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Turning Expertise Into Pipeline Performance

DMA: Buffalo, NY

A regional telecommunications and media provider faced increasing competition from national.
A professional services firm with strong subject-matter expertise struggled to translate credibility
into consistent pipeline growth. 

Marketing efforts were sporadic, referral-dependent, and lacked measurable demand
generation. Brand reputation existed — but digital authority did not. Website traffic was passive.
LinkedIn presence was inconsistent. Lead nurturing was minimal.

Leadership needed predictable business development, not just networking momentum.

Increased qualified inbound inquiries
Higher engagement from target industry segments
Shorter sales cycles due to pre-established authority
More consistent opportunity flow
Improved forecast visibility

Expertise converted into measurable pipeline.

THE STRATEGY
I built an authority-driven B2B growth engine centered on thought leadership, persona
targeting, and structured outreach.

The execution included:

Executive positioning strategy for firm leadership
LinkedIn authority content cadence
Persona-driven messaging aligned to industry pain points
CRM-integrated nurture sequences
Performance dashboards tied to opportunity creation

We repositioned the firm from “experienced” to “indispensable.” Marketing became pipeline
architecture.

TESTIMONIAL

“John helped us move from reputation-based growth to structured demand generation. Our
leadership presence strengthened, inbound inquiries increased, and our pipeline became
more predictable. His approach tied thought leadership directly to opportunity creation —
and that translated into real revenue growth.”


