
Overview:

This case study outlines how the Client* created impressive results from a 

scheduled email campaign, how it was designed, how the prospect list was 

generated with necessary analytics to support results. 

It will show how BtoB Global worked closely with the Client to create a campaign 

designed according to their need, created a list and launched a test. Valuable 

insights are available in this case study for IT marketers on how to approach the 

market and expand potential reach.

Situation:

The Client required highly customized campaigns for their Cloud and ERP 

services. Before rolling out the campaign, a solid, verified and highly potential 

prospect list was required. 

For achieving this, the Client approached BtoB Global, a renowned list and email 

campaign services company to come up with a plan build a database and then 

design and execute email campaigns. 

The entire project was divided into two stages. The first step was to create a good 
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prospect list. The next one was to design and execute 2 email campaigns using 

the database created. 

Stage 1: List Creation

The Client gave BtoB Global a clear picture of their prospects and target audience. 

The first step was to create a prospect persona. This allowed the research teams 

to refine their search criteria. BtoB Global also found that the Client's entire 

prospect list was not updated and unverified. 

BtoB Global created an exclusive list consisting of high potential prospects and 

created 2 segments within the list itself. Each one was designed for a specific 

email campaign.

After the final list was compiled, it was matched against the in-house database, 

opt-outs were excluded, and de-duping was done. The Client verified the list and 

after some changes were made, asked BtoB Global to plan and execute the next 

stage.

Stage 2: Email campaigns

BtoB Global worked on 2 custom-made email campaigns designed for 2 different 

services/products which the Client wanted marketing for. Different design elements 

were incorporated into each campaign, because:

 They needed specific approaches

 Of varied content 

After they were designed, the Client had a look at it and test mails were sent out to see 

the response rates, bounce rates, click-through rates and open rates. The test results 
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were highly satisfactory. 

The chart below gives you an industry wise breakup of the open rates for marketing 

emails. The Client deals with the computer industry and the industry average is 8.7%. 

Cloud Computing Campaign: 

The cloud computing campaign was launched first. BtoB Global planned, executed 

and managed all the campaigns, with close tracking, analysis and follow up. 

All the steps were closely watched and necessary adjustments were made while 

the campaign was running. This had multiple benefits as it improved the current 

campaign results. The open rates for the cloud Computing Campaign was 11% 

which was greater than the industry bench mark. 
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ERP campaign:  

The ERP campaign had the benefit of tweaks made after the Cloud Computing 

Campaign went LIVE. This benefitted the campaign immensely and it saw a high 

delivery rate of 89%, which was way above the industry average. 

Results:

The Client benefitted manifold from these 2 campaigns. They were left with a 

prospect list which was of high potential. Their marketing strategy got a shot in the 

arm which also generated revenue for them through conversions. BtoB Global was 

instrumental in the entire process, generating the list, designing and executing the 

campaign and also analyzing the results. 
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