HUT 3 ‘ CASE STUDY

Accelerating success:
101 Ways and HUT 3
marketing partnership
delivers tangible growth
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The challenge

101 Ways is a digital product, technology, delivery, and digital
transformation consultancy, helping technology leaders to

solve challenging problems and build great digital products.

Due to rapid growth, marketing needed more structure
despite ambitious plans to expand its client base, and
solidify its reputation as an industry leader.

When a new Head of Marketing was hired, he knew he needed to
move fast and quickly establish a marketing strategy to deliver
measurable results.

From quick wins to long term strategy

QUICK WINS
Met short-term marketing requirements
Creation of editorial calendar
Created interview-based blogs
Designed new infographics

Social media planning and execution

Devised LinkedIn advertising strategy

MEDIUM TERM GOALS
Positioning, messaging and service definition

Created and built Employee Value Proposition

Redesigned and built new website

Customer story creation

Refined and improved Google Analytics

The solution

101 Ways brought on board the services of HUT 3 to tap into
established expertise and access a comprehensive portfolio
of marketing services without having to wait for an internal
hiring process to complete.

HUT 3 was able to act fast and bring a range of skills to support 101 Way’s
big plans. Acting on a monthly retainer, HUT 3 could provide services as and
when they were needed, as well as inspiration and industry knowledge.

As 101 Ways built out their internal team, HUT 3 worked as an extension of their
team, giving access to specialists right across the marketing mix. Working
in this way gives 101 Ways the ability to start small and scale their activity,
and it’s a safe way to test different approaches to see what works best.

LONG TERM STRATEGY

Theming of new content

Social media paid-for advertising

SEO strategy

Video customer stories
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PHASE 1

Quick wins

Working directly with the Head of Marketing,
HUT 3 quickly established a communications
plan and a meeting cadence based on the
systems already in use at 101 Ways, fitting into
their existing tech including Slack, Trello and
HubSpot in order to cause minimum disruption
and start delivering value as quickly as possible.

Blending the use of existing content with newly
commissioned pieces, a social media calendar was set up,
focusing on growing reach and engagement on Linkedin.

New content pieces such as blog posts and infographics
were created and shared with the target audience.
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PHASE 2

Medium targets

The HUT 3 team became involved in creating
more in-depth marketing content in the form

of eBooks and white papers, working closely
with wider members of 101 Ways to create
interview-based thought leadership content.

As 101 Ways have large hiring targets, HUT 3

led the work on an Employee Value Proposition
to enable more effective recruiting and targeting
of top candidates in a competitive market.

From initial concepts, through to full messaging and the
design of final assets, HUT 3 continue to provide flexible
expertise that draws on key skills across the agency functions.

The growing 101 Ways team has firmly established HUT 3
as a critical extension of the core team. HUT 3 has also
provided valuable guidance on the future direction of
marketing for the senior leadership team.
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PHASE 3 o
Long term strategy -- v o it
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Looking to the future, as HUT 3 and 101 Ways
enter year two of the retainer, there is time to
plan out longer-term projects that will make an

impact over the next year or more. Delivering greater
customer value

thir sroduct-led

Having initially refreshed the 101 Way’s website, there e : ;

is work to be done on the site’s SEO strategy which has 7 : 0L, Minciym
been kicked off with an audit. Social media advertising has '
begun in earnest, and improvements to Google Analytics
will provide more visibility and guidance for future activities.

The holistic approach to digital marketing, rebranding,
messaging, and competitive positioning is proving to be
successful for 101 Ways. The collaboration has raised the
organisation’s online presence and has positioned it as a
competitive force in the consultancy sector, showcasing
the effectiveness of a well-executed, full-service
marketing strategy.
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Resu Its 1. The modernisation im

recognising the pain poi

101 Ways is a small company growing fast,
with a growing roster of big-name clients
including Hargreaves Lansdown, DAZN,
LexisNexis, Genomics, Gousto and Zoopla.
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The most positive result and the main value for HUT 3 and
101 Ways is the strength of the trust-based partnership,
established to ideate, plan, and deliver together.

A eureka moment
for modernisation

As the marketing department at 101 Ways becomes
more established, the pace of activity is expected to
grow, working alongside HUT 3, internal teams or other
external agencies.

Assets created

* Brand new website designed and built

+ 30+ blogs written over the past 12 months

+ 15 customer stories written and created in the last year
* 10+ videos produced in 2023

* 5 infographics created

+ 150+ LinkedIn posts delivered




7 HUT 3 | CASE STUDY | 101 WAYS

“l was looking for a reliable and responsible
partner to help me quickly establish a
marketing function and start realising

101 Ways’ ambitious goals.

HUT 3 was able to provide the consistent
support | needed from the start, | could easily
pick and mix the levels of support and areas
of discipline that | needed as we went along.

Full of exciting ideas and able to fully execute
a plan down to the details of delivery, HUT 3

are a pleasure to work with and I’m confident
our partnership will continue to deliver
successes into the future.”

Oliver Wright, Head of Marketing, 101 Ways



If you are interested in working with
HUT 3 or just want to find out more
about the work we do, get in touch.

Tel: +44 (0)1604 340012
Email: info@HUT-3.com

HUT-3.COM




