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Royal Services
CASE STUDY

Elevation Marketing helps leading facilities management 
company secure Top 5 rankings in Google and ignite 
sales with scalable inbound marketing program.



Royal Services is a one-stop facilities maintenance management 
company that provides a comprehensive, integrated portfolio of turnkey 
total care services for government, commercial and industrial projects. 
From routine maintenance to capital improvement projects, Royal Services 
works with customers to find all the resources needed to efficiently and 
economically operate their entire portfolio. The company serves as the single 
point of contact across multiple trades, helping businesses set up the right 
policies to oversee the complexity associated with growth and development.

The company is running the gamut in facility services, from construction 
rollout projects to project management, technical installation, networking, 
procurement of gases, and other facility operations, such as HVAC,  
signage, plumbing, security and life safety systems. The company operates 
with the utmost focus on exceeding expectations by providing exceptional  
business-to-business customer support.

Founded in 1988 in Overland Park, Kansas, by the Shyver family, the 
business has become known as a reliable, cost-efficient partner for just 
about any facility services need. Since its beginnings, Royal Services has 
focused on increasing its clients’ business performance through strategic asset 
and infrastructure management. The company’s motto, “One point of contact, 
one point of responsibility” no matter what your need, continues to exemplify 
the standard by which the business operates.

In 2010, the family owned and operated company developed a 
customized, proprietary software (RAZOR CMMS) that allows clients to 
view project trends, monitor expenditures, schedule service calls, create 
reports and manage their maintenance all from one central location — 
the Royal Services website.

Today, the company continues its mission in becoming the facility and project 
management solution for every single client. As such, the company faces an 
ongoing challenge of communicating to multiple targeted audiences the value 
proposition of the company, and its capacity to perform an array of facilities 
and construction services consistently, efficiently and with accountability.

BACKGROUND 

Positioning a 
Brand to  
Appeal to 
Multiple Markets

 

As Royal Services continued 

to broaden its service offerings, 

the organization needed a 

multi‑audience communication 

strategy to support its strategic 

business directions.



However, marketing to multiple 
audiences poses a challenge. No 
one message appeals to all buyers. 
Different industries have different 
customer needs and expectations. 
Royal Services customers span across 
every industry, and vary in size and 
position. Each has its own set of values 
and organizational buying processes. 
They are also each heavily engaged in 
self-directed learning and fact-finding 
on the internet.

More than 89 percent of B2B buyers 
start the B2B research process via a 
web search, according to Google. 
Based on a survey of more than 100 
B2B buyers, DemandGen Report 
and Genius.com found 78 percent 
of buyers look for information 
based around specific business 
challenges. These statistics 
particularly ring true for the facilities 
management sector.

Selecting a facilities management 
vendor is a considered purchase, 
meaning the buying decision is 
complex and research intensive.  
It involves meaningful investigation 
and deliberation by the buyer  
before a deal. As such, business  
for Royal Services is often awarded  
via request for quotation.

Moreover, the facilities management 
sector lacks geographic sales 
boundaries. The difficulty is that 
traditional marketing maintains an 
expensive posture to reaching a 
larger-scale audience.

In the coming era of the self-qualified 
B2B buyer, Royal Services saw the 
need to increase the company’s  
online presence, as well as cater to  
its buyers’ feelings of empowerment  
and self-reliance.

Given the underlying factors affecting 
buyer behavior and decision making 
in the facilities management sector, 
Royal Services knew it wanted to  
use inbound marketing to better  
handle multiple deal pipelines,  
but needed help putting the proper 
inbound marketing plan in place.

Royal Services tasked  
Elevation Marketing with a team  
of inbound-certified employees — 
to fill the top of its sales funnel.

“We learned of Elevation Marketing’s 
expertise with successful inbound 
strategies,” said Brad Shyver, 
President. “We knew they could build 
the systems that we need to attract 
leads across all of our services.”

CHALLENGE 

Serve Multiple 
Target Audiences 
with One Website

 Build better  
brand recognition

 Drive website traffic  
and build online  
audience engagement

 Fill the top of its sales 
funnel with diverse leads
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ROYAL SERVICES 

APPROACHED  

ELEVATION  

MARKETING  

TO HELP  

THE BUSINESS

Royal Services has diligently 
differentiated itself from the  
competition — portraying itself as 
the largest provider of integrated 
business outsourcing solutions.  
It’s been a means to maximize  
revenue opportunity, as well as  
solidify customer relationships.



The new Royal Services website 
had to communicate the  
multi-product, multi-tasking 
and multi- messaged nature of 
the business, as well as support 
multiple buying journeys 
and lifecycles.

An inbound centric website allows 
companies like Royal Services 
to reach target audiences on a 
global scale in a more efficient and 
cost-effective manner. Inbound 
marketing is ideal for connecting 
with the self-directed buyer because 
it works on the principle of guiding 
users through their decision making 
process by providing them with 
informative and educational content 
relevant to their research needs. 
Elevation Marketing focused on 
shortening the buyer’s journey by 
using dynamic content to help 
users decide which solutions 
make sense for them. Content is 
personalized for each phase of the 
buyer’s journey, allowing users to go 
through their own personal buyer 
decision process.

The approach works toward 
simplifying the decision-making 
process so much that buyers  
actually have to think less about  
the decision. A study conducted  
by Harvard Business Review found 

that decision simplicity is the  
number one purchase driver.

Branding that Cuts  
Past the Clutter

Branding is key in filling the sales 
pipeline. The inbound marketing 
plan started with evaluating the 
effectiveness of the company’s brand 
positioning strategy. A gap analysis 
revealed the Royal Services brand 
mark was not tied to a clear brand 
position or marketplace value. In 
addition, the lack of tagline and 
other discernable high-level company 
messaging didn’t set context for 
prospects to understand what the 
company does. Furthermore, the 
company’s value proposition was 
not segmented by target industry. 
As a result, varying buyer purchase 
criteria was not fulfilled with current 
messaging approach.

To create an authoritative online 
presence, Elevation Marketing 
recommended targeting buyers  
with a reinforcing brand identity.  
The agency created a fluid, 
dynamic identity system with the 
“Services That Solve” motto at its 
heart. The slogan was incorporated 
throughout all of Royal Services’ 
new marketing materials to further 
the company’s tradition of putting 
customer relationships above profit.

STRATEGY

Serve Multiple 
Audiences 
Through a 
Segmented, 
Inbound Website 
Structure
The company’s existing website was 
the primary source of information 
and contact for current and potential 
customers. The site was functional 
and gave an overview of the 
company’s offerings. However, since 
Royal Services handles so many 
trades, the website also needed 
to guide the right customers to 
the right services. With a diverse 
customer base, Royal Services 
required more from its website 
presence in conjunction with its  
lead generation efforts.



The Royal Services website was 
restructured and rebuilt using the 
updated Royal Services branding 
and online best practices. To get an 
edge on competitive companies, 
Elevation Marketing increased the 
brand’s online footprint through 
social media opportunities and 
organic search engine optimization.

The outline below describes the 
scope of the restructure of the 
Royal Services website, including the 
tasks associated with making the site 
scalable, crawlable and tiered.

•     Created new information 
architecture for the website

•     Improved website visuals and 
layout for increased visitor 
engagement and usability

•     Improved promotional/call-out 
areas on homepage and all 
lower-level pages

 •     Optimized H1-H6 tags  
for keyword value

•    Restructured URLs

 •     Created discernable page 
descriptions to compel visitors to 
click on Royal Services pages  
listed in Google

 •     Added high-quality backlinks  
for search bots

•    Increased Google indexed pages

Optimization was based on the 
buying behaviors of individuals most 
likely to partner with Royal Services. 
The agency targeted buyer 
keywords or keywords that show 
buyer intent. Instead of going after 
the most competitive keywords, 
Elevation Marketing looked at 
related, long-tail phrases that 
demonstrated a more precise intent 
by highly qualified traffic. This 
includes phrases that prospects 
would use when they were ready to 
buy, such as “commercial plumbing 
companies” instead of “plumbing.”

Elevation Marketing restructured 
and introduced new on-page copy 
to establish message hierarchy, 
balancing branded, SEO and  
user-driven content.

STRATEGY

Mood boards were first developed  
to determine an aesthetically visual  
style. Using the mood boards,  
Elevation Marketing crafted a new logo 
design, color scheme and typeface 
standards for Royal Services. When  
brought together, the elements set the  
stage for next-generation growth. 

Building a Successful Organic  
Traffic Pipeline

Great brand messaging means little if 
no one sees it. After establishing a brand 
voice and visual system for Royal Services, 
Elevation Marketing focused on increasing 
the company’s online presence and lead 
generation through search engine channels.



One Platform to Drive Multiple Sales Pipelines

Keeping with its core values in being a one-stop-shop for all facility 
management needs, Elevation Marketing designed the new Royal Services 
website on the HubSpot COS platform, allowing Royal Services to expedite 
development, simplify multiple deal pipelines, and personalize content in one 
full-funnel system.

With HubSpot’s all-in-one marketing platform, Royal Services can attract, 
convert, close and delight leads through email marketing and lead nurturing 
tailored to the needs and lifecycle stage of each prospective customer. HubSpot 
is a holistic web-marketing platform that uses built-in responsive design plus 
automated workflows to create custom experiences for website visitors from 
their first interaction with the company.

Elevation Marketing reprogrammed the website into the new structure of 
38 pages. Content was developed for 25 webpages and copy for 10 high-level 
pages. Each landing page focused on topic specific content targeted toward 
specific decision makers and/or verticals.

Using buyer personas, content was tailored to the C-Suite, including senior 
roles in the facilities, construction, security/communications and government 
segments. Content was based on the profile of individual decision makers, 
including directors and vice presidents of finance, operations, and procurement 
and sourcing. Being selective with content helped Royal Services clarify its 
offerings while simplifying prospective clients’ decision-making processes.

Using a combination of search engine optimization, content marketing and 
social sharing, Royal Services can now generate demand and interest further 
down the buying funnel.

STRATEGY

CONTENT WAS  
DEVELOPED FOR

25
WEBPAGES



DELIVERABLES

• Ideation/Branding/Logo Design

• Tailored Sales Incentive Concepting

• Partner Invitations

• Program Launch Kit

• Program Overview Sheet

• Promotional Flyers

• Direct Mailers

• Microsite and Partner Landing Page

• Partner Email Design and Delivery

• Event Planning and Marketing Communications

• Event, Venue and Catering Management

MORE ORGANIC  
SEARCH TRAFFIC 

IN 90 DAYS

161.7%ORGANIC TRAFFIC 
FOR NON-BRANDED 
KEYWORDS GREW

23.1%



With the completion of its inbound strategy, rebrand and conversion-focused 
website, Royal Services experienced outsized success. Through higher SEO 
rankings, inbound links and social haring of content, the brand was able  
to scale up lead generation and maximize search visibility.

Within 90 days, Royal Services jumped to the first page of Google search.  
The Royal Services website has continued to see an increase in inbound leads 
and as a result increase in revenue.

Work completed by Elevation Marketing has allowed Royal Services to fuel a 
lead-generation process that works and performs well for multiple audiences.

“Elevation Marketing set up the processes and nationwide 
brand standards that we still use today,” said Nathan Shyver,  
Director of IT & Finance. “Our website now gives customers 
and prospects across a range of industries a single point of 
contact with our company. This foundation for a consistent 
sales pipeline has been immensely valuable as we’ve grown 
nationally and developed an internal marketing team.”

BUSINESS WINS 

Royal Services 
Ranks First Page, 
 Top 5 of Google

INCREASE IN  
TOP 10 KEYWORD  

RANKINGS

INCREASE IN  
TOP 5 KEYWORD  

RANKINGS

100%

250%



Scott Miraglia, President 
Sales@ElevationB2B.com 
275 East Rivulon Blvd., Suite 411 
Gilbert, Arizona 85297 

480.775.8880

elevation marketing     |     elevationb2b.com

Elevation Marketing is a full-service B2B marketing agency, 
providing exceptional client experiences that result in more 
business wins. We go beyond tactics to inspire experiences 
that build brand believers. From a holistic perspective, we 
focus on all aspects of operations and strategy to ensure 
alignment between marketing and sales.

We have a strong command of inbound marketing, and 
know how to effectively manage, deliver and retain buyers. 
We offer full-cycle web development services for the 
enterprise. We build bridges of communication, streamlining 
the dissemination of information to targeted entities.

Whether its partner portals, online stores, web apps or 
microsites, our custom digital solutions help you govern 
personal data through its entire lifecycle for superior lead 
generation and nurturing.

If you have a B2B product or service that solves real-world 
problems, then you’ve done your job. We’ll do ours by 
connecting you to the B2B decision makers that will  
benefit from what you have to offer.

Top 20 
Interactive Marketing Firm

ABOUT ELEVATION


