
   The Challenge

Billtrust is a provider of automated billing 
solutions. Billtrust wanted to grow market 
share in targeted vertical markets and knew 
that several elements were necessary to reach 
their objectives.

For maximum impact, Billtrust wanted to 
develop a new, long-term lead generation 
strategy and knew it was critical to implement 
marketing automation (MA) to provide 
repeatable, predictable and scalable results.  
In addition, Billtrust realized they would have 
to better integrate and improve marketing and 
sales and develop new, customized content to 
serve more than a dozen markets.
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   The Solution

Billtrust implemented an MA system and 
integrated it with their customer relationship 
management system (CRM). They knew it 
was equally important to have all operations 
in place and started by mapping out their 
current sales and marketing processes to 
reach consensus on terms and 
communication, as well as the definition of 
success. They began building a program by 
identifying where raw leads were 
coming from, what the conversion points 
were, and when leads should advance to the 
next phase in the funnel.  

Jim Kanir, Sr. VP of Sales and Marketing, 
worked to continually communicate, educate 
and innovate with sales, and to make it fun 
to work with marketing so they could achieve 
maximum results.  

“Figure out what you want to do with the system, define how you want to target 
your base, and then build the system that works on that. The Pedowitz Group 
was invaluable in helping us to understand all of this and put it in place.”
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   How The Pedowitz Group Helped
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Billtrust wanted to push the boundaries with marketing automation and brought in The Pedowitz 
Group to provide best practices and strategic guidance. TPG’s experience enabled Billtrust to ramp 
up their marketing automation system in two weeks and to have a fully functioning operation in 
only three months. In addition, MA was integrated with CRM and more sophisticated tracking was 
implemented so they could track a raw lead through the funnel to closing.

The Pedowitz Group offered strategic guidance to 
help Billtrust refine its processes and to create a 
thought leadership approach to its campaigns. All 
leads went into nurture campaigns, with a goal of 
keeping leads active, nurtured and moving forward.  

Billtrust analyzed open and click through rates, 
which materials had more impact, what was  
generating the most interest, etc., to gauge which 
programs were working or were not. Content  
feedback and lead scoring deepened their  
understanding of the wide range of vertical markets 
they served, and aided them in developing more 
customized content to address specific pain points 
and needs for target markets.

In addition, campaigns were built for sales to opt contacts into nurture streams through the CRM 
system, allowing sales to determine the appropriate timing, frequency and messaging.   



   Lessons Learned

As Billtrust focused on becoming Revenue 
Marketers and implemented marketing 
automation, they learned some key lessons:

•	 Start with one simple program, run it and 
get familiar with how it’s working.

•	 Don’t wait till everything is perfect – start 
somewhere, adjust, then begin layering 
in more programs and start repurposing 
content. 

•	 Don’t be afraid to fail or try new things – 
it’s the #1 way to learn.

•	 Get the sales team on board

•	 Measure, measure, measure!!! 

As they mapped their Revenue Marketing 
transformation, key requirements were  
established in this order:  #1. Strategy;  
#2. Structure (supports the strategy);  
#3. People (that fall into the structure).
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   Results

Billtrust started forecasting marketing’s 
revenue contribution once they determined 
the velocity of leads through the pipeline and 
had achieved a repeatable, predictable, 
sustainable process.  

•	 155% Annual target achieved in 8  
months (Quota vs. Performance)

•	 79% Deals closed YTD were nurtured by 
marketing

•	 56% Increase from Q1 in unique visitors 
to web site 

•	 50% Year-over-year topline revenue 
growth in the last two years, since MA 
was implemented

•	 Excellent adoption across the  
organization – MA is also utilized in  
Operations and Support now

“Hire a good guide as you embark on the MA journey.  It will save you 
money, headaches, and the one thing you can never get back – time!”
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