How a B2B Tech Company Redefined
Its Marketing Strategy by Tapping Into
Customers' Passion for All Things
Retro-Cool — and Generated 650% RO

AARON DUN RICHARD DELAHAYE
Former Chief Marketing Officer Senior Director of Marketing
Intronis Intronis

i



Aaron Dun

Former Chief Marketing Officer
Intronis

Richard Delahaye

Senior Director of Marketing
Intronis




Intronis

y



|II

Intronis “retro-cool” campaign

. o U
FLASHBACK 4

ARI classicgamée cons




|”

Intronis “retro-coo

campaign

Sales ops from the
Atari campaign

y 4
7,

Director of Marketing

Sample Atari g
package

in the “Atari closet”




Sample letter

Dear RecipientFirstName,
Open up this package and enjoy some office fun — courtesy of Intronis.

Sadly, however, not all old technology is this “retro cool.”

It’s time to upgrade your data backup and storage. Intronis is delivering the
industry’s first, complete, data protection platform designed to help you meet the
needs of your clients and manage your backup, all from a single pane of glass.

A current Intronis partner reports BCDR-related labor savings of 2 days/month and
20% overall revenue growth upon adopting Intronis. It’s time to take a fresh look at
our product offering so you can start to generate these kinds of results for your
business.

I'd like to make you a very special offer:
Spend 30 minutes with me to learn what’s new from Intronis and I’ll upgrade your

gaming experience by sending you one of the latest gaming consoles. Choose from a
Wii, X-Box or PlayStation — no purchase required.

Call me at RSDPhoneNumber or visit www.intronis.com/gotgame to set up your
meeting and choose the console you'd like — yours as a ‘thank you’ for your time.

I look forward to speaking with you in the coming days.
Sincerely,

RDSFirstName RSDLastName

RSDPhoneNumber

Schedule a meeting and upgrade your gaming experience:
www.intronis.com/gotgame



http://www.intronis.com/gotgame
http://www.intronis.com/gotgame

The results
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The results

“Thanks @Intonisinc for taking us back a few years with
the ‘retro-cool’ gaming system. #WorkHardPlayHard”

“Thank you for the Atari system! | spent many hours
playing the Atari with my friends, it brought back a lot of
good memories.”



Emotional connection




Various options
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Top Takeaway

Understanding your customer doesn’t have to be a complicated thing; it can be as
easy as putting yourself in their shoes and asking, “What would | want?”
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Thank You

Aaron Dunn
@ajdun

Richard Delahaye
@richarddelahaye




