
Case Study
Recodec Software Services (RSS) 
The solution provided by Sankalp Documentation Services (SDS) improves the 
user experience of your products, ranking of your web sites, and builds the brand 
value of your company. 

Essentials 

Industry 
Cloud Computing 

Company Size 
450 plus employees 

Business Challenges 

• Marketing collaterals were not able to lure customers 

• Case studies were not able to clearly define the customer’s problems   

• Company web site was not appealing and SEO compliant 

Solutions 

• Information mapping 

• Information architecture 

• SEO techniques 

Introduction 
The existing case studies, marketing collaterals, and company web site were 
unable to win more clients and generate more business for Recodec Software 
Services (RSS). The RSS marketing team was divided over this issue whether to 
restructure all the existing marketing tools or create them from scratch.    



The RSS marketing team was under pressure from the management team to 
take a decision by March 7th, 2012 on this issue. The management had the 
constraint of allocating the funds before March 9th. If a decision was not taken, 
the marketing plan and business of RSS would have been impacted in the next 
financial year. With the limited funds, the management could either increase the 
R&D expenditure or create all the marketing tools from scratch to drive a robust 
growth of the company in 2013.  

Overview and Analysis 
Since its inception in 2011, the Marketing Manager of RSS spearheaded the 
marketing of RSS software products and with the help of a young Marketing team 
and undertook the following marketing initiatives: 
  

• Creating captivating marketing collaterals 
• Writing strong case studies 
• Creating a good company web site 

As a technology startup, RSS staff did not have significant experience, strategic 
tools, and funds for implementing huge marketing plans. With these limitations, 
the mission of RSS was to be in the list of top ten cloud computing technology 
startups within a year. 

Status Report 
In Jan, 2012, the Marketing Manager of RSS submitted a Request For Proposal 
(RFP) and solicited vendors to help RSS to increase sales calls by implementing 
one of the following approaches (1) restructure the existing marketing resources 
or (2) create them from scratch. 

Vendor A estimated $ 2400 for creating new case studies, marketing collaterals, 
and company web site from scratch. Vendor A advocated this approach and felt 
that it is critical for the growth of RSS to achieve its mission of being listed in the 
top ten technology startups within a year. 

Vendor B estimated $ 1094 for restructuring the existing case studies, marketing 
collaterals, and company web site. Vendor B suggested a total revamp and felt 
that it is critical for the business of RSS to implement this approach immediately. 



Business Challenges 

• Marketing collaterals were not well organized, appealing, and were not 
able to lure the customers. 

• Case studies did not clearly state the customer’s problems and how the 
RSS solutions and products helped them to win more business and be the 
forerunner in their domains.   

• Company web site was not appealing, SEO compliant, and lacked the 
marketing zest 

Solutions 
SDS created new RSS marketing tools. SDS leveraged information mapping and 
information architecture documentation methodologies for creating accessible 
documentation, and SEO techniques for marketing the RSS products such as: 

• Keyword research, map, list, modifiers, and links  
• Description Meta tags and Heading tags 
• Anchor text 
• Breadcrumb list for making the web sites accessible 
• Robots.txt file to show only desired content 
• User-friendly and accessible page titles and URLs 
• Unique page descriptions  

Results 
Sankalp improved ranking of the RSS sites on search engines by optimizing and 
writing original content. 

Sankalp built a new face and brand value for the RSS web site to win new 
business for RSS. 


