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OVERVIEW
Umesh Bhatt is the founder and CEO of Pulse Pixel - an award-winning UK
based animation explainer video company.
Their website: pulsepixel.com

HOW IT STARTED
Me and Umesh first connected on LinkedIn and after chatting for a bit, I liked his
approach, saw great potential in what he was doing and invited him for a call.
They were already working with a few clients successfully, but I saw patterns and
bottlenecks that almost every creative agency is facing that is massively holding
them back from reaching their full potential. A strong clear offer and presentation,
effective online marketing strategies and a sales system.
Most production companies and creative agencies aren’t making progress not
because their work wouldn’t be good (although this is occasionally the case), but
because they can’t market and sell it effectively.
After our initial intro call, on the second call, I did an in-depth analysis of their
business, we created a clear strategy and decided to start working together.

THE CASE STUDY BREAKDOWN
This Case Study will not just talk about the final result. I’ll also show you how we
built up and improved the most crucial parts of Pulse Pixel’s marketing and sales
efforts, so that you as the reader can directly benefit from it, or simply just to see
what’s actually possible.
We’ll cover the following 4 aspects:
- The Offer
- The Funnel
- Lead generation
- Sales process

THE OFFER
A clear, attractive offer is the baseline for everything. Most agency owners focus
on getting more clients, more consistently, but completely neglect crafting a
simple, enticing, strong offer - what they do, for whom and why anyone should
care.
It’s important to look at your offer with the eyes of your (uneducated) potential
client, not from your educated ‘insider’ perspective.
This is an iterative process. We test something new and see how it works.
Nailing down a perfect offer that speaks to the hearts of your ideal clients and is
solving a problem they are having is not an easy task.
That’s why so few creative agencies and production companies get it right.
With Pulse Pixel, their own animation explainer video helps with explaining their
offer a lot.

THE FUNNEL
If you have absolutely no marketing background and have never heard this term,
a funnel is a series of steps or pages that take your prospect on a journey of
realizing they have a problem and that your service or product are exactly
what will help them to solve this problem.
This is especially important with paid advertising, when you’re presenting your
brand and your offer to strangers and want them to take a certain action (click on
the ad, look through your landing page or apply for a call).
Nobody randomly sees an ad or comes to a page and buys on the spot - at least
not when you’re selling high-ticket ($2,000 +) services.
Same applies to people coming to your website or merely just looking for
services that you happen to offer, whether it’s photography, video production,
animation explainer videos or graphic design.
There’s plenty of options out there nowadays and if you cannot grab people’s
attention in a meaningful way and give them a reason to stay, they won’t.

In this case, since we don’t do paid advertising, the funnel consists of pretty
much just the landing page and the thank you page.
It’s extremely important to actually have the thank you page for multiple reasons.

Usually it’s also very wise to have an application page where the potential client
fills in some information about their business and applies for the call.
This has multiple benefits, which I am not going to cover here, as we didn’t use
this approach with Pulse Pixel, for one simple reason - they don’t have (and don’t
want to have) that many calls and are not running any paid traffic (ads) to the
landing page. That means, they can call the people who apply directly and qualify
them on the call.
By qualifying, I mean determining if they are a good fit to be working with them.

LANDING PAGE
Having a good, effective landing page is crucial, as this is mostly the point when
your potential clients will ‘convert’ - decide to take the next step and apply for a
call with you.
We send traffic - people who most likely are interested in or could benefit from an
explainer video - to the landing page, from various sources.
This can be organic content marketing, a systematic LinkedIn outreach
campaign, email campaign or paid advertising - Google, Facebook, LinkedIn,
YouTube or Instagram.
In Pulse Pixel’s case, it’s mostly from LinkedIn and organic content.

BEFORE
- People coming to the home page and leaving without doing anything

- No overview/analytics of how many people visit the page and from where they’re
coming
- no understanding of which elements of the page are working and which are not

AFTER
- People coming to the landing page and understanding exactly what Pulse Pixel are
doing, who they work with and how they can help.

Clear (and only one) next step/CTA (call to action) - book a call.
- By using a number of tracking tools, Umesh has detailed analytics of how many
people visit the page, where they come from and what they do once they are on the
page.

SALES PROCESS
With all the businesses I work with, the most overlooked department is the Sales.
People are still sending emails, proposals, wasting time on unqualified prospects
and losing the deal at “I need to think about it.”
That’s why having an actual sales process and learning just the basic principles
of selling is an absolute game changer.
Not only are you freeing up a lot of your valuable time, but also creating
predictability and consistency in your business - which so many creative
business owners are completely lacking, because they are artists by nature.
And most importantly, having a proven sales process allows you to increase your
prices AND increase the number of prospects you’re able to sell successfully,
resulting in doubling or sometimes even tripling your monthly revenue.

Two Step Sales System
We have implemented a 2-call structure for the sales process, which has proven
to be very effective, as expected.
The average closing rate (number of calls/meetings taken divided by new closed
deals) went from 35% to almost 60% within just two months.
Meaning, from the same amount of opportunities (prospects) Pulse Pixel were
able close twice as many new clients.

Intro call
The initial qualification or intro call is a brief 15-minute call and has the following
purpose:
- see if the prospect would be a good client for you
- if what you offer can actually help them
- figure out their budget / how much they are ready to invest
- if they are the only decision maker
- how soon do they want to get started

Strategy call
This is a longer, 60-minute call where the expert/sales person (Umesh in this
case) sits down with the prospect either on a Zoom / Skype video call or an
in-person meeting when appropriate and dives deep into the client’s situation.
What their business looks like, what challenges are they trying to solve, how the
video could be beneficial, where and how to implement the video to get the best
results.
Based on this, they come up with a perfect strategy for both the creative as well
as the marketing aspect of the video. At the end, the client decides if they want to
proceed or not.
A big part of my coaching is also showing you how to lead these calls in a way
that the prospect says yes the majority of the time.

END RESULT
In just 2 months we were able to grow Pulse Pixel’s revenue by 100%.
All while bringing more clarity, structure and predictability to the business.
Can these results be achieved by everyone? No.
The main precursor to great results and significant (and consistent) growth is the
already high quality of the service you provide (photography, video production,
graphic design, animated videos) and your open-minded approach and
willingness to grow as the business owner.
But as you see, it’s not rocket science either. By creating an accurate initial
strategy and then implementing and executing on a series of proven steps and
methods, it’s easier, faster and more convenient then you might think.
Hope you found this case study informative, insightful and beneficial for your own
business.
If you are a professional photographer, filmmaker or own a production company
of any sort and would like to grow your business together with my help, apply for
a free consultation call below.
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