
B@SD�STUCY

UNTH@�UK



Revolutionising B2B comms with a 
clever, UK-built marketing cloud



We were also passionate 
about our CRM 
application so it was 
essential that the route 
we chose could fully 
integrate into our existing 
infrastructure.

“
“

CASE STUDY - UNTHA UK 03



In the hot seat: 
Marcus Brew, 
managing director

Company: 
UNTHA UK

Focus: 
B2B communications

Sector: 
Plant and Equipment/
Environmental  

Size: 
19 staff, £10m turnover

Where 
were we?
We’re a relatively niche manufacturer and supplier 
of 25-tonne industrial shredders which help 
organisations turn ‘wastes’ into valuable resources.  

Our technologies and associated services 

help clients protect the environment 

whilst generating revenue from the 

materials that many people would 

otherwise simply dispose of. We have a 

very compelling story to tell, especially 

as prospective clients in our industry are 

faced with increasing sustainability and 

cost-based pressures. 

Before Force24, our marketing mix 

consisted of PR, Google PPC, cold calling, 

email marketing and occasional direct 

mail. We did all of this through our 

CRM platform and, historically, the 

approach always worked. However, we 

were having to work harder and harder 

to maintain the same number of sales 

leads, which suggested the approach 

wasn’t sustainable. We were therefore 

convinced that we could devise a more 

‘joined up’ strategy that would also fuel 

longer-term returns. 

Although it was obvious we needed 

to change, the main thing holding us 

back was our own internal capacity. 

We didn’t have access to an in-house 

creative team, we struggled to find 

time to research how to achieve our 

goals and we didn’t have any spare 

budget lying around to pay consultants. 

We were also passionate about our CRM 

application so it was essential that the 

route we chose could fully integrate into 

our existing infrastructure.
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What did we 
go through?
Having read a number of Force24’s online articles, I thought I would 
reach out and discuss our dilemma.   

There are plenty sales people within our own team 

so we can spot an un-evidenced pitch a mile off! 

However, we were impressed with the clarity of 

Force24. The demonstration was straight-talking, 

simple and tailored to our marketing challenge. 

Force24 took the time to review everything we had 

been doing and offer approaches to help solve both 

resource and ROI challenges.

They also demonstrated how their system could 

achieve exactly what we were looking for. We weren’t 

bombarded with fads, gimmicks or features we didn’t 

need. We were shown the functionality that this 

marketing cloud has to offer, and the resulting benefits 

were clear. 

We reached out to two further companies that 

appeared, on the face of it, to focus on B2B lead 

generation and lead nurture. We arranged demos with 

each respectively and were actually blown away with 

the difference:

1. Both companies demonstrated their platforms 

without really understanding what our problems 

were.

2. They also both tried to sell us features that we 

could not see being useful. Despite our feedback, 

they continued to stress us how important these 

elements were, without any real elaboration as to 

why.

3. Following the presentation we were then locked in 

to an aggressive sales process, which made us feel 

annoyed rather than inspired!

4. Both companies expected us to either pay on credit 

card or upfront for 12 months.

5. In each instance, the software we were shown 

appeared to have been designed for an American 

business – it’s very hard to explain why but if you 

see it you’ll understand.

Force24 opened our eyes to 
a new way of working but, as 
any prudent company would 
do, we decided to research the 
competition before making our 
final decision.

“

“
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We decided to appoint Force24, not only as they were 

the contra to all of the negative experiences with 

other suppliers, but also because:

1. Their on-boarding team are all degree-level 

marketers who take care of everything on the 

client’s behalf and tailor their advice to the specific 

objectives set.

2. The Force24 platform seemed the most powerful 

yet easy to use!

3. Our account manager is based in Leeds and works 

with clients with similar needs, so we get a shared 

benefit.

4. Force24 was also the only company that showed 

how marketing is not just about sending emails – 

it’s about engaging customers via varied channels.

5. Force24 actually came out the most cost-effective 

when you consider all of the extras that are 

included.

We therefore made the switch!  The on-boarding 

process was surprisingly hassle-free with no loss of 

data and no disruption to our communications plan. 

All of our email templates were migrated across, 

litmus-checked and rebuilt to ensure full mobile 

responsiveness. And, we received full on-site training, 

along with access to our account manager to help us in 

any way.

The CRM integration was also really 
easy. It took about 30 minutes and 
then we were connected!



Where are 
we now?
Our account manager (Jake) has been helping us increase the goal 
conversion rate on our emails and landing pages. He has proven to 
be a valuable member of our team. 

In terms of results, we have seen a massive increase in 

top-line marketing stats. For example, when our old 

emails were sent via MailChimp, we were lucky if we 

saw a 12% open rate. Now we are consistently seeing 

18%. The same goes for clicks which have increased 

from 1-2% to 6%+.

We are also seeing a big increase in the number of 

enquires we get each month as a result of our direct 

marketing efforts. We’d receive an average of 18 per 

month pre-Force24, but now get 26 – that’s a 44% 

increase in enquiries. More importantly, because we 

can see which pages these contacts have looked at and 

engaged with across our website, we can hold really 

relevant conversations with them.

Jake is also helping us to implement re-targetting via 

direct mail, and is syncing our contacts and customers 

with Google to make sure we don’t underspend on key 

prospects. He’s spent a lot of time showing us how 

to extract the most value from Force24’s reporting 

interfaces too. In truth it is easy to use, but we really 

appreciate his opinion.

In addition to the great marketing results, one of the 

biggest benefits of using Force24 is the amount of 

internal resource we’ve freed up – we automate so 

much more now! I can’t quantify the amount of time 

we are saving each month but it feels like a lot.

We are happy to report that 
Force24 has delivered on 
their promises and more 
importantly (for us) we are 
seeing growth as a result of 
our engagement with them.

“

“
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 Summary
Force24 has impressed us from start to finish. They’ve helped us remain 
focused on what we should be doing in order to achieve our goals. Great 
product and great team!

Get in touch
If you want to talk about your marketing 
for 2017 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


