ANDURO MARKETING

Anduro Marketing increases
web traffic by 5x due to greater
Interaction with Surfe

Case Study - Anduro Marketing



Surfe

Company overview
e Founded in 2001
« Headquartered in Alberta, Canada

e |t's a digital marketing agency that has
expertise in SEO and pay-per-click
advertising

e |t has a diverse array of mostly B2B
clients including Dell, Intel Thomson
Reuters and H&R Block, though there
are some B2C clients as well

Anduro Marketing is a digital marketing
agency that was established in 2001 as
one of the few firms that offered digital
services, allowing them to quickly acquire
major clients.

As the market became more saturated
with firms providing similar services,
Anduro began to branch out and
diversified their business portfolio.
Today, Anduro'’s field of activity is vast,
having mastered SEO and Google Ads.
They also do their own analytics and
provide all sorts of analytical research.
Anduro created its own revenue catalyst
software that acts as a predictive
analytical model that tracks progress and
identifies errors and opportunities in the
sales process.

Anduro Marketing uses the Copper CRM
for its sales team. CEO Jeff Nelson
explained to us when we sat down with
him that since implementing Surfe
features with Copper, he's seen a marked
improvement in his firm's sales process.

“So far Surfe is the best tool that integrates LI & CRM —
and it makes Linkedin more interactive”

— Jeff Nelson, CEO of Anduro Marketing
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Challenge 1

LinkedIn was siloed, making the sales

process harder

Jeff explained that while he believes
LinkedIn is a pretty good network and
has great potential for B2B activities
(including prospecting and selling),

he finds that — on its own — it is difficult

to integrate with anything else.

Since LinkedIn by itself is somewhat

siloed, the CRM and email marketing
initiatives were very much separate,

leading to a messy and lengthy sales
flow.

Anduro tried a number of tools before
Surfe, including Zapier to attempt

to bridge the gap that existed between
LinkedIn and Copper, but nothing they
tried seemed to drive a noticeable
change in the overall sales process.

Solution 1

Surfe bridges the gap
between LinkedIn and Copper

Jeff found Surfe to be the easiest and
most seamless integration to bridge
the gap between Anduro’s Copper CRM

and LinkedIn. He made a note of the user

friendliness and easy application
of Surfe.

“So far Surfe is the best tool that
integrates LinkedIn and [the] CRM,

and it makes Linkedln more interactive,”
according to Jeft.

Now, Jeff and his team saves time thanks
to no longer needing to constantly switch
tabs or input data manually.

Surfe backs data up automatically,
ensuring nothing is lost in the process.
And, the overlay feature allows the team
to add and edit prospect information
directly within Linkedin.
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Challenge 2

Low conversion rates from cold traffic

Before implementing Surfe, Anduro
primarily practiced email marketing,
as they found leads coming from social
media had lower conversion rates and
were overall cold.

However, the team was never a fan of
massive email blasts and one-size-fits-all
marketing. They didn’t want automation,
so tailoring emails to individual leads and
prospects took significantly more time

as it had its own lengthy process.

Jeff and the team would have to find
prospects on LinkedIn and then turn
around and target them in specific emalil
campaigns. This would drive traffic to
Anduro’s website, but it was very difficult
to make these leads make any
purchases.

This resulted in a low conversion rate
and many cold leads — and Anduro had
to spend much more time qualifying
leads, continuing the cycle of low
conversion rates.

Solution 2

Surfe fosters engagement,
warming up leads

The implementation of Surfe with
Anduro’s Copper account has
encouraged Jeff and his team to start
making better connections on Linkedln —
in fact, they executed a complete «180»
on their approach to sales.

Before, LinkedIn served simply as

a tool for finding prospects’ information
and attempting to pique their interest,
whereas now Surfe has spurred Anduro
to think more deeply about the potential
of a prospect by verifying if they are
indeed the right audience and then only
sending them a connection request and
interacting if they fit the bill.

Surfe’'s message sync feature allows
the team to focus more on conversations
and relationships, leading to better
interactions with people. He also noted
that the contact enrichment tool has
been a great help in reforming their
sales process.

Jeff has found that more interaction
has led to more traffic to the website,
resulting in a much improved
conversion rate.

Now that Jeff and the team no longer have to worry about manually syncing
everything with their CRM, it's allowed the team to be more interactive on
Linkedin — they are able to nurture leads and build stronger connections.
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Thanks to implementing Surfe, Anduro The more thoughtful engagement has
Marketing no longer needs to constantly warmed up prospects, making them more
switch back and forth between LinkedlIn eager to schedule a call and convert,
and Copper. This has saved a significant leading to a higher sign-up rate.
amount of time, which was previously

required to manually add each and every Since implementing Surfe, Anduro has
prospect to the CRM. Surfe’s one-click managed to increase their overall
solutions have enabled the team to save website traffic 5x more!

up to 15h a month of manual work,

and devote more time to mindful Better engagement through Surfe has
prospecting and fostering relevant also led to an increase in the number
connections. of people who are added on Copper.

Anduro Marketing is more engaged

in what is going on in LinkedIn than ever Wondering how digital marketing
before. The synchronisation of all can transform your business?
conversations in Copper has given the Contact Jeff from Anduro

entire team peace of mind — there’s Marketing ath’eff@anduro.com.

NO more stress surrounding forgetting
important details — and has allowed for

deeper connections with prospects. Interested in how to scale your

business as an entrepreneur?
Anduro Marketing's LinkedIn activity and Talk to one of our experts today
more personalised interactions have led at hello@surfe.com

to stronger connections with their leads,
resulting in more conversions.
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