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Small business owners tend to wear many hats. They’re entrepreneurs 
who chose to step away from the corporate world of ‘dos and don’ts’ 
and craft their own path in life. They’re dreamers of a better world and 
believers in making a difference. But, as we know, “With great power 
comes great responsibility” (Uncle Ben- Spiderman,) so will take an in 
depth look at the structure of how to show off the many benefits your 
company provides through a case study assembly plan.

Case studies. Most of us have heard of them but do we really know 
what they are? According to author Bent Flyvbjerg of The Sage 
Handbook of Qualitative Research, a case study is an intensive analysis 
of an individual unit such as a person, group, or event, stressing 
developmental factors in relation to context. In other words, it’s a 
way to dissect everyday challenges and carefully come up with one or 
more solutions. Once solutions have been found and the studies have 
been completed, you can use them on your website as proven positive 
experiences or testimonials and learn from them to better your business 
and showcase your products or services.

Identifying your subject is the first step in the overall plan of conducting 
an effective case study.

L I F E C Y C L E  M A R K E T I N G

1



L I F E C Y C L E  M A R K E T I N G
Step 1: 
Recognizing Your Individual 
Unit- Summary or Background
Identifying the individual unit or person we want to analyze can be 
difficult at times.  It can be you, a small business owner, or a customer or 
prospect for your business. To start your case study, it’s best to type up a 
short summary of the subject with information like strengths, what they 
do, as well as their importance to you. You can also include quotes or 
specific scenarios that may help you dig deeper into what that challenge 
is later in the process.

 A case study can be as descriptive as you want, or even explanatory.   
 The important thing is for you to quickly identify each section when you  
 read them. Using bullet points or bold letters helps to easily identify   
 what is most relevant to the reader regarding that subject.

 As you write out the summary or background you can also pinpoint facts  
 or specific data that weighs heavily on your subject or unit. Make sure  
     you use non-technical, easy-to-understand language in case a    
 coworker or employee needs to access your study for further research or  
 a future project.

 The summary or background is the most common first step that will   
 allow you to begin writing about your subject and initiate the    
 thought process for your analysis, but you can think outside the box and  
 make adjustments if necessary.
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L I F E C Y C L E  M A R K E T I N G

Following your summary, you’ll want to interview your subject to get 
details and specifics that will enhance your case study. An interview 
is a conversation between two or more people where questions are 
asked and the responses given are used for a specific purpose, they can 
become small business success stories to empower your customers 
or prospects.

For our purposes, the results that come from those interviews will 
support your case study and give more of a believable light to what 
you’re writing. Here are a few basics on conducting 
successful interviews:
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L I F E C Y C L E  M A R K E T I N G
Step 2: 
Conducting Interviews
There are many different ways of conducting interviews.

 You can use a video camera and record video and the responses given

 You may use a voice recorder or similar device to save your quotes

 Conducting an interview over the telephone 

 Or you can take notes while you interview someone in-person

Remember, one of the most important steps in the interview process is 
to formulate good questions.

Try to do research about the person you’re interviewing so they can feel 
comfortable talking to you and to ask open-ended questions that require 
more than a “yes” or “no” response.  These are questions like: 

“How did you…?”

“What was this like?”

“In your own words… “
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L I F E C Y C L E  M A R K E T I N G
There are many more, but the trick is make your subject elaborate; 
you’ll get more information, the person you’re interviewing will feel 
comfortable and you’ll both get what you need from the experience.

If you do use closed-ended questions you can use that information for 
your records but they won’t work for quotes.

Make sure to ask your interviewee if you can follow up with them if need 
be, this way if you forget something important you can contact them and 
there will already be an expectation of reaching out, emphasizing your 
professionalism.

Once you have what you need, you should incorporate the most 
important quotes throughout your case study. Place those quotes where 
they make sense and help support the information given. Alternating 
paragraphs with quotes is sometimes an effective way appease both, 
support your data and change the pace of the case study, therefore 
engaging your reader and growing your business one step at a time.
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L I F E C Y C L E  M A R K E T I N G
Remember, always send a thank you card after you’ve done your 
interview. Being courteous strengthens relationships and, again, 
emphasizes your professionalism.

After you have summarized the subject and interviewed key players, you 
might find that a challenge or two arises, but that is what makes a great 
case study.  How did your subject address this unforeseen obstacle?  Was 
the issue remedied?  How did the subject move beyond the challenge 
and learn? By addressing challenges, you can troubleshoot in a more 
direct and effective way.
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L I F E C Y C L E  M A R K E T I N GStep 3: 
Defining Challenges
One of the great things about case studies is that you can showcase your 
results so that others who may be facing similar challenges can take 
away the solutions that you’re providing and help build customer loyalty 
and trust in your business.

This is one of the most important aspects of a case study because you’ll 
be able to simplify the challenge, or challenges, and explain the ‘why’ 
behind them, thus finding the best solution.

After selecting the subject or unit to your case study and writing about 
them and their background, ask yourself the following questions when 
addressing challenges:

1. What are the obstacles or problems that may be preventing your subject  
 or unit from reaching their goals?

2. If there are multiple challenges- Which ones are most relevant to your  
 case study and your business?

3. Do those obstacles or challenges derive from the original challenge?  
 If so, use that primary challenge and build on the next issues to keep a  
 solid flow.
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L I F E C Y C L E  M A R K E T I N G
You can define your challenge before or after you complete your 
interviews but it is often best to address this prior to the interview so 
that you can ask questions related to it during the interview process.  
However, there is a good chance that the challenge or challenges will be 
made apparent during the interview process anyway.

When defining your challenge you want to focus on writing and 
explaining it thoroughly, identifying why the challenge developed and 
how. This will be where you do most of your writing because you’ll want 
to relate to others who may be facing a similar issue and be able to 
dissect each part to find adequate solutions.

Your writing should always be homogeneous. If you choose to write your 
case study as a narrative, continue that writing style throughout the 
document.

 If you have more than one challenge and they’re relatable to the subject 
you’ve selected, be sure to separate the challenges by using bullet points or 
separate sections. You need to be clear and organized so that your solutions 
can be spotted easily. Using paragraphs and sub-paragraphs to define which 
challenge results from another can also be helpful.

 When writing about your challenge, make sure you point out any other 
solutions that may have been attempted in order to solve the issue and 
include the reason or reasons why they may have failed. If they failed, make 
sure to address is a key element was missing in order to solve that challenge.
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L I F E C Y C L E  M A R K E T I N G
After you define your challenge, you want to analyze options and find 
solutions for your case study, which can help you to leverage results and 
display them on your company website, blogs and other forms of social 
media. This will help your customers and prospects learn about your 
business and help generate more leads and sales.

At this point of the case study process you’ve already established what 
the challenge or challenges are that you want to focus on, and you want 
use a simple, straightforward writing style to address your options and 
solutions so that it is easier to understand and showcase once you are 
finished.
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L I F E C Y C L E  M A R K E T I N G
Step 4: 
Analyzing Options 
and Identifying Solutions
It’s important to recognize that when writing a case study to promote 
your small business, the solution to the challenge or problem presented 
is probably you! (Your company, product or services) and because you 
already know what it is that your service or product can resolve, you 
can feel free to elaborate in this section of the case study since this is 
usually the part that customers or prospects really care about.
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L I F E C Y C L E  M A R K E T I N G

Now, to showcase your solution(s) adequately you can do 
a few different things:

  Because this section requires a little more explaining, I would suggest  
 using bullet points only if you have a list of options or solutions you   
 want to share.

 If you have multiple products or services that you can provide to solve  
 different challenges, you should go from the most important or    
 complicated challenge to the least complicated, showing your best   
 solution to the most complex issue first.
 
 Use quotes whenever they are pertinent, but do try and use them   
 frequently. You want to make sure you support your solutions with un- 
 biased testimonials and prospects will be drawn to those who work with  
 your company.  Customers will like seeing that others are benefiting   
 from your products or services.

 If you have graphics, feel free to use them here, but leave the numerical  
 results, such as percentages or financial information, for the last section  
 of the case study called “The Results.”
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L I F E C Y C L E  M A R K E T I N GHere’s an example:

You can be as specific as you want here, so if you want to list out the 
possible options first, and then explain the solutions, you can, but be 
sure to mention how you and your business can do it all! 

Remember, nothing is set in stone and you can be as creative as you like. 
Representing your business’ values and motto is good, even if this is a 
case study, people love seeing that a company loves what they do and, 
of course, loves their customers.
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How does analyzing options 
and solutions help you and 
your small business? 

Case studies allow you to be as creative as you like in highlighting your 
subject’s successes and how challenges were overcome 
– in your own words.
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L I F E C Y C L E  M A R K E T I N G
Step 5: 
Showcase Your Results
You have worked through the case study process and now, all you have to 
do is put the last piece of the puzzle in place. Showcasing your results is 
easier than you think but remember to stick to the same straightforward 
writing style you’ve used thus far.

Normally case studies are not longer than two pages, so if you have to 
make some adjustments, that is okay. Remember, this is YOUR case study 
and you know your audience better than anyone else, so make it your 
own.

You’ll want to start the results section of your case study with a short 
summary of what the options or solutions came to light. Be sure to 
specify what your product or service did in order to help the customer 
achieve results.

It comes in handy to use numerical data such as percentages or 
financials. If your product or service made something positive happen, 
this is where that story belongs. Make data comparisons to what 
was happening before you came along and after your company’s 
involvement; you can use years to set a time frame of comparison. If 
you like graphs or pictures, you can use those as well and, of course, a 
good closing quote that summarizes the feeling of satisfaction from that 
customer will leave readers with a positive feeling about your company.
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This is a simple description of how you can build a case study but there 
are a lot of resources out there that can help you get ideas. The internet 
is your friend; use search engines to look for examples of case studies 
and see what others have done. Go to your competitors’ websites and 
check out how they’re profiling their testimonials and case studies and 
consider the possibilities that are out there. Your case study may be 
longer that what you want to highlight on your blog or website, but the 
benefit of that is that you have more to choose from once you’re ready to 
post, and this way you can keep a longer version for internal purposes. 
The research you do will broaden your horizons and help you find what 
works best for you, which will help readers to get a more thorough 
understanding of the benefits of your company.
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LIFECYCLE MARKETING ESSENTIALS

About

Infusionsoft is the only all-in-one sales and marketing software built for small businesses.

Visit us at bigideasblog.infusionsoft.com and www.infusionsoft.com

Follow us on Twitter @bigideasblog

Check us out on Facebook at www.facebook.com/Infusionsoft

What is Lifecycle Marketing?
Lifecycle Marketing is a seven-step system devised specifically for small businesses 
to help them transform their sales and marketing. By combining proven strategies 
and tactics with affordable, easy-to-master automation technology, small businesses 
that implement Lifecycle Marketing are in the best position to grow, nurture and 
retain valuable customers. Watch an online Lifecycle Marketing workshop to learn more.

June Brockmeyer
June Brockmeyer joined the Infusionsoft family in 2012 as a Brand Journalist 

and loves helping small businesses succeed. She has experience as a bilingual 

multimedia journalist, working in TV news reporting, radio and online media. 
You can follow June on The Big Ideas Blog and on Twitter @BigIdeasBlog.
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