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Caffeine was able to help us articulate 

the unique value props related to 

fractional employment. Thy helped us 

with advertising on multiple platforms. 

Web design, ad copy, outbound sales. 

They are truly full service.

“

Jeffrey Baker
Co-Founder

What Our  
Clients Say
Nothing is more important to us 

than the satisfaction of those we 

work with. Below are just a few of 

the many positive messages we’ve 

recieved from our partners.

Working with Caffeine Marketing has 

been a game-changer for our IT consulting 

firm. Their expertise in website redesign, 

SEO optimization, and comprehensive 

marketing strategy has propelled our 

online presence to new heights.

“

Marlon Grigsby
President

They know exactly what is working 

right now and they’ve packaged this 

knowledge into services that are all 

the right ingredients in all the right 

proportions for B2B marketing success.

“

Kendrick Disch
CEO

Caffeine Marketing perfectly combined 

proven strategies with our unique needs 

to deliver concise messaging that is 

resonating with both customers and 

potential investors!

“

Chris Clason
CEO

Great marketing company. After 

working with Caffeine on a branding 

and messaging project, we managed to 

clear up our target audience, main value 

offering and the brand story as a whole.

“

Alex Chepovoi
CEO



Comprehensive 
Growth Services

Paid Advertising

Revenue Operations

Website Design & Optimization

StoryBrand Messaging Search Strategy

Content Strategy

Targeted advertising via Google, LinkedIn, 
and other channels drives faster results 
and supports lead generation

Unify platforms by syncing marketing, 
sales, and service efforts, optimizing the 
use of HubSpot to drive revenue.

Turn your website into a growth funnel. 
This is the foundation to driving profitable 
customer acquisition.

This proven narrative-driven approach 
clarifies your messaging accelerating its 
growth by resonating with the customers.

Drive more traffic, leads, and opportunities 
to your company using proven search 
methodologies.

Educational, tailored content that engages 
your ideal custom profile while establishing 
your authority and expertise in the field.

Inbound Strategy
Leverage automation to nurture leads 
and maximize your ROI throughout your 
marketing and sales funnel.

Inbound Led Outbound
We de-anonymize site visitors, handle 
personalized emails, and empower your 
sales team to follow up with calls and 
LinkedIn messages.



Leadballer
We helped Leadballer craft their unique selling 

proposition and then ran targeted paid search and paid 

social ads to fill their pipeline at $121 per appointment.

Caffeine was a great fit for us because of their 

industry experience, great culture fit, and 

ability to deliver on what they promise.

Jimmy Coleman
Founder

$121 cost per  
appointment (SQL) ~25% close rate$33K deals

Project Overview

CLIENT OVERVIEW

Leadballer is a 7-figure enterprise lead 

generation firm that specializes in using 

personalized LinkedIn messaging and cold 

email to book their clients qualified leads.

PROBLEM

Leadballer came to us hoping to be able to 

diversify their lead generation and create 

predictable lead flow to fill their pipeline.

SOLUTION

With a sea of other lead generation companies 

that people can hire, it was important that 

Leadballer stand out. We used a messaging 

framework called StoryBrand to clarify their 

message and then crafted their unique  

selling proposition. 

Once we had done their messaging, we then 

built out paid search and paid social campaigns 

to capture pre- and post-intent buyers.



Plan

Execution 1   MESSAGING DEVELOPMENT
Conducting workshops with Leadballer’s team to 

understand their core strengths and value proposition, 

applying the StoryBrand framework, and creating various 

messaging assets including website copy, ad copy, and 

email templates.

2   PAID SEARCH & SOCIAL CAMPAIGNS
Identifying high-intent keywords, defining target audiences, 

designing search & social ads focusing on pain points and 

solutions, and developing optimized landing pages.

3   EMAIL NURTURE CAMPAIGN
Developing a targeted email nurture campaign focused on 

nurturing SQLs and MQLs, keeping Leadballer top of mind 

until prospects were ready to buy, and positioning Leadballer 

as the authority in the industry.

To address Leadballer's 

need for a diversified and 

predictable lead flow, we 

crafted a comprehensive  

strategy focused on 

three key areas.

1   MESSAGING AND POSITIONING
Utilizing the StoryBrand framework to refine Leadballer's 

messaging, highlighting their unique selling proposition 

clearly.

2   TARGETED ADVERTISING
Developing a comprehensive advertising plan that included 

both paid search and paid social campaigns, aiming to reach 

potential clients at various stages of their buying journey.

3   DATA-DRIVEN OPTIMIZATION
Implementing a continuous feedback loop to monitor ad 

performance and make data-driven adjustments, including 

A/B testing ad creatives, targeting parameters, and 

bidding strategies.

Engagement Outline



Jimmy Coleman, Founder 

of Leadballer, rated Caffeine 

Marketing 5.0 across 

quality, schedule, cost, and 

willingness to refer.

Highlighted the team’s 

confidence and their ability to 

deliver on promises.

Noted significant improvements, 

including an enhanced website, 

increased lead generation, and 

higher click-through rates.

Achieved a cost per 

appointment of $121.

Maintained project timelines 

effectively, ensuring timely 

delivery of all components.

Client Review

Success

Enhanced overall client 

satisfaction with a more efficient 

lead generation process.

Strengthened Leadballer’s 

market position through 

improved brand messaging.

Qualitative Benefits

Quantitative Metrics

Generated $33,000 in deal 

value per pipeline addition.

Attained a close rate of 

approximately 25%.

$121 $33,000 25%



Fraction
Fraction came to us hoping to scale quickly and stand out in a crowded 

market. We worked with them to redo their website copywriting, 

craft their unique selling proposition, and run paid search and social 

campaigns to help generate $2M ARR in 9 months.

Caffeine was able to help us articulate the unique value 

props related to fractional employment. They helped us 

with advertising on multiple platforms. Web design,  

ad copy, outbound sales. They are truly full service.

Jeffrey Baker
Co-Founder

$100 cost per SQL $100k+ LTV deals$2M in 9 months ARR

Project Overview

CLIENT OVERVIEW

Fraction provides top-tier 

US talent at a fraction of the 

cost, giving clients access 

to development talent  

that’s employed elsewhere 

and cleared to work on  

their projects.

PROBLEM

Fraction had a small 

number of clients when we 

started working together 

but ambitious goals to  

scale quickly and validate 

their model. It was sink or 

swim, with critical deadlines 

to meet.

SOLUTION

We used a framework 

called StoryBrand to clarify 

their message, redoing their 

homepage messaging to 

make it easier to understand 

their value proposition. 

We then worked with them 

to craft targeted search and 

social campaigns to their 

ideal customer profile for 

account-based marketing.



Plan

Execution 1   WEBSITE REDESIGN AND  
MESSAGING DEVELOPMENT
•	 Conducted workshops with Fraction’s team to understand their  

core strengths and value proposition. 

•	 Applied the StoryBrand framework to clarify their message and 

create a compelling unique selling proposition. 

•	 Redesigned the homepage and other key pages to reflect the 

refined messaging, ensuring it was easy for potential clients  

to understand Fraction’s value.

2   PAID SEARCH & SOCIAL CAMPAIGNS
•	 Identified high-intent keywords to target potential clients actively 

searching for development talent solutions.

•	 Defined target audiences for social campaigns to reach ideal 

customer profiles.

•	 Designed and launched search and social ads focusing on pain 

points and solutions, driving traffic to optimized landing pages 

designed to convert visitors into leads.

3   EMAIL NURTURE CAMPAIGN
•	 Developed a targeted outbound sales strategy to engage  

potential clients.

•	 Crafted personalized outreach to nurture leads and keep  

Fraction top of mind.

•	 Focused on building relationships and positioning Fraction  

as an authority in the industry, ultimately driving conversions  

and generating qualified leads.

To address Fraction’s need 

for rapid scaling and market 

differentiation, we crafted 

a comprehensive strategy 

focused on three key areas.

1   MESSAGING AND POSITIONING
Utilizing the StoryBrand framework to refine Fraction’s messaging, 

highlighting their unique selling proposition clearly.

2   TARGETED ADVERTISING
Developing a comprehensive advertising plan that included both paid 

search and paid social campaigns, aiming to reach potential clients at 

various stages of their buying journey.

3   DATA-DRIVEN OPTIMIZATION
Implementing a continuous feedback loop to monitor ad performance 

and make data-driven adjustments, including A/B testing ad creatives, 

targeting parameters, and bidding strategies.

Engagement Outline



Jeffrey Baker, Co-Founder of Fraction, 

expressed high satisfaction with 

Caffeine Marketing’s holistic approach.

Noted their effective communication, 

cost per click, and website design work.

The successful collaboration led to an 

ongoing engagement, with Fraction 

continuing to work with Caffeine for  

their digital marketing needs.

Achieved a cost per  

SQL of $100.

Maintained project timelines 

effectively, ensuring timely 

delivery of all components.

Client Review

Success

QUALITY

SCHEDULE

COST

WILLING TO REFER

Enhanced overall client 

satisfaction with a more efficient 

lead generation process.

Strengthened Fraction’s 

market position through 

improved brand messaging.

Qualitative Benefits

Quantitative Metrics

Generated $2M in ARR  

within 9 months.

Secured deals with a lifetime 

value of over $100k.

$100 $2M $100k



FundEasy
We helped FundEasy achieve a 58% increase 

in software revenue through comprehensive 

digital marketing strategies.

Working with Caffeine Marketing 

has been wonderful. I’d hate to think 

where we’d be without them!

Crystal Hoag
Sales & Marketing

Project Overview

KEY RESULT

CLIENT OVERVIEW

FundEasy provides an innovative SaaS platform that 

simplifies fundraising efforts for nonprofits, helping them 

to organize and manage their events more effectively.

PROBLEM

FundEasy was struggling to maximize their online 

presence and increase their software revenue. They 

needed a strategic approach to enhance their website, 

improve traffic, and optimize their advertising efforts.

SOLUTION

We developed a multi-channel 

digital marketing strategy including 

web design, SEO, and targeted 

advertising on Google and social 

media to boost FundEasy’s online 

presence and drive revenue growth. 

We also helped them with offer 

creation and pricing, StoryBrand 

messaging, and refining their unique 

selling proposition.

58% Increase in  
Software Revenue



Plan

Execution 1   WEBSITE OPTIMIZATION
•	 Redesigned the website for better usability and  

aesthetic appeal.

•	 Implemented tracking tools to monitor website traffic and 

user behavior.

2   SEO AND CONTENT MARKETING
•	 Conducted keyword research and optimized website 

content for better search engine rankings.

•	 Created engaging and informative content to attract and 

retain visitors.

3   TARGETED ADVERTISING
•	 Launched targeted Google and social media ad 

campaigns to drive high-intent traffic.

•	 Regularly refreshed ad creatives to maintain engagement 

and effectiveness.

4   OFFER CREATION AND PRICING
•	 Assisted in developing compelling offers and  

competitive pricing strategies.

5   STORYBRAND MESSAGING
•	 Clarified their messaging using the StoryBrand framework 

to communicate their unique value proposition.

To drive revenue 

growth for FundEasy, 

we focused on three 

key areas.

1   WEBSITE OPTIMIZATION
Enhancing web design and usability to improve user 

experience and conversion rates.

2   SEO AND CONTENT MARKETING
Improving site visibility through targeted SEO practices and 

high-quality content.

3   TARGETED ADVERTISING
Utilizing Google and social media ads to reach potential 

customers and drive traffic to the site.

Engagement Outline



Crystal Hoag, in Sales & 

Marketing at FundEasy, 

expressed extremely high 
satisfaction with Caffeine 

Marketing’s work.

Highlighted the team’s 

attentiveness, creativity,  

and expertise. 

Noted their expertise in areas 

of web design, website traffic 

tracking, SEO, and Google/social 

media advertising.

Achieved a 58% increase in 

software revenue.

Maintained effective 

communication and project 

timelines, ensuring successful 

implementation of all strategies.

Client Review

Success

Enhanced client satisfaction 

through improved web design 

and targeted marketing efforts.

Strengthened FundEasy’s 

market position with increased 

online visibility and traffic.

Qualitative Benefits

Quantitative Metrics

58%



Leading Ed Solutions
Leading Ed Solutions was an early-stage startup that has since had 

a successful exit since we started working together. We were able 

to quickly gain traction with their $7k+ product at $41 Cost Per Lead 

via Paid Social and website design.

KEY 
RESULTS

$41 CPL (SQL)

$7k+ deal size

6x increase in website 
conversions

Project Overview

CLIENT OVERVIEW

Leading Ed Solutions 

provides school 

superintendents an online 

and in-person peer group 

where they can talk about 

complex problems they are 

facing and get expert input.

PROBLEM

Leading Ed Solutions had an 

outdated website and was 

struggling to get in front of 

their Ideal Customer Profile 

(ICP) and clearly explain 

their offerings.

SOLUTION

We used the StoryBrand 

framework to clarify 

their messaging, built a 

modern website, and then 

targeted superintendents 

of school systems with paid 

advertising.



Plan

Execution 1   MESSAGING DEVELOPMENT & WEBSITE REDESIGN
•	 Conducted workshops with Leading Ed Solutions’ team  

to understand their core strengths and value proposition.

•	 Applied the StoryBrand framework to clarify their message 

and create a compelling unique selling proposition.

2   PAID SOCIAL CAMPAIGNS
•	 Identified target audiences to reach school superintendents.

•	 Designed and launched paid social ads focusing on the 

pain points and solutions offered by Leading Ed Solutions.

•	 Developed optimized landing pages to convert ad traffic 

into qualified leads.

3   EVENT PROMOTION & OFFER CREATION
•	 Promoted events to engage potential clients and build 

relationships.

•	 Created compelling offers to attract and convert leads into 

paying customers.

To address Leading Ed 

Solutions’ challenges 

and help them scale, we 

crafted a comprehensive 

strategy focused on 

three key areas.

1   MESSAGING AND POSITIONING
Utilizing the StoryBrand framework to clarify their message 

and highlight their unique value proposition.

2   WEBSITE REDESIGN
Creating a modern, user-friendly website to effectively 

communicate their offerings and convert visitors into leads.

3   DATA-DRIVEN OPTIMIZATION
Developing and managing paid social campaigns to reach 

their ICP and drive traffic to their new website.

Engagement Outline



Quantitative Metrics

Achieved a cost per 

lead (CPL) of $41.

Increased website  

conversions by 6x.

Secured deals with an 

annual value of $7k.

$41

6x

$7k

Qualitative Metrics

Achieved a cost per 

lead (CPL) of $41.

Strengthened Leading  

Ed Solutions’ market  

position through improved  

brand messaging and a  

modern website.

Maintained project timelines 

effectively, ensuring timely 

delivery of all components.

Success



Sky Systemz
We helped Sky Systemz achieve a $127 Cost Per Sign-Up 

and a 46.19% reduction in cost per SQL, leading to ~$50k+ 

in processing fees per client.

KEY 
RESULTS

$127 Cost per sign-up

$50k+ in Processing 
Fees per Client

46.19% Reduction in 
Cost Per SQL

Project Overview

CLIENT OVERVIEW

Sky Systemz provides 

innovative payment 

processing solutions that 

empower businesses 

to manage transactions 

seamlessly and efficiently.

PROBLEM

Sky Systemz needed 

to reduce their cost per 

SQL, increase sign-ups, 

and enhance their overall 

marketing efficiency to 

boost client acquisition and 

processing fees.

SOLUTION

We implemented a 

comprehensive strategy 

that included Google & Meta 

Ads, ABM targeting, website 

SEO, and copywriting 

optimization to drive  

high-intent traffic and 

improve conversions.



Plan

Execution 1   GOOGLE & META ADS
•	 Retargeted website visitors and targeted high-intent 

searches with refreshed ads.

•	 Used ABM with Metadata for precision targeting and 

ongoing optimization.

2   WEBSITE SEO AND COPYWRITING
•	 Conducted weekly SEO assessments and improved copy 

and keywords for key pages.

•	 Provided technical SEO recommendations and regular 

performance monitoring.

3   DIRECT MAILER AND EMAIL CAMPAIGNS
•	 Developed targeted mail and personalized gift campaigns 

integrated with CRM.

•	 Created a year-long evergreen email nurture sequence  

and a six-part onboarding email series.

To meet Sky Systemz’s 

goals, we developed 

a targeted approach 

focusing on three  

key areas.

1   ADVERTISING AND TARGETING
Utilizing Google & Meta Ads and ABM solutions for  

precise audience targeting.

2   WEBSITE OPTIMIZATION
Enhancing SEO and copywriting to improve site visibility  

and user engagement.

3   ENGAGEMENT CAMPAIGNS
 Implementing direct mailer campaigns and email 

sequences to nurture leads and enhance client conversion.

Engagement Outline



Quantitative Metrics

Achieved a cost per 

sign-up of $127.

Reduced cost per  

SQL by 46.19%.

Deal size of ~$50k+ in 

processing fees

$127

46.19%

$50k+

Qualitative Metrics

Improved client satisfaction 

through targeted engagement 

and efficient lead generation.

Strengthened Sky Systemz’s 

market presence with enhanced 

SEO and targeted advertising.

Maintained effective project 

timelines, ensuring timely  

delivery and integration with CRM.

Success



Mach One Digital
We helped Mach One Digital achieve a 4500% increase in organic traffic, a 

4x increase in landing page conversion rates leading to securing six-figure 

deals through comprehensive SEO and targeted marketing campaigns.

KEY 
RESULTS

4500% Increase in  
Organic Traffic

6-figure deal size

4x 4x Increase in Landing  
Page Conversion Rates

Project Overview

CLIENT OVERVIEW

Mach One Digital provides 

full-service digital marketing 

solutions, specializing in 

helping businesses grow 

their online presence  

and drive revenue through 

innovative marketing 

strategies.

PROBLEM

Mach One Digital needed 

to significantly boost 

their organic traffic and 

improve their landing page 

conversion rates to secure 

larger deals and expand 

their market presence.

SOLUTION

We implemented a robust 

strategy that included 

SEO-optimized blogging, 

pillar content, targeted 

LinkedIn messaging 

campaigns, outbound sales 

email sequences, website 

optimization, and targeted 

marketing campaigns to 

drive engagement and 

conversions.



Plan

Execution 1   CONTENT CREATION AND SEO
•	 Developed long-form blogs and pillar content to attract and 

engage target customers.

•	 Improved SEO to enhance search engine rankings and 

drive organic traffic.

2   TARGETED CAMPAIGNS
•	 Launched LinkedIn messaging and outbound email 

campaigns to nurture and convert leads.

•	 Ran targeted Google and Meta ad campaigns to reach  

high-intent audiences.

3   WEBSITE OPTIMIZATION
•	 Redesigned the website with compelling copy and 

optimized landing pages.

•	 Implemented technical SEO recommendations to improve 

site performance.

To address Mach 

One Digital’s needs, 

we developed a 

comprehensive strategy 

focused on three  

key areas.

1   CONTENT AND SEO
Creating high-quality, SEO-optimized content to drive 

organic traffic and establish thought leadership.

2   TARGETED OUTREACH
Developing LinkedIn and email campaigns to engage 

potential clients and convert them into leads..

3   WEBSITE OPTIMIZATION
Enhancing the website to improve user experience  

and increase conversion rates.

Engagement Outline



Quantitative Metrics

Achieved a 4500% increase 

in organic traffic.

Increased landing page 

conversion rates by 4x.

Secured six-figure deals, 

significantly boosting revenue.

4500%

4x

6-figure

Qualitative Metrics

Enhanced client satisfaction 

through improved lead 

generation and engagement.

Strengthened Mach One 

Digital’s market position with 

high-quality content and 

targeted advertising.

Delivered timely project 

outcomes, ensuring effective 

integration and execution.

Success



Bella Cottage
We transformed Bella Cottage’s online presence, leading to a  

dramatic $2.7 million increase in revenue within 12 months.

KEY 
RESULTS

$2.7M Increase in Revenue 
in 12 Months

37% Increase in Website 
Conversion Rate

4.2x Increase in Traffic 
over 12 Months

Project Overview

CLIENT OVERVIEW

Bella Cottage is a  

high-ticket ecommerce 

brand specializing in vintage 

and shabby chic furniture, 

offering unique pieces that 

combine elegance and 

functionality for discerning 

customers.

PROBLEM

Bella Cottage needed to 

significantly boost their 

online presence and 

conversion rates to drive 

higher revenue. Despite 

having a beautiful product 

line, they struggled to 

reach their ideal customers 

effectively and convert 

website visitors into buyers.

SOLUTION

We implemented a 

comprehensive strategy 

that included targeted 

paid advertising, website 

optimization, refined 

messaging, and email 

copywriting to drive  

traffic and increase 

conversion rates.



Plan

Execution 1   PAID SEARCH AND SOCIAL CAMPAIGNS
•	 Launched paid search and social media campaigns  

to drive high-intent traffic to the website.

•	 Utilized retargeting strategies to re-engage potential 

customers who had previously visited the site.

2   WEBSITE OPTIMIZATION
•	 Redesigned key pages to improve user experience and 

streamline the purchasing process.

•	 Implemented A/B testing to continuously refine and  

improve conversion paths.

3   MESSAGING AND EMAIL COPYWRITING
•	 Developed a cohesive messaging strategy to clearly 

communicate Bella Cottage’s unique value.

•	 Created engaging email campaigns to nurture leads and 

drive conversions.

To address Bella 

Cottage’s needs, we 

focused on three  

key areas.

1   TARGETED ADVERTISING
Utilizing paid search and social media ads to reach  

high-intent buyers.

2   WEBSITE OPTIMIZATION
Enhancing user experience and optimizing conversion  

paths on the website.

3   MESSAGING AND EMAIL COPYWRITING
Crafting compelling messages and email content to  

engage and convert potential customers.

Engagement Outline



Quantitative Metrics

Achieved a $2.7 million increase 

in revenue within 12 months.

Increased traffic by 4.2x 

over the same period.

Improved website  

conversion rate by 37%.

$2.7M

4.2x

37%

Qualitative Metrics

Enhanced brand reputation 

through consistent, high-quality 

content and targeted advertising.

Improved customer satisfaction 

with a seamless and enjoyable 

online shopping experience.

Strengthened market position 

by effectively reaching and 

converting high-intent buyers.

Success


