
Case studies and 

customer references

No one sells your products and services better than an existing customer. 

We create compelling case studies and other customer reference assets to 

power your campaigns. 

How we can help

Our expert team can help you describe how you work with customers 

and the business benefits clients gain from using your products and 

services. We can also secure valuable testimonial quotes. 

Using our journalistic expertise, we focus on completing 

the research, interviews and writing to capture your 

customer stories. This content can then be delivered 

in documents or via the web. It can also be used 

as the foundation for customer videos, podcasts 

and live events.

We can also help manage your customer 

reference program by qualifying customers, 

managing design and completing 

publishing steps.



Medibank: profiling medical 

research projects for top health 

insurer. Read

NSW Government: highlighting Salesforce’s 

investment in the state.

Recent  
examples

Verizon: demonstrating the value of the 

company’s video conferencing platform.

Hewlett Packard 

Enterprise: capturing 

customers’ game 

changing stories 

globally. Read

https://d329026znm99mn.cloudfront.net/content/dam/retail/about-assets/pdfs/research-at-medibank/Medibank_Health_Research_Report_2022.pdf
https://www.hpe.com/psnow/doc/a50008688enw?jumpid=in_hpesitesearch


“I really appreciate Editor Group’s great-quality work and consistently reliable, 

responsive service.” 

Marianne Rønne, Marketing Director, EMEA, Digital Realty

Top tips

We’ve researched, written and gained approval for thousands of case studies, testimonials and other customer 

reference assets. Here are some tips for ensuring success.

Be strategic: as you consider which customers and events to profile in your case studies 

and other customer reference assets, think about what other customers want to know, how 

the stories will relate to your marketing plan and sales priorities, and how you will distribute 

the stories.

Qualify customers: it’s vital to engage early with your customers and any partners to be sure 

they are keen to participate in the customer reference process and will be happy to approve the 

final product.

Save everyone time: minimise the time and effort needed from your chosen customers and 

partners. Learn as much as you can from your internal team before customers are interviewed, 

and ensure that the drafts you send them for approval are high quality and as complete 

as possible. 

To learn more or discuss your requirements, 

look us up at:  

www.editorgroup.com

Contact us

http://www.editorgroup.com

