
 
 
 
 
 
 
 

  

HOW WE DOUBLED LEADS IN ONE YEAR 
WITHOUT INCREASING OUR MARKETING BUDGET 

Learn about our successful lead-generating strategy for niche software products   
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Introduction 

Perseus Group companies have historically grown through direct sales and attendance at trade 

shows. We recently incorporated inbound marketing into our process and, after some trial and 

error, we were able to double our leads without increasing our marketing budget.  

Inbound marketing is not only about sending emails or waiting for people to stumble across your 

website. It’s a multifaceted strategy to engage customers across a variety of platforms. For us, 

this is a three-pronged strategy involving content, e-mail and website. Underlying this was a 

strong data-focus (measuring both ROI and lead results), and a solid internal communication 

strategy to help our teams understand this new medium.   

 

 
How to create content that converts 

Companies in the Perseus Group operate in niche spaces with clearly-defined targets. While 

some might view this as a challenge, we found that the right content strategy can be quite 

effective. Our approach incorporates the following:  

• Written content 

• Video content 

• Webinars  

• Downloadable guides 

• Interactive tools on the website 
 
 

Written content 

To maximize the ROI of our written content by keeping costs reasonable, we interviewed one of 

our customers every month. The goal was to create more than a case study. Instead, we used 

this customer as an expert in their field and had them share best practices to inform readers. 

Through the course of the interview we determined what they were exceptional at, and the article 

took the form of a Q&A. When conducting an interview like this, it’s important to keep it interesting 

and entertaining. The purpose of creating content like this is to engage readers and position the 

interviewee as a thought-leader in his or her field.  

Topics we’ve found traction with have included marketing tips, how to incentivize a sales team or 

how to expand service operations. These topics are relevant to all business owners in the industry 

so engagement is strong. Plus, it’s a win for all parties involved because our customer gets 

publicity and is established as a thought leader in their space. 

https://csiperseus.com/
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Because the cost and time commitment is so low (the interview takes an hour, the writing takes 

around two), the ROI is very high. We’ve been able to continuously create high-quality content 

on a modest budget. 

 

 

 

 

Key takeaways 

• Use a text-based template  

• Short e-mails are stronger  

• Showcase your customer by showing their logo and using their name in the email 
 

Video content  

While costlier than writing, video content can be more engaging than alternatives. Plus, you can 

create a great deal of content with one investment -- a single shoot can generate 2-3 videos. Just 

like the text-based variety, video content should be presented in an interesting and entertaining 

fashion. At least half your video should be about capturing the viewers’ attention before 

bombarding them with facts. 

 

 

Subject: Interview with ACME Inc. on Evolving with Mobile Technology and Growing 

Their Service Department 

Dear <<First Name>>  

Here’s an interesting interview with a top company in our 

industry that I thought you may enjoy. We sat down with 

John Doe, the Vice President of Acme Inc. to discuss 

how they became the go-to provider in the Springfield 

market and how technology has aided in the current 

growth of their business. 

See full interview with ACME Inc. on growing their service department.  

Happy Reading!  

<<User Signature>> 

 

SAMPLE E-MAIL TEMPLATE 

The e-mail below is based on a real template. On a regular basis, these e-mails 

convert at a 30% rate and have a Clickthrough rate (CTR) of 15%.  

 

https://csiperseus.com/
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A low-cost video will be between $1,000-$2,000, so it’s a greater investment than writing. But as 

videos continue to become more popular, more people expect to see content presented in this 

way. It is an essential investment that -- done right -- will have a fantastic ROI.  

The best place to record video interviews is at user conferences. The customers are already there 

so you simply need to book a room in advance where you can film videos during session breaks. 

To boost participation, promote a raffle among the participants – the winner gets a drone or a 

$200 Amazon gift card. We usually have at least 10 people willing to do these video interviews 

and win the prize.  

 

Webinars 
 

Webinars are a more complex and have a lot of moving parts. We limit them to twice per year 

with an industry consultant. Leveraging a consultant allows you to take advantage of their 

expertise and tap into their followers who will be interested in the subjects presented. Consultants 

are also experienced presenters and won’t require the coaching a less experienced speaker 

might. 

When we host a webinar, we generally expect 200 to 300 registrations, with a mix of both existing 

customers and prospects. Once again, interviewing has proven a valuable technique in our 

webinars - people are more interested when there are multiple voices speaking. 

In one of our webinars, we had two customers talking about how they used CRM to grow their 

client list. The consultant acted as a moderator, with a list of pre-prepared questions guiding the 

discussion. Our customers answered these questions in an authentic, real-world context, and 

enlightened the audience about the challenges and changes their businesses faced. 

 

 

Guides 
 

One key piece of the content puzzle is a resource library for your prospects and customers to 

reference for more thought leadership. There is no need to create content from scratch. It’s easy 

to repurpose other content. We turned the webinars into guides, for instance, and included them 

in our resource center. This way the information in the webinar stays relevant long after the 

livestream has ended. Guides are also great for email nurturing programs. After a few years, your 

resource library will have covered most cornerstone content and won’t require much maintenance 

to be effective. 

 

https://csiperseus.com/
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Website 
 

Providing online tools for your customers and prospects to use will demonstrate your company’s 

value in a profound way. One of our companies has recently created a new online tool that 

increased their web leads by 70% in one month. The tool was quite simple - an ROI calculator. 

Visitors were able to calculate exactly how much they’d save with the new solution offered, and 

after seeing six figures savings, the product practically sold itself. Click here to see the calculator. 

 

 
Email 

 

There are a lot of misconceptions about email marketing. One of the common myths is that you 

need an enormous database of emails to launch effective campaigns. Of course, in the niche 

software space, this just isn’t a practical goal. 

We’ve found success with a more concentrated database of only 3,500 prospects, all of whom 

are thoroughly engaged with the goings-on of the industry and are more apt to open emails. With 

such a limited database, it’s important to treat each person with the utmost respect. We 

recommend only sending one or two emails every month, so they don’t feel overwhelmed by 

contact. Make sure that 80% of all emails you send are educational in nature and not aggressively 

sales-focused, so you can establish rapport.  

By using these methods, our unsubscribe rate is only 0.02%, when the software industry average 

is nearly 20x higher at 0.39%! It’s clear a smaller, more targeted group can be just as (or more) 

effective than a big database. 

 

 

 

 

 

 

 

TRADE SHOW SEQUENCE  

Trade shows still work very well for certain niche software spaces. When we attend we 

take an active communication approach to set our sales teams up for success.  

We doubled our trade show leads by sending out pre-show emails to both customers 

and prospects and asking if they want to book a meeting. We often get anywhere 

between 5 to10 meetings booked as a result of these emails. While tradeshows work for 

some industries better than others, if your team is attending one, we recommend trying 

the following email sequence. 

https://csiperseus.com/
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Hi <<First Name>>, 

If you are heading to Globex, I'd love to set aside a time where we can discuss,  

face-to-face, your company’s main challenges and how Infotech Inc. can help. 

Here are some facts about Infotech’s software:  

 

 

1 out of 3 companies at Globex are using Infotech’s solutions.   

 

 

 

50% of the top 50 companies at Globex trust Infotech to manage their 

business.   

 

Can we schedule a 15-minute meeting at Globex? I’m open on Wednesday, November 

4th between 11am and 3pm in booth #501. Let me know the time that will work best for 

you and we' Il get it booked. 

Sincerely,  

<< Sales Rep Name >> 

 

P.S. If you plan on evaluating management software this fall, be sure to download our 

Software guide that will help you understand your company’s needs and asking the right 

questions when choosing a system that suits you best. 

SAMPLE PRE-TRADE SHOW EMAIL 

 

https://csiperseus.com/
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Key takeaways 

• Include recognizable industry logos  

• Have quotes that cover common industry pain points 
• A timely email puts you top of mind while attendees are at the show 

 

 

 

Subject: What are people saying at Globex? 

Did you know that 1 out of 3 attendees at Globex are using Infotech’s management 

software? Here is what managers are saying about Infotech’s solution:   

 

“The integration and the fact that Infotech is an expert in the industry 

made our decision. They understand our language and needs.” – 

James Smith, President, Alpha Corp. 

 

 

“A major reason we looked at Infotech was due to the volume of 

transactions and the interaction between sales and the back office. 

We didn’t feel our current provider could handle the level that we 

needed” - Mary Johnson, General Manager, Beta Inc. 

 

“Infotech’s solution was lightyears ahead of the competition. The 

product is backed by good tech support that listens to our needs and 

helps keep our operations running at a high level of efficiency.” - John 

Williams, President, Gamma Solutions 

 

Let’s meet while we are here so we can discuss how you can leverage Infotech’s 

innovative solution to beat the competition. 

Sincerely,  

<< Sales Rep Name >> 

SAMPLE DAY-OF TRADESHOW SEQUENCE 

α 

β 

γ 

https://csiperseus.com/
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Internal communication 

Sharing progress and results ensures your team is satisfied with the results, and can see the ROI. 

Because niche software typically has a longer buyers’ cycle, it can be difficult to showcase the 

ROI on a single touchpoint. A way to work around this is to avoid reporting on a single piece, but 

show the sales team the entire marketing journey, and how it fits together as a comprehensive 

strategy. 

Below, you’ll read about a journey where sales and marketing collaborated seamlessly. In this 

example, there is a family-owned businesses within a target market where the husband handles 

management responsibilities, and the wife oversees the administrative roles. 

 
 

 
 
 
 
 
While it is difficult to conclude that it was the content that closed this sale, as the momentum 
builds and your strategy starts impacting company revenue, it can be demonstrated that your 
inbound marketing strategy is positively impacting the customer journeys. 

https://csiperseus.com/
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Conclusion 

To be successful at inbound marketing in the niche software industry, you need to be smart 

about sourcing content, recycling it appropriately, and allocating resources wisely. Doing so will 

demonstrate a strong ROI. If you’re wondering where to start, drafting educational emails that 

you’ll send once a month is a good place. This content can be repurposed in a number of ways, 

and is great for establishing a resource library. 

 

 

 

 

 
About the Perseus Group  

 

Perseus, an operating group of Constellation Software Inc., acquires independently managed 

software companies around the world. It provides them with the strategic guidance and the 

financial security that they need to become leaders within their respective markets. We prefer to 

treat our acquisitions like people, not property. That is why we do our best to ensure their 

growth and development. Our core values include:  

• Smaller is better 

• Growth through learning  

• Career flexibility  

• Trust comes first  

 
Are you interested in meeting with us to discuss if we could be a good fit for your business? 
Contact Aaron at +1 (905) 943-6158 or aaron.shapiro@constellationhbs.com. 
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