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Summary  
BroadSoft is a mobile-first cloud PBX, unified communications, team collaboration 
and contact center platform trusted by 25 of the world’s top 30 Service Providers 
by revenue across 80 countries. Always looking to capitalise on a growing market, 
the company identified an opportunity to step up the level of support it provided to 
its Service Provider partners. BroadSoft wanted to equip partners with an insight-
led, campaign that would help them generate new sales opportunities in small- and 
medium-sized business (SMB) markets.

We worked closely with BroadSoft to help them develop a new way of working 
with partners. Initially this involved creating a new framework for through-partner 
marketing and then delivering a packaged ‘campaign-in-a-box’ that could be rolled 
out to selected partners. This included developing the campaign strategy and 
messaging and then building a full set of tools that would support an integrated 
marketing campaign.

The client
BroadSoft is the market share leader for cloud unified communications with an 
open, mobile and secure platform trusted by 25 of the world’s top 30 Service 
Providers by revenue. Our BroadSoft Business application suite empowers users 
and teams to share ideas and work simply to achieve breakthrough performance. 
BroadSoft is transforming the business of communications, by delivering the 
technology, products and support that Service Providers need to help their own 
customers work smarter and stay connected.

The challenge
Being able to reach key decision-makers and stimulate new demand increasingly 
relies on being able to engage customers around their business issues. This is 
certainly true in the communications market where traditional cost- and price-led 
arguments are proving less and less effective. Many BroadSoft partners, however, 
lacked the expertise and resources to develop this type of insight-led marketing for 
their BroadSoft-based cloud communications offerings. 

We therefore needed to establish a framework for how BroadSoft should support 
Service Provider partners, and then leverage BroadSoft insights, knowledge and 
resources to develop compelling campaigns, which help partners generate new 
sales opportunities. 

OneGTM created 
the insights, 
strategy, content 
and partner toolkit 
for an issue-
led campaign 
targeting the 
end-to-end buying 
journey.

Key points: 

•  BroadSoft wanted to enable Service Provider 
partners to increase sales of its unified 
communications, team collaboration and 
contact center platforms to SMBs.

•  OneGTM created the insights, strategy, content 
and partner toolkit for an issue-led campaign 
targeting the end-to-end buying journey.

•  The campaign achieved impressive results, with 
a measurable impact on pipeline within 
2 months.
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See why your PBX is 
restricting your growth and 
how you can unleash your 
business’ true potential

Is your phone 
system holding 
you back or 
helping you fly? 

Communications are a critical enabler of success

Mobility ResponsivenessCustomer  
expectations

CollaborationStaying  
competitive
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IS YOUR PHONE 
SYSTEM HOLDING 
YOU BACK OR 
HELPING YOU FLY?

1.

3. There is a better alternative

Cloud Communications offers a range of advantages over the 
outdated PBX

Sources: 1 U.S. Mobile Worker Forecast, 2015-2020 IDC, 2015  2 Deloitte Millenial 
Survey, 2014 3 2015 Workplace Flexibility Study, WorkplaceTrends.com, 2015 

For more information contact:
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Traditional communications – the great divide between phone 
and IT systems:

Today’s communications – the worlds of telecoms and  
IT have converged

The fact that both systems are essentially concerned 
with communications was considered immaterial!

IT systems 
Digital communications and 

information management

Phone systems  
Making and receiving 

phone calls

Failures = Serious disruption  
If you experience PBX failures, 
you experience serious 
business disruption

Purchase 
You buy the kit and 
install it in your office

Ongoing management  
An employee has to 
manage it 

Upgrade 
If you want more features, 
you pay for an upgrade

Maintenance   
You pay a third-party 
to maintain it

Outgrow it 
If you outgrow it, you 
throw it away and buy  
a new one

Employees 
are mobile

Teams are 
virtual

IT has moved 
to the cloud

2. The traditional PBX model was the norm 
and largely unquestioned

The traditional on-premise phone system is 
no longer a match for modern businesses

Expand your opportunities

Ensure 
seamless 
experiences

Work smarter, anywhereStay competitive

Reduce your risks

Freeing 
up time

64% of employers expect 
their employees to be 
reachable outside of the 
office on their personal time.3

By 2020, mobile workers will 
account for nearly three-
quarters of the US workforce.1

75% of the workforce will 
be made up by the Millennial 
generation (born between 
1982 and 2003) by 2025.2

The longer you shackle your business 
with an outdated phone system, the more 
growth opportunities you’re missing out on.

xxxxxxxxxxxx xxxxxx@xxxxxx.com  www.xxxxxx.com  

eBook

Infographic
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Our approach
The project involved a number of stages:

1. Partner engagement
To ensure we maximised partner engagement, we initially had calls with a number 
of key partners to establish the tools that would be most useful to them, explore 
how they would integrate into their existing marketing activities and gather their 
views on the areas we should focus on within the campaign.

2. Through-partner marketing framework
Through a combination of workshops with BroadSoft stakeholders and our own 
research into the key drivers of cloud communications adoption across the SMB 
market, we then created a top-level framework to support a series of through-
partner marketing campaigns. 

As part of this framework we addressed a broad range of issues, including the 
different types of content that would be required at different points in the customer 
buying journey, how Service Providers would engage their own sales teams and 
channel partners, and how partners could co-brand or re-brand assets.   
 
As part of the framework we also developed a high-level messaging framework to 
support a series of campaigns, which included:   

•  Overarching campaign theme focusing on the message of ‘Unleash your 
business’s true potential with Cloud Communications.’

•  Quarterly campaign themes identifying different areas to focus on in our 
 ‘Why Cloud Communications’ story.

3. Quarterly campaign planning 
Our strategy was to use insightful, issue-led content to attract interest from 
prospects in the early stages of their buying journey, then build engagement 
with guidance-led content to help them evaluate the advantages of Cloud 
Communications. For the first quarterly campaign, we used the theme “Is your 
phone system holding you back or helping you fly?”, which focused on the 
costs to businesses of persisting with an outdated phone system. As part of 
the planning we developed relevant messaging for each stage of the customer 
journey:

Customer 
question to 
address

How do I make my business  
more profitable? 

How should I upgrade my phone system  
in order to improve the profitability of  
my business? 

Which is the best Cloud Communications 
solution to meet my needs? 

Our central 
message

An outdated phone system creates 
many problems which can damage your 
profitability. Modernizing your phone 
system can significantly boost your 
bottom line.

Cloud Communications solutions offer 
significant advantages over traditional 
on-premises phone systems, however its 
important to get the right cloud system 
to meet your business needs.

<Service Provider X>’s Cloud 
Communications solution is the 
best option for any SMB wanting to 
modernize their communications 
systems.

DecisionConsiderationAwareness
Customer 
buying 
journey

Buyers Guide

Briefing Guide
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Making the best choice  
for your business

This page at-a-glance
• Moving to the cloud is inevitable
• Importance of making the right choice
• Evaluating requirements

The momentum driving the replacement of traditional business PBX phone 
systems with Cloud Communications solutions is gathering pace. By 2020 the 
majority of business communications services are forecast to be cloud-based.1

Given the considerable advantages of Cloud Communications, this trend is no 
surprise. But it’s vital that the desire to achieve the benefits available shouldn’t result 
in businesses making rash choices.

Although they perform the same function, Cloud Communications solutions vary 
significantly in their cost, functionality, flexibility, scalability and resilience. Some 
offer a basic communications capability but not much more, others are far more 
advanced and effectively provide a platform for the digital business of the future.

Before you select your new Cloud Communications solution, it’s important to 
evaluate your own requirements and put together a list of criteria that will give you 
the solution that’s right for you. This guide is intended to help you do just that.

For more information on Cloud Communications 
solutions and cloud service providers, contact:

www.xxxxxxx.com

000 0000 0000

xxxxxx@xxxxxx.com

Partner specific content
Corepel mo to venis dero dolupta tiaspel ium expla borrum sit officiassi ulpa vereper 
umenti ommolupta venduci repelectur? Aditatae volorup tibusap eliquib ereprat facium 
quiducid que non sequ et veliquiam laborep errovit p tibusapmaio voles rat.

1 Unified communications: Corroboration simplified, PwC, 2015.
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Why you need one, what’s 
available and key purchase 
considerations

BUYERS GUIDE

CHOOSING THE 
RIGHT CLOUD 
COMMUNICATIONS 
SOLUTION FOR 
YOUR BUSINESS
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Campaign messaging
The central messages which the campaign is built around are summarized below: 

Transitioning to Cloud Communications can 
help you unleash the potential of  
your business:  

• Increasing productivity – by enabling 
access to all the information and tools your 
employees need – anywhere and anytime. 

• Expanding your opportunities - freeing you 
from the constraints of a physical location  
and a fixed workforce. 

• Ensuring seamless experiences for 
employees and customers by integrating 
multiple communications and collaboration 
services into a single solution. 

• Staying competitive – by ensuring you’re 
always upgraded to the latest technology. 

• Reducing your risks – by delivering built-in 
resilience and security. 

• Enabling IT to add more value – by 
freeing them up from routine admin and 
maintenance tasks.

Unleash your potential with 
Cloud Communications

An outdated phone 
system damages growth

Effective communications systems are now 
critical to every business as they respond to 
the demands of: 

• an increasingly dispersed and mobile 
workforce

• rising customer and employee expectations

• the need for increased collaboration with 
suppliers, partners and customers

• rapid pace of change across markets and 
society

• threats from lower-cost competitors

The traditional PBX is no longer a match for 
modern businesses and can seriously damage 
the profitability of a business.

The impacts go far beyond the direct costs of 
purchasing and maintaining equipment.  
An outdated phone system can result in: 

• Lower productivity
• Missed business opportunities
• Lost customers
• Lost employee talent
• Increased risk
• Increased admin overhead

Communications are  
business critical

BroadSoft 
Campaign 
Briefing 
Guide

Is your phone system 
holding you back or 
helping you fly? 

Q2 2016
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Sample campaign plan

Month 1 Month 2 Month 3 Month 4

   Website & 
content

   PR, social 
media & online

      Outbound 
email 
marketing 

      Lead nurturing 
emails

   Telemarketing

    Customer 
event

 Sales

Create landing pages  
using copy, images and 
content assets supplied

Brief sales teams using 
Sales Briefing Guide  

& Calling Guide

Sales follow up to  
inbound enquiries

Webinar: ‘How to plan  
your transition to Cloud 

Communications’  

Email 1 Email 3 Email 5Email 2 Email 4 Email 6

Use SoMe Kit and content assets to generate inbound  
traffic via relevant social media, online sites, SEO etc.

Follow up calls to target  
contacts/website registrations/email  
click-throughs, to drive registrations  
for webinar/set up sales meetings

Ongoing lead nurturing emails – re-using content assets  
to keep reinforcing key messages to target contacts 

Sales targeting of  
existing accounts

The sample campaign plan is provided to illustrate how you could 
use the various assets provided to deliver an integrated campaign. 
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4. Building the toolkit
We then built a comprehensive campaign toolkit, to be used by partners to 
attract interest and build engagement from prospective customers. The assets we 
developed were designed to be utilised at different points of the buying journey, 
and included infographics, eBooks, emails, a Cloud Communications Buyers Guide, 
a Social Media Kit and landing page content. 

To help partners implement the campaign we also developed a Campaign Briefing 
Guide, a Sales Briefing Guide, an Outbound Calling Guide and boilerplate copy to 
be used in internal launch comms. 

5. Channel launch and partner follow-up
Once the toolkit was complete we then supported the launch to partners by 
participating in briefing calls alongside BroadSoft. We also conducted follow-up 
calls with partners involved in the research stage to assess the effectiveness of our 
campaign strategy and toolkits.

PR, social and online:  Generate interest using issue based content to drive inbound traffic to landing  
pages/content assets.

Targeted outbound:  Use the content assets and emails to target prospective new customers and upsell to current 
base.

Website:  Use campaign landing pages to engage the prospect by presenting the content assets and the Service 
Provider’s own value proposition.

Lead nurturing:  Use a series of emails and guidance content to build engagement and nurture current 
opportunities.

Telemarketing:  Use telemarketing to follow up qualified opportunities generated through  
lead nurturing.

Webinars/seminars:  Use webinars and seminars to build engagement with prospects by showing  
how you support their transition to Cloud Communications.

Attract interest

Build engagement

Generate sales

Channel  
enablement

Sales follow-up:  Equip sales to follow up on qualified leads and convert interest into 
pipeline and sales.

BroadSoft 
sales 
briefing 
guide

Is your phone system 
holding you back or 
helping you fly? 
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The BroadSoft advantage
Although the initial focus of the campaign is to persuade customers of the benefits of transitioning to 
Cloud Communications, once they are engaged you will want to ensure that they choose your Cloud 
Communications solution. Selling a Cloud Communications solution based on BroadSoft technology 
gives you a significant competitive advantage: 

Source: Frost & Sullivan  2015 Validated by BroadSoft and serval other analyst reports  

Unbeatable pedigree in Cloud CommunicationsThe clear global market leader

+700 
Service Providers

40%  

Market 
Share1

of top 30  
Service Providers

Deployed 
Across 96 
Countries

1.3M 
Businesses 
Served

96

26

15 year experience 
in cloud 
communications

Unrivalled track record Longstanding commitment 
to innovation

Unique breadth of 
functionality

Leading the way 
in truly unified 
communications 

UC One – integrating 
office applications, UC 
tools and cloud storage

annual R&D spend

employees in R&D

 technology partners

$61m

495

495,500+

Sales Briefing Guide

We built a 
comprehensive 
campaign toolkit, 
to be used by 
partners to attract 
interest and build 
engagement 
from prospective 
customers. 
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A rapidly growing 
opportunity

...is matched by the rapid growth of  
Cloud Communications

An unstoppable march to  
cloud services…

9 out of 10 organizations are already using at 

least one cloud application. 
 
Source: IRMS 360

48% of enterprises are now using a cloud-
based productivity and email suite, up from 

28% in 2014. 
 
Source: Bitglass Report 2015

‘Digital native’ millennials will form  

50% of the global workforce by 2020. 
 
Source: PwC

30% forecast annual growth in the Cloud 

Communications market by 2019.
 
Source: Gartner

6x – the increase in Cloud Communications 
systems share of the total market by 2020. 
 
Source: BroadSoft research

32% of companies have already deployed 
Cloud Communications and 41% are  

evaluating it. 
 
Source: BroadSoft

As part of the planning we also developed a framework to help Service Providers 
deliver an integrated campaign, using a full mix of inbound, outbound and  
sales-led activities. 

KEY ELEMENTS OF YOUR TRANSITION

As you plan your transition, there are 3 key elements that you need to consider prior to 
implementing your transition to Cloud Communications: Technology, Processes and People.

 People

Preparing everyone who will be impacted 
by your transition – both internal staff and 
external partners, suppliers and customers 
– is fundamental.
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Processes

Employees

C
us
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Suppliers

 Technology

Encompassing your communications  
tools and features, your physical  
equipment and your underlying  
network – your communications  
technology estate needs to  
be aligned for your  
transition to succeed.

Tools & features

Equipment

Network

 Processes

From identification to evaluation, you need 
to establish a clear and comprehensive 
understanding of all the communication 
processes operating within your business.

THE BENEFITS OF Cloud 
Communications

Expand your opportunities 
Free from the constraints of a physical location and a fixed workforce, you can expand your opportunities 
and grow your business.

Ensure seamless experiences 
By integrating multiple communications and collaboration services across fixed and mobile devices,  
you can deliver the seamless experiences that your employees and your customers expect.

Work smarter, anywhere 
With access to all the information and tools they need – anywhere, anytime – your  
employees can significantly improve their productivity.

Stay ahead with the latest technology
Always being up-to-date with the latest technology, and having access to  
sophisticated new features, ensures you stay competitive and don’t fall behind.

Reduce your risks
Equipped with built-in resilience and security, you significantly reduce the  
risk of damaging downtime.

Free up time
With your cloud services provider managing and maintaining the system,  
you can focus on growing your business, not your phone system.

Compared to traditional, capex-intensive, on-site systems, the financial advantages 
of Cloud Communications are clear and compelling. But the economics are just the 
beginning of the real business value.
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How to ensure you 
maximize the potential 
benefits to your business

PLANNING YOUR 
TRANSITION 
TO Cloud 
Communications

eGuide 
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They said

To find out how  
One GTM can help  

your business  
call 020 3693 1211   

email info@onegtm.com  
or visit onegtm.com

“  We’ve been really pleased with the results so far from the campaign that 
OneGTM developed. This approach was new for us, and we’ve had a great 
reaction from partners. OneGTM have done a great job supporting us 
throughout the process. The fact that they understand our industry and 
have experience both in the partnering space and in developing insight-led 
campaigns has been a real advantage. We’re looking forward to working 
with them on further initiatives.” 

–  Paul Rowe, Go To Market Director, BroadSoft

A successful outcome
The campaign was well received by BroadSoft partners, with very positive 
feedback around the quality of the assets and the guidance provided. The 
commitment demonstrated by BroadSoft in investing in the campaign has 
helped strengthen the levels of engagement with key partners. 

The campaign has already been implemented by a number of Service Providers 
in the US and UK. One partner reported £1m+ of opportunities generated within 
2 months of launch, and positive results against a range of metrics, including a 
10% click-through rate from the outbound emails. Another partner achieved over 
1,500 visits to their campaign landing page in the first 5 weeks of the campaign 
running, with 37 leads generated. 

As a result of the success of the initial campaign, OneGTM have now been asked 
to develop a second campaign utilising the same approach.

Client Assessment

Social Media Assets

One partner 
reported £1m+ 
of opportunities 
generated within 2 
months of launch, 
and positive 
results against a 
range of metrics, 
including a 10% 
click-through 
rate from the 
outbound emails.  
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