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Summary
Canon Europe helps large organisations change the way they manage 
information to be more efficient and improve customer experience.  
But many businesses still think they just do printers and cameras.

•	 Aiming Higher was created to start strategic conversations and create  
first appointment leads with a CMO/CFO/CIO-level (C-level) audience  
in large businesses across Europe

•	 The programme kicked off in the UK, Germany and the Netherlands –  
it needed to be managed easily and generate strong ROI 

•	 Aiming Higher’s approach found the best of both worlds. The programme 
was managed centrally but everything – from data profiling through 
creative and messaging to calling – was localised

•	 The programme successfully exceeded lead targets across the  
three markets (31 against a target of 19) and demonstrated the  
cost-effectiveness of a centrally-managed European demand  
generation programme

•	 The approach is now being applied across more European markets

“The results from 
Aiming Higher have 
been fantastic. It’s really 
demonstrated the value 
of creating a strong peer-
to-peer communication 
that addresses key 
business challenges. 
It’s also a testament to 
the benefits of centrally 
managing Europe-wide 
marketing programmes.”
Adam Poole, European & UK  
Marketing Business Strategy Director, 
Canon Europe
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About the client company 
 
For 55 years Canon Europe has been applying its business technology 
expertise to a wide variety of industry challenges. Its Enterprise Services 
arm focuses on providing large organisations with solutions that are tailored 
to strategy – helping them make operational, marketing and process 
improvements.

Strategy – broader business 
issues the company is facing
Senior decision-makers think Canon Europe  
just does print
Aiming Higher needed to change this perception and raise awareness  
and interest in Canon’s strategic services offering.

Starting at the top – convincing the leaders  
of Europe’s largest businesses
Leaders in large organisations in the UK, Netherlands and Germany  
are inundated with marketing communications. 

We needed to cut through the noise and show C-level prospects  
that a strategic partnership with Canon Europe – instead of a tactical 
implementation – could help them drive long-term growth.

Bringing it all together
Canon Europe has a strong sales presence in many European markets  
but marketing had not always been joined up across Europe. This meant 
that marketing could be improved ROI and communications weren’t 
adequately targeted.

Cost-effectiveness
Canon Europe wanted to synchronise European marketing, without  
breaking the bank. That’s why Aiming Higher needed to be simple to 
manage and cost-effective.
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Objectives of the campaign 
 
High value leads
The programme needed to deliver:

Deliver 19 
leads from 
C-level 
contacts

From 193 
European 
accounts

Build senior relationships
The programme needed to escalate the conversation 
between Canon Europe and prospects to a strategic 
level and position Canon Europe as a trusted partner to  
European organisations. 

Demonstrate the ROI of a central 
approach to European marketing
Canon Europe’s goal was to roll out the Aiming 
Higher programme across more countries after 
starting in the UK, Netherlands and Germany. 
The approach needed to cut through with a C-level 
audience and demonstrate the benefits of a  
centrally managed, multi-country approach.

UK: 10 
Germany: 5 
Netherlands: 4
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The target audience 
 
C-level contacts
The programme targeted those who have strategic 
oversight in large organisations across the UK, Germany 
and the Netherlands – CMOs, CFOs and CIOs. We also 
targeted transformation, innovation and  
strategy contacts.

A cross-cultural audience
There are often a myriad of cultural idiosyncrasies to 
consider when marketing across borders. We chose  
to talk to targets about defining their strategic vision. 
We were confident that no matter what country our 
target resided in, this topic would be relevant.  
By focusing our message on their specific business,  
we could be confident it would be relevant.
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Media, channels or techniques used
Centrally managed, locally targeted
From data profiling through creative and translation 
all the way to in-market, in-language telemarketing – 
Aiming Higher was entirely localised. But the approach 
was managed centrally, which brought down the costs.

1. Define success  
and engage early
Every in-market sales team had a 
different idea of what success looks 
like. That’s why we ensured their 
needs were catered for and they  
were bought into the approach  
from the get-go.

2. Plan thoroughly
Data experts ensured the 
right targets were included in 
the programme – based on 
relevance and propensity to buy. 
Comprehensive messaging  
matrixes were created to ensure  
that each of the target audience’s 
strategic objectives were matched  
by Canon Europe benefit  
proof points.

3. Find the right approach 
and roll out across markets
Annual reports are a universal 
yardstick of a company’s 
performance and strategic  
objectives. We decided to send 
extracts of their annual report, 
marked up with Canon Europe proof 
points. This simple approach ensured 
that the programme stayed relevant 
and engaging across borders.

4. The local touch
The messaging was created 
centrally, but then we transliterated 
all communications. This ensured 
that the core messaging never got 
diluted, and German and Dutch 
targets would still be able to read  
a communication that felt local  
and personal.

5. Calling in language
Individual teams of German,  
Dutch and British Inside Sales  
callers generated the demand.  
They were all native speakers  
and native salespeople.  
Recipients appreciated this,  
which made it easier to start 
strategic conversations and  
secure meetings.

6. Report in detail
The programme’s success depended 
on the high-value leads being 
followed up properly. That’s why we 
diligently reported on a weekly basis 
to Canon centrally, as well as in-
market sales teams. This kept them 
up to speed and ready to turn the 
leads into revenue.
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As early as the first month 
of the typical 18 month 
sales cycle, a single deal 
has already covered the 
cost of the programme.

The programme has a 
predicted return of 49x  
the investment.

Escalating the conversation
Canon Europe is now having many more strategic 
conversations, for example:

•	 A large German car manufacturer is now speaking 
to Canon Europe about how they can streamline 
their contract renewals process 

•	 A large Europe-wide telecommunications 
organisation is now speaking to Canon Europe 
about shortening customer onboarding and 
improving customer experience.

Moving forward
The programme has proved its effectiveness.  
Canon Europe is confident that a centrally managed, 
locally targeted approach not only can deliver the 
leads, but is also cost-effective and easy to manage. 
Canon Europe is now in the process of rolling it out  
in more European countries.

Results
From 193 target accounts we exceeded our target and delivered:

31 leads (target: 19)
UK: 19 leads (target 10)
Germany: 6 leads (target 5) 
Netherlands: 6 leads (target 4)

67 opportunities to 
nurture (target: 41)
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Client Testimonials

“The results from Aiming Higher have been 
fantastic. It’s really demonstrated the value of 
creating a strong peer-to-peer communication that 
addresses key business challenges and backing 
that up with a clear plan to get the message in 
front of them. It’s also a testament to the potential 
benefits of centrally managing Europe-wide 
marketing programmes.”
Adam Poole, European & UK Marketing Business  
Strategy Director, Canon Europe

“I’ve just left a meeting with a prospect and he 
absolutely loved the approach, he called it the best 
marketing he’s ever seen. He’s so impressed that 
he actually wants to use the approach himself. 
I personally have received feedback of this type 
regarding the programme on more than one 
occasion. Overall, I am very pleased it’s helping 
Canon generate interest with the target audience 
and is really standing out with the C-level 
prospects we are looking to engage with.”
Tola Omotayo, UK Practice Lead Sales Manager,  
Canon Europe




