
Drastic KPI Growth for
Global Software Firm

PROJECT SUMMARY: 
Directive Consulting was engaged by a software company to drive 

qualified leads to the sales staff in North America and ultimately put 

together a global campaign.

FEEDBACK SUMMARY: 
Directive Consulting is commended for their ability to generate a 

quantifiable improvement in incoming leads in the first 60 days of 

work, and for their enthusiasm and dedication. Directive Consulting is 

recommended to any type of client.

Case Study Interview Performed by Tim Clarke of Clutch.co



Introduce your business and what you do there.

Aegis develops enterprise-level MES [Manufacturing Execution System] 

software for discrete manufacturing. They develop, market, sell, and 

support their solution globally with offices in the US, UK, Germany, and 

China.

I’m the Global Vice President of Marketing.

What challenge were you trying to address with 
Directive Consulting?

To drive quality leads from each key region to our website. North 

America to start, and now we’re expanding to Europe and then, 

ultimately, Asia.

BACKGROUND

OPPORTUNITY/CHALLENGE



What was the scope of their involvement?

It’s pretty comprehensive. We did a lot of SEO [search engine 

optimization] work on the back end, which has proven very fruitful on 

the organic side of things. We’ve seen our metrics on the organic side 

go up quite a bit since they’ve been engaged. They’re doing a full 

pay-per-click campaign for us, which incorporates Google, Bing, and 

some software referral sites as well, like Capterra and Software Advisor. 

Also, they’re doing paid social, LinkedIn and Facebook, and then 

organic as well.

Directive Consulting produced a few content pieces initially for us, but 

we have a really technical audience, so it’s difficult to write content 

that’s really engaging at an engineering level. What they are doing is 

providing keyword-based topics and headlines for content that we’re 

queueing up and panning to develop internally. Directive will then 

incorporate that content into our paid and organic social media 

programs.

How did you come to work with Directive Consulting?

A Google search, of course. They were recommended on MOZ and 

ranked very high organically on Google, so I put them on my short list. 

They were one of three different companies that fit my profile in terms 

of the scope of what they were offering. I wanted somebody local to 

my area as well. Our corporate headquarters are in Philadelphia, but 

I’m in California, so I wanted somebody in Orange County who I could 

meet with periodically as needed. We do a lot of stuff over the phone 

and via the web, but it’s always good to meet face-to-face at certain 

key points throughout the year.

SOLUTION



How much have you invested with Directive 
Consulting?

The average year is going to be about $50,000.

What is the status of this engagement?

It’s ongoing and I plan to use them for the foreseeable future. I 

hired them in February and they started in March, and we saw 

measurable improvement in traffic and qualified leads almost 

immediately. We have a contract through the end of the year, and 

as long as we continue to see positive results, I intend to extend 

that contract into 2017.

Could you share any evidence that would 
demonstrate the productivity, quality of work, or the 
impact of the engagement?

I’ve built out a pretty comprehensive web tracker that tracks the 
whole of KPIs [key performance indicators] relative to historical 
performance. We’ve also established goals that go against that.

RESULTS & FEEDBACK

We track the overall visitors that come to the site, so we do track 
quality visits. Those have gone up relative to organic and paid quality 
visits. Then we have our leads. Obviously, we have a couple of 
different categories of leads when they come to our site and fill out 
different forms. One is when they fill out an information request, which 
is specifically requesting a salesperson to contact them. A secondary 
softer lead is when they download gated content. We’re tracking 
those, and those metrics have improved as well, both paid and 
organic.

We track our total paid clicks, our ad-click-to-lead ratio, and then cost 
per lead. Everything is going up. I was seeing positive results within the 
first 60 days. We were definitely getting results I could brag about 
within 60 days.

How did Directive Consulting perform from a project 
management standpoint?

My project manager is really outstanding.

What did you find most impressive about Directive 
Consulting?

They get it. I’ve been doing this 17 years, and I have worked with 
hundreds of vendors for different projects in the past. I have 
longstanding relationships with certain contractors. I kind of have a 
best-of-breed model where, rather than hiring internal people, I pay 
even a premium to work with best-of-breed in different areas, whether 
it’s web development, graphic design, advertising, or PR. I try to 
establish long-term relationships, so the relationship is really important 

to me. From the get-go, I could tell that they were really out for my 
best interest, and they wanted to establish a long-term relationship 
that was going to be beneficial to both of us.

They’re no-nonsense. They knew I was very data-driven and that my 
decisions about them were going to be based on a combination of a 
good working relationship as well as measurable results. I knew that 
right from the get-go. I tasked them with several things in the vetting 
process that I wanted examples of, and I only gave them a short 
period of time to do it because I wanted to gauge their willingness 
and desire to work with me, and they accommodated that. I basically 
gave them an absurd request before I even signed a contract with 
them, and they fulfilled it. That was at the beginning, so that gave me 
a good feeling. I had been burned by another vendor, and I wasn’t 
going to make that mistake twice.

I wanted to set aside a half hour or so each week to have tracking 
meetings and measure the performance from that previous week, 
and they’ve been very accommodating with that. They were always 
providing me with comprehensive reports, but they weren’t exactly in 
the format that was easiest for me to convey that information to my 
superiors, so they’ve been very accommodating and adaptive in 
putting together a measurement model that works really well for me. It 
ties the measurable metrics to the activities that they’re doing, so it 
makes it very easy for me to say to my management, “Hey, these are 
the things that we’re doing, and this is the result. These particular 
categories are key KPIs.” I can show them what we’re doing that’s 
driving those results and what we’re going to be doing in the future, 
along with what’s working and what’s not. They’ve adapted to my 
requirements enthusiastically.

“
”

I’ve seen improvement in a lot of different areas. 
We’re tracking a whole slew of metrics, and they’re 
almost all up because of Directive's work.
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Are there any areas Directive Consulting could 
improve?

They could always be cheaper, but you get what you pay for. They’re 

considerably more expensive than my last vendor, but at the end of 

the day, the value I’m getting from them is far superior to what I was 

getting previously. I don’t blame them for that, especially since I sell 

six-figure software. What else could they do differently? Nothing. I’ve 

been pleasantly surprised with them, and I’m hard to please.

They go the extra mile. I have a project manager and then they have 

several people on the back end, and they’ll bring those people in on 

the call any time I have a question.

They leave no stone unturned in their quest to drive new leads to our 

site. They’re looking at every angle constantly, measuring, testing, and 

improving. I don’t have to ask for anything. They know far more about 

this than I do, and they’re leveraging that to get the results.
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