
Services Utilized
Outbound Sales Development

CRM

Project Length
5 years

Project Details

$10+M worked through the pipeline

Partnership
Highlights

One of the world’s top three manufactur-
ers of construction equipment, JCB has 
over 12,000 employees on four conti-
nents. The equipment brand has a 70+ 
year history, produces a range of over 
300 machines, and sells products in 150 
countries through 2,000 dealer locations.

About JCB

Case Study.
Business

3,700+ leads qualified &
progressed through the sales funnel

36,000+ calls made on behalf
of JCB



Challenges & Solutions
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JCB needed to grow brand awareness and dealer network 
support to maintain and grow global market share.

1

As one of the world’s top construction equipment manufac-
turer, JCB struggled with how:

- their dealers managed leads from corporate o�ces
- to increase their brand awareness
- to nurture leads more e�ectively

Increase Brand Awareness & Dealer Network Support

www.conceptltd.com
info@conceptltd.com

(330) 336-2571202 Montrose West Ave.
Suite 100
Copley, Ohio 44321

Increase Awareness & Uncover Market
Intelligence
Through disciplined call programs, Concept increased 
awareness, identified decision makers, and obtained con-
tact information, all while uncovering market intelligence 
to allow JCB to execute more targeted marketing cam-
paigns.

Nurture Leads E�ciently Through Pipeline

JCB lacked the ability to nurture leads e�ciently.

Implement Business Development Programs 
within Targeted Dealer Territories
Concept partnered with JCB and participating dealers to 
design and implement business development programs 
within targeted dealer territories. Teams followed up on 
marketing generated leads while also targeting prospec-
tive customers. Not only did Concept’s calling e�orts pro-
vide coverage, they also uncovered opportunities to con-
tribute to the sales pipeline.

3 Lack of Lead Distribution to Dealer Network

JCB needed a defined process for lead distribution to their 
dealer network with insight into ROI.

Create Lead Distribution Process through 
Salesforce CRM
Concept’s CRM and Business Development team worked 
cross-functionally to create an automated lead distribu-
tion process in Salesforce, further encouraging the dealer 
contacts to not only utilize CRM programs, but to also pro-
vide lead feedback and sales results.


