Directive, Case Study: Xactly

A o

Xactly

Inspire Performance’

Leveraging third-party directories
accelerates bottom-of-funnel

conversion rates by 336%

Client overview Services

Xactly is a leading provider of enterprise-class, cloud-based » PPC Management

software for employee engagement and sales performance

CRO Management
management. Specifically designed for enterprise companies, ) g

Xactly provides businesses with the solutions needed to
improve revenue, contain costs, and reduce risk.
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@ @ | am constantly surprised by the additional resources and
recommendations provided by Directive. They know about every
trend and algorithm and they have new ways to improve lead

generation every week.

o Laura Hamrick
Web Optimization Manager, Xactly
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 The challenge

 The strategy

© 2021 Directive

Driving ROl and net new leads through paid
advertising

The team at Xactly had previous experience working with
other search marketing agencies, but they struggled with
transparency, results, and proving return-on-investment (ROI).

They sought out Directive as the right partner to improve net
new leads per quarter for all digital channels, with emphasis on
overall web traffic and organic traffic.

Incentive Compensation Management with Xactly Incent:

MacBook

Leveraging third-party directories to improve
search engine visibility

To drive new leads and organic traffic, we directed our focus
toward improving Xactly’s presence on third-party directories,
specifically Capterra.

As a lead generation tool, directories are incredibly useful at
targeting middle and bottom-of-funnel buyers at the exact
moment in time when they’re evaluating various solutions.
Additionally, third-party directories often directly compete with
brands for organic search results. This means it’s critical to

capitalize on these listings and ensure they’re properly optimized.

Although Xactly already had a listing on Capterra, it wasn't
effective at driving high-quality traffic and leads. The Directive
team conducted a full audit of the page to identify opportunities
for improvements.
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Incentive Compensation Management with Xactly Incent:

- _ Optimizations for increased bottom-of-
. funnel traffic

AEEEEEREEE We identified the name of the listing itself as a major opportunity for
better visibility and conversions.

''''''' L We changed the title from “Xactly Incent” to “Xactly Commissions
Software.” It may seem like a small change, but this greatly

"""" impacted the volume and of traffic to the page.

Moving from a branded product title to a keyword-driven title

S allowed us to capture more traffic from users looking for a
- commission management software but weren’t yet familiar with
Xactly’s specific solution.

...... 2 Landing page overhaul
o : : S Next on our to-do list was to focus on improved conversions.

""" The listing was optimized to drive more traffic, but we needed to

ensure that people who landed on the page were primed to take action.

R o We created a new, custom landing page using a multi-step form to
~~~~~ o promote one of Xactly’s demo videos. This update provided high-intent
users with a more convenient and compelling way to learn about the

solution during the consideration phase of their buying journey.
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The results speak for themselves

100% 336% 39%

growth in sales increase in Capterra boost in pre-qualified
accepted lead volume conversion volume clicks within Capterra
from paid advertising in one quarter within one month

By revamping Xactly's listing on Capterra, we were successful at growing high-quality leads and
organic web traffic.

Our efforts lead to a 336% increase in Capterra conversion volume in just one quarter, as well as a
39% boost in pre-qualified clicks.

Overall, Xactly saw a 100% growth in sales accepted lead volume as a result of the changes.
Following the guidance of the Directive team, Xactly was able to fully leverage their listing to reach
its full potential as a lead-generating machine.
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@ @ We are extremely happy with the Directive team and their service. *’
Communication is great. They’re always available to provide in-depth g-
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answers and their turnaround is exceptionally fast.

e Laura Hamrick w
Web Optimization Manager, Xactly
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~ Other agencies might h_e_lp-.y_o_u,gé:t;d_iss_covered in Se_arC_h.
We make you completely unmissable.
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