
 

The Customer 

Founded in 2013 by 
Internet pioneer, 
Dr. Paul Vixie, 
Farsight Security, 
Inc.  provides real-
time DNS network 
security solutions 
that deliver critical 
contextual  data to 
significantly 
increase the value 
of Internet threat 
intelligence. 

 

 

Case Study 
 

The Challenge 
Farsight utilized a number of marketing tactics to drive 

engagement and deliver leads to the sales team. The question 

was whether the tactics were cost effective and capable of 

generating leads in the quantity and quality required to meet 

company goals. When contracted, there were no analytical 

processes or reporting in place. 
 

The Solution 

Step 1: Audit available reporting tools (Salesforce.com, Google 

Analytics, Alexa.com, Hubspot); identifying strengths,  synergies, 

and potential reporting gaps. 

Step 2: Meet with key team members to determine needs and 

gain agreement on reporting requirements. 

Step 3: Resolve reporting gaps with new reports in Hubspot and 

Salesforce.com, ensure asset tracking in place, and audit results. 

Step 4: Create tracking spreadsheets, establish performance 

baselines, develop a forecast model, and KPI dashboard. 

Step 5: Apply analytics to track marketing  

performance and  solve marketing problems. 
 

The Result 
Farsight is able to monitor marketing and sales  

progress against budget and goals. Marketing is  

able to provide reliable reporting on campaign  

performance including:  

• response rates,  

• performance against goal,   

• cost per lead, and  

• Lead value (revenue) per lead source.  

Key marketing programs have been audited  

and re-tuned to be more cost-effective.  

Underperforming programs have been  

discontinued. 

Marketing Analytics 


