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How a B2B software startup found tangible 
success with smart marketing efforts
Delivering efficiency and engagement where other marketing efforts fail to flourish.

A software solutions startup headquartered in the Netherlands had its first 50 customers when the 
team realised they faced a major challenge. While their product (features, selling point and logistics 
for SME-level clients) was stellar, they weren’t seeing the number of leads they were expecting for 
their business. Moreover there was clear potential to be selling substantially more licences.

Like most startups, the company decided to invest in digital advertising and hire a powerful sales 
team during its first year. Things were going good, they were almost cash-flow positive, but their 
campaign conversions were sluggish. They were facing an unclear ROI, mostly because of the tons 
of reporting metrics that advertising platforms provide and deals were taking more than 4 months 
to close.  The startup was looking for funding through a seed round to expand their operations, so 
they needed more accurate data to improve their investment in customer acquisition.

Problems faced
✓ Sluggish campaign conversions
✓ Unclear ROI
✓ Troubled reporting metrics
✓ No lead-generation system

Solutions delivered
✓ Multichannel campaigns
✓ Live conversion tracker
✓ Custom reporting dashboard

Final results
✓ Sales qualified leads (SQL) 

within two months
✓ More efficient marketing spends
✓ Better sales team engagement

This case study will show you why a digital marketing strategy is key when setting your sales goals 
and creating a high-performance one instead of choosing a generic approach. Let us help you to 
discover your growth opportunities and take action to meet the results you are looking for.

The business model and the initial phase of this B2B software startup were a perfect fit for 
account-based marketing strategies, tools and software. Learn how we re-allocated the existing 
resources on a set of target accounts within a market, met all the goals, and even went further.
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Starting point: Understanding 
the sales process and 
implementing an efficient 
digital marketing approach

Upon studying the sales infrastructure Reux 
Digital noticed the presence of key starting 
points that were very helpful to start moving 
forward. The problem was that the 
implementation choices would never hold up 
in the long term for a company this size that 
wanted to scale its business in less than 
three years.

As we already audited all the companies’ 
digital assets -website, brand, social media, 
advertising platforms- we were able to 
identify issues and growth opportunities the 
client was not currently aware of or missing 
out on. 

And as the GDPR is already in force and 
conditions the possibilities of target 
audiences relying on third-party cookies, our 
team designed a powerful system to collect 
the most valuable data from advertising 
platforms and analyse conversion data from 
targeted accounts.

Roll out new tracking 
methodology and enabling 
easier sales 

We re-allocated the budget, so the company 
did not spend additional funds but simply 
diverting funds wisely. In that way, we were 
de-risking the investment and increasing
the chances of success. 

By the third month of work, targeted 
accounts actively interacted with marketing 
content by increasing organic revenue by 
250% month on month. 

Now we were generating highly qualified 
traffic to the website, not only for the 
potential clients but also for the existing ones. 
That allowed us to increase the LTV (lifetime 
value) up to 30%, leveraging revenue of 
48.000€ for that year. 

At the same time, the salespeople were 
more than happy because they had to 
make less effort to close a deal, as the SQL 
(sales qualified leads) were more aware of the 
product and its features.

With the new 
methodology in 

place,
 the B2B software 

startup saw a 
37% CTR increase 
and an additional 13% 

more page views 
from targeted 

accounts.

Increased the LTV up 
to 30% leveraging 

revenue of 48.000
€ 

in 4 months.
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Data in real-time:
Results-oriented custom 
reporting

A sales and marketing dashboard that fits the 
company’s robust online presence we built 
was truly necessary at this point. We already 
had the engine working, so now was 
reporting time. 

This meant creating a custom and live 
dashboard that tracks on-site interactions, 
conversions, demo requests, and off-site 
campaign interaction, all in real-time. 

This results-oriented approach was 
mandatory for seeing effective growth on the 
scale the startup was hoping for. So we 
ensure the reporting dashboard met all the 
requirements and needs the C-level had.

What’s next? A deal on the 
horizon 

Once the new tracking technology was in 
place, the leaders had access to a wealth of
valuable information:

✓ Real-time targets that were currently in 
the awareness phase. 

✓ How many users each account 
consisted of and who were the 
most valuable clients regarding 
the average ticket. 

✓ The impressions, search 
durations and content requests 
of each account -all organized 
in one place. 
Highly appreciated data 
for the CMO we helped to hire.

✓ Month-to-date investment 
on marketing efforts 
and revenue.

-27%
Time to move 

through the sales 
funnel, from 

awareness to sales 
qualified lead 

speeding up the 
sales cycle 

and increasing the 
volume of customers.
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It doesn’t end there

This project consisted of high-activity sales 
funnels and worked so well thanks to the 
possibility of working closely together with 
the salesforce and the C-level. 

Nowadays, we continue to manage and 
update on-site activity scoring sheets and the 
rollout of the new approach and methodology 
and continue to advise the client on 
marketing matters.

As a B2B startup, a major challenge was 
increasing sales qualified leads to nurture 
the pipeline and increasing revenue. And 
we can proudly say that we hit all the 
expectations and went further by helping 
Sales and Operations upgrade software 
licenses that deliver even more value to their 
customers while improving sales team 
engagement.

⟰

Need help with your 
business?  

Let’s talk!
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Only 25% 

of B2B startups are confident in their ability to 
execute high-performance marketing 
strategies at a scale of +1.000 accounts.

This year 

GDPR will be the greatest challenge for SMEs 
in order to reach their ideal client profile.

47% 

of B2B startups are confident in their ability to 
create personalized experiences at scale.
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