
It’s a familiar story many companies face: Extensive time and effort have been devoted to an aggressive marketing 
campaign but no process has been implemented to capture all of the valuable data the campaign generated. 
Such was the case for a Minneapolis-based B2B software company.

While the company was already adept at using Salesforce and marketing technologies for its day-to-day needs, 
it did not have a process for measuring its marketing effectiveness and tying that to sales opportunities. More 
troubling was the fact that hundreds of website leads were being trapped in the system with no automated 
way of pushing them to sales. As a result, prospects were being abandoned, resulting in missed closed/won 
opportunities and growth potential. 

THE SOLUTION
To solve these challenges and help the company reap the benefits of its marketing efforts, Redpath: 

• Cleaned the database, eliminating duplicate and inaccurate records

• Implemented a more efficient process for accurately adding records to the system 
and preventing duplicate records

• Designed a lead lifecycle management funnel for quickly assigning leads to sales 
reps in an automated workflow using assignment rules

• Created automation rules and synced prospects to Salesforce campaigns in an 
effort to track campaign effectiveness

• Built reusable drip campaigns, lead capture forms and landing pages for marketing 
and sales teams

THE RESULTS 
Because of the solutions implemented by Redpath, the company was able to capture these 
abandoned leads, and they noticed dramatic gains highlighted by the following:

• Generated over $2.1 million in new revenue within 90 days of launching account-
based marketing campaigns

• Increased the lead velocity of marketing qualified leads by 860 percent in year one, 
from 240 days to just 25 days

• Reduced staff needed to manage both sales and marketing programs

• Improved close rate by 20 percent

• Created weekly reports to measure marketing ROI and effectiveness

• Improved the ability to monitor and forecast using reports on funnel health, 
customer acquisitions and wallet share

Interested in learning how you could improve marketing 
operations at your company? Contact us today.
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