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Absolute Focus and Commitment Are Key to Eating Market Share

CASE STUDY: HOW TO EAT MARKET SHARE AND WIN YOUR CATEGORY

A Success Story

Picture this, if you will: You’re the market leader of your category. You’ve filled your sales 
pipeline, not just for this year, but for next year as well. Now, $1 in your marketing budget 
does what $10 used to do for you. You have instant brand recognition. Anything is possible for 
your business. Money is not a factor. The sky is the limit.

But it wasn’t always this way.

Just a few years ago, no one knew who you were. You were playing in a crowded space, 
and while making a big splash seemed probable, a clear path to success wasn’t readily 
apparent. What do you do?

The answer is surprisingly simple: You focus 
and commit. Instead of chasing flashy one-
offs or the next hot thing, you commit to a 
tried and true multi-year digital strategy, 
and you stick to it.

Sound too good to be true? Spoiler alert: It’s not. Read on to find out how we helped a large 
enterprise software company eat market share like nobody’s business and become the 
category leader.

Instead of chasing flashy 

one-offs, commit to a 

tried and true multi-year 

digital strategy.
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An enterprise software company came to 
The Starr Conspiracy after receiving a large 
round of funding. Their marketing mission 
was simple: They wanted to become the 
market leader in their category.

They immediately knew the score: That 
type of lofty goal requires dedication and 
commitment. It’s not something that would 
happen overnight. They were ready to 
make that commitment and go all-in to 
achieve their business vision.

They knew this round of funding would 
be the seed they would plant to build an 
enterprise software empire. Their business 
strategy had to be backed up by a tried 
and true media plan that would set them 
up for success in the years to come.

Their business strategy had to 
be backed up by a tried and true 
media plan that would set them up 
for success in the years to come.

The company entered into a partnership 
with The Starr Conspiracy, where every 
phase of strategy, branding, and digital 
advertising was collaborative.

Making the Most of Your Round of Funding

THE SITUATION
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HERE’S WHAT WE DID:

As with all projects we conduct, The Starr Conspiracy took the enterprise software company 
through our Honeycomb Process. It’s a vital journey to help the enterprise set themselves up 
for sustainable success.

Committing to the Strategy

THE MULTI-YEAR PLAN
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Strategy: The Starr Conspiracy created a 
comprehensive, three-year strategy with 
individual goals per year — all leading 
to marketplace dominance. Here’s the 
breakdown by year:

• Year 1: Dominate industry channels. Pour 
everything into brand awareness with the right 
buyer and own the category in the right  
buyer’s mind.

• Year 2: Continue to dominate industry channels 
and dip into the broad market. Raise functional 
association¹ around solutions with the right 
buyers, and begin raising awareness in the 
broad market.

• Year 3: Dominate broad market channels 
and begin account-based marketing. With the 
industry channels firmly under our belt, we can 
continue to conquer the hearts and minds of the 
broad market and the large, specific accounts 
we want to target.

Research: The Starr Conspiracy engaged 
in extensive marketplace analysis, detailed 
internal and external stakeholder interviews, 
and baseline brand awareness studies.

Development: The Starr Conspiracy 
developed an integrated marketing 
strategy for the enterprise software 
company. This plan funneled all elements 
of strategy, brand, and digital advertising 
through one lens and created highly 
effective campaigns designed to eat 
market share and produce radical buyers.

Validation: The Starr Conspiracy validated 
the campaigns with executives at the 
enterprise software company, analysts, 
customers, and the open market.

Activation: The Starr Conspiracy activated 
the integrated marketing plan by 
placing media and developing pitches, 
presentations, and any other tools the 
company’s sales and marketing teams 
needed.

Measurement: The Starr Conspiracy 
measured campaign success in two 
buckets: brand and demand. For brand, 
The Starr Conspiracy conducted ongoing 
brand awareness studies and saw 
continual brand awareness increase. For 
demand, The Starr Conspiracy monitored 
increasing conversion rate metrics.

¹ The primary features or products you want to be known for.
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We stated this at the beginning, but it bears repeating. This enterprise software company 
has seen continued success through:

• Becoming the market leader in their category

• Continued increase in brand awareness

• A sales pipeline filled more than a full year ahead of time

• The ability to spend $1 where they used to spend $10 and have the same impact

• The freedom to do whatever they wish with their business

Becoming the Market Leader

THE RESULT

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

We’re Ready to Help You

Ready to Eat Market Share?

Disclaimer: Committing to trajectories like the one above is easier said than done. Everyone 
says they want to own the market, but few can dedicate themselves to it. Too often, we see 
brands lose focus and pursue one-offs or the next hot thing. Dedicating your business strategy 
to eating market share requires just that: focus and commitment.

If you’re not ready to make that play, that’s totally fine (and thanks for being honest about it up 
front). We can help you drive demand at a quick rate, too. Read more about that here. 

If you are ready to make that big market share play, we’re ready to help you get there. Fair 
warning up front: This type of play works best when our engagement is viewed as a partnership 
and we can be open and honest with each other. That type of transparency isn’t something we 
take lightly.

If you’re ready, click the link below.

LET’S TALK
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https://thestarrconspiracy.com/content/quickest-way-solution-awareness
http://hubs.ly/H07Mjx70

