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Marketing

Alan Gayle is a sales and marketing consultant specialising in the construction

industry. In this column he offers advice on how to make an impact in the market.

This time he looks at the value of case studies.
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At the end of last month's article
about the commercial value
associated with remowing risk |
asked a question: “How do you
convey confidence in your
COMPany over your
competitors?

For such a short and innocuous
question, it has a very long and
complicated answer.

In truth, the answer depends on
the type of business. It is different
for suppliers, contractors and
consultants. To further complicate
things it ako depends on your

La market. Do sell to (or
H'IIELHQI'I:I speci‘ﬁ!s.}'ﬂn‘:llin
contractors, local authorities,
privabe consurmers, sub-
cantractors, local tradesmen o
professional clients? Or perhaps a
combination of some of these?

A good understanding af your
target market's motivations and
decision-making processes is key
tox deciding howe 1o instil
confidence in them.

Althaugh we have a wiche variety
of different businesses in the
construction industry, there is
one, almast magical piece of
marketing collateral, it s worth
it's weight in gold: The humbile
case study.

Stone January 2012

Marketing collateral, by the way,
Is anything which has been
produced to promote the
Company of its products/services,
such as company brochures,
technical data sheets, websites,
even samples.

Whether you're a ane-man-band,
a small firm or a malti-million
pound main contractor, case
studies are essential, especially in
an industry which hasn't

got the highest credibility rating
with its customers,

Dan’t underestimate the value of
a good case study to give your
potential customers confidence in
your ability to deliver whatever it
s you say you will deliver.

Wy does it work?

All your other marketing collateral
is full of setf-serving statements to
which any potential client could
respond: “Well they would say
that, woubdn't they™.

But, if a case study is written and
presented properly, it can be
what we used to call a “third-party
reference’ = in plain English, an
endarsement of your abilities and
competence fram someone else,
IF the third party is particularly
weell knonwm or in the same

business as the patential

cushomes the case study,

bingo! Instant credibility. It can go

a borg way to reducing scepticism

and instilling confidence.

As with maost things in

marketing, it's easy to creale a

mediocre case study but it takes

a bit more thought and a lot

more effort to create a really

good one.

Thiere are kots of tricks to enhance

case studies. The following

checklist isn't definitive, but it can

help. Hopefully it will be a good

starting point, or help you if you

want to review what you're

curmently doing.

The main points of a case study:

& Always write in the thind person

& Always use high quality
phatography

& Always get someone eke (o
check it

# Include quotes from a
customer saying how good
your contribution was

@ Include your corporate
branding

@ Keep creating new case studies
to keep your porifolio up to
date

FIl heavee you with a quote | agree
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with from an articke called The
Powver of Case Studies’, which was
wrritten by Kirstie Colledge, MD of
Simply Marcomms PR (an online
PR agency) that was published in
Construction Mews, It reads: “Case
studies are extremely cost-
effective — you can write a detailed
case study and use it cnline via
website, and PR campasgns.
mun':::ﬁrtu'nltm be used in
& brochiure or in a tender, bid or
PO A single, well writlen case
study can be repurposed in
dezens of different ways."



