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adding measurable value

Case Study: Building a strong sales pipeline

The client

DAV Management (DAV) is a specialist programme, project and commercial
management business that takes a “hands on” approach to managing the
procurement and delivery of complex, technology-based, business change
programmes. DAV focuses primarily on the airline, telecommunications and
professional services support sectors.

The challenge

DAV has significant future growth plans, having grown successfully over a ten
year period. In order to increase sales to underpin their future growth plans,
DAV was looking for external help in building a strong sales pipeline. When
Futurecurve got in contact, their approach and content proved to be precisely
what DAV was looking for.

Approach and solution

Futurecurve agreed with DAV that a telemarketing campaign would be the
best way to deliver the increased volume of leads they wanted. Futurecurve
built a database of target prospects, developed a selection of sales messages
and planned the campaign. It was agreed that the campaign should result in
ten new prospect introductions.
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Futurecurve helped DAV design the campaign to focus exclusively on their
three key target markets — airlines, telecommunications, and professional
support services.

Results and benefits

From this campaign, DAV got the ten introductions they wanted, made good
contacts that have become the basis of longer term relationships and,
subsequently, won an assignment with a major aviation organisation.

Futurecurve also advised DAV on communications metrics — how to do it and
how often.
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© Futurecurve 2008



