he learming and developmen

o

Case
Study
Buddy



Interview

Audiogram

Podcast
content

Social
Content

Ad Content

Embedded

Press
release

Audio

Blog

How-to

Interview
with

Content

Deep-dive
asset

Slide deck /

Industry
snapshot

Nuclear
deck

Quote

Internal
training

Slide share
Social

graphics

Synopsis

Leave-

One-sheet

behind

Snapshot

Testimonial /

Landing
Page

Testimonials

Newsletter
content

Cold
Outreach

Wall of Love

Sales page
support

Teaser Ad

Compilation
reel

Case
Study
Buddy



SOCIAL CAMPAIGNS

Dylan C. - 2nd + Follow =--
Relentless Hospitality Tech Champion | Guitarist | Best Dad J...
3mo = Edited - @'

It's my pleasure to announce Revinate's EMEA Campaign of the Month for
Movember!

Featuring Landgoed de Holtweijde, in the Netherlands.
% The highlights *
Target Segment & MNewsletter Database and segmented by language.

Reminder @ Automatic follow up email sent to those who hadn't opened imitial
send. (Smart @ 1)

Results ] 376 direct room nights in one campaign!

Great work and congrats Kim de Jong - Boerrigter and her team.

)E JIOLTWEIDE

=y Humi
&H 13,755 followers
3mo - @

+ Follow =°°°

One of the biggest challenges Aline faced in her role is software adoption. So,
when she was looking for a solution while managing the hiring of over 100
employees, she knew she needed a platform that was intuitive, scalable, and easy

to onboard.

Humi Case study

How Encepta’s
switch to Humi
helped them
effortlessly hire
over 100
employees

Effortlessly scale your operations

01

Vv The challenc

Aline’s team needed a
operations solution th
tackle the whole eml
journey: from recrui
tracking time off to p:
performance manacem
because they we
quickly, they needc .
that was flexible, cou
with them.

«&n

Flexible platform for the whole




AD CAMPAIGNS

Factor One Case

Close

=y,

200x Return On
Google Ads

How Suncoast Enclosures Achieved
200X Return on Google Ads Spend
With Factor One Marketing

Conversions
Doubled In Months

Factor One Case
Study

Sync2CRM ile Like Page
QJ Sponsored - @

Thanks Charlotte! We are so glad you like Sync2CRM. Happy syncing!

2.0.0. 9.0 ¢

“Sync2CRM is so easy
to use and works like a

charm.”

- Charlotte Parrish,
Brand Manager, SCA

% % % % % "Makes My Life So Easy!"

Charlotte: "It's a game changer for our business as it allows us to do something
we've ALWAYS wanted to do but never could before."

SYNC2SCRM.COM Sign Up

il Like @ Comment #» Share < Buffer
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EMAIL CAMPAIGNS

&)

Increase revenue and reach new markets with just an iPhone (Bdemals inbox «

Stripe <updates@e.stripe.com> Unsubscribe

tome -

stripe

Hello,

GlossGenius has helped beauty and wellness entrepreneurs manage 51
billion in transactions using Stripe. This year, the company integrated Tap to
FPay on iPhone using the Stripe Terminal SDK to enable its US-based users
to accept in-person contactless payments with only a compatible iPhone.

You can read the full case study.

GlossGenius uses Tap to Pay on iPhone to:

© Accept in-persan, contactless payments without additional
hardware

© Optimize revenue and unify commerce within its platform

© Create a seamless merchant experience

© Reach new markets at in-person settings like pop-up stores,

mobile events, during on-site services, and more

If any of the above are top of mind for your business, you can read the
GlossGenius case study, or contact our sales team to learn more.
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94% iﬁi 4%
memeTme s
.— _
[ .' :

VISUALIZATIONS

Has Lighthouse 360 Increased Your Has Lighthouse 360 Increased The
Practice’s Efficency? Overall Happiness of Your Practice
Staff?
90% Yes
80% Yes

1% No

I 8% Idon't know

I 11% No
I 9% 1don't know

Increase Dormant Patient Reactivations?

Increased dormant

patient reactivations
by an average of

L 25%
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COMBINATIONS

\_

CHALLENGE

Performing large-scale migrations
for clients means they need to be
able to migrate quickly, securely,
and flawlessly.

SOLUTION

Reports and increased visibility help
identify issues quickly, so they can
be addressed or eliminated before
migration.

RESULTS

75% reduction in effort for larger
migrations, as well as 30% licensing
savings compared to other migration
tools.

Start a free trial —

The effort would quadruple if we had to do
everything manually.... it almost couldn’t
be done without ShareGate.

@ 0:00

— Doug Punchak, Application Development Manager, Avvenire Solutions

Key features

ShareGate offers fast and reliable migrations

Speed and reliability are especially important to organizations that want to run time-sensitive, big-
bang migrations on a weekend and have employees return to an upgraded, flawlessly running
environment the following Monday. Avvenire uses several features and capabilities in ShareGate
to make this possible.
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COMPENDIUMS

BLoG (@) 3MINUTEREAD

Our Five Most-Read Customer

Stories of 2022

See how top companies are using digital transfor
to improve productivity, enable workers, and mee

WV playvox
Customer Story Deck

“The team at Playvox understands what you need and
helos by showing vou how thev can support vour

“The biggest reward we've gained from Playvox is that
the platform springboards conversation. It's not a
penalty system. It's a collaboration tool. It allows the
advisor to come with their guard down and be a little
vulnerable. If they are struggling, they can ask for help.
That's where we see the most value, because you can
course-corract as nesded.”

PP P————

©)

“If we didn’t have Playwox, from a product
perspective, we probably wouldn't look at
support conversations as an input into any
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TOP TAKEAWAYS

* Leverage case studies across the entire buyer’s
journey

* Have a documented repurposing plan

* Ensure consistency across formats/stories
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