
The power of B2B Marketing  
media solutions

Case study: Turtl

How Turtl is building a laser-targeted and unstoppable brand 
presence with the help of its B2B Marketing partnership.

Turtl is a digital content creation and analytics platform 
that enables marketers to deliver higher-quality and better 
performing content, with a whole lot less work.

The business was founded in 2014 by Nick Mason, and has 
in a short time established runaway success through landing 
some big-fish clients, from The Economist to Cisco to Allianz.

The marketing challenge
All that start-up, fast-growth success comes with some  
major marketing challenges. 

Turtl is targeting senior-level marketing leaders in £50m+ 
enterprise-level organisations. That’s a tough audience to 
reach when you’re a new market entrant with low levels of 
brand recognition. 

The marketing challenge for the Turtl team is two-fold: 
Increase brand awareness and engage the people in the right 
roles from the right size of organisation.

And that’s where the partnership with B2B Marketing  
comes in.

Etienne Clergue, marketing manager at Turtl, takes up  
the story:

“The audience that B2B Marketing appeals to and attracts  
is closely aligned to our own target audience. It was clear 
they had the right brands and organisations and the right 
people we wanted to be talking to.”

“What differentiates  
B2B Marketing’s events  
is definitely the audience  
– precisely the people  
we need to speak to”

Nick Mason, 
founder and CEO



The face-to-face approach
Events are a key marketing channel for the brand (the Turtl 
team took part in 26 events in 2018 alone).

Starting in 2015, Turtl began investing in growing its 
presence at targeted B2B Marketing annual events, including 
the Conference, InTech and Ignite.

“B2B Marketing’s events outperform all the other events  
we do” says Etienne. “This is evidence of the sheer quality  
of the face-to-face audience that B2B Marketing delivers.”

“What differentiates B2B Marketing events is definitely the 
audience” agrees founder Nick Mason. “You know the 
people you’re speaking to are senior decision-makers in  
their businesses, and those are precisely the people we  
need to speak to.”

The power of speech
Content marketing tech may be more about show than tell, 
but Turtl’s approach of investing in speaking opportunities  
at B2B Marketing events has proven to be equally effective.

“I’m continually surprised at how much the speaking 
opportunities help,” says Nick. “People come over after  
the presentations to find out about what we do. It makes a 
big difference.”

“The ROI we get from our 
B2B Marketing event 
partnerships outstrips that 
of other events we do”

Etienne Clergue,  
marketing manager



The results and ROI
“The ROI we get from our B2B Marketing event partnerships 
outstrips that of other events we do” says Etienne. 

“That means more leads, better quality leads and more 
resulting business.”

At Ignite 2018 – B2B Marketing’s annual flagship industry 
event – the Turtl team decided to up its game in terms  
of its exhibitor presence.

“Ignite 2018 was very successful for us,” recalls Etienne.   
As well as presenting our ideas, we strove to really stand 
out as exhibitors with our bespoke ‘Gallery of Disposable 
Content’ stand. The response from delegates was great.”

The future
Going forward the Turtl marketing team is focused on 
injecting more winning creativity into its event presence  
with B2B Marketing, to maximise its brand impact and  
stand-out factor.

“When it comes to our partnership with B2B Marketing  
we plan to keep doing more, in an even more creative  
and effective way,” says Etienne.


