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Company Overview

This educational technology startup develops content
and courseware to supplement traditional textbooks.
Focused on the higher education market, they offer a
cost-effective, interactive learning experience across
web and mobile platforms.
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The Challenge

The client needed a clear, strategic approach to expand
their customer base. To drive both short- and long-term
growth, they required a scalable sales strategy, a
targeted marketing plan, and a structured pipeline to
attract and convert qualified buyers.




The Solution

Driving sustainable growth required a comprehensive approach. This meant gaining a deep
understanding of broader business objectives, refining the marketing strategy, identifying key
product differentiators, and conducting a thorough analysis of existing sales outreach and
product development efforts.

With this insight, Partner in Publishing (PIP) identified
the most effective strategies to advance the client’s
business goals:

+ Develop and implement a structured growth plan

= with a curated, repeatable sales process.

« Drive digital outreach campaigns, leveraging email
marketing and event management to nurture
prospects and close deals.

« Conduct targeted one-on-one demos and provide
strategic follow-up to strengthen relationships.

+ Generate leads through personalized email
campaigns and virtual product demonstrations.

+ Serve as a bridge between faculty and product
teams, gathering customer feedback to enhance
the user experience.

The Results

Between Fall 2019 and Fall 2021, the
client’s revenue doubled, and the

number of registered schools grew by
nearly 70%—surpassing expectations.

This success was driven by a profitable, scalable sales process built in partnership with PIP. By
managing the entire marketing and sales funnel from awareness to close, PIP helped the client
establish a reliable growth strategy, setting the stage for long-term success.

Hiring an agency isn't just about outsourcing tasks—it's about accelerating growth with the right
expertise, strategy, and execution. By partnering with PIP, our client gained access to a dedicated
team of experts focused on delivering results and driving sustainable growth.
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The Benefits of
Partnering with PIP

Unlike hiring internally, which can be slow and costly, working with PIP meant immediate
impact—no ramp-up time, no guesswork, just a fully equipped team ready to generate leads,
reflne messaging, and close deals. PIP didn't just provide strategy; we delivered execution at
scale, ensuring that every outreach, every campaign, and every conversation moved our client
closer to its goals. With a structured, data-driven approach, we helped the client build a sales
and marketing engine that wouldn't just work for a quarter, but for years to come.

03




a PARTNER
IN PUBLISHING




