C A S E S T U DY

Driving results with Email
and Thought Leadership
Ground Support Labs (GSL) are innovators in in-store retail technology. They provide engaging
and informative digital displays, interactive customer-detecting retail spaces, and connected
technologies that deliver dynamic consumer content. Beyond that, they provide the
infrastructure for POS, performance data management and campaign analysis systems, and
analytics packages focused on in-store activities like customer dwell time and facial
recognition.

With a presence in both the US and the UK, “GSL helps brands engage with consumers
through the utilisation and optimisation of technology,” explains Steve Marquis, GSL’s
US-based EVP of Partnerships.
It might be through something as simple as hanging a screen on the wall to
communicate basic content behind a cash register. It might be a 1000 door
luxury cosmetic brand that wants to deliver a variety of different customer
experiences. It might be an interactive hotel lobby installation that changes
with the weather, or it might be delivering large format screens to Times
Square, Piccadilly Circus or the Las Vegas Strip.”
Steve Marquis
Managing Director
Gravitas

The common thread, according to Marquis, is the way GSL optimises technology to enhance
in-store sales and help retailers better understand consumer behaviour.

gravitas.io

1

Ground Support Labs
Driving results with Email and Thought leadership.

Getting a Foot in the Door with Limited
Resources
Despite being masters of retail technology with decades of combined expertise, GSL had one
key pain point limiting their expansion. "We didn't have the systems in place or the time to
scale lead generation and business development." explains Martyn Barnett, Vice President and
Managing Director, Ground Support Labs, UK. Simply put, GSL’s highly specialised team lacked
the resources to efficiently identify and interact with the brands they could most benefit.

As a result, GSL was operating mainly on third-party referrals rather than actively generating
new opportunities. “Our entry points into customer relationships were typically through
procurement, through technology, maybe through a partner construction group, but
whatever our entry point, to be successful, we have to bring it back to the brand,” says Marquis.

GSL needed to find an efficient way to play to their strengths and create a direct dialogue with
the brands, their target clients. Marquis knew they could convert, they just needed to start the
conversation. “When we're sitting at the table with the brand, things always happen. We just
need to get in the right room with the right people.”
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Discovering Gravitas
To get themselves into the room, GSL turned to Gravitas, lead generation specialists and brand
awareness experts. For its clients, Gravitas creates bespoke, industry-specific campaigns
designed to establish brand authority to initiate conversations with the prospects their
campaigns identify. To achieve this Gravitas uses a two-pronged approach - targeted email
and thought leadership.

Gravitas provides services ideal for dynamic companies like GSL where marketing bandwidth
is an issue. “We take care of everything. The client doesn't need a tech stack, they don't need a
database. We manage all the research, we come up with a campaign concept and a great call
to action,” says Connor Addis, Gravitas MD. “Companies like GSL with 10 employees can
compete against companies with hundreds of staff and massive budgets through the
approach we use. ”

Thought Leadership Statistics
From the 2020 Edelman-LinkedIn B2B Thought Leadership Impact Study.
Fifty-eight per cent of decision makers said that thought leadership directly
led them to award business to an organisation.
Sixty-one per cent of decision makers are more willing to pay a premium to
an organisation publishing thought leadership.
55% of organisations use thought leadership as an important way to vet
organisations they’re considering working with.
45% invited an organisation to bid on a project when not previously
considering them.
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Creating Brand Authority
Using LinkedIn, Gravitas created a thought leadership campaign for both GSL’s US and UK
operations. “Because GSL sells in-store technology, we're targeting the brand managers and
in-store marketing managers of major retail companies like Adidas, Nike, Under Armour,
Tommy Hilfiger and Elizabeth Arden -- any company that sells to consumers through a retail
store,” Addis explains.

Rising Above the competition
“We improved GSL’s position in the market by posting specialised content that their prospects
are interested in. In this case, we provided information about in-store marketing trends, about
what successful retailers are doing.” Addis explains. Via country-specific LinkedIn campaigns,
Gravitas created interest, awareness and authority.

“We connected with GSL’s prospects on LinkedIn, indirectly elevating the company above their
competition," Addis says. “We shared insights and provided valuable content that made
prospects say, ‘Wow, I learned something.'" The result is the prospect sees GSL as the industry
expert -- the go-to person in the space.
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Getting the Right Attention
As an example of the reach of thought leadership
and the value of sharing insights, Addis points to a
post on the GSL LinkedIn account about the retail
strategy of international cosmetics retailer Sephora.
The post received 4811 views, including repeated
views from companies like Nike, Under Armour,
Marks and Spencer and L’Occitane, all major players
in the retail space. More significant was who at
those companies saw the post -- the LinkedIn
statistics showed that 201 marketing specialists and
195 executive directors had opted to read more.

“Instead of going through the time and effort to
cold call a single marketing specialist, we reached
over 200 at once," Addis summarises.
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Targeted Email with a unique
call to action
Capitalising on the authority created by the thought leadership campaign, Addis explains that
Gravitas then created a targeted online event. “We spent a lot of time working with GSL to
create an enticing call to action for the email campaign. We produced a retail Tech Talk - a free
online event where marketing directors could engage with the company to learn the latest
technology being used to entice and engage consumers in-store. There was no sales pitch, just
information.”

Increasing Response Rates by Keeping it Simple
For GSL, the targeted email strategy involved a four-part email sequence with each email
being 100 words in length or less. We keep emails short and to the point as this has been
proven to increase response rates by 60% compared to longer form emails." Says Addis
describing the approach used. Gravitas kept the language used in the email campaign as
simple as possible which statistically increases response rates by 18%. "Everyone is busy and will
just delete an email if it is difficult to read or filled with jargon," he explains.

Some of the leads generated
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Doing the Homework and Staying Professional
There is no magic bullet when it comes to sales and
marketing, all we can do is stack the odds of success in our
favour and the first place to start is ensuring we have the
most accurate and relevant list of prospects possible. "
Connor Addis
Managing Director
Gravitas

On GSL's behalf, Gravitas sent the emails to prospective decision-makers based on a list they
had hand-researched, going as deep as discovering the name of a colleague for each contact.

“Every email’s purpose was to reinforce the benefits of attending the retail Tech Talk. If a
contact didn’t reply, we asked them whether their colleague would be a better person to reach
out to,” says Addis. By showing GSL had done their homework and researched the prospect,
Gravitas further increased the chances of a positive response.

Avoiding the Sales Pitch and Offering Value
“Our goal for the GSL campaign was to offer real value to our prospects. We made it clear we
weren’t going to sell them anything or follow up with them unless they requested it,” Addis
explains. “By doing this we differentiated ourselves from the hundreds of companies
pressuring uninterested prospects for calls. It is a low-pressure approach that added value to
GSL’s reputation.”
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Reaping the Beneﬁts
100+ Enterprise leads with CMO's of major retail brands.
$700,000 in pipeline added.
$50,000 USD in closed deals so far.
The Gravitas thought leadership and email campaign has generated more than 100 leads -positive responses from enterprise-level clients, among them a US-based, global home
improvement retail chain as well as one of the largest retail jewellers in the United States.

“Our first win from the Gravitas campaign was a 50,000 USD pilot project for a US clothing
chain’s Madison Avenue flagship store. They have ten very high-end retail locations and they
have committed to heavy content development, which says to me that they're going to want
to roll the pilot out to the other stores,” says Marquis describing the campaign’s earliest results.
He adds, “We've got more meetings teed up with other prospects and within the next 30 days
we will have another one to three purchase orders from Gravitas efforts.” Marquis agrees.
“We're very, very excited. I want to keep it going.”

“It’s amazing. We have meetings set with enterprise accounts and have
submitted proposals worth over £500,000,” says Barnett regarding the
Gravitas UK GSL campaign results. “I was initially concerned I would need to
invest a lot of my own time, but that hasn’t been the case at all.”
Martyn Barnett
Vice President and
Managing Director
Ground Support Labs, UK.
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