Case study

New pipeline generation for
leading manage services provider
We live in an age of disruption,
and the insurance industry is no
exception. At the forefront of this
change is CenturyLink, which in
2017 wanted to engage with netnew clients and build relationships
with a C-level audience, as well as
challenge the UK’s financial services
industry on their perceptions on the
future of the insurance industry.
CenturyLink, a leading managed services
provider and Gartner Magic Quadrant
Leader, appointed Chief Nation to help it
engage with C-level delegates from the
UK’s leading insurance companies.

After an 8-week campaign
that included a unique event
proposition and peer-topeer networking experience,
we secured 43 new business

opportunities for CenturyLink.

The brief
CenturyLink’s “technology
is an investment in the
bold connections people
make every day to the
things that matter most.”
Through edge computing,
hybrid-cloud connectivity,
adaptive networking and
network-embedded security
solutions, it is powering digital
transformation for customers
around the world.

Engaging event
proposition...
Transform CenturyLink’s offering
into a compelling theme

But there are more potential
customers out there that
CenturyLink could help, which is
why the CenturyLink team came
to us. We were tasked with brining
CenturyLink face-to-face with their
target accounts in the insurance
industry. The goal was to create
a VIP, peer-to-peer networking
experience which supported and
facilitated discussions on how
future generations will impact
the insurance industry. Our team
immediately set to work…

Generating
results...
Spark meaningful relationships
and pipeline deals

Database
targeting...
Meet new accounts from
our C-level network

ENGAGING EVENT
PROPOSITION

Our solution
To help CenturyLink
meet its goals, we took a
selection of target criteria
from CenturyLink and ran
it through our database to
identify the best possible
accounts. We then
developed an engaging event
proposition and implemented
a fully integrated attendee
generation and invite
program.

Chief Nation utilised a range of
digital and off-line marketing
channels including email,
social, direct marketing, faceto-face networking events and
telemarketing. Next, we ran a
Chief Wine Officer VIP marketing
event which consisted of relevant
and thought-provoking business
content, fine dining, fine-wine
tasting, peer-to-peer networking
and competition.

Rhought-provoking
business content, fine
dining and fine-wine
tasting

DATABASE TARGETING

Utilise multiple channels
to engage a bespoke
target list from our
C-level network

GENERATING RESULTS

Secure post-event
meetings to create
new pipeline for
CenturyLink

Campaign
results
CenturyLink set us a target of
15 attendees for the C-level
networking experience – which
we exceeded. During the
8-week campaign, we managed
to generate 43 opportunities
for CenturyLink, including 20
attendees to the face-to-face
event and a further 23 additional
leads.
All in all, that meant that we achieved
133% of our target, creating more new
business opportunities for CenturyLink
than was expected. The success of
the campaign resulted in new pipeline
deals for our client – and introduced
new C-level executives to some of the
world’s finest wines!
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Who
attended?
Confirmed guests included:
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“Chief Nation added significant
value for the EMEA marketing team.
They truly understand our ABM
approach and work with us to
produce outstanding results.”
Senior Program Marketing Manager EMEA, CenturyLink

HEAD
OF IT

HEAD OF
INTERNATIONAL
CYBER &
TECHNOLOGY

CHIEF DIGITAL
OFFICER
CHIEF
TECHNOLOGY
OFFICER

chiefnation.com

© 2020 Chief Nation Ltd

