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Elevation Marketing helps industry-leading ERP 
implementor and business process improvement consultant 
with a global presence stand out in a crowded marketplace.



The ever increasing pressures faced by companies 
today are challenging business leaders to advance 
productivity and improve efficiencies to do more work 
with less workforce capacity. Automation of manual, 
costly, time-consuming and repetitive tasks enables 
fewer workers to complete more work in a given 
span of time, which has become an important factor 
contributing to winning a competitive advantage in 
many sectors from manufacturing to e-commerce. 
Open source, enterprise resource planning (ERP) 
solutions give businesses the flexibility they need to 
solve this challenge by streamlining and simplifying 
traditional systems and processes.

Open Source Integrators (OSI) leverages ERP 
solutions, built with open source code and best 
practices, to develop an integrated, agile and 
precision-tailored digital nervous system for their 
clients’ businesses. OSI provides single, cost-effective 
and modular solutions, either on-premise or in the 
cloud for ultimate scalability, enabling their customers 
to take advantage of an integrated suite of tools 
that streamlines customer relationship management 
(CRM), business process management (BPM), 
e-commerce, data integration, accounting, field 
service management and many other key business 
processes.

BACKGROUND 

Game-changing, open source ERP solutions 
are unleashing the power of data to achieve 
competitive advantage and drive ROI.



CHALLENGE 

OSI has a great story to tell, but the message was not getting out in front 
of the right audience segments. The company had done a tremendous job 
establishing itself as a game-changing partner and advisor to its customers, 
however, to many potential prospects, a lack of awareness about the brand 
presented a challenge in differentiating OSI from less-qualified competitors.

Elevation Marketing was brought on to counter this and to help generate 
more quality leads within other open source communities and from end-user 
prospects. Elevation was also tasked with positioning the company as 
having one of the best open source integration teams in the US. 

Generating quality leads to get the 
OSI brand in front of more people 
who are potential customers 
looking for ERP software and 
business process improvement.



STRATEGY

Refine the brand’s messaging to resonate with OSI’s target audience, and leverage 
the power of pay-per-click (PPC) campaigns and SEO-optimized, digital content to 
drive traffic, build awareness and lead to more conversions.

PHASE 1: DISCOVERY  
Brand immersion, website and SEO audit 

The first phase centered on reviewing previous and 
current content marketing, website assets, PPC 
and SEO strategy to identify opportunities 
for greater success. Elevation reviewed client-
provided research reports, positioning statements, 
communication strategies and marketing materials 
to understand how the OSI brand is currently 
implemented through specific marketing channels. 
The comprehensive assessment of where the brand 
has been enabled Elevation to understand how 
future content should resonate with prospects 
across targeted industries and effectively 
differentiate OSI from its competitors.

An audit of OSI’s existing website domains and 
backlinks was conducted by Elevation, in order 
to see how to improve the user-friendliness of 
OSI’s website landing pages. In addition, a 
comprehensive paid media and SEO review 
was done to examine previous paid and 
organic search performance.

During the review, Elevation’s digital team 
uncovered that a sizable percentage of OSI’s digital 
spend allocated for PPC and social media had 
been hijacked by bots that were creating invalid 
clicks across OSI’s PPC and paid social campaigns, 
which amounted to wasted spend. Due to the ad 
fraud that had been perpetrated by bots, OSI’s 
digital advertising was not being seen by prospects, 
and they were losing ROI by paying for unseen 
ads. Forensic analysis of OSI’s metrics on Google 
Analytics revealed telltale patterns of bots being 
used to click on ads automatically. In particular: 
bounce rate (bots were hitting one page and then 
leaving); page views (a user viewing 50-60 pages is 
not a real person); page load metrics (spikes in load 
times indicate a jump in bot traffic) and average 
session duration (bots usually visit for two seconds, 
no more).

PHASE 2: VALIDATION  
Internal and external stakeholder interviews 

To better understand OSI’s positioning vs. the market 
perception, Elevation conducted eight in-depth external 
customer interviews and four internal stakeholder 
interviews. Through the interviews, we found that OSI is 
viewed as a solutions provider having a unique combination 
of business process and open source integration expertise. 
However, Elevation also found the value proposition was not 
registering with some customers who found OSI’s work process 
rigid and expensive. 

Elevation determined that OSI needed a more effective 
communications strategy that highlights the valuable business 
impact of OSI’s solutions — especially focusing on OSI’s 
partnership with Odoo, a popular open source ERP platform 
that is highly ranked by open source industry analysts and used 
by more than two million people around the world. 

The ad fraud uncovered by Elevation’s digital team clarified 
part of the poor lead generation performance OSI had been 
experiencing and informed our development of a new digital 
advertising strategy.

THE COMPREHENSIVE 

ASSESSMENT OF WHERE THE 

BRAND HAS BEEN ENABLED 

ELEVATION TO UNDERSTAND 

HOW FUTURE CONTENT 

SHOULD RESONATE WITH 

PROSPECTS



PHASE 3: EVALUATION  
Bringing it all together 

The insights uncovered during the first two 
phases revealed that OSI needed improved 
PPC campaign management and higher 
quality, SEO-optimized digital content that 
leverages a new, consistent and unified 
message and voice that focuses target 
prospects on the business value of Odoo 
open source ERP solutions, raises awareness 
and engages with target audiences earlier in 
the sales funnel. 

PHASE 4: EXECUTION  
Engaging content on SEO-optimized  
digital platforms 

Elevation created foundational messaging, 
creative design and digital content that will 
reinforce OSI as an industry leader and leverage 
the popularity of its Odoo open source ERP 
platform. In addition, Elevation combined these 
efforts with an integrated paid search and 
SEO strategy to drive more leads and on-site 
conversions with high-quality, optimized content 
and revamped PPC campaigns.



DELIVERABLES

• SEO and PPC forensic analysis, 
review and strategy

• Website refresh 

• Migration and management of 
four distinct web properties on 
Expression Engine CMS 

• Display ad design 

• Management of PPC and display 
ad campaigns

• Messaging matrix

• Content production

• SEO-optimized landing pages

• Banner ad copy

• PR services

Digital Ads

Messaging Matrix



Website



RESULTS

Elevation Marketing’s paid digital 
campaigns for OSI raised its lead generation 
performance by 400% per month, and even 
more when including on-site conversions like 
webinar and newsletter sign ups — helping 
to raise greater awareness about OSI in 
a crowded marketplace and generate 
new business leads. Organic traffic and 
impressions also increased substantially.

Drive quality new 
leads from PPC 
and SEO-optimized 
content to start the 
sales conversation 
and win business.

400% increase in qualified leads per 
month from PPC campaigns

45% increase in organic search 
traffic to OSI website YoY 

129% increase in organic 
impressions YoY 
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Elevation Marketing is one of the most dynamic, integrated 
B2B agencies in the US, 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
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Insight. Innovation. Impact. 


