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Redcentric enhances 
engagement through 
Marketing Automation

Georgina Evans
Digital marketing manager at Redcentric



Utilising the powers of 
lead scoring to further 
engage customers, 
prevent cold calling and 
personalise digital comms

“

“
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In the hot seat: 
Georgina Evans,   
Digital marketing 
manager

Company: 
Redcentric

Focus: 
Dissecting data 
via lead scoring 
functionality to 
target segments and 
understand each 
recipient’s of-the-
moment interests 

Sector: 
IT Managed Service 
Provider

Size: 
450 employees across 
six UK sites

Where 
were we?
Redcentric helps both public and private sector 
organisations through the delivery of highly 
available network, cloud and collaboration 
solutions. Supporting businesses to improve 
productivity, performance and operational 
efficiency – as well address financial and regulatory 
challenges at speed – our Harrogate-headquartered 
IT Managed Service Provider empowers companies 
to better communicate and work smarter.

We’re a seven-strong marketing 

department that delivers targeted 

communications, primarily via email, 

directly to investors, customers and 

prospects. We know that batch and blast 

sends aren’t the best way to engage 

with our key audiences because each 

group has completely different online 

behaviours and interests.

Digital communications were initially 

sent out sporadically, without any 

triggers or additional data elements 

to extract key detail and information 

about our recipients. Requiring a 

more sophisticated way to interact 

with segments in a more personalised 

way, we integrated ClickDimensions’ 

marketing automation into our existing 

infrastructure to take care of email 

delivery.
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What did we 
go through?
Although we had more functionality at our fingertips, 

we were coming up against various challenges with the 

automated system. Unfortunately, it wasn’t as intuitive 

as we would’ve liked and what we needed to compete in 

such a fast-paced industry. With deliverability lacking, 

we weren’t gathering the insight required in order to 

better understand our customers – particularly via lead 

scoring metrics.

Recognising we had to have more features to meet our 

needs, a colleague recommended Force24 as a platform of 

choice having previously utilised this technology. We got 

in touch with the team to find out more.

During a demonstration of the platform, Force24’s 

automation consultants answered all our questions and 

took us through its savvy features. The lead scoring 

capability was something which really stood out to us and 

from there we knew this was the next step forward in our 

marketing automation journey.

Additionally, we were impressed with the training and 

support for life USP that is promised to customers. Our 

previous platform wasn’t quite delivering the level of 

assistance we were after and so it was almost like chalk 

and cheese when comparing the Force24 experience. 

In April 2020, we made the switch and plugged in the 

platform – we were up and running within hours.
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Where are 
we now?
The lead scoring functionality is our primary driver for generating 
new business leads thanks to the quality of the data we’re now 
able to dissect. Providing us with the insight to understand which 
individuals are the hottest leads, on a more granular level, we’re able 
to pass this information straight over to our telemarketing company 
for that all-important personalised touchpoint.

However, it’s not just the name of the person we’re able to share with 
the sales team, they can receive the artwork that each contact was 
most engaged with, key messaging they interacted with and what 
webpage they visited – all of the detail is available via the platform.

This means we’re no longer cold calling prospects 

because we’re able to identify the most engage 

customers – and contact them at the times we know 

they’re actively interested in our solutions. We’re 

also saving hours in our working week because we’re 

prioritising these individuals rather than wasting time 

on recipients who aren’t interested – all of which is 

ensuring we have a better conversion rate.

We’re working with our Force24 account manager, 

Fraser Sweeney, to identify how we can make 

our emails work harder and utilise even more 

functionality to build snippets and sequences that we 

can swiftly duplicate and tailor. We’re excited to roll 

out more personalised customer journeys to drive 

stronger engagement in our solutions.
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Summary 
I would 100% recommend Force24 to any business looking to 
improve their digital communications. The support functionality is 
second-to-none – we’re able to speak with our account manager or 
automation consultant almost instantly and they’re a great safety net 
to ensure that you’re doing things right. We’ve loved getting to grips 
with the platform and are looking forward to exploring more options 
to engage individuals on a greater level!



Get in touch
If you want to talk about your marketing 
call us 0845 272 5990 or email  
info@force24.co.uk
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Force24 Ltd, Office 2, Indigo Blu, 14 Crown Point Road, Leeds, LS10 1EL
0845 272 5990 - info@force24.co.uk




