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01 DELIVERABLES

SaaS Based Cloud Technology

Mobile Responsive User Interface Design

User Experience Design

Search Engine Optimization Strategy

Marketing Automation

E-Commerce Strategy

Lead Generation Strategy

Partner Marketing

Product Information Management Platform

Train a Marketing Team of 10 

Modernize and accelerate the marketing technology to integrate four companies together 
into one ERP, CRM, E-Commerce, PIM (Product Information Management), Marketing 
Automation and Digital Advertising to streamline marketing operations.

Sucessful integration of four companies, centralized data for 
marketing to segment, target and generate new business.

CHALLENGE

OUTCOME

BEFORE

COMPANY: TestEquity
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Enhanced the customer experience with a mobile 
responsive B2B E-Commerce platform,

increased lead generation with the ability to track a 
lead to revenue and increased marketing 

productivity with the new SaaS technologies. 

What happened?
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100%

$20M

3x

Impact by the numbers

INCREASE IN 
SALES QUALIFIED LEADS

IN MARKETING 
OPERATIONS

 PRODUCTIVITY

IN SALES PIPELINE 
THROUGH MARKETING 

AUTOMATION

AFTER
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DEVELOPING THE STRATEGY

STRATEGY & APPROACH

Over a three-month evaluation of the 
legacy platforms and metrics, I identfied 
the gaps in the marketing technology that 
prevented business growth. Moreover, with 
a key focus on tracking ROI for marketing 
programs I led the marketing team to pin 
point the data and process gaps by devel-
oping a comprehensive list of functional 
requirements the marketing team was 
able to strategically identifiy the platforms 
needed to foster growth now and in the 
future.

To ensure that the day-to-day operations of the marketing department stayed on track while implementing a new set of technologies. I empowered each team mem-
ber by assigning them a technology to learn and own that aligned with their role and individual development growth plan. Their object was to develop a process for 
the platform, documentation, and to train others. In addition, I shared the vision for the project, provided guidelines, resources, and timelines to align the team. 
This approach allowed the team to collaborate across the different departments to build the ROI model that the marketing department needed to grow the company. 
Providing the team members the opportunity to lead allowed us a department to adapt the new technology successfully. Moreover, to ensure the go-live dates where 
met and that post-launch they could also troubleshoot and own the platform to drive top-line growth.

DEPLOYING THE ENTERPRISE MARKETING TECHNOLOGY STACK

SaaS technology stack


