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Case Study On How Contact Packaging Machinery Sales Increased by 400%
. 

	Objectives


Within 2 years Contact Packaging wanted to double the turnover of their machinery business using online as the primary lead generation channel, whilst becoming one of the UK's top 5 stretch wrapper distributors.

	What We Did


We conducted analysis of the existing sales and marketing strategy, along with extensive competitor analysis to help define and deliver the 1st online sales and marketing strategy for Contact Packaging. Key elements of the process included:
	What We Did
	Why We Did It

	We carried out a usability evaluation of the website pages which were currently responsible  for generating new online sales enquiries
	This allowed us to identify where there were existing usability barriers when visitors arrive at the existing website, in turn providing the business case for making widespread improvements to how the machinery business using the online channel affectively

	We developed a range of user profiles of existing and potential customers
	This allowed us to fully understand both the type of product information a prospect is looking for along with the levels of details and specifications which a prospect will expect in order to make a sales enquiry

	We conducted extensive competitor analysis
	This ensured that both Contact Packaging and PRWD fully understood the market they were moving into whilst identifying where Contact Packaging can provide prospects with a far superior user experience

	We developed a user-centered micro sites to promote the range of machinery available
	Providing exceptional increases in the effectiveness of their lead generation activities was our primary goal, and by developing a user centered lead generation micro-site meant that ROI for future online marketing activities would be maximised. By using the user profiles and competitor analysis we were able to deliver a feature rich, professional and user friendly marketing sit to generate new sales enquiries

	We proposed, planned and continue to deliver search engine marketing campaigns
	With the user-centered micro site in place, we knew the search engine marketing campaigns would continually convert to a much higher level than if we hadn't optimised the usability of the landing pages that visitors from search engines were arriving at


	Results


During the 1st 2 years working with PRWD, the machinery business has seen:

· enquiries through the online channel increase by over 800%

· telephone enquiries increase by over 400%

· dedicated sales staff reduce by 30%
· turnover increase by 400%
· revenue per employee increased by 800%
· number of machines sold increase by 250%

· profit margins increase by 40%

	Return-on-investment


During the 1st 2 years working with PRWD, the machinery business at Contact Packaging has seen a Return on Investment of:

· over 800% ROI on their search engine marketing budget

· over 1300% ROI on their marketing and usability budget

	Long Term Plans


Contact Packaging and PRWD continue to work together to continually improve the performance of the online sales and marketing activities for the stretch wrap machines. New activities include further strengthening the position of Contact Packaging as one of the biggest distributors of machines in the UK, by increasing the amount of machines being marketed and sold through the website.
	Quote


"In terms of machinery sales our sales staff are still promoting the products in the normal way but we realise that the growth is through the internet sales. We are constantly looking to improve the site and make the most out of each enquiry."


	Further Quote


“PRWD has created a dedicated web site for the range of machines that we sell that has been constantly updated when new models are launched and improved based on customer feedback. To coincide with the website a Google Adwords program was undertaken which again has constantly been monitored and adjusted accordingly to ensure the most appropriate keywords are being used and we are maximising our daily budget. “
	Company Contact


Andy Saxton - Sales Manager
Contact Packaging Plc 
0844 499 1200
All information © PRWD (Author: Paul Rouke)
Page 1
10/29/2008

[image: image1.jpg][image: image2.png]