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A favorite quote: 

“Business has only two functions – Marketing and Innovation” 

- Milan Kundera  

 

 

Hello Fellow Marketer,  

Welcome to my Marketing Services Information Package. It is both an introduction to my services and a 

reference guide for hiring the right marketing services. I hope it helps you achieve your goals. If you 

need more information, please feel free to email me at derek@trailblazerwriting.com.  

 

Who I Work with and What I Do: 

My passion is to help my clients succeed with effective marketing strategies and high 

quality B2B copy and content. My background prior to becoming a copywriter is selling 

enterprise software. So, I can draw on my experience in high-tech to help my clients get 

the results they want.  

I only takes on a limited number of customers who I give my full attention to. My 

business is owned and operated be myself, although I sometime work with other 

freelancers who support me on larger projects when necessary, such as web design.  

In addition to Marketing Consulting, my services includes strategic copy for planning purposes, 

promotional copy, educational content, and sales copy. This includes Top-of-funnel content like 

Infographics and blogs, Middle-of-funnel content like eBooks and long-form articles, and Bottom-of-

funnel materials like Case Studies, Website copy, Landing Pages, Email Marketing, and other content.  

 

My Background, Industry Experience, Knowledge & Skills 

Unlike most copywriters, I started out as a TV storyboard illustrator. I worked with creative teams in top 

advertising agencies like Ogilvy & Mather. My visual arts background now helps me tell your story better 

with layout ideas for eBooks. I also studied Mechanical Engineering and Information Technology. I have 

3 college educations. 

While working with a startup software firm as their Marketing Director, I created their web presence 

and marketing materials. This helped me sell their product to the third largest mass transit system in 

North America. So, I understand technology marketing. I’ve also worked in marketing and sales for other 

enterprise software firms. So, I understand the complexities of selling software to corporate clients.   

mailto:derek@trailblazerwriting.com


 
2 

  
 
                “To Ignite Your Sales” 

 

 

Derek Little, Trailblazer Writing, Unit 21, 800 Upper Paradise Rd, Hamilton ON, L9C 7K9 | Email: derek@trailblazerwriting.com 

 

What’s Unique About Trailblazer Writing 

Sometimes you need a fresh perspective on your marketing. That’s why I wrote the 

Complete B2B Marketing Roadmap. It gives you a few insights on using copywriting in 

your marketing. You can get your copy on Amazon.com. You can also download the first 

chapter free. 

 

 

Why Hire Trailblazer Writing 

✓ Professional one-stop solution for your marketing. 

✓ You only deal with one point of content – me. 

✓ I specialize in emerging technology and related industries. 

✓ Capable of learning and understanding complex technical products.  

✓ Strong understanding of marketing and sales. 

✓ Can create a wide range of marketing materials.  

✓ Creative capacity for visualizing layouts, blog images and other materials. 

✓ Freelancer pricing - Agency quality. 

 

What’s Included 

In this overview package I’ve included client testimonials, services details, fee information, and a few 

samples of my work. I’ve also described my writing process and how we can work together. If you want 

to know what makes me tick, there’s a short bio at the end.  

Finally, my highest goal is to help you generate more leads and sales. I look forward to working with you 

on your next project. Here’s to transforming your marketing message with compelling copy and content.  

 

Thank you! 

Derek Little 

B2B Marketing Consultant,  

Content Writer and Podcast Specialist 

Trailblazerwriting.com 

Podcasts 

TechnologyTrailblazers.club 

B2BMarketingResults.club 

 

 

 

 

https://www.amazon.com/B2B-Marketers-Journey-High-Performance-Copywriting-ebook/dp/B07BFHRFS1/ref=sr_1_2?ie=UTF8&qid=1522247559&sr=8-2&keywords=derek+little
https://trailblazernewmedia.com/5-first-chapter-free.pdf
https://trailblazerwriting.com/
Help%20my%20clients%20succeed%20with
https://b2bmarketingresults.club/
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Testimonials 
Here’s what a few of my satisfied clients and fellow writers are saying about my copywriting skills, and 

their results. 

 

IQMS Manufacturing ERP – www.iqms.com 

“Your email workflows look really good. Short and to the point” 

 

Perri Cline | Internet Marketing Professional at IQMS 

 

Select Hub – www.selecthub.com 

“This is exactly what I was looking for and doubly appreciate the landing page layout – 

kudos for that!” 

 
Michael Shearer | Director Marketing Operations 

 

Hamilton Boiler Works – Hamilton Boiler Works 

“It was money well spent.” 
 

Jim Beale | CEO  

 

 

http://www.iqms.com/
http://www.selecthub.com/
http://trailblazerwriting.com/manufacturers-marketing-success-story/
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Steve Slaunwhite  

“I’ve had the pleasure of reviewing Derek’s work. He’s a terrific copywriter and knows 

the best practices of crafting a compelling case study. I highly recommend him .” 
 

Steve Slaunwhite | B2B Copywriter,  

Author of "The Everything Guide to Writing Copy" 

 

Writing System 
This section includes an overview of my writing process, from proposal to payment. 

✓ New client intake 

✓ Proposal/contract 

✓ Writing your drafts 

✓ Deliverables & revisions 

✓ Payment schedule 

✓ Payment process 

✓ Copyright & ownership 

✓ Guarantees 

 

First, thanks for considering me as a freelance copywriting provider. The following pages explain my 

entire writing process. And if there’s anything else you’d like to know, please email me at 

Derek@trailblazerwriting.com. Note: Project details are included my standard fee agreement.  

 

 

New client intake – discovery process  

There are essential pieces of information I must have before I can create writing that gets results. 

Ideally, you have a creative brief. At a bare minimum I’ll need to know: 

✓ Content or copywriting format (e.g. Email, case study, eBook, etc.) 

✓ Expected result (what you want to happen) 

✓ Audience details (challenges, needs & interests, knowledge of your products, etc.) 

✓ Tone of voice (formal, business casual, casual) 

✓ Word count 

✓ Context (where copy will appear)  

✓ Deadline 

✓ Who needs to approve copy 

mailto:Derek@trailblazerwriting.com
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The more I know about your goals, audience, and product, the better your copy will be. We can either 

setup a phone meeting where I can verbally ask my in-depth project questions and record your answers. 

Or, I can send them to you in a Word document, which you can complete and send back to me.  

And if materials already exist that contain this information, just send me the documents or a link to 

where I can find the information and I’ll do the rest. As soon as the questionnaire is complete, I can 

provide a proposal and begin your copy. And while I personally guarantee your satisfaction with the 

quality of your copy, this is only possible if I am thoroughly prepared to complete your project. 

 

 

The proposal/contract  

Your Fee Agreement is the next step. After we've had a chance to discuss your project, I'll write up a 

proposal. This will include a project description, scope, timeline, fees, deliverables, exclusions, and other 

information.  

Your Agreement will describe copy ownership, payment terms, delivery/due date and other relevant 

conditions. After you’ve reviewed the agreement, I’ll answer any questions you may have or make any 

necessary changes. When you’re satisfied, sign it, mail or email it to me and it’ll serve as our contract, 

unless otherwise indicated.  

Even easier, you can agree to my proposal by email. Just reply to the emailed agreement, referencing 

the file name, proposal and date and stating your acceptance. This date and time stamped email with 

the attached proposal will serve as our contract.  

 

 

Writing your drafts  

With your signature on the Fee Agreement, and all other applicable conditions met, I can start working 

on your project. Using any background materials or research suggestions you provide, and my own 

research, I’ll develop your project outline. During this process, we both may have a few more questions. 

And a prompt response from both of us will keep your project on schedule.  

After getting your approval on your outline and key copy ideas, I’ll complete the first draft. I’ll then send 

it to you to check for accuracy and what needs revision. And the better job we did at the discovery 

stage, the fewer revisions we will need.  

In summary, my basic copywriting process is as follows (steps may vary depending on type of project): 

✓ Project discovery 

✓ Outline & key ideas 

✓ First draft 

✓ Final editing and proofreading 
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Although most of your project work is done by this stage, your final deliverables will include your 

feedback and changes.  

 

Deliverables, due dates, and revisions  

With your timely feedback throughout the revision process, you’ll receive your final deliverables on or 

before the due date. And you can request additional revisions as per our agreement during a 30-day 

period, which begins after I deliver the first draft.  

While these revisions may include grammar and minor changes to sentences or paragraphs or may 

involve rewriting some paragraphs or pages to increase clarity, these changes do not include a major 

change in creative direction.  

Anything beyond the original project scope, will be considered a new project. For instance, asking me to 

turn an informational article into a promotional article, would be a major scope change. And this would 

require a new proposal/contract and additional fee. The same would apply if you ask for changes after 

the 30-day period.   

 

Fee payment schedule, kill fees and retainer agreements  

I use a fee payment schedule that is normal and standard in the industry. This includes a 50% deposit on 

all brand-new clients before work commences unless otherwise negotiated. And if the project is 

cancelled before completion, I retain half of the collected fee as a "kill fee." The only exception I make to 

this rule is for extremely large organizations with specific payment processes.  

The remaining 50% will be due and payable upon delivery of the first draft or project due date, 

whichever comes first. Note you can still request revisions, as described above.  

Retainer agreements are negotiated separately, and I have a separate retainer agreement for this 

purpose. If I haven’t worked with a client before, these agreements typically also required a 50% upfront 

payment. Then a monthly payment schedule can be arranged.  

 

Payment process  

If payment is made by check or money order, it should be payable to Webventure. And please reference 

my job number so I can credit your account. The check or money order should be mailed to the address 

at the bottom of this document.  

If you prefer to pay electronically, you can send PayPal payments to dlittle800@gmail.com. Other 

payment options are available. Please contact me if you have a question about payment options. As 

mentioned above, I can begin work only after your initial payment has cleared.  

 

mailto:dlittle800@gmail.com
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Copyright ownership and promotional use 

Of course, you own all rights to your copywriting project. However, I retain all ownership rights until I 

receive and clear the final payment. You may not use any of the material I've written until payment is 

made. And this condition is automatic unless we agreed otherwise. For example, if we have a retainer 

agreement for ongoing blog posts, you may use the material when you receive it provided our fee 

arrangement is upheld.  

And unless stated otherwise in our signed agreement, I retain the non-exclusive right to use any work I 

produce for self-promotion of my copywriting business. An exception to this would be for work that is 

ghostwritten, meaning it’s attributed to you or another employee.  

In this case, any reference to the work would be indirect and there would be no mention of your 

company name or URL. An alternative is that the materials would be available only upon private 

request.  

 

Guarantee disclaimers  
While I guarantee your complete satisfaction with my marketing ideas, ethics and copywriting, there are 

many factors that I cannot control. These include competition, product, marketing, price, customer 

preferences and major events. Further, while I try to increase your chances of success as much as 

possible, I cannot guarantee specific results.   

 

Legal disclaimer  

All my Fee Agreements include a legal disclaimer. While I make every effort to follow the law, I’m not an 

attorney. Therefore, you accept responsibility for the validity and accuracy of the copy or content.  The 

same goes for fact-checking the final deliverables.  

Basically, I’m not responsible for damages suffered by your customers caused by your offer or the 

information you provide. You should consult with a qualified legal advisor if you are concerned about 

the legality of your content, information, product or offer.  
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Services & Fees 

MARKETING CONSULTING SERVICES – So your copywriting gets the expected results 

(Meetings and interviews to develop strategic copy such as a Copy Platform, Buyer Persona, or 
Creative Brief. There may be an added cost for copywriting. This would be included in a proposal) 

The B2B Marketer’s Journey (my book) $8.02 

Consulting services (via voice or web, transcript and 
recording included) 

$50-$150 (30 minute to 2-hour session) 

Site Content and Audit Report $1,000+ 

PROMOTIONAL SERVICES – To help your business achieve and maintain top-of-mind awareness 

Linkedin Profile  $300-500 

Linkedin marketing messages (package of 4) $150-400 

Online Video (less than 5 minutes/concept & script) $500-$750 (+$100 per additional min.) 
Infographic concept and copy (w/design ideas) $350-550 
Blog ghostwriting (500-1500 words per post) $500-2,000 per post 

EMAIL MARKETING  

Email series (aka autoresponder) - series of five $750-2,000 
Landing page to capture leads, registrations, etc. $250-500 
Help planning an email newsletter program  $1,000-3,000 (consulting fee) 
Monthly newsletter package (800-1,500 words)  $800-1,500 
Article/blog/PR – packages available (400-2,000 words) $200-1,500 

 
 

EDUCATIONAL CONTENT – To eliminate prospect objections and position you as the go-to solution 

Slide deck (Live or webinar – Speakers notes, extra) $100 per slide 
White paper, eBook, Special Report (lead magnet) $2,000+ 
Basic eBook layout/image suggestions (design not 
included) 

$50 per page 

Article/blog – packages available  $250-800+ 
E-Newsletter  $800-1,500 
 
COPYWRITING SERVICES – To get conversions, prove value and explain your features and benefits 
Case study/product success story  $1200-2,500 

(Article format (500-1,000 words)   

Case Study re-writing services available  

Lead Gen Landing Page $500+ 

Corporate Sales brochure - (8.5x11) 500 words $250-500 

- sell sheet - one sided  $250-500 

- sell sheet - two sided $500-750 
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Website/Product/Brand Copy 

 

Web Architecture & Planning  
(5 to 15-page website, may include messaging strategy 
review, recommendations report, outline of site links 
and content) 

$500-1,000 

Home page copy $250-750 
General inside pages copy  $250-500 
In-depth product/service descriptions $250-500 
Executive bios (interview by phone or email) $250-500 each 
Article/blog (400-2,000 words) $250-1,500 

  

  

WHAT’S NEW  
– PODCAST DEVELOPMENT AND PRODUCTION 

 

 
I can help you create your own podcast. This may include podcast strategy development, one-time 
setup services, training, and ongoing support such as guest recruitment, research, interview 
outlining, project management, and interviewing. Learn more.    
 
NOTE: I can provide a complete “behind-the-scenes,” or white-labelled podcast solution providing 
guest research and interview outlining. You or one of your team members does the actual interview 
– and I make you sound great.  
 

• Podcast Solution $Custom Proposal  

  

View my own podcast magazine with sample podcast interviews - TechnologyTrailblazers.Club 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

https://trailblazerwriting.com/podcasting-services/
https://technologytrailblazers.club/
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Samples 
There are some additional samples in my online portfolio 

Case studies 
 
Client: IQMS.com 
Project: Case Study (1,000 words): 

Objective: Showcase global supply chain management with real-time accessibility 

 

IQMS is the manufacturing ERP and MES specialist. They routinely create case studies with clients 

they’ve been working with for several years. As with other case studies I’ve written for them, they let 

me manage the entire process.  

Based on their case study format and brand voice, I handled every step of the following case study, 

including customer interview, story structure, headlines and sub-titles. My steps for completing the 

project were as follows: 

1. Determine my client’s business goals 

2. Learn what my client thinks the success story is 

3. Learn what they’re hoping their customer will say 

4. Plan case study questions 

5. Schedule the interview with their customer 

6. Send teleconference invite 

7. Research customer, read their website 

8. Send interview questions to customer 

9. Conduct customer interview 

10. Draft storyboard (key messages & bullet points), headlines, sub-titles 

11. Get my client’s approval on storyboard 

12. Write first draft, make client changes, write final draft 

 

 

 

Cable Manufacturer Plugs into IQMS ERP to 

Manage Global Supply Chain 

 

How GII Doubled Their Sales While Increasing Productivity by 

25% with No Added Overhead within 4 Years 
 

https://trailblazerwriting.com/category/successes
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Return on Investment 

• Grew sales grew by 50% within 4 years 

• Increased total productivity by 25% 

• Reduced time spent on Accounting and Receiving by 50% 

• Achieved anywhere, anytime visibility  

• Able to grow without adding headcount 

• Improved employee morale 

• Better handling of medical compliance 

• Reduced inventory carrying costs  

• Automatic generation of shipping docs 
 

Overview 

Global Interconnect (GII) is a worldwide provider of custom engineered cable assemblies, 

connectors and components. Their products have zero failure requirements because they're used 

for medical applications. These include electrosurgical tools and critical patient monitoring devices. 

To remain competitive on price, their manufacturing takes place in China. Their clients have an 

approved vendor list, so materials come from the United States. They must follow the supply chain 

according to the customer’s drawing.  

GII was under pressure to deliver fail safe products while managing a complex global supply chain. 

But their antiquated MRP system had finally reached its limits.  

 

Complex Global Supply Chain Demands a Modern ERP Solution 

Outsourcing lowered their manufacturing costs but added a lot complexity to GII’s operation. Due to 

the limitations of their old MRP system, much of their work was still manual.  

To avoid counterfeit items bought domestic parts. These were then consigned to their factories in 

China. When they ran a new order, they’d have to figure out how much component and raw 

inventory remained in each of their four factories. They tracked scrap from machine terminals which 

could be 3% to 5%.  

Further, communicating with their Hong Kong and China operations required them to share and 

access data around the clock. But this was difficult. Their US head office staff would be going home 

while the day was starting for their Asia staff.  

COO, Todd Squire said "Once we received in the finished good, we literally had people performing 

calculations and manual intensive operations. Only select users who were within the accounting 

could see the financial picture. Then they had to go to another system to report backlogs and sales 

orders or sales backlogs, purchasing backlogs, and understand the inventory side of it."  
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GII had to account for inventory with a manual backflush process, too. Not only did this take 

someone three hours at the end of each month, it was cross-checked. And to make matters worse, 

their accounting application didn’t interface with purchasing. Invoices for payment needed manual 

approval too. And receiving in materials with their old system was also a chore.  

First, they’d bring in the packing slip. Then they'd match this with the P.O., approve it and give it to 

accounting. But then someone had to enter the invoice into their accounting system, run it, and 

then run the check run.  

Troy Mauk, Director of Global Procurement for GII was one of the users of their old system. He 

recalled the moment he realized they needed a better system for the growing company. “There was 

one day that I put my pencil down and went into my boss and said - We can’t continue."  

 

Accounting, Purchasing, Sales Orders and Inventory Now Under One 
Roof with Multi-Currency Capability 
 

When they first decided to replace their outdated system, the GII management team set out to find 

their best three options. IQMS came out the clear winner.  

Among the reasons he was first attracted to IQMS, Squire said, “It was the intuitive nature of it, 

and the user-friendliness of the system overall.” Further, from a training perspective, Todd felt the 

simple navigation would make it easier to get the whole organization on board during the transition. 

And another attraction was the standard reporting capabilities, which gave them powerful new 

reports.  

Todd summed up their solution by saying, "The biggest benefit was bringing everything together 

under one roof, the accounting, purchasing, and sales orders in conjunction with inventory. And 

rolling this all up into a set of financials while managing multicurrency."  

Their inventory interfaces with accounting so users can see the entire financial picture. The bill of 

material makes it easy to track all consigned inventory at their four factories in China. The features 

of the new quality module is help them through DHR compliance. These include capabilities like 

traceability and lock coding features.  

 

Return-on-investment within Year One and 50% Sales Growth by Year 

Four 
Todd believes a 3 to 4-year return-on-investment is typical for ERP purchases. He said, “We achieved 

tremendous returns within the first quarter. And we continue to add further efficiencies and return 

on investment with the addition of new features and other modules."  

Outsourcing is now a seamless operation for GII with IQMS. They can consign material without 

effort. They can send it out, have something of value added then and bring it back into their system 
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at a standard rolled up cost that shows them their true cost. Real-time information lets them run a 

much leaner global operation.  

Their carrying costs are lower because they can bring inventory in on a just-in-time basis. At any 

point they know exactly what’s completed in the way of finished assemblies at their four factories in 

China. Their automated back flushing process now takes seconds instead of hours. This eliminates 

the manula labor that once took a quarter of a day. In the process, it adds a half-day of capacity to 

the resources they already had in place.  

More capacity lets IQMS grow while maintaining the same headcount. This has resulted in a 25% 

increase in productivity. Troy Mauk says “I used to spend 80% of my time buying. Now, this is down 

to 25%. And time spent on accounting and receiving has been reduced by at least 50%.” And for 

Troy, there are personal benefits.  

Troy said, " When selecting their new ERP system my personal goal was to sit on a beach in Greece 

and do my job." Now this dream has come true. For the past six years he’s able to take a month off 

for his annual vacation to Greece. While there he manages IQMS from his vacation spot on the 

beach.  

Meanwhile it’s business as usual 4,600 miles away at GII’s head office. Todd Squire summarized the 

benefits of IQMS. "Through the power of IQMS we’re able to maintain and keep a smooth and 

seamless running operation. It allows us to dramatically improve our operations, keep things 

running. And again, the real-time data and accuracy of it allows us to do what we want." Finally, he 

added "In the past four years we’ve been able to grow over 50% from a sales perspective."  

 

 

Email Marketing 
 

Client: IQMS.com 

Project: Lead Nurturing Email Message (300 words): 

Objective: Build relationships with a free content offer 

IQMS uses email marketing and follow-up emails to stay in touch with prospects. The following message 

was to be part of a series.  

 

SUBJECT LINE:  
No more spreadsheets, 1,000% growth with IQMS ERP 

 

A Story of Beating the Odds with Technology 

Dear [Customer name],  
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Quick story… 
 
A little over a decade into their development, a small plastics manufacturer’s information system 
was a hodgepodge of Access databases, Excel spreadsheets and notepads.  
 
With over 300 active individual part numbers, 120 active resins, and 60 machines, they didn’t have a 
good handle on production scheduling, inventory and true manufacturing costs.  

 
Fast forward to today… 
 
This small operation has grown from $3 million to $30 million annually in sales. They have 60 fully 
automated molding cells that can run 24/7. And scheduling of 60 machines up to a month is now a 
one-man job. 
 
So compared to other small struggling plastic manufacturers, what did they do differently? 
 
A few things... 
 
First, they recognized that to grow they’d need to make decisions based on good data and facts, 
rather than intuition. 
 
And second, they got the help they needed to increase their profitability with information that was 
granular enough to know when they were making and losing money. 
 
Third, they didn’t have to reinvent the wheel. The utilized advanced ERP and MES technology from 
IQMS that instantly put their business on the cutting edge of technology, and a trajectory for 
success.  
 
Click here to read their full story: [link]  

[Customer name], call me anytime to discuss how you can get the same great results. 

[Your first name]  

[Your job title]  

[Contact information] 

 

Blog Article 
 

Client: RTSLabs.com 
Project: Article (1,500 words): 

Objective: Create thought leadership, generate leads 

RTS Labs is a Virginia-based Consulting and Custom Software Development firm. They hired me to write 

thought leadership articles on a range of topics, specifically Salesforce.  
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10 Ways to Rock Your Company Culture with Salesforce 
Community Cloud: Part 2 
 

Ask any CEO or top company manager, “What is your biggest headache?” and they’ll likely tell you, 

“Managing people.” One popular solution management gurus have come up with is to treat your 

business as if it were a school – and a lot of tools, such as Salesforce Community Cloud, have popped up 

to help you make learning happen for your employees. This strategy is supposed to make management 

easier because the process of learning and growing keeps employees engaged. But how do you make a 

“school” happen in reality? 

If you do decide to take this advice and combine your business with learning, don’t just settle for any old 

learning. Turn your business into a “School of Rock” (just like the movie with Jack Black!) and turn all 

your employees into rockstar performers – the kind who play well together, share the stage and the 

spotlight, and deliver a stellar performance to your clients every time! 

In the movie “School of Rock,” Jack Black’s character winds up playing substitute teacher to a bunch of 

fourth graders who have little in common and are very unmotivated. It’s his job not only to teach them 

how to play music better but how to believe in themselves and prevail in the face of adversity (which is 

relative, of course, when you’re still in elementary school). 

When starting and running a business, you’re basically trying to do the same thing – take a bunch of 

people who on the surface don’t have much in common and motivate them to do their best in support 

of each other and the organization. Instead of managing a band though, your mission, should you 

choose to accept it, is to recruit, train and manage your employees to rock in the marketplace. 

If you really want your employees to shine and be truly engaged, could Salesforce Community Cloud be 

the right answer to your organization’s “School of Rock?” In this two-part series, we’ll take a look at 10 

ways to rock your company culture with Salesforce Community Cloud. 

1. Increase Efficiency 
Some experts say an acceptable turnover rate is 25% annually. But with the average cost to recruit a 

single employee pegged at $3,000-$5,000, you would be spending $75,000-$125,000 a year in 

recruitment costs for every 100 employees. Ouch! 

Salesforce Community Cloud lets you use a use a data-driven hiring strategy to find the perfect match 

between job seekers and your open positions. Plus, hiring managers can use their smartphones to 

collaborate anytime, anywhere. 

https://www.imdb.com/title/tt0332379/
https://www.shrm.org/about-shrm/press-room/press-releases/pages/human-capital-benchmarking-report.aspx
https://www.shrm.org/about-shrm/press-room/press-releases/pages/human-capital-benchmarking-report.aspx
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2. Make onboarding easier 
Did you know the average small- to medium-sized business spends upwards of $40,000 per year to 

onboard roughly 100 employees? (That means if your turnover is higher or you’re hiring more than 100 

people annually, your costs are probably higher, too.) 

Onboarding is the money you spend AFTER all the money you spent on recruitment. This includes offer 

creation, sending out and processing paperwork, and the cost of materials for welcome packs and 

contracts. And, of course, there’s administration time. 

Salesforce Community Cloud provides a portal solution where new team members can easily complete 

their onboarding themselves, automating a good portion of the process and saving you some time and 

money in the long run. (The results might be better and more accurate, too, since fewer people in the 

process leaves less risk of human error.) 

3. Keep employees informed 
If your company is growing, then the only constant is change. But how do you keep your current 

employees up to date with what’s new? 

Salesforce Einstein uses artificial intelligence to give employees access to all the information they want 

with autogenerated topic pages. Employees can also save discussions, groups, files, and experts in a 

single page. As a tool, Salesforce Einstein makes it easy follow company news updates, too. 

4. Improve employee happiness 
Are your employees happy? Some might joke that if a worker isn’t happy, then they can find a new job 

elsewhere. However, other employees might follow them. It’s easier than ever to find a new job, and 

then your recruitment and onboarding costs go up. (See points 1 and 2.) 

HR experts say employee happiness has a direct impact on performance. Some of the ways Salesforce 

Community Cloud can help increase employee satisfaction is through user Groups. Employees can create 

Groups that are centered around projects, their job duties, or even outside interests that bond them 

together. Then, Chatter makes it easier for employees to communicate with each other and even talk 

through issues they may be experiencing. Talking it out can be a great way to find solutions to common 

problems a team may be experiencing on a project, and it can be good therapeutically. Employees can 

feel supported and like part of a bigger community. 

5. Reduce HR costs 
A general rule of thumb in business is that you need one HR professional for every 100 employees. 

There’s rarely a shortage of tasks for HR professionals. Their work includes recruiting, screening, 

interviewing, placing workers, handling payroll, benefits, employee relations, and training. Phew! 

The Files feature in Salesforce Community Cloud lets HR managers give employees access to their 

personnel files (including mobile access). Files can be embedded into core business processes, such as 

https://hronboard.me/blog/how-much-does-it-really-cost-to-onboard-a-new-candidate-employee-onboarding/
https://hronboard.me/blog/how-much-does-it-really-cost-to-onboard-a-new-candidate-employee-onboarding/
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the stages of your onboarding process. Your hiring portal could store candidate data, such as their 

employment history. 

6. Make collaboration easier 
In today’s globally driven, complex, service-driven business arena, no one succeeds on their own. Sure, 

Mick and Keith had their disagreements, but their commitment to teamwork led to their ongoing 

success. Today, new technology helps teamwork happen more efficiently and smoothly in business 

settings – even when workers are scattered around the country or the world. 

Salesforce Community Cloud helps your employees organize into online groups, which then give 

employees a structure for discussions and activities. Not only can you create groups for teams but also 

for events, marketing campaigns, and any type of project for that matter. Everyone in groups can share 

files, records and videos. It can make it easier to collaborate and get things done, plus Salesforce 

Community Cloud is completely customizable, just like the rest of Salesforce. BONUS: If you want 

customers or clients to interact with each other for any reason, you can create Community Cloud groups 

for them, too. 

7. Boost innovation 
Can’t get no satisfaction when it comes to employee innovation? Leaders only have themselves to 

blame. That’s because you can’t force employees to be motivated. Your job is to create the conditions 

under which they become inspired and motivated. Then, innovation can flourish. 

Salesforce Community Cloud helps to encourage the kinds of interactions that can lead to innovative 

discoveries with a featured called Chatter. Using Chatter, employees can share updates on company 

news, find subject matter experts within your company to support them on their projects, and problem 

solve with others across your org if they get stuck on something. Chatter is an easier way to let more 

people contribute more ideas, which should in turn help you foster a more innovative workplace 

environment. 

8. Increase employee engagement 
HR experts will tell you employees must be engaged. But what exactly does that mean? The Rolling 

Stones engaged millions by being at the vanguard of a new type of musical expression – an expression 

that gave voice to new cultural attitudes that were emerging at the time. If you want your employees 

engaged, you need a system for engaging employees, helping them engage each other and giving them 

a voice for expressing new ideas and even concerns and problems. 

The difference of course is that the Rolling Stones grew out of the counterculture of the 1960s. 

Salesforce Community Cloud helps your employees engage in and contribute to your company culture. 

For example, the Topics tool within Community Cloud gives your associates auto-generated topic pages 

where they can save a range of content into a single community page, including discussions, files, and 

lists of resources such as groups and experts to follow, creating a sort of hub. It also gives them updates 

on the topics they’re following and information from the community. 
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9. Enable digital transformation 
The speed of digital innovation keeps getting faster, as does the need for digital transformation. Starting 

with their “Steel Wheels” tour in 1989, the Rolling Stones used bigs screens and other high tech to reach 

massive arena audiences, which led to some of the highest grossing concerts of all time. Your company 

needs technological advances to stay ahead of the curve, too. 

One of the ways Community Cloud helps your employees is with their Files feature. This gives them 

controlled mobile access to files that are embedded in your core business processes. Further, you can 

make your all your files accessible through one secure location. 

10. Shrink turnover costs 
Bloomberg News recently reported that about 3.56 million people quit their jobs in May 2018, according 

to the U.S. Labor Department. According to this same article, that means the rate of people who have 

quit their jobs is at a 17-year high (up to 2.4 percent from 2.3 percent). 

How is turnover at your organization? Employee turnover is a statistic you can’t ignore. It either 

confirms you’ve got a high-performance company culture, or you don’t. A high turnover rate tells you 

without a doubt that your hiring and onboarding costs are too high. Not only that but your productivity 

and employee engagement are probably lacking, too. Just as we discussed how Community Cloud can 

help manage your HR hiring and onboarding costs in part 1, Community Cloud can be used to shrink 

your turnover costs, too. 

Rock on with Salesforce Community Cloud from RTS Labs! 
As the kids in “School of Rock” sing, “It’s a Long Way to the Top if You Want to Rock ‘n Roll.” It’s the 

same in business and it’s getting tougher all the time. Salesforce Community Cloud gives you the tools 

for turning your company culture into a competitive advantage with tools for more efficient 

recruitment, smoother onboarding, improved employee communication and on-going learning. 

Thinking about checking out Salesforce Community Cloud so you can make your culture stronger – and 

out rock your competition at the same time? Partner with RTS Labs to try out a Community Cloud 

solution that fits your unique company culture. We can talk through the pros, the cons, the hurdles and 

the wins for your organization. Just reach out to us to start the conversation. 

Thinking of customizing any part of Salesforce on your own with an in-house team? Check out this 

whitepaper first to find out if you should attempt to DIY your Salesforce customization – or call in 

professional help. 

 

 
 
 

https://www.bloomberg.com/news/articles/2018-07-10/americans-quit-like-never-before-as-job-market-confidence-surges
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About Me 
 

I’m in Hamilton, Ontario, the most industrialized region in Canada. As our country’s 

largest steel manufacturing city with a port and two steel mills, it’s rightfully earned its 

nickname, The Hammer. 

 

Specializing in wheel and buggy manufacturing, my ancestors (on my mother’s side) 

moved from Germany to Canada in 1821. On my father’s side, my ancestors are originally from Scotland 

(Clan Little). And my dad moved to Canada to become a Tool & Die Maker for aircraft manufacturer Avro 

Canada (famous for their Avro Arrow jet). So, manufacturing has played a big role in my life. 

 

As a Canadian, I’ve played a lot of hockey, as well as other sports. And though I’m prone to Canadian 

traits like saying “Eh” and excessive politeness, I also bring my strategic mindset and competitive spirit 

to the table whenever helping clients succeed in their marketing.   

  

And while I have a passion for copywriting, I particularly enjoy working with companies and writing 

about products that are innovative and cutting edge.  

 

In summary, I have a diverse background that enriches my capabilities as a copywriter. And my proven 

business process has delivered high-quality copywriting for numerous industry leaders.  

 

Further, my personal guarantee ensures your satisfaction with the quality of my work, and my fees are 

standard professional rates. What’s more, I’m always ready to help clients brainstorm for ideas to make 

their marketing more effective. 

 

Are you excited about growing your business? Because companies of all sizes have benefited from my 

efforts, from Fortune 500’s to small start-ups. When you’re ready, I’m here to help you ignite your sales 

with compelling copy and content. 

  
 

Now let’s get started!  

I hope you found this document thorough and helpful. My goal was to give you a good overview of what 

it’s like to work with me, so you’ll know what to expect.  
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My business and work are something I take seriously. And I’ll take your marketing goals just as seriously 

too. Thanks again for the opportunity to be part of your next writing project.  

To your success,  

 

 
B2B Copywriter and Marketing Consultant 

Trailblazerwriting.com 

 

Call or email me to schedule a Free Consultation, and let’s get started on your                                                                                                                                         

project today! Email me: derek@trailblazerwriting.com 

https://trailblazerwriting.com/
mailto:derek@trailblazerwriting.com

