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Dinan & Company
CASE STUDY

Elevation Marketing sets Dinan up for success 
with a comprehensive social media strategy and 
execution plan grounded in research. 

http://www.elevationb2b.com


Dinan has more than 30 years of 
experience providing the highest standards 
of professionalism, sophistication and 
execution expertise in merger and 
acquisition (M&A) transactions to middle-
market companies, comparable to that 
afforded to the Fortune 500 by full-service 
Wall Street investment banks. Established in 
1988 as a U.S.-focused company, it now has 
affiliate relationships with experienced M&A 
professionals in 30 countries worldwide. 
The company specializes in nine sectors, 
including aerospace, energy, technology, 
healthcare and business services. It has 
earned a reputation for successfully initiating, 
negotiating, structuring, and closing 
mergers, acquisitions and divestitures in 
a variety of transaction structures. As of 
mid-2020, Dinan has closed more than  
600 transactions with a total transaction 
value of $50 billion. Its headquarters is in 
Phoenix, Arizona. 

BACKGROUND 

Dinan is an investment banking services 
company with proven leadership in 
middle-market mergers and acquisitions

AS OF MID-2020, DINAN 
HAS CLOSED $50 BILLION 

IN TRANSACTIONS



CHALLENGE 

Dinan needed to amplify its social 
presence to capture share in a 
highly competitive market 

Building a brand presence through social media is one of the most cost-effective 
ways to raise awareness and enhance perception with target audiences worldwide. 
Even as a well-thought-of partner in the M&A space, Dinan lacked the strategic social 
media presence to increase brand equity and reinforce its position as a thought leader. 

Dinan focuses on two areas of the industry—buy side and sell side—which gave it ample 
opportunity to create and share content tailored to clients and prospects in its target markets. 
Dinan engaged Elevation Marketing to raise its profile on social media to increase 
mindshare, attract qualified leads, build engagement and win new business. 



STRATEGY

A multi-phase approach prepares 
Dinan to successfully execute a 
comprehensive social media plan 
PHASE 1: RESEARCH AND DISCOVERY  
Elevation conducted a comprehensive social media analysis to determine Dinan’s 
performance against key social media metrics and uncover opportunities to promote 
its investment banking, M&A and merchant banking advisory services. 
• Audience development: followers and reach

• Audience engagement: mentions and conversations

• Brand awareness: share of voice

• Brand positioning: average sentiment relative to competitors

For seven days, Elevation looked at the sentiment, strength, frequency and reach 
of 34 topics relevant to Dinan’s services to understand where conversations 
around the company’s interests were happening. Elevation also conducted an 
informal audit of 16 competitors to gauge active social media engagement and the 
number of opportunities they were leaving on the table. Views, followers, tweets 
and likes were tracked across Google +, Twitter, Facebook and LinkedIn.

A thorough media audit was also conducted to determine which news outlets, business 
journals and trade publications Dinan should target with its social media efforts. 
Boolean keyword consolidation and specific criteria reduced 12,000+ articles found in 
the preliminary search to 4,871 articles, each of which was reviewed for relevance. 

Elevation also reviewed all of the content on the Dinan website to determine 
what needed to be updated or created for a robust social media program.  
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“Sentiment” refers to the ratio 

of mentions that are generally 

positive to those which are generally 

negative, whereas “Strength” is the 

likelihood that the topic is being 

discussed in social media using 

a simple calculation of phrase 

mentions within the last 24 hours 

divided by total possible mentions. 

And finally, “Reach” is a measure of 

the range of influence determined by 

the number of total sources/unique 

authors referencing the topic divided 

by the total number of mentions.

5

Social Media Analysis & Strategy Recommendations

Confidential – Prepared for Dinan & Company, LLC

www.elevationb2b.com  |  Elevation Marketing  |  All Rights Reserved

Confidential – Prepared for Dinan & Company, LLC

www.elevationb2b.com  |  Elevation Marketing  |  All Rights Reserved

While not exhaustive, these findings represent a baseline of business opportunities 

for potential early stage sales conversions and validate the need for strategy 

guiding Dinan’s social media engagement. With a healthy and engaged presence 

on the most widely used social networks, Dinan has the chance to reach potential 

customers with whom competitors currently have more influence, or where 

competitors do not have a social media presence.  

Below are examples of social media activity by topic across a seven-day timeline. 

The results reinforce that conversations around Dinan’s interests are happening 

in social media and the data provides key insights to guide the specific channel 

recommendations and tactical implementation priorities.

Analysis for investment banking (May 8, 2015 to May 14, 2015)

Analysis for mergers & acquisitions (May 8, 2015 to May 14, 2015)

6

Social Media Analysis & Strategy Recommendations

Confidential – Prepared for Dinan & Company, LLC

www.elevationb2b.com  |  Elevation Marketing  |  All Rights Reserved

A tactical social media plan should extend the demographic definitions of the 

target audience to explicitly reference preferred social networks and patterns of 

engagement.

An informal audit of Dinan’s competitors, summarized below, confirms active social 

media engagement from some competitors as well as a number of opportunities 

some competitors are leaving on the table. 

Recommended Platform Hierarchy

1. Twitter

2. LinkedIn

3. Google+ 

4. Facebook 



STRATEGY

PHASE 3: STRATEGY 
RECOMMENDATIONS   
Elevation produced an in-depth 
social media guide and tactical 
recommendations by channel for the 
Dinan team. The guide walked them 
through how to optimize company profiles/
pages and:
• Build followers on Twitter, as well as test 

Twitter chat for industry discussion and  
use sponsored tweets and/or accounts in  
a paid advertising model

• Create LinkedIn showcase pages for 
individual products/services, engage with 
LinkedIn groups and relevant brands, and 
test the efficacy of LinkedIn advertising 

•  Join communities and engage with brands 
on Google+, apply for +Search, build 
a library of shared images and explore 
Google Ripples

•  Engage with brands on Facebook,  
develop a library of customizable visual 
content, add custom tabs and test paid 
advertising options

The guide also showed the Dinan team 
how to use audience research and revenue 
ratios to determine content focus, which 
types of content performs best on each 

social media channel, and how often and 
when to post it. Based on the findings in the 
media analysis, Elevation offered several 
recommendations to position Dinan 
positively in the investment banking 
vertical:
• Establish a thought leadership role using 

Dinan’s senior leadership team and 
investment banking experts

•  Make positive Dinan news as accessible  
as possible to drive trade media coverage

•  Be authentic—curate content featuring  
real customer success stories and share it 
on a regular basis

•  Pitch success stories to target outlets  
to maximize impact

•  See and be seen at trade shows

PHASE 4: EXECUTION   
To prepare the Dinan team to successfully 
execute the strategy recommended 
by Elevation, new creative assets were 
produced for each social media channel, 
along with SEO-enhanced profiles. 
Elevation also initiated the Dinan editorial 
calendar, mapping out the first month 
in detail as a template the team could 
replicate and refine throughout the year.  

PHASE 2: RESEARCH SYNTHESIS   
Knowing that a healthy and engaged presence on the most widely-used social networks 
would give Dinan the chance to reach potential customers on the buy and sell sides of the 
industry, Elevation used the information uncovered during Phase 1 to create a baseline of 
business opportunities where social media users were talking about the types of products 
and services the company specialized in. 

Elevation determined that there was no market leader in terms of social media 
presence. Most social content was focused on the industry in general. The media audit 
identified keywords that could generate interest and drive traffic to Dinan’s social media 
channels. Keywords related to strategic acquisitions led the way, followed by M&A 
restructuring and private equity, and management buyouts. Dinan had an opportunity 
to reach prospects by implementing a cohesive, consistent strategy focused on relevant 
content to spark sharing and conversation. 

With social tools and a content strategy tailored to its audiences, Dinan could 
enjoy a thriving, engaging presence on social media. Insights gleaned from the 
research analysis guided channel recommendations and tactical implementation 
priorities aimed at giving the company the ability to reach potential customers with whom 
competitors had more influence, or to own the leadership position where competitors did 
not have a social media presence. 

MEDIA  
CONTENT 

FOCUS

Pitch Success Stories

Be Authentic
Make Positive Dinan News  
As Accessible As Possible 

Establish National  
Thought Leader Role



DELIVERABLES

• Social media audit 

• Media audit 

• Content audit

• Research synthesis

• Target media recommendations

• Strategy recommendations  
by social media channel

•  Graphics and social profiles  
for all channels

•  Editorial calendar

•  Implementation guide

Editorial Calendar

Content Audit

Social Channel Graphics

Content Strategy Development



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

480.775.8880
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Elevation Marketing is one of the most dynamic, integrated 
B2B agencies in the U.S., and for good reason – our strategic, 
fully-integrated approach aligns sales and marketing to 
deliver remarkable results for clients whose buying cycles, 
customer behaviors and channels to market are uniquely 
their own. Marketing B2B companies successfully requires 
deep understanding of the B2B space, a knack for compelling 
brand stories, and the ability to execute effectively when 

buyers are companies, not consumers. With proven B2B 
acumen, unparalleled research and exceptional creative 
design, we develop data-driven marketing strategies and 
build memorable brand experiences that empower lasting 
customer relationships for clients in every industry.

Top 20 
Interactive Marketing Firm

ABOUT ELEVATION

 
Insight. Innovation. Impact. 


