
Results after 3 months of AdWords 
management

17.31% conversion rate for a 
webinar landing page 

COMPANY ADQUIRED

60M

“Throughout the process, we always had one main point of 

contact who managed everything. At different stages, we 

also had direct contact with the different specialists: the SEO 

expert, the web designer, the video producer, etc., but our 

Account Director was always there to guide, explain, and 

make sure everything was done to exceed our expectations. 

The process was smooth and the results were spectacular.”

“InboundLabs fielded a team to respond quickly to our need 

to launch a completely re branded website ahead of RSA. 

And following that successful effort was able to then expand 

into a more full service support to my marketing and PR teams 

working on lead gen, web marketing and related programs. 

Their creativity, project management and marketing 

knowledge has proved very valuable.”

“InboundLabs does it all.”

Dave Melnick

CEO of Weblife

Hubspot Partners Portal review

Kenny Lee,  Weblife Co-Founder

The new site project began with 

InboundLabs strategists working with the 

Weblife team to fully develop personas of 

prospective buyers.  Once personas were 

developed, the team worked to develop 

messaging: brand promise, positioning 

statement, mission, elevator pitch, and 

more.

“We liked the thoroughness with which the 

InboundLabs team approached the 

project. They didn’t aim to design 

something quickly out of the gate. Instead, 

they took their time to truly understand our 

targets and only then wrote the story that 

later proved to elicit understanding and 

emotion from the right people,” says Lee.  

THE WEBSITE

Weblife.io, a startup in the information 

security space, delivers a revolutionary 

product to protect, secure, and empower 

personal web use of employees in large 

corporations. With their product, company 

networks remain isolated and protected, 

while employees are given the freedom to 

use the web as they need for their work 

and their personal lives. Companies no 

longer need to police access to websites 

such as social media and webmail. Instead, 

they can offer their employees Weblife to 

access what they want, while corporate IT 

can rest assured the company’s systems will 

not be affected.   

CASE STUDY: WEBLIFE

Weblife achieves 
its $60 Million 
goal with a new 
website and 
marketing support 
from InboundLabs

Kenny Lee, Co-Founder and Chief Product 

Officer of Weblife.io, came to the startup 

after an established career in information 

security.

Working now with a startup in its infancy, 

his resources were far less than he was 

used to. Lee became the leader not only 

for product development and design, but 

also marketing. 

THE STAKEHOLDER: 

Weblife's website, 2016, before 

redesign by InboundLabs

“More than anything, we wanted a partner  – a company –  

who would take ownership of the marketing end to end and 

get us results”

The Weblife team found the perfect partner in 

InboundLabs, which offered a unique perspective and a 

distributed team that would bring the height of expertise 

to every function needed: 

• Marketing strategy

• SEO

• Web design

• HubSpot development

• Video editing

• Analytics and reporting

• Content creation

• HubSpot support (for campaigns, workflows, 

lead segmentation, third-party integrations)

• Sponsored campaign management

• Designs of banner ads, content assets, email 

templates, and more

In the final countdown to the RSA show, the 

designs were turned into HubSpot code 

developed to be responsive (since 

conference attendees would be checking 

the site on mobile) and easy to later iterate 

and update. 

The InboundLabs team set up Google 

Analytics, HubSpot reporting, and HotJar 

heatmaps and session recordings to track 

and monitor how people responded to the 

site.

The site was launched in time for the show 

and response was overwhelming! 

4x
TRAFFIC LEAD CONVERSIONS

612%

Within the first 3 months post-launch, 

traffic and conversions increased 

significantly, and they continue to do 

so with ongoing optimizations and 

iterations.

Then once the site narrative was reviewed 

and approved by the Weblife team, the site 

went to design. 

The wireframe provided by the design 

team helped the Weblife team envision 

how the site would flow, the story would 

unfold, and visitors at every stage of the 

buyer’s journey would be served by the 

new website.

From there, images, colors, and fonts were 

applied to create a website that the entire 

team knew would be effective.

AFTER:

After the site launched, Weblife began 

partnering the InboundLabs team for more 

services. On weekly calls, the Account 

Director reported on status of open tasks 

and the Strategist suggested new ideas for 

progressing business goals and metrics. 

The InboundLabs team performed these 

services, among many others, to achieve 

results:

By managing the AdWords account, 

InboundLabs orchestrated results to 

continually increase traffic and conversions. 

In three months, results were phenomenal:

THE PARTNERSHIP

PPC MANAGEMENT

39%
CPC REDUCTION CTR INCREASE

22%

$2.90 in Sep 2017 to $1.76 in Nov 2017 0.95% in Sept 2017 to 1.16% in Nov 2017

Utilizing remarketing techniques to serve ads (designed by 

the InboundLabs design team) to those who had shown 

interest in a specific use case also proved very effective:

Adding to regular blog posts, the 

InboundLabs content team created white 

papers, webinars, solutions briefs, data 

sheets, and case studies for Weblife, which 

proved invaluable in generating brand 

identity, thought leadership status, and 

engagement.

Working with Weblife Subject Matter 

Experts, the InboundLabs team created 

and optimized content (for both SEO and 

CRO) and handled email distribution. The 

result was an 53% increase in traffic to the 

blog in 5 months:

CONTENT 
OPTIMIZATION AND 
DISTRIBUTION

Creating workflows to nurture existing 

leads with relevant content, mapped to 

their stage in the buyer’s journey, 

InboundLabs was able to help Weblife 

increase lead to customer conversion to 

3.16% (from non-existing).

Because Weblife’s customers are very large 

enterprises, like Amgen and Sony, this 

small lift in closed deals was very 

meaningful to the startup.

LEAD NURTURING

In Nov 2017, Weblife.io was acquired by Proofpoint for $60 Million for 

their web-based email isolation technology. Having started in 2017 with a 

website that was not converting and a marketing program that was non-

existent.

THE RESULTS

“InboundLabs was a true partner to us this year and we could 

not have made this happen without them.”

Kenny Lee,  Weblife Co-Founder

WEBSITE TRAFFIC

4x
PPC  / CTR

22%
LEAD CONVERSION

612%

CUSTOMER CONVERSION

3.16%
BLOG VIEWS

53%
CPC / PPC

39%

Kenny Lee

Weblife Co-Founder

THE CHALLENGE:

Lee and Weblife needed marketing 

support to:

• Present the product powerfully with 

a new web presence

• Create ongoing improvements in 

traffic and conversions

• Gain brand recognition and become 

a trusted thought leader

With the Information Security industry’s 

most prominent conference, RSA, less than 

two months away, Lee sought an agency 

who would first create an effective website 

for the company, and later partner with 

Weblife to drive growth and achieve 

business goals.

After deciding on HubSpot as the new 

marketing automation tool for Weblife, the 

team consulted their HubSpot 

representative, as well as the Partner 

Directory for recommendations for an 

agency that would deliver the site they 

needed within their limited budget and 

timeframe. 

Kenny Lee,  Weblife Co-Founder

BEFORE

Weblife’s current site was not being 

properly measured, not generating traffic, 

and not converting leads for the company.
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