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Avalanche Enterprise is a digital agency specialising in get-
ting you seen by the right people. Our job is to reinforce the 
value that your company can offer potential clients; therefore 

we consistently connect you to the people that require your services. 
The general phrase we have built our marketing around is: “The 
more of  your target market you have a conversation with, 
the more successful your business will be”.

Our team of  highly talented individuals are trained in all major social 
media platforms and we are constantly improving the way that we 
market our clients across each of  these platforms. 

In this case study we will be analysing a campaign focused on a 
business with a visual portfolio. Avalanche Enterprise has done many 
campaigns in the visual, brokerage, development and construction 
industries and we have found that our value orientated approach on 
LinkedIn is unique; offering a different technique to many of  our 
competitors.

The company in discussion today is Blink Image, who create high-
end CGI imagery for luxury properties around the world. Their target 
market is not direct to consumers but architects, builders, developers 
and other people in-directly involved the property development pro-
cess. 
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Due to the target market of  Blink Image, we already knew that 
they were not trying to sell directly to the end user and there-
fore we targeted someone who could utilise Blink Image’s 

service to command higher prices or sell their projects more easily. In 
reality this is often not the case; many brands have to use marketing 
tactics to make their end users realise that they want the product.

The approach to this campaign was simple; the extremely high quality 
and well valued products on offer from Blink would do the talking. 

This put Blink Image in a great position as our team identified that 
the best approach to their campaign was to get their products in front 
of  as many prospective architects, developers, brokers and construc-
tion companies as possible; the product would do the selling. 

In most cases, we develop explainer PDF’s for clients however in this 
situation, Blink had a portfolio of  their best images in a beautiful doc-
ument that perfectly explained the power of  what Blink could provide.

With this high end, perfectionist image, we were able to put together 
the deployment plan to bring this image to our target markets. 
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Our team utilised LinkedIn to develop a strong network of  
architects, developers, real estate brokers and con-
struction companies. As the network began to flourish, 

we began to use permission baed marketing to generate requests for 
the portfolio, creating a massive list of  people that were now aware of  
Blink Image’s work. 

Leads were posted into a live Google document that was updated 
every couple of  days by both the Avalanche Enterprise and the Blink 
teams. 

We quickly began to understand the sales cycle and measured a 10% 
conversion rate alongside a 6-7 month sales cycle. 
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In the last 6 months, we have generated well over 200 requests 
for the brochure from target market businesses around the world. 
Throughout the whole campaign, we have generated over 500 

requests. 

Blinks spend over the campaign is currently £6000
Cost per request = £12 

Outlook:

We have expanded our target base internationally; the connection 
base is growing into Los Angeles, New York, London and more. We 
expect the level of  awareness around the images Blink create to con-
tinue growing steadily. 


