
A CASE STUDY

Create a Compelling 
Story for Your New 
Product — or Let It Get 
Lost in the Shuffle
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Answer: Nope.

CASE STUDY: NEW PRODUCT BRANDING

Question: If a New Product 
Launches and No One Notices, 
Did It Really Launch?

Let’s face it: Launching a new product is like launching a small piece of you. It’s your baby. 
You’ve worked tirelessly on perfecting your new product. Some people in your organization 
may believe that maybe you worked a little too long on it.

And now it’s time for launch. (You think. You’re pretty sure it’s time for launch. You’re mostly 
sure it’s time for launch. OK, sales is politely telling you it’s time for launch.)

You want your baby to do well. After all, your 
baby deserves the best. You want to see your 
new product succeed in the world. You know 
it needs to make a big splash.

Unfortunately, marketers and product owners can easily get tripped up when it comes to 
launching a new product. They may want to play it safe or just talk about the features and 
benefits of the new product. They can easily lose sight of the strategy behind a major product 
launch and forget to tell a compelling story.

Fortunately for you, The Starr Conspiracy doesn’t believe in half-measures. Read on to find 
out what we did for a client who was in your shoes not too long ago.

The truth is: Launching a new 

product is like launching a 

small part of you.
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A 20-year-old technology services firm 
with more than 700 employees came to 
The Starr Conspiracy for help launching a 
new learning management product that 
promised to change the face of learning as 
we know it. Our interest was piqued.

So far, this firm knew they had a solid 
product. It was definitely their baby, and 
they were definitely proud of it. But they 
did not yet have a launch strategy, a name, 
product branding, or a compelling story 
behind the new product.

They knew they wanted to make a big 
splash. They wanted their baby to succeed 
in the world. What they didn’t know was 
how far they would need to be pushed to 
make that big splash.

Your new product needs to make 
a big splash at launch, and that 
may be kind of uncomfortable.

In order to make that big splash, the firm 
would need to be pushed a little outside 
their comfort zone, and that’s just what The 
Starr Conspiracy did.

How Do We Get People to Notice Our New Product?

THE PROBLEM

CASE STUDY: NEW PRODUCT BRANDING
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HERE’S WHAT WE DID:

To help the organization develop a striking, compelling new product launch, The Starr 
Conspiracy took the company through our Honeycomb Process. It’s a vital journey to help 
enterprise software companies discover what makes them unique, develop impactful 
messages, create disruptive brands, and engage with radical buyers.

Taking It to the Limit

THE SOLVE

CASE STUDY: NEW PRODUCT BRANDING
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Strategy: The Starr Conspiracy counseled the 
technology services firm to launch this new, 
disruptive product by appealing to their radical 
buyer at the HR Technology® Conference 
& Exposition.

Research: The Starr Conspiracy conducted 
interviews with beta-customers, product 
teams, and corporate executives.

Development: The Starr Conspiracy identified 
opportunities to create a compelling story 
around the new product launch. These 
opportunities included:

• Naming: The Starr Conspiracy developed 
a product name that was disruptive to the 
learning marketplace while appealing to the 
firm’s radical learning buyer.

• Concepting: The Starr Conspiracy created a 
compelling concept that told the story behind 
the new product.

• Branding: The Starr Conspiracy developed a 
disruptive brand that pushed the firm’s current 
brand standards, coincided with the concept, 

and made a big splash in the marketplace.

Validation: The Starr Conspiracy validated the 
project with the firm’s senior leadership.

Activation: The Starr Conspiracy used the new 
product’s name, concept, and brand to create 
sales enablement, internal enablement, booth 
structures, and even a Lightpaper®.

Measurement: The Starr Conspiracy evaluated 
the success of the new product launch by 
assessing how many conversations the firm 
had with radical buyers at the HR Technology® 
Conference & Exposition.

CASE STUDY: NEW PRODUCT BRANDING
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As a result of going through our Honeycomb Process, the firm was able to appeal to their 
radical buyer at their new product launch in a compelling and disruptive way. They were 
able to introduce their baby to the world by capturing the hearts and minds of the right 
people at the right time.

They were also able to take a brand and campaign that are still active today and launch 
effective marketing through several different channels to different types of buyers with great 
velocity. These campaigns continue to be effective and disruptive to this day.

What’s more, the firm was able to rally around the new campaign through internal 
enablement, as well. This resulted in fun internal campaigns that turned employees into 
advocates for the new product and excited people at every level.

A great success story, right? Let’s discuss creating one of your own.

Market Disrupted. Campaign Still Active.

THE RESULT

CASE STUDY: NEW PRODUCT BRANDING

Introduce your new product 
to the world by capturing 

the hearts and minds of the 
right people at the right time.
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About The Starr Conspiracy

The Starr Conspiracy embraces the humanity in business to build brands that have emotional resonance. 

More than a global business-to-business marketing agency, we’re a movement. We’re changing the way 

technology companies view themselves, their customers, and the world. Unlike conventional agencies, 

we fuse advertising, technology, and advisory services in completely new ways — ways that defy 

categorization and challenge the old-school agency structure.

So Are We. Let’s Talk.

Ready for Your New Product to 
Make a Big Splash?

We could write about launching a new product forever, but we’d rather have a conversation. 
If you want to talk to us about your new product and how to truly create a big splash in your 
market, just holler. We’d be happy to help.

LET’S TALK

CASE STUDY: NEW PRODUCT BRANDING

http://secrets.thestarrconspiracy.com/lets-talk-feature-focused-message

