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Company:

 Precision Manufacturing 
Solutions (PMS)

Industry:

Manufacturing &

Industrial Automation

Client Size:

850 employees

Location:

United States

with a global footprint

Target Audience:

Plant managers, procurement heads, industrial engineers,

and CTOs in medium to large manufacturing firms

Precision Manufacturing Solutions is a long-established manufacturer specializing in high- 
precision industrial components and automation systems. Despite a robust reputation for quality,  
PMS struggled to reach new markets and secure high-intent leads—especially in a landscape  
where traditional sales methods were no longer delivering satisfactory results. Faced with  
increasing competition and a shifting buyer landscape, PMS turned to Neodrafts for a  
transformative lead generation strategy.
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Fragmented Lead Generation: PMS relied primarily on cold calling and trade show networking. Although these  
methods had historical success, they were no longer sufficient to maintain a steady pipeline of qualified prospects.

Limited Digital Presence: The company's digital marketing efforts were outdated. Their website and social media  
channels were not optimized for lead capture, resulting in low engagement and missed opportunities in the digital arena.

Complex Decision-Making Processes: In the manufacturing sector, purchasing decisions involve multiple layers—ranging from  
plant managers to procurement teams and executive leadership. This complexity made it challenging to engage the right decision-makers consistently.

High Customer Acquisition Costs (CAC): Traditional outreach methods were proving expensive and inefficient. PMS’s legacy  
systems resulted in a high CAC, making it difficult to compete on pricing and scale customer acquisition.

Need for Data-Driven Insights: Without advanced analytics, PMS lacked the insights needed to optimize campaigns in  
real time, meaning that ineffective tactics persisted longer than necessary. 

Challenges

Faced

Solution  Provided by Neodrafts
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To address these challenges, Neodrafts implemented a comprehensive, multi-channel lead generation and demand creation strategy tailored

specifically for the manufacturing sector:

Revamped Digital Marketing Strategy:
Website & Landing Page Optimization: Neodrafts redesigned PMS’s website and  
dedicated landing pages, incorporating clear calls-to-action (CTAs) and lead capture  
forms. These pages were optimized for both user experience and search engine rankings.

Content Marketing: The team developed high-value content, including technical  
whitepapers, case studies, and blog posts on topics such as “The Future of Industrial  
Automation” and “Improving Operational Efficiency in Manufacturing.” This not only  
improved SEO but also positioned PMS as an industry thought leader

Account-Based Marketing (ABM):
Customized Campaigns: A targeted ABM approach was developed for high-value  
accounts. This involved creating bespoke content and personalized outreach strategies,  
aimed at multi-stakeholder decision-making teams.

Joint Webinars & Virtual Demos: To showcase PMS’s capabilities, Neodrafts  
organized virtual demonstrations and webinars featuring industry experts. These events  
provided an interactive platform for potential customers to experience PMS’s solutions  
firsthand.Advanced Data Analytics & Lead Scoring:

CRM Integration & Tracking: Neodrafts integrated PMS’s CRM (HubSpot) with  
advanced analytics tools to monitor lead behavior across digital touchpoints.

AI-Driven Lead Scoring: Using AI models, leads were automatically scored based on  
engagement levels, web behavior, and firmographic data. This ensured that the sales team 
focused on the most promising prospects, thereby reducing CAC and increasing  
conversion rates.

 Multi-Channel Outreach:
Email Marketing Campaigns: Customized, personalized drip email sequences were  
developed targeting segmented lists based on role, industry, and location. Automation  
tools ensured timely follow-ups and engagement

LinkedIn Engagement: Using LinkedIn Sales Navigator, Neodrafts 
launched targeted outreach campaigns to connect with key 
decision-makers such as plant managers and procurement officers. 
Personalized InMails highlighted how PMS could streamline their  
operations

Continuous Optimization:
Regular A/B Testing: Neodrafts continuously tested elements of email outreach, landing 
pages, and ad creatives. This iterative process allowed for rapid identification and scaling 
of best-performing tactics.

Feedback Loops: Direct feedback from the PMS sales team and insights from analytics  
were used to refine messaging, adjust targeting criteria, and optimize overall campaign  
performance.
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Initial Audit & Strategy Alignment: Neodrafts started with a detailed audit of PMS’s existing digital presence, lead generation tactics, and sales funnel. A strategic

roadmap was developed based on this audit, ensuring that all new initiatives aligned with PMS’s business goals.

Digital Overhaul: The website and landing pages were redesigned for clarity and conversion. In parallel, content strategies were implemented to 

build brand authority and educate the target audience.

Multi-Channel Campaign Launch: Personalized email and LinkedIn campaigns were rolled out along with targeted PPC and retargeting efforts. The ABM strategy was

simultaneously implemented for selected high-value accounts.

Integration & Analytics Setup: CRM systems were integrated with analytics tools. Custom dashboards were built to monitor key metrics like lead engagement,

conversion rates, and CAC in real time.

Ongoing Optimization: A structured schedule for weekly reviews and monthly performance deep dives was established. Regular A/B tests and sales team

feedback loops ensured that campaigns were continuously refined.

Implementation

Process

Results

&


Impact
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Awareness

Engagement

 SQL

1,200+ 

Qualified Leads Generated:
Within six months, PMS saw a significant increase in high-quality, conversion-ready  
leads, exceeding previous averages by 50%.
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25% Reduction

in Customer Acquisition

Costs:

38% Increase

in Conversion Rates:

The newly optimized landing pages and

personalized outreach resulted in a marked boost 

in conversion rates from MQL to SQL

By optimizing targeting, utilizing AI-driven

ead scoring, and refining digital strategies,  
the overall CAC dropped by 25%.
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With revamped content marketing and digital advertising, PMS experienced a 60%

increase in organic traffic, and its thought leadership content was shared

widely across industry platforms.

Enhanced 
Brand

Digital Presence

&  Authority:
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Streamlined

Sales Process:
With pre-qualified leads being delivered and integrated

directly into their CRM, the sales cycle shortened by

20%, enabling faster deal closures.

Neodrafts' innovative approach to lead generation transformed Precision Manufacturing  
Solutions' sales pipeline. By combining a revamped digital presence, multi-channel outreach,  
ABM, and data-driven optimization, PMS not only increased its volume of high-quality leads but 
also reduced costs and shortened the sales cycle. This case study showcases how adopting  
modern, technology-backed marketing strategies can revitalize traditional manufacturing sectors, 
paving the way for sustained growth and a competitive edge in a rapidly evolving marketplace.

If your manufacturing business is ready to break through 

traditional barriers and achieve new heights in lead generation, 


Get in touch today to discover how we can 

help turn potential into performance.

let Neodrafts be your strategic partner. 
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Conclusion


