Winning
Case Studies
that SELL

How to make your business sell
Introduction
In this booklet, we reveal how
case studies will significantly
help you stand out from a
cluttered market place of firms
all vying for the same business.

If you are like most firms,
having completed your website
some time back you probably
find yourself fitting into either
category A or B.

Working with us, we will help
you to immediately raise the
standard of both your website
and printed literature so that you
stand the best chance of gaining
not only another a sale, but a
valued customer looking for a
long term relationship.

A. It is now several years since
your website was built, your
business may have changed
somewhat, even taken a new
direction and the website of
yesteryear no longer reflects
what your company is trying to
communicate.

Your website must not only look
good, it must be so convincing
that the more they read the
more they want to buy from you.
To ensure that this powerful
message is continually
reinforced, we then need to
ensure the same message is
conveyed by powerful case
studies that sell.
In essence, every piece of
communication that passes
across a prospect’s desk must
be so capivating that they are
left with no other choice than to
appoint your company to the job.
We all remember when we had
our first website built. After
many meetings, both internally
and with our web design team
we finally launched what we
thought was the ultimate in
web marketing.

B. Worse still, all those promises
of increased sales have not
materialised. Having spent
a fortune with a Web design
company all you are now left
with is a beautiful looking
website that hasn’t helped you
grow your business.

the sales power back into your
business:
These case studies can be used
on your website, in your business
proposals and as a discussion
point in sales meetings and
networking events.
Newsletter House has proven
over the past 15 years that with
the right written message sales
success is enhanced significantly.
If you have any questions or need
further assistance please don’t
hesitate to call me on
0408 028 825.
Kind regards,
Ken Robinson
CEO – Publisher
Newsletter House Pty Ltd

Don’t despair, help is at hand
and it will not cost you anywhere
near the money you spent having
your original website built.
Today, people are finding out that
the real key to success when it
comes to web marketing is the
words you use on your website to
sell your prospects on using your
products or services.
In the following pages of this
proposal we present you with
the opportunity to have three
powerful selling case studies
written, which will help you put
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Give people reasons to buy
Case Studies
Word of Mouth is the best
advertising - an ultra-effective
form that you can add to your
web site to bring home the sales.
No matter how glib, polished
and convincing your sales
message, nothing beats the sales
generation power of testimonials
from your clients, particularly if
they are professionally written in
an engaging manner to be both
informative and entertaining.
Your prospects want more than
a letter from Bill & Joan saying
“Bruce’s nice, his products are

good and we always buy from
him”. That won’t cut anybody’s
mustard. Prospects want to know
how you helped other people like
them achieve outstanding results
using your products or services.
It is far more effective to have
one of your clients share how
they cut their operating costs
by 50%. That’s a fact, not some
fictious claim made up by a
sales rep desperate for a sale.
Newsletter House has in 15 years
developed a highly specialised
approach to Case Studies that
shows your prospects how people
like themselves have benefited
using your products or services.

Case Study - Skycool
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Our journalists interview your
clients to extract the most
convincing testimonials, setting
these quotes into the context
of the miracles you performed,
showing the way you, your staff
and/or your products excelled.
Each highly credible, easy to
read and absorbing testimonial
is presented as a one-page
snapshot complete with photos
and graphic elements in keeping
with your corporate theme.
Each is provided as a
manageable PDF file to upload
to your web site. Each file comes
complete with embedded Optical
Character Recognition code that
can be found and filed by web
bots ensuring you have a better
chance of being found on
the web.
A selection of these PDF
documents that are constantly
archived and updated will not
only add undreamed of credibility
to your sales messages, but over
time they will have the bonus
of heightening your site’s web
presence.
The PDF format is also ideal to
add on a regular basis to any or
all of your complementary social
pages such as Facebook.
Each of these case studies are
a two page, double-sided, A4
document which can also be
used by your sales people and
added to the collateral you leave
after a presentation.
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Case Study Examples
Serious marketers worldwide have
recognised the power of testimonials
for many years.
But we have taken the testimonial to the
next level providing your prospects with
a series of indepth interviews with your
clients.
Each case study reveals why people
in similar situations consistently place
their trust with you by purchasing your
products or services.
Newsletter House provides our
clients with two page, downloadable
documents in a format not unlike
that illustrated here, documents that
promote your expertise, skills and
successes.
Case Study Woolworths
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woolworths sells
above expectations
Which commercial real estate
agent does Australia’s leading
retail chain Woolworths choose
to sell its supermarkets?

e Call 1800
657 565
Free Fax 180
0 180 274

www.bsgau

stralia.com.a

In this report, we reveal why
the sale of three Woolworths
supermarkets in Bulimba,
Camperdown and Lithgow, were
left in the expert hands of
the Burgess Rawson sales team.

Having worked with Burgess
Rawson, on the sale of these
three supermarkets would
Woolworths choose them again?
In a thank you letter sent to the
Burgess Rawson team, Paul
Doherty said: “We look forward
to... working with you and your
team in the future, should the
opportunity arise.”
Level 27, 303 Collins Street
MELBOURNE VIC 3000

Free Call 18
00 657 565
Free Fax 1800
180 274

www.bsgau

stralia.com.a

Speaking on the successful
sale of these supermarkets,
Woolworths National Asset
Manager - Property, Paul Doherty
said: “All three properties were
sold on the day of the auction
and the total sale price of all
three properties exceeded our
initial expectations.
“From the commencement of the
campaign the Burgess Rawson
team demonstrated a genuine
commitment to the task of
initially marketing the properties
to as wide an audience as
possible and then following
up prospective purchasers on
auction day with a clear objective
of achieving a successful result.”

u

Supermarkets
sold in 1 day
What steps did Burgess Rawson take that enabled them
to sell these three properties at auction in one day, at
the same time, exceeding the sale expectations of the
Woolworths team?
“The reasons for the success of this strategy are a clearly
deﬁned and repeatable marketing strategy using Australia’s
best auctioneer; the ability to provide investors with a
choice of similar types of properties thereby attracting
a bigger audience with more competitive bidding; and
marketing points of difference.”

u

It is one thing for you to place a list of
clients on your website, but without
having case study material to back
up your message the reader doesn’t
know if you did a good job.
Don’t leave a doubt in their mind,
present case studies that prove how
good you are!

If you are planning to sell a commercial property, consult
with the market leaders Burgess Rawson. Their team of
expert consultants will guide you as to the best way to
both buy and sell in the sector.

P 03 9613 0400
F 03 9613 0460
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Wage Costs
Slashed By
Over $15,000

Recent case study for Attache Software

We reveal how one company reduced
their staff’s workload by 7 days a month
Are you looking to save time, cut
management costs and run your
company more efficiently?
Are too many hours wasted on
onerous administrative tasks, leaving
no time for more important issues?
This was the case for Jackie Long,
General Manager of an aged care
residential and retirement village in New
Zealand. Thanks to Attaché’s innovative
software systems, Jackie reduced her
staff’s workload by an incredible seven
days a month equating to more than a
third of one admin wage.
Take The Pain Out Of Payroll
Processing the payroll previously
required 1.5 days each month however
by implementing BI Payroll, together with
Time Target, it’s now achieved within
half a morning. Roster scheduling has
also become more efficient with Time
Target, harnessing 1.5 days a month, a
yearly saving of over $3,300.
“Often payroll would take away from
the stuff we have to get on with, so we
saw it as an onerous task but now we
don’t – it’s just part of business,” says
Jackie.
Originally, four people were required
to authorise the pays, including Jackie,
who had to sign off on them. Now only
one person is needed, freeing up hours
for addressing other pressing issues.
“I just get one report and sign it off,”
says Jackie.
“It takes me 10 minutes to do the
pays, whereas it used to take me half to
three quarters of an hour – my own time
has been saved as well as the rest of the
team’s, so we’ve seen dividends all over
the place.”

Outstanding Financial Efficiency
Makes A Difference
Implementing BI Financial Reporting
has saved the company two working
days a month in preparing board
reports, up to $4,000 in wages.
Now one person runs a succinct
monthly report, which is easier for
members to read and keeps them better
informed about the company’s progress
and expenditure.
Resident billing was another timeconsuming area, however with
V/Care currently being implemented, the
situation has already improved.
With the Attaché system they have
been able to knock off approximately 24
days of work a year, an estimated saving
of more than $4,000.
“It was all separate with people not
talking to each other and things getting
missed,” says Jackie.
“Our overall financial efficiency is just
a different picture from last year.”
The use of V/care also benefits
residents, as payments are made in real
time, rather than monthly invoices going
out.
“We were finding people questioning
things because they’d forget that they
received a service; they got confused
which month it was in,” says Jackie.
“It’s really good, especially for the
older population.”
More Time Means More Efficiency
Overall, staff have more time to tend
to tasks they might not normally get
to, alleviating stress in the office and
offering a more value-for-money service
for residents.
“The staff understand the system,

they know they get support and they
know they get training, so they’re really
happy,” says Jackie.
“If my staff are happy, I’m happy.”
Software A Success For Aged Care
When Jackie became General
Manager at Te Kauwhata Retirement
Trust Board, the software system was
outdated and unsuitable for a company
of its size.
“What we had wasn’t fit for what
the board required to make informed
decisions,” she says.
After researching software
companies, Jackie turned to Attaché
and was impressed by their personal
approach.
Being not-for-profit, Te Kauwhata
Retirement Trust Board does not fit the
usual business model.
“Some of the bigger ones are for
profit and we’re a little community,” says
Jackie.
“Our model is unique to aged care
and to New Zealand full stop, and the
way we operate is very different to
anybody else.”
However Attaché took time to
familiarise themselves with Jackie, her
team and their specific business needs.
“They spent time with us, getting to
know our organisation,” says Jackie.
“They got to know what our
challenges were and recommended the
best way for us to move forward.”
The company has now been
transformed with BI Financial Reporting,
BI Payroll (integrated with Time Target)
and V/Care, all working together,
saving time and increasing day-to-day
efficiency.
“It’s about our ability to connect
everything in one system,” says Jackie.
“Efficiency has been phenomenal,
but not only that, it allows us to
concentrate on a lot bigger issues.”
Jackie is not only thrilled with the
increased efficiency but also excellent
reporting, which enables the company to
be better informed and make decisions
more quickly.
“Attaché really want to help you
succeed in your business,” she says.
“They become invested in making
that happen and they go that extra
mile.”
To enquire about any of the Attaché
products mentioned in this case study,
request a free demo or to talk with a
local expert, contact us.

Next Steps
Step 1 - Sales Strategy and Case Studies that sell
Once we start working with you we will
interview you and your key staff to develop
a sales strategy that will reveal the case
studies which need to be produced.
We will then interview key customers and
create a set of case studies. Now when
you make a claim about how good you
are, it will be backed up by interviews with
your clients endorsing why they trust your
products and services.
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Case Study Woolworths

woolworths sells
above expectations
Which commercial real estate
agent does Australia’s leading
retail chain Woolworths choose
to sell its supermarkets?
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In this report, we reveal why
the sale of three Woolworths
supermarkets in Bulimba,
Camperdown and Lithgow, were
left in the expert hands of
the Burgess Rawson sales team.
Speaking on the successful
sale of these supermarkets,
Woolworths National Asset
Manager - Property, Paul Doherty
said: “All three properties were
sold on the day of the auction
and the total sale price of all
three properties exceeded our
initial expectations.
“From the commencement of the
campaign the Burgess Rawson
team demonstrated a genuine
commitment to the task of
initially marketing the properties
to as wide an audience as
possible and then following
up prospective purchasers on
auction day with a clear objective
of achieving a successful result.”
Having worked with Burgess
Rawson, on the sale of these
three supermarkets would
Woolworths choose them again?
In a thank you letter sent to the
Burgess Rawson team, Paul
Doherty said: “We look forward
to... working with you and your
team in the future, should the
opportunity arise.”
Level 27, 303 Collins Street
MELBOURNE VIC 3000
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Supermarkets
sold in 1 day
What steps did Burgess Rawson take that enabled them
to sell these three properties at auction in one day, at
the same time, exceeding the sale expectations of the
Woolworths team?
“The reasons for the success of this strategy are a clearly
deﬁned and repeatable marketing strategy using Australia’s
best auctioneer; the ability to provide investors with a
choice of similar types of properties thereby attracting
a bigger audience with more competitive bidding; and
marketing points of difference.”
If you are planning to sell a commercial property, consult
with the market leaders Burgess Rawson. Their team of
expert consultants will guide you as to the best way to
both buy and sell in the sector.

P 03 9613 0400
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Three X A4 Double Sided = $3,950+gst
Payment Terms: Once you decide to appoint us to do
three case studies, based on three client interviews, we
require payment of the above fee on commencement of
the assignment.
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We can make you money while saving you a fortune
Newsletter House’s senior staff have extensive backgrounds in journalism, graphic arts and sales at the
most senior levels. They have worked in press, radio, television, magazines, advertising agencies, public
relations companies and senior national marketing roles.
Between them they can provide a full range of strategic planning and corporate communications services
along with the necessary tools.

No middle man markups
Every time you ask an agency to source a service
its PLUS, PLUS, PLUS as they add 30% or more.
At Newsletter House we charge only for our
own services. For example, we will obtain your
print quotes, pass them on to you with our
recommendations and leave it entirely up to you to

make your own commercial arrangement with the
printer of your choice. Naturally we will help with
that decision if you require.
Similarly, if we source you a photographer you will
be charged directly by that photographer and not
pay any middle man markups.

Some of our specialist services include:
• Newsletters

• Case Studies

• Corporate Imagery

• Trade Media PR

• Web Audits

• Sales Success Seminars

• Web White Papers

• Staff & Company Profiles

ABN 72 081 808 906

PO Box 3170 Valentine NSW 2280

T: 02 4954 2100 F: 024954 2001 M: 0408 028 825

E: kenrobinson@newsletterhouse.com www.newsletterhouse.com

