
PROBLEM 
Today, more than ever, buyers are doing their homework. Can you as the seller produce the right references at the 
right time on the right service or solution issues? Recent research in solution selling has shown that the most 
effective method of getting a customer’s attention is a successful implementation case study. 
 
By providing specific, tangible evidence of your company’s ability to deliver against its promises to prospective 
clients within its targeted market segments, your firm can create the perception of better value and lower risk than 
the competition. An effective reference program can accelerate learning and best-practice sharing internally across 
constituent groups such as sales, marketing, and operations. 

 
An independent evaluation of successful implementations is crucial in today’s skeptical environment. The excesses 
of the 1990s and the exaggerated vendor claims made during that time have created a dubious marketplace. A case 
study that describes and quantifies the benefits of a successful implementation is the most effective method of 
getting a prospect’s attention. Vendor-created studies, however, are viewed with skepticism. 
 
SOLUTIONS 
Companies need to ask themselves whether they are selling technology (features and functionality) or solutions 
(business value and ROI). Technology solution vendors can showcase their business value by using ebs’ Case 
Study Development services. ebs can independently evaluate a successful implementation and create compelling 
case studies that tell the story from the customer’s perspective. ebs can also quantify the benefits and produce an 
ROI for the implementation. The sales and marketing teams can use the case studies and other communication 
vehicles (customer success stories, press releases, and brochures) to drive increased sales.  
 
As an independent research and consulting firm, ebs can assist you in effectively communicating to your prospects 
the business value your technology or solution offers.  
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“Every time we consider a significant technology-based purchase, I want, at least initially, to see some success stories. I 
want it to show quantification of value, an ROI, and it’s best if it’s done by a third-party.” 

— CIO of a Fortune 500 corporation  

How effective is ______ at getting your attention

1 2 3 4 5

Case Study of a Successful Implementation
Presentation at a Conference

Independent Analyst Firm Recommendation
Article in the business or trade press
Search Engine Hits during research
Invitation to a seminar or workshop
White Paper offered on the Internet

Invitation to a Web Seminar
Electronic Newsletter

Advertisement
Direct Mail Brochure

Email from a sales representative
Phone Call from a sales representative

Mean Rating

Value of ROI 
Case Studies in 
Solution Selling



ebs’ Reference Program Development service is an iterative multistep process that covers the following steps: 
 
� Customer team interviews 
� Client team interviews 
� Secondary market and process research 
� Case study compilation and creation 
� ROI and business value assessment 
� Review and approval 

 
Communication vehicles from this process include the following: 
 
� Detailed Case Study (10–15 pages) 
¨ Describes the business challenge of your customer 
¨ Illustrates your solution to that challenge 
¨ Quantifies the benefits and ROI of the solution 

 
� Customer Success Story (2–3 pages) 
¨ Qualitative account of customer success 

 
� Brochure Development 
� Press Release Creation  
 
RESOURCES 
Case Study: SaskTel's Return on Investment from Java Enterprise System. 

E-Business Strategies is a technology research and innovation 
consulting practice with services customized to meet the needs 
of each client. A pioneer in business technologies, ebs was the 
first to write books about e-business, e-commerce, and m-
business. ebs helps companies build better technology solutions 
to improve customer relations, create valuable business 
relationships, and increase profitability. 
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