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Making CFO’s into 
Heroes – Direct 
Marketing with  
a difference. 

Imagine this: 
You’re the CFO of a mid-size Kiwi company.  
Your job is important and you don’t get enough 
credit for what you do. 

Then, one ordinary day in the office, there’s a 
newspaper in your pile of mail, with a picture of 
your face next to the lead article. 

Engaged yet? They were. The mission: sell a 
software product 
that is difficult 
to understand to 
companies with  
no time. 
International data-warehousing software company 
WhereScape came to us with a problem. They’d 
cornered the majorly big internationals, but 
needed new mid-market business leads in  
New Zealand. They’ve created a multifunctional 
automation environment for data warehouses, 
called Wherescape RED. 

Huh? Don’t worry about the detail. What the 
product does for businesses is really the important 
bit: it improves efficiency, reduces costs and 
means decisions can be based on facts, not  
guess work. 

Case study
WHERESCAPE
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GET YOUR SLAM DUNK WITH  
WHERESCAPE TODAY

Register your interest at WhereScape.co.nz/slamdunk and get a free  
proof of concept engagement using real data from your business. 

Valued at $6,000. Offer expires 1st February 2015* 

*Conditions Apply.
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*Conditions Apply.

GLOWING RECOMMENDATIONS FROM INDUSTRY LEADERS

WhereScape are highly regarded and can be trusted to deliver the right solution, no matter what.  
They put the customer first, and I have no hesitation recommending them.”

Peter Radich, Chief Information Officer, Albano Healthcare Group Limited

Register your interest at WhereScape.co.nz/slamdunk and get a free  
proof of concept engagement using real data from your business. 

Valued at $6,000. Offer expires 1st February 2015* 

YOUR OWN SOURCE DATA IN WHERESCAPE RED

We take a sample of your source data and build your data warehouse. 
After three days we’ll guide you through your proof of concept with  

a personalised workshop and recommendations.

INCREASE YOUR PRODUCTIVITY

Experience productivity increases up to 10 times what you currently 
have, and see how your data looks and works with WhereScape.
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What business 
wouldn’t want a 
tool that could 
dramatically lift 
performance?  
It’s an easy win  
for them, and 
that’s what we 
focused on.
The only snag? WhereScape wanted it done 
before Christmas. In other words, three weeks  
– a tight turn around by anyone’s standards.

Oh, there was another snag too. Just like most 
B2B marketing, we were facing a pretty long sales 
cycle. This was a big investment for companies, 
and not one that many had even considered 
before. It meant that our campaign wasn’t just 
about getting immediate sales (although that’s 
always nice). It needed to stick in people’s minds 
so they’d remember Wherescape two or three 
years down the track. 
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WhereScape RED is changing 
the way businesses are talking 
about data management. RED 
collates and organises data for 
faster and more comprehensive 
access by gathering information 
from multiple data sources. In-
formation is then quickly and 
easily displayed in the reporting 
tool of your choice.

WhereScape lowers over-
heads and maximises staff pro-

ductivity by collating complex 
data and storing it centrally. This 
high-level automation of data 
allows businesses to spend a lot 
less time on internal reporting – 
and more time actively generat-
ing revenue. 

Businesses don’t need to 
change data systems to get the 
full benefit of WhereScape RED 
– the system’s ability to commu-
nicate with different pre-existing 

platforms is one of its primary 
benefits. It can be used with any 
Structured Query Language 
(SQL) data warehousing system, 
including offerings from Tera-
data, Microsoft, IBM, Oracle and 
Pivotal.

WhereScape RED is helping 
businesses future-proof their 
analytic solutions. Operating as 
an on-going process, any chang-
es to business data will be fully 

captured and fully integrated 
by WhereScape. This gives busi-
nesses increased versatility and 
easier optimisation – ensuring 
their data will still be relevant 10 
years down the line.

Whether a business’ analyt-
ic solution is cloud-based or 
on-premises, WhereScape has 
the capacity for comprehensive 
configuration and enhance-
ment. With the increase of cloud-

based systems, it is becoming 
more important for analytic 
solutions to offer this kind of ver-
satility.

WhereScape RED is already 
transforming businesses glob-
ally. Companies have posted re-
cord profits, citing WhereScape’s 
versatility, efficiency, and speed 
in the interpretation and collec-
tion of relevant data.

Slam dunk for
<Full Name>

Helen Steemson

WhereScape RED: Single-handedly improving the bottom line Andy Thomas

<FULLNAME> of <BUSI-
NESS> was recognised this 
week for a dramatic lift in 
the company’s performance. 
Under <LASTNAME>’s guid-
ance, the company adopted 
WhereScape’s powerful data 
automation software, RED. 
By improving their business 
analytics systems, the results 
have been nothing short of 
spectacular.

Already, <BUSINESS> is re-
porting massive profits from 
more efficient advanced data 
analysis. Reporting time has 
been slashed through faster 
access to relevant data, and 
staff have been freed up to 
work on additional projects.

<LASTNAME> says it’s 
about having better access to 
their data. With WhereScape, 

he says, data becomes clearer 
and easier to access than ever 
– it’s collated and displayed in 
a central location.

“Employees are spending 
more time at the coalface of 
the company, and less time 
trying to piece together frag-
ments of relevant information.

“This was information that 
used to be scattered across 
many different corporate sys-
tems – now we can get it in one 
place, every morning”

<LASTNAME> was praised 
for the easy and seamless inte-
gration, which was put into ef-
fect without any lengthy and 
expensive downtime. More 
importantly, <BUSINESS> was 
able to integrate WhereScape 
into systems already at work 
within the business. 

WhereScape has been mak-
ing waves for businesses of all 
shapes and sizes with RED. 
Fortune 500 company Gen-
eral Cable MIS Manager John 
Williams says WhereScape 
RED is an investment in his 
company, delivering more ac-
curate reporting and minimis-

ing data management:

“We’re finding ongoing 
maintenance of the data ware-
house takes much less of our 
time, and involves significant-
ly less cost.” 

Multi-national Albano 
Healthcare Group Limited 
trusted their data to WhereS-
cape’s capable hands and ha-
ven’t looked back. Chief Infor-
mation Officer Peter Radich, 
says “WhereScape are highly 
regarded and can be trusted 
to deliver the right solution, no 
matter what. They put the cus-
tomer first, and I have no hes-
itation recommending them.”

<LASTNAME> sums it up: 
“WhereScape’s low mainte-
nance data automation soft-
ware has revolutionised effi-
ciency at <BUSINESS> – we’re 

seeing our data more quickly 
and more clearly and that ef-
fectively drives our bottom 
line.”

<LASTNAME> downplayed 
their part in the transforma-
tional move: “It was really 
simple… We just rolled out 
WhereScape RED, and it was 
incredible – it did all the hard 
work.”

Simple, maybe - but no-one 
can argue with the results.<Full Name>

Unprecedented returns for <Business> with clearer, more visible business data

GET YOUR SLAM DUNK <FIRSTNAME> 
WITH WHERESCAPE RED TODAY
Register your interest at WhereScape.co.nz/slamdunk and get a free 
proof of concept engagement using real data from your business.  
Valued at $6,000. Offer expires 1st February 2015* 

Turn the page to find out more…

*Conditions Apply.

Side step the CEO, 
go straight to  
the money
With a big message and targeted group of 100 
businesses, direct mail seemed the obvious media 
to use. 

We knew that targeting CEOs would be a waste 
of time – they’re always too busy, and they usually 
have gatekeepers who open (and bin) most of 
their mail. 

Those hard-working, CFO’s we mentioned 
before? We realised that they were our ideal 
targets. They’re always looking for efficiency and 
savings – and they’re easier to reach. 

In other words, they were the perfect recipients 
for a targeted, personalised direct mail campaign. 
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The plan: Turn 
CFO’s into business 
heroes.
We wanted to make CFO’s feel like heroes. Here’s 
how we did it: 

We created a personalised newspaper for each 
CFO, featuring their photo and a ‘what if’ article 
about the positive growth in their companies. In 
short, it showed them as the heroes they could be 
with the help of Wherescape. 

The article also included quotes from some of 
WhereScape’s happy customers – a great way 
of showcasing real testimonials from business 
people the CFOs would admire. 

A second article expanded on WhereScape’s 
tools for improving the bottom line, and a strip ad 
invited the CFO to get in touch.

Finally, we offered them a $6000 Proof of 
Concept engagement for free. The offer went 
like this: WhereScape would take a sample of the 
target’s business info and build a data warehouse 
in three days. Then the CFO would be shown first-
hand how much time and money they could save.

Everything 
had to run like 
clockwork
We had three weeks from concept to launch, so 
all the elements had to work like clockwork. 

After finishing copywriting and design, we raced 
the false cover to the printers, who wrapped, then 
couriered out the personalised newspapers. 

A telemarketer followed up a week later and  
re-marketing banners in Google reinforced  
key messages with web visitors who hadn’t 
registered. 

Later, a WhereScape sales person followed up 
with the warm leads, using a video case study  
also produced by The Selective.

The results: 
WhereScape fielded numerous phone calls 
congratulating them on the campaign. But the 
business results are what really matters. Here’s 
what happened: 

New contacts: Out of the 100 recipients, 
ten showed definite interest in talking to a sales 
person – with more to come.

Awareness: Recipients really enjoyed the DM 
concept – which is great for building awareness, 
making the brand memorable and establishing 
future relationships. 

Here’s what some of them had to say: 

“Congrats on the marketing – really enjoyed it.”

“After the initial shock and wondering ‘What have 
I done?’ I thought the marketing campaign was 
excellent.”


