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Not quite Roald Dahl or Alexandre Dumas, but a few stories about the difference we have made to our clients’ businesses.
ECHM 

Branding and marketing leading to sale of business

The Dent Consultancy worked with financial recruitment company Executive Connections (later to become ECHM) for nearly ten years, providing branding and marketing expertise that was a crucial factor in growing an organisation with 15 employees and a turnover of £1.5m to a high profile company with 6 offices (2 abroad) and a turnover of £20m, which was sold to Imprint for £14m.

Our input included all internal and external communication (branding, corporate identity, advertising, PR, website, digital marketing, presentations, partnerships, etc.), but this story will focus on one specific initiative, designed to get clients and candidates to contact a recruitment company of their own volition, independently of needing to fill a role or get a job.

The recruitment industry is often viewed with a degree of cynicism, linked to the very strong sales culture of many recruitment companies. We saw an opportunity to differentiate Executive Connections from other financial recruitment companies, by freely offering expertise and insight of real value to clients and candidates. 

No Weak Links and No Silver Medals

This led us to create a pair of publications: No Weak Links and No Silver Medals.
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No Weak Links was a blueprint for clients on best recruitment practice, with particular focus on what makes the best candidates choose one employer over another.

No Silver Medals was a career development guide for job seekers, offering detailed advice on what clients are looking for at each stage of the recruitment process.

The two publications impressed the media, receiving comment in the FT and a number of other national publications, as well as being serialised in Accountancy and Management Accounting.

The publicity led to over 17,000 requests from candidates for No Silver Medals and to blue chip clients such as PwC distributing copies of No Weak Links to every member of the organisation involved in recruitment. It also encouraged candidates to ask for a copy of No Weak Links, to better understand the recruitment process from the client’s perspective and clients to ask for a copy of No Silver Medals to better understand the candidate’s viewpoint.

This marketing initiative also led to a nomination at the REC Industry Awards for Best Recruitment Marketing Campaign.
The Ticket Factory
Strategic research for new brand launch

When the NEC decided to launch a box office brand, there were a number of key strategic challenges, not the least of which was what to call the new brand and how to position it with respect to the NEC.

To help address these issues, the naming one in particular, the Dent Consultancy ran a series of consumer workshops, which provided insights in a number of areas:
Key insights

· Learning that (and why) The Ticket Factory was a great brand name
· Identifying all the best bits offered by the likely competition

· Using frustrations and desires to compile a list of competitive differentiators

· Pinpointing the key triggers to building long term relationships with ticket buyers

· Giving clear guidance for the design brief, including images, personality and emotions
One specific piece of learning which greatly helped manage the launch of the new brand was the fact that too big a launch could cause potential ticket buyers to consider The Ticket Factory as the “new kid on the block” with only limited tickets available. Hence the tactic of allowing people to “come upon” The Ticket Factory and wonder why they hadn’t heard of it before. This obviously had a significant impact on the level of marketing spend required to launch (or not launch) the new brand.

The Ticket Factory has been highly successful and profitable for The NEC Group.
Pro-Group


Defining a new brand hierarchy 

When the Dent Consultancy started working with the Pro-Recruitment Group (Pro-Group), they didn’t exist! Pro-Tax and Pro-Legal certainly did exist with Pro-Finance well on the way, but the question of how to position the various different parts of a fast growing recruitment organisation, was part of the challenge we were brought in to address.

The solution was to create the Pro-Recruitment Group / Pro-Group, an umbrella brand under which Pro-Tax, Pro-Legal and Pro-Finance all sit, clearly separate divisions of the overall organisation, but very much a part of the bigger recruitment group.

This branding philosophy is reflected in the way the websites work – there is an overall company website (www.pro-recruitment.co.uk/progroup), through which separate parts of the site are dedicated to each of the specialist divisions, whilst at the same time each division has its own web address via which the same web pages can be accessed. This solution works both strategically and in terms of search engine optimisation, as there are risks involved in duplicating content on the web.

En route to generating the appropriate branding solution and producing the new website and marketing materials, the Dent Consultancy engaged in a series of different activities:

The process
· Meetings with individual consultants to gain key understanding and generate buy in to the process

· Ideation workshop with all consultants

· Review meetings and brainstormings with key directors

· Company presentation of new positioning and branding hierarchy

· Generation of new logos, new websites and various pieces of marketing material

· Management of external partners (including web hosting company) to achieve objectives

On the back of this strong strategic platform, Pro-Group continues to go from strength to strength.
itoiresearch

Research for a research company?
Use visual of home page of website

When itoiresearch engaged the Dent Consultancy to help them with branding and marketing, they probably didn’t expect it would start with research.

However, a strategic review identified some key questions that needed answering, which led to a series of depth interviews with past, present and potential clients.

The research revealed that unlike most of the off the shelf research solutions provided by the biggest research companies, itoiresearch offered particular expertise in designing tailored research solutions to tackle specific brand challenges and that their skills in designing, tailoring and interpreting research were a point of difference.

This learning formed the basis of the re-branding, which included everything from corporate identity to a new website.

Barclay Simpson

Branding and marketing take recruitment business to the next level…

In 2004, Barclay Simpson recognised they needed to invest in branding and marketing to help drive their business. The business was in very good shape, but the external impression did not reflect the dynamism and energy of the company within.

Personal recommendation led them to the Dent Consultancy and, after a strategic review, we produced a highly distinctive brand strategy and positioning which was then brought to life in a new corporate identity, a new advertising campaign and a new website, for which we wrote the content.

We then worked with Barclay Simpson to take all their marketing material online, including sharpening the content and properly designing the market reports for which they were already very well respected. Stopping sending hard copies reduced costs and increased speed of publication, as well as making it much easier to track readership.

Barclay Simpson’s marketing is now virtually all online and is exceptionally successful. The depth and quality of their website, allied to an ongoing investment in and commitment to highly sophisticated online marketing has seen them consistently feature very high in search engine results for all key areas of the business. Their visibility in specialist areas outranks recruitment organisations many times their size.

The Dent Consultancy has now worked with Barclay Simpson for over 10 years, during which time Barclay Simpson has grown dramatically, expanding its business into new areas (business continuity, legal and treasury), into new markets (New York, Dubai, Hong Kong and Singapore) and into a new office. It is the clear market leader in corporate governance recruitment in the UK.
Lee Associates

How a new business letter got the phones ringing 

Use Shawshank image (to link through to pdf of letter)
Lee Associates, an accountancy firm, wanted to get meetings with potential new clients. Not easy, as companies already have an accountant and most change almost immediately if they are unhappy, hence a tiny window of opportunity. The challenge was to generate interest in a meeting, irrespective of the target company’s current accounting arrangements.

The Dent Consultancy pinpointed two key issues:

1. What Lee Associates offered potential new clients 
2. How they offered it 

Thinking about the first issue prompted us to make the going in point not “let us do your accounts” but rather “have you thought about all these other financial areas in which we could be helping you?”

Consideration of the second issue inspired a highly creative approach, which involved an extremely simple letter, along with a film – The Shawshank Redemption. To see what the letter said, simply click on this image:
IMAGE (to link through to pdf of letter)
The upshot of the mailing was a volley of phone calls and meetings with over 50% of the companies targeted.

Gold Group

Complete re-branding puts the glitter back into Gold Group
Use image of website

When the Dent Consultancy was introduced to Gold Group, we discovered a highly specialist recruitment organisation, doing an excellent job servicing a series of niche markets, but one which had yet to embrace branding and marketing. A great opportunity.

Starting with a clear strategic positioning, we guided Gold Group through the creation of a new corporate identity, which was then translated across all company livery, including signage, stationery, a highly sophisticated new website and various different pieces of marketing material. 

Suddenly the company’s image looked as good as the precious metal in the name. It created a very positive reaction both externally and internally.

In addition to looking good, the re-positioning also involved the definition of a brand tone of voice - relaxed and confident, rather than pompous and salesy - reflecting Gold Group’s expertise and experience in some highly technical niche markets. This tone of voice runs through all brand communication.
Exquisiteando

Exquisite branding and marketing

Use image of Exquisiteando website

Exquisiteando is a highly innovative business which offers unique cultural and language experiences in the Rioja region of Spain, including access to art collections not otherwise on show to the public, visits to fascinating places well off the normal tourist track and culinary extravaganzas, with the finest of wines and carefully chosen company designed to deliver a really exquisite Riojan experience.

The company was set up by Virginia Borges. Virginia already had considerable experience of the Spanish tourist industry, but wanted to take the visitor experience to an altogether higher level to enable an upmarket audience to share her incredible passion for the Rioja region of Spain. Hence Exquisitando.

Virginia was recommended to the Dent Consultancy and we helped her bring her vision to life. We helped with the brand strategy and vision, which led to the name, the corporate identity and the website. Working remotely, we designed and built the website, as well as writing the content, translated and laid out in Spanish for Virginia to craft as she felt appropriate.

Executive Connections
Corporate hospitality with no booze!
Use image of yacht

A day’s worth of physical activity with no chance of even a half of lager doesn’t sound much like corporate hospitality.

It’s exactly what Executive Connections, a financial recruitment company, did for a number of years with great success.

The choice of Cowes Week to entertain current and prospective clients was both strategic and practical.

Strategic, because it underpinned the different approach the company was taking in so many different areas. Practical, because building relationships during a day of activity is far more productive than the more static and alcohol fuelled options.

That’s not to say the entertainment was entirely dry, just that in a proper, competitive race, alcohol is off limits, so the relaxation had to wait until the evening!
Needless to say, the experience was sensational and built stronger relationships with current and potential clients than could have been imagined. A great success. 

ESTS

Where there’s muck there’s brass

Use visual of ESTS website

Enviro Sewage Treatment Services (ESTS) specialises in sewage and wastewater treatment and management. They approached the Dent Consultancy for both strategic and practical help in launching a new website.

Research quickly revealed the scale of the opportunity to build a strong online presence, focused on generating new business, as so few competitive companies had good, well optimised websites.

Various forms of research, both online and offline, including a comprehensive competitive analysis and interviews with key ESTS personnel, enabled us to produce a strong and distinctive brand positioning.

We then planned the website structure with search engine optimisation in mind. Extensive keyword research led to the inclusion of a series of carefully chosen landing pages. In order to be consistent with the current corporate livery, which runs across all company vehicles, design work was minimal, but focused on giving the site a very clean and simple layout.

The new site consisted of over 40 pages and was launched in June 2013. The entire project, including researching and writing all the copy, building the site with a comprehensive content management system (CMS), then loading and optimising all the content, took just three and a half months.

Tomnay Noble - Singapore
Launch of a new recruitment company

Use image of John Tomnay

Tomnay Noble, an executive search firm based in Singapore, is a good example of the calibre of high-level strategic advice we offer companies, as well as the way in which The Dent Consultancy handles international projects. 

From a brief to write some web copy, The Dent Consultancy was instrumental in spotting a market opportunity and creating a completely new company. Drawing on extensive recruitment experience in the UK, as well as the local expertise provided by a strategic partner (Durrant Consultancy), we were able to support every stage of the process:

The process

· Developing the business model and corporate strategy

· Naming the new company

· Branding and positioning 

· Creating a new corporate identity 

· Helping find premises 

· Advising on logistical issues, such as contracts

· Internal and external communication 

· Setting up a new website 

· Producing a full suite of marketing material

The results have been impressive. Tomnay Noble is now well established and has grown steadily since the new company was launched in September 2006.
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