
Demonstrating how Blackbaud solutions help non-profit organizations achieve their unique missions 
is a critical component of demand generation programs at the industry leader in software for non-
profits. The marketing team turned to interactive content to offer results-focused, hyper-relevant 
content to their prospects – leading to better qualified leads and more closed-won opportunities.  

The Solution

Interactive content offered the Blackbaud team the 
perfect vehicle to bring results to life for prospects 
while cutting through the noise and reducing over-
reliance on traditional email campaigns.

After considering their options for creating 
engaging content, the team decided SnapApp was 
the best platform to bring their ideas into reality 
through interactive content. 

The team was particularly concerned with:

The Issue

Painting a picture of results is a critical part of 
a successful sales conversation for Blackbaud. 
The demand generation team wanted to 
increase the impact of their pre-sale activities 
by bringing stories of customer success with 
Blackbaud training to life in advance. 

The team knew that if prospects for Blackbaud 
University training could picture themselves in 
the shoes of a successful customer, they would 
be much more likely to respond to a sales call – 
and ultimately make a purchase. The channels 
they’d used so far (email, webinars, static case 
studies, etc) were solid performers, but not 
customer-driven. The team wanted to build a 
truly interactive dialogue.   

“My goal was to put non-profits and their 
successes first,” says Emily Popson, Demand 
Generation Marketing Manager at Blackbaud. 

“We wanted to show other non-profits real 
results to illustrate how they can replicate that 
success to achieve their own missions.”  

How Blackbaud Turned 
Conversations Into Conversions 
With Interactive Content 

• Seamless technology integration with their 
Marketo marketing automation platform so that all 
data collected through content would flow into the 
marketing database.

• Ease of use in terms of the ability for the marketing 
team to create unique, stylized and brand 
compliant pieces of content that would embed 
seamlessly across multiple channels.

• A broad range of content types to enable 
the team to experiment with creating various 
experiences across different campaigns. 

  “We wanted to breathe new life into the way we engage with our 
customers – but we didn’t want to sacrifice integration with our existing 
marketing automation and CRM platforms.” 

AMY BILLS | MARKETING DIRECTOR, BLACKBAUD
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The Results

By engaging their prospects in a conversation, 
Blackbaud has been able to drive more and 
better-qualified leads into the sales funnel. 

As part of the marketing strategy around the 
Blackbaud University training program, the 
team developed several pieces of interactive 
content, including two calculators and two 
assessments, that worked in tandem to give 
participants a comprehensive view of the 
results they could achieve with Blackbaud’s 
products.  

As a result, the training sales team, for the first 
time ever, finished the month of March at 184% 
of quota, and finished Q1 at 133% of quota. 

“This is no doubt attributed to having this kind 
of interactive marketing,” says Popson.  

Popson and the Blackbaud University team 
set out to provide non-profits with not just 
a window into what is driving their peers’ 
performance, but also an interactive way to try 
on their results and self-assess. 

In doing so, Blackbaud has been able to 
provide the sales teams with valuable insights 
into their accounts and go into a conversation 
with a relevant solution to their prospect’s pain.  

Want to see how you could create 
conversations with your content? 

About SnapApp

SnapApp is an interactive content creation platform that enables marketers to boost results by 2-3x 
across all their existing marketing programs.

The SnapApps give prospects a way to visualize 
how they would benefit from training and even 

“try on” their peers’ results for size by applying 
them to their own organizations. Within two 
months, the SnapApps – alongside related 
content like infographics, videos, and tip sheets 

– have brought in nearly 500 qualified leads for 
sales. 

The Blackbaud sales team has benefited not 
just from warmer leads filling their pipeline, but 
also from the ability to use these SnapApps as 
tools for the sales process. 

500 QUALIFIED LEADS

133% Q1 QUOTA ATTAINMENT

$600K+ ADD’L Q1 SALES

As part of their prospecting calls, salespeople will 
pull up the “Save 20 Minutes” calculator instead 
of a static PowerPoint deck to show – not tell – 
the benefits of training. 

Sales is also armed with valuable information 
about the customer from the interactive 
experience that helps to identify pain and 
opportunity prior to a conversation taking place.
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http://www.snapapp.com/blog/snapapp-week-blackbauds-realize-real-results-campaign
http://info.snapapp.com/CTA-Request-a-Demo.html?utm_source=pdf&utm_medium=cta&utm_campaign=blackbaud-case-study
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