
Pierce
Systems

CAPABILITIES  PORTFOLIO 



Overview

Mission

Education

Vision

Top 5 NAICS 

Value
To help mission-driven 
organizations bring awareness to 
their meaningful causes and drive 
campaigns that convert into results. 

ÅMultiple Business & 
Marketing Bachelors degrees
ÅMultiple MBAs
ÅPsychology Masters and PhD
ÅSHRM-CP
ÅMultiple Marketing Platform 

Certification (HubSpot, 
Google, Adobe, Salesforce, 
HootSuite, etc.)

To be the #1 cause agency in the 
world - for employees, clients, and 
technology innovation.

Å541810 Advertising Agencies 
Å541613 Marketing Consulting 

Services 
Å541430 Graphic Design 

Services
Å541820 Public Relations 

Agencies 
Å561920 Convention and 

Trade Show Organizers

We are a nationwide network of 
the highest performers, ready to 
bring our passion for innovation to 
your meaningful mission. 

Certifications
ÅSDB
ÅWOSB - SBA
ÅHUBZONE - SBA



Radio and Streaming 
Media Campaigns 
Began services in May 2024 to provide a 12-month 
radio and digital streaming ad campaign with 3 renewal 
options.

Early Accomplishments:
ÅDelivered project plan and scheduled kick-off within 

3 business days of award receipt.
ÅKick-Off Call completed within 7 days ǭ first draft 

campaign delivered for review on Kick-Off Call.
ÅStreaming and radio ad campaigns produced, 

scheduled, and launched within 12 days.

Portsmouth Naval 
Shipyard, 2024+



ÅProject Management: Created shared workbook with Project Brief, 

Tasks and Deliverables Chart with deadlines, Radio and Streaming 

Broadcast Schedules with targeting, ad previews, stations, analytics 

tracking, etc. within 3 days of award. Added all tasks with deadlines to 

Asana for team completion. Sent agenda 24 hours prior to Kick-Off.

ÅAd Production: Two ad options created and produced for review prior 

to Kick-Off Call held within 7 days of award. Both radio and streaming 

ad finalized, approved, and launched within 12 days of award.

Initial Setup and Ad Creation

Initial Results
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Click to Hear Radio Ad

https://www.audiogo.com/preview-ad?sourceNameFileName=audiogo_ad_1fd54e88-e078-4912-8679-0c3b0b959914.mp3&sourceNameDisplayFileName=audiogo_ad_0de989f5-7e40-4b4b-8fbd-d065ae9bcadd.jpg&type=music


Marketing Managed 
Services - Marketing 
Campaigns 
Successfully augmented GE's Gas Power marketing 
team, significantly improving their marketing automation 
capabilities. Through strategic management, rigorous 
QA processes, and enhanced communication, we 
ensured high-quality, reliable marketing outputs that met 
'%Ǟć ćĈĆýĂûùĂĈ ćĈõĂøõĆøćǒ

This case demonstrates Pierce Systems' capability to 
conduct meticulous analysis and tailored strategies.

General Electric (GE) 
Power, 2022 -2023



1.Integration and Workflow Efficiency: %ĂćĉĆýĂû ćùõāĀùćć ýĂĈùûĆõĈýăĂ öùĈċùùĂ -õĆÿùĈăǏ 3õĀùćúăĆ÷ùǏ õĂø /Ă˷˹ ċüýĀù õøüùĆýĂû Ĉă '%Ǟć üýûü ćĈõĂøõĆøćǒ

2.Quality Assurance:  Maintaining a rigorous QA process to minimize errors and improve the reliability of marketing outputs.

3.Database Management: %úúý÷ýùĂĈĀč āõĂõûýĂû '%Ǟć āõĆÿùĈýĂû øõĈõöõćù Ĉă ćĉĄĄăĆĈ ÷ăāĄĀùČ ÷õāĄõýûĂ ĆùąĉýĆùāùĂĈćǒ

4.Client Relationship Management:  Reviving a pivotal client relationship and ensuring a $200k contract renewal through meticulous technical analysis of marketing campaigns.

1.Enhanced Operational Efficiency:

ḬStreamlined processes through the development and implementation of an intake form for task information capture.

ḬEstablished a smooth workflow, minimizing errors and improving team collaboration.

2.Improved Quality and Reliability:

ḬQA measures significantly reduced errors, leading to a more reliable marketing output.

ḬThe team functioned seamlessly, ensuring high-quality deliverables.

3.Client Satisfaction and Relationship Building:

ḬRevived a pivotal client relationship, ensuring a $200k contract renewal through meticulous technical analysis of marketing campaigns.

ḬDeveloped a strong working relationship with GE's team through regular interactions and feedback sessions.

4.Data-Driven Insights:

ḬConducted in-depth campaign analyses, providing valuable insights and recommendations for future improvements.

ḬDelivered comprehensive reports that facilitated informed decision-making.

1.Deep Data Analysis: Conducted rigorous analysis of initial marketing campaigns, breaking down each campaign's elements and performance into comprehensive charts.

2.Actionable Insights: Derived insights from data to drive tangible improvements in campaign strategies.

3.Client Presentation: Presented detailed reviews to the client, showcasing commitment to their success and significantly boosting their confidence in our capabilities.

CHALLENGES

RESULTS

STRATEGY



ÅResource Allocation: Provided 1.35 FTEs including Marketo 

Specialists, Solutions Architects, Campaign Strategists, and Client 

Service Executives.

ÅTechnical Integration: Set up Smart Campaigns, email and landing 

page templates, and ensured proper integrations with Salesforce and 

On24.

Initial Setup and Team Augmentation

ÅEnhanced Operational Efficiency: Streamlined processes through 

the development and implementation of an intake form for task 

information capture.

ḬEstablished a smooth workflow, minimizing errors and improving 

team collaboration.

ÅImproved Quality and Reliability: QA measures significantly 

reduced errors, leading to a more reliable marketing output.

ḬThe team functioned seamlessly, ensuring high-quality 

deliverables.

ÅClient Satisfaction and Relationship Building: Revived a pivotal 

client relationship, ensuring a $200k contract renewal through 

meticulous technical analysis of marketing campaigns.

ḬDeveloped a strong working relationship with GE's team through 

regular interactions and feedback sessions.

ÅData-Driven Insights: Conducted in-depth campaign analyses, 

providing valuable insights and recommendations for future 

improvements. Delivered comprehensive reports that facilitated 

informed decision-making.

Results
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Marketing Managed 
Services - Marketing 
Campaigns 
Revitalized Boomi's marketing operations, securing a 
$400k renewal by implementing robust QA processes and 
improving visibility through detailed reporting, ensuring 
error-free campaign execution. This case demonstrates 
our capability to turn around at-risk accounts through 
meticulous planning, execution, and continuous process 
improvements.

This case demonstrates Pierce Systems' capability to turn 
around at-risk accounts through meticulous planning, 
execution, and continuous process improvements.

Dell Boomi, 2022 -2023



1.Quality Assurance (QA) Issues:  Frequent errors in marketing campaign execution had eroded client confidence.

2.Insufficient Project Visibility:  A lack of clear tracking and reporting mechanisms hindered effective project oversight and resource utilization.

3.Account at Risk: Due to the aforementioned issues, the client relationship was on the verge of termination, necessitating immediate remediation.

1.Account Renewal Secured: Through proactive management and demonstrating a commitment to error-free production, Pierce Systems secured a $400k account renewal 

without the need for a competitive RFP process.

2.Enhanced Client Confidence:  The successful completion of the WordPress migration and the implementation of QA improvements restored client confidence, moving the 

account from being at risk to stable.

3.Smooth Transition for New Client Manager:  Facilitated a seamless handover to a new Client Manager, ensuring continuity and maintaining the momentum of improvements.

4.Long -term Process Improvements: 4üù Ăùċ ĄĆă÷ùććùć õĂø ĈăăĀć ýĂĈĆăøĉ÷ùø öč 0ýùĆ÷ù 3čćĈùāć õĆù Ăăċ ýĂĈùûĆõĀ Ĉă Ĉüù "ăăāý õ÷÷ăĉĂĈǞć ăĄùĆõĈýăĂćǏ ùĂćĉĆýĂû ćĉćĈõýĂed 

performance and client satisfaction.

Internal QA Processes and Utilization Tracking

1.Internal QA Implementation:  Pierce Systems introduced rigorous QA processes to catch and correct errors before campaign deployment.

2.Weekly Utilization Tracking: A tracking system was established to monitor and report on resource utilization, ensuring transparency and accountability.

Strategic Project Management

1.Meticulous Project Management:  The team at Pierce Systems took charge of the critical WordPress migration project, which was executed flawlessly, demonstrating the 

capability to deliver high-stakes projects under pressure.

2.Collaboration and Communication: Regular status meetings and the use of project management tools (such as Asana) facilitated better coordination among global teams and 

with the client.

Enhanced Reporting and Performance Monitoring

1.Dashboard Reports : The introduction of dashboard reports provided real-time insights into project status, resource utilization, and QA performance.

2.QA Checklists: These were implemented to standardize quality checks across all marketing deliverables, further reducing the incidence of errors.

CHALLENGES

RESULTS

APPROACHES



ÅGlobal Management:  Handling campaigns across 

North America, APJ, and EMEA regions.

ÅCampaign Activities:  Managing an average of 20 

programs per month, including events, email marketing, 

content syndication, website forms, and landing pages.

ÅTools Used:  Campaigns managed using Marketo, with 

full integration into Salesforce.com, coordinated 

through Asana.

ÅEmail Marketing:  Creating, uploading, editing, and 

managing emails in Marketo.

ÅContact Management:  Segment creation and data 

management within Marketo.

ÅWebsite Forms and Landing Pages:  Development and 

management of forms and landing pages on WordPress.

ÅAnalytics:  Generating marketing automation reports from 

Marketo.

ÅAutomation Programs: Setting up lead nurturing and 

scoring programs in Marketo.

ÅCompliance with Boomi 

Specifications:  Ensuring all processes 

õøüùĆù Ĉă "ăăāýǞć ćĄù÷ýúýùø ĈăăĀ ĉćõûù 

protocols.

ÅReporting:  Weekly status reports, 

monthly reviews, and quarterly 

business reviews to maintain 

transparency and continuous 

improvement.

Daily Campaign Management Execution Deliverables Governance and Compliance
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Marketing Managed 
Services - Marketing 
Campaigns 
Through meticulous planning, rigorous QA, and strategic 
÷ĀýùĂĈ ùĂûõûùāùĂĈǏ ùĂüõĂ÷ùø &ýĂĂýĂûǞć āõĆÿùĈýĂû 
automation with Eloqua, resulting in a 20% increase in 
campaign efficiency, a 15% boost in email open rates, and 
a 10% rise in lead conversions. This collaboration secured 
a $200,000 contract renewal and opened growth 
opportunities in South America.

This case study demonstrates Pierce Systems' ability to 
enhance marketing automation, secure contract renewals, 
and foster long-term client partnerships through 
meticulous planning, data-driven insights, and strategic 
engagement.

Finning, 2022 -2023



1.Data-Driven Analysis:  Partnering with a data analyst, we meticulously analyzed dozens of Finning's marketing campaigns, translating raw data into comprehensive charts and 

actionable insights to improve campaign strategies.

2.Client Engagement:  Regular status calls, monthly data reviews, and quarterly business reviews (QBRs) were conducted to maintain open communication and ensure alignment 

with Finning's goals. Detailed reports and strategic recommendations were presented to key stakeholders.

3.Regional Focus: Addressing regional differences, we tailored our approach to meet specific needs in North America, EMEA, and South America. For instance, while EMEA 

required more strategic initiatives, we identified growth opportunities in South America despite their initial underutilization.

4.Process Management:  Implementing rigorous QA processes and using tools like Zoho Projects and Wrike, we ensured error-free deployment and adherence to SLAs. This 

included tracking time, managing utilization, and promptly addressing any inefficiencies.

1.High Client Demands:  Key contacts required exceptional reporting standards and strategic advice, resulting in regular in-depth reporting and presentations.

2.Regional Disparities: Addressing varied needs and levels of engagement across North America, EMEA, and South America added complexity to the task.

3.Communication and Coordination: Ensuring consistent and effective communication with multiple stakeholders across regions was essential to maintain alignment and 

satisfaction.

1.Successful Contract Renewal: %ĂüõĂ÷ùø &ýĂĂýĂûǞć āõĆÿùĈýĂû õĉĈăāõĈýăĂ ÷õĄõöýĀýĈýùć ĉćýĂû %ĀăąĉõǏ ćù÷ĉĆýĂû Ĉüù ˨˷˵˵ÿ ÷ăĂĈĆõ÷Ĉ ĆùĂùċõĀǒ

2.Improved Client Satisfaction:  Met high client demands through exceptional reporting and strategic advice, satisfying key contacts.

3.Regional Growth Opportunities: Opened doors for potential growth in South America and other regions, addressing regional disparities and tailoring strategies accordingly.

4.Enhanced Communication:  Maintained robust communication channels, fostering a long-term, trust-based partnership with Finning through consistent engagement and 

strategic alignment.

CHALLENGES

RESULTS

STRATEGY



ÅStrategic Roadmaps:

ÅExample: Finning Marketing Roadmap

ÅPurpose: Outline strategic directions and project plans, presented 

to senior management (e.g., MJ) for approval and alignment.

ÅCapabilities Presentations:

ÅExample: CDP Capabilities

ÅPurpose: Demonstrate specific technological capabilities and 

analytics support (e.g., Adobe Launch/Target/Analytics) to 

address client needs and highlight potential enhancements.

ÅQuarterly Business Reviews (QBRs):

ÅExample: Finning Global QBR

ÅPurpose: Provide a comprehensive review of performance over the 

quarter, including updates, feedback, and strategic 

recommendations to ensure continuous improvement and client 

satisfaction.

ÅProposal Presentations:

ÅExample: Finning SA Proposal

ÅPurpose: Present detailed proposals for new initiatives or services, 

tailored to different regions (e.g., South America), to secure buy-in 

and expand service utilization.

ÅUse Case Overviews:

ÅPurpose: Deliver prepared use-cases and service overviews, often 

requested by the client, to showcase existing solutions and 

potential applications for their needs.

Presentation Types for Finning
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IT Managed Services - 
Staff Augmentation
Pierce Systems was tasked with managing a $300k 
account at WPP, a leading global communications 
services group, encompassing advertising, PR, and 
market research firms. The account faced significant 
performance challenges stemming from operational 
inefficiencies and communication breakdowns between 
offshore and US-based teams. These issues were further 
compounded by complex project tracking systems, 
hindering project delivery and client satisfaction.

This case study showcases Pierce Systems' adeptness in 
diagnosing and resolving operational inefficiencies, 
fostering transparent communication, and leveraging 
strategic leadership to transform underperforming 
accounts into successful, high-value opportunities.

Lumen Technologies, 
2022-2023



1. Initiated in-depth discussions with team leaders and project managers to diagnose weaknesses.

2. Implemented a comprehensive overhaul of project management approach.

3. Leveraged Zoho and SharePoint for enhanced clarity and coordination.

4. Established daily collaborations with the India-based project manager.

5. Prioritized transparent communication with client and team leads.

6. Instituted weekly updates, email summaries, and regular meetings.

1. Inefficiencies and miscommunications between offshore and US teams.

2. Convoluted project tracking systems hindering project delivery.

3. Underperformance of a $300k account at WPP due to operational weaknesses.

1. Significant improvements in project performance and client satisfaction.

2. Streamlined project execution process.

3. Demonstrated commitment to delivering results and fostering strong client relationships.

4. Transformed an underperforming account into a lucrative $4M opportunity.

CHALLENGES

RESULTS

STRATEGY
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Advanced Marketing 
Services - Lead Generation 
By strategically developing a substantial $80M book of 
business through customized campaigns and targeted 
outreach, and generating immediate revenue of $250k via 
innovative lead generation and business transformation 
strategies, Pierce Systems demonstrated its ability to drive 
significant growth and foster strong client relationships. These 
achievements highlight the effectiveness of our meticulous 
research, personalized engagement, and comprehensive 
approach to business development, resulting in both short-term 
gains and long-term success.

This case study demonstrates Pierce Systems' capability to 
strategically develop a substantial book of business and drive 
significant revenue growth through meticulous research, 
customized outreach, and targeted lead generation efforts.

NielsenIQ, 2021-2022



Book of Business Development:

1.Conducted in-depth research on 231 target accounts, focusing on industry trends, challenges, and specific aspirations.

2.Crafted bespoke, story-driven pitch decks that aligned our offerings with the prospects' needs.

3.Methodically verified end-user and executive contacts using third-party resources to ensure accuracy and relevance.

4.Created and led an SDR Outreach program targeting these accounts, training SDRs and sales teams to effectively engage prospects.

5.Developed and regularly updated actionable transformation plans for medium businesses, aligned with the evolving needs of target accounts.

6.Ensured transparency and alignment through regular updates and presentations to executive leadership.

Lead Generation:

1.Combined the creation of targeted eBooks, the development of engaging microsites, and comprehensive lead nurturing programs.

2.Authored and designed eBooks addressing pressing challenges and opportunities within the target market to establish thought leadership.

3.Developed microsites providing a focused, branded experience for visitors, guiding them toward conversion.

4.Implemented a strategic plan for an end-to-end transformation of the business unit, focusing on targeted list creation and thought leadership promotion.

5.Trained business unit leaders on the transformation strategy, fostering a unified approach towards achieving objectives.

1.Book of Business Development: Develop a substantial book of business targeting medium-sized enterprises within a defined zone of success.

2.Lead Generation: Spearhead a multifaceted lead generation strategy aimed at capturing and nurturing Marketing Qualified Leads (MQLs) with a direct impact on revenue.

1.Book of Business Development: Successfully acquired 231 target accounts, generating $80M in revenue through targeted marketing and advertising campaigns.

2.Lead Generation: Generated 89 leads and identified a $250k revenue opportunity through targeted engagement strategies.

Ḭ Immediate revenue generation of $250k through the business unit transformation and strategic lead generation, including eBooks, microsites, and targeted nurturing 

programs.

CHALLENGES

RESULTS

STRATEGY



LEAD 

GENERATION

RESULTS



MARKETING 
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ADVERTISING 

CAMPAIGN

RESULTS



TARGET AUDIENCE 
DEVELOPMENT
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STRATEGIC 

CONTENT 

MARKETING

RESULTS



Marketing and 
Communications Support
Through a combination of innovative demand generation 
strategies, precise ABM initiatives, and revitalized 
marketing operations, Pierce Systems successfully 
orchestrated $1.4M in revenue and built a $6.4M pipeline, 
significantly exceeding lead generation and revenue 
targets. The strategic use of digital marketing tools and 
personalized engagement tactics fostered meaningful client 
connections and drove substantial business growth.

This case study demonstrates Pierce Systems' capability to 
exceed marketing and revenue goals through 
comprehensive, data-driven strategies and innovative 
engagement techniques.

Duetto, 2020 -2021



1.Demand Generation: Devised a multifaceted approach combining broad-reaching demand generation campaigns with targeted ABM initiatives. Leveraged precision targeting 

techniques for deeper audience engagement. Crafted an email campaign that garnered 600 registrants for the Revenue Strategy Forum, surpassing the goal by 300-fold. 

Implemented ABM strategies to secure 30 targeted webinar attendees within a week.

2.ABM and Virtual Engagement: Expanded target account lists and enriched databases through collaboration with a data research agency. Developed comprehensive sales 

dashboards for effective tracking and reporting. Introduced virtual events via Postal.IO and Sendoso, distributing branded swag boxes to maintain strong client relationships. 

Implemented a CEO outreach program using LinkedIn Sales Navigator, achieving a 48% conversion rate.

3.Marketing Operations: Conducted a comprehensive audit of the tech stack, resolving Salesforce-HubSpot synchronization issues. Redefined HubSpot methodology and developed 

a new process for campaign management. Hired and trained Demand Generation Leads for localized campaigns in LATAM and EU, enhancing lead generation and nurturing 

processes.

1.Demand Generation:  Surpass lead generation and revenue targets as Head of Demand Generation.

2.ABM and Virtual Engagement: Effectively manage and innovate Account-Based Marketing (ABM) programs to drive substantial results.

3.Marketing Operations: Revitalize marketing operations to enhance lead management and campaign efficiency.

4.Leadership and Team Management: Lead a global marketing team to achieve substantial revenue growth and pipeline development.

1.Demand Generation: Achieved $1.4M in revenue and developed a $6.4M qualified pipeline within seven months. Generated $100K in closed revenue and $400K in the qualified 

pipeline from one high-impact campaign.

2.ABM and Virtual Engagement: Generated $140K in revenue and $875K in qualified pipeline through ABM initiatives. An outsourced BDR program generated an additional $350K in 

opportunities and $50K in revenue. Virtual events created $200K in opportunities, enhancing client engagement during the pandemic.

3.Marketing Operations: Achieved seamless Salesforce-HubSpot integration and optimized lead management. Enhanced campaign efficiency and effectiveness, contributing to 

strategic decision-making and adjustments.

4.Leadership and Team Management: Spearheaded a global marketing team, achieving $1.4M in revenue and building a $6.4M qualified pipeline in H1 2021. Skillfully managed the 

integration and training of Demand Generation Leads for HubSpot platform management.

CHALLENGES

RESULTS

STRATEGY
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RESULTS



EVENT 

MANAGEMENT 

RESULTS FOR 

A SINGLE 

VIRTUAL 

EVENT



STRATEGIC

ABM PROGRAM 

MANAGEMENT

RESULTS



TARGET AUDIENCE 
DEVELOPMENT
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