
How Case Study Buddy 
helped Pingboard go from 

zero case studies to 10+
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Results

• Over 10 case studies being used 
daily by Pingboard’s sales team

• Improved lead quality thanks 
to self-serve case studies on 
Pingboard’s website.

• Case studies being used as 
onboarding and training tools  
for new hires

Solution

• Case Study Buddy learned 
everything about Pingboard and 
what made them special.

• Streamlined and efficient 
interview process meant clients’ 
time was always respected.

• Snappy turnaround meant 
Pingboard quickly had a host of 
success stories they needed.

HIGHLIGHTS

Challenges 

• Needed persuasive success stories 
that demonstrated the kind of 
value Pingboard can bring to 
companies.

• Didn’t want to risk harming client 
relations with an inexperienced 
vendor.

• Producing case studies in-house 
was impossible due to time and 
resource constraints.

The Company
A Pingboard
Paper org charts are nearly impossible to keep current 
and difficult to share. Pingboard’s online org chart 
software gives teams instant insight into the people  
they work with. It’s the perfect culture-building tool  
for remote teams, growing companies, and  
multi-location businesses.

There’s more than one way we get value 
from these case studies: They’re sales tools, 
marketing tools, brand tools, and even tools 
for new hires. There’s no better case study 
company to work with than Case Study Buddy.

CAMERON NOURI 
DIRECTOR OF GROWTH, PINGBOARD



Challenges
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Equipping the sales team with stories that sell
Director of Growth at Pingboard Cameron Nouri knew that 
when it came to convincing leads to abandon the resource-
intensive paper org charts they’d used for decades, showing 
was always better than telling.

But demonstrating why Pingboard was a smarter choice than 
paper wasn’t always easy. 

The company had testimonials, but Cameron wanted to add 
detailed case studies to their sales mix; stories that showcased 
how their software was being used to solve real problems for 
their clients.

“We were looking to get content for our sales team to be able to leverage as a resource as we were 
having conversations with prospects,” Cameron explains.

Being a lean startup meant that doing case studies in-house would be too time-consuming for 
Pingboard’s busy internal team.

But while Cameron had worked with contractors in the past, handing over his most valued client 
relationships to just anyone was an intimidating prospect. 

Lacking the time to oversee the process step by step, Cameron needed a partner that could make the 
process of creating case studies totally frictionless while treating Pingboard’s clients as though they were 
their own.

“We wanted to figure out who could help us do this in an efficient, cost effective way, but most 
importantly in a way that we felt good about the quality,” Cameron says. “Whenever I think about 
trying to find a vendor that we want to work with, I try to find someone who I can trust  and who can 
reduce the amount of work I have to manage.”

That’s when Cameron was referred to Case Study Buddy by a trusted advisor. After just one conversation 
over the phone, he was convinced he found the right solution.

“The conversation we had with Joel was really a big selling point. It felt like Case Study Buddy had 
the right mindset to go ahead and attack this,” Cameron says. 

When we started working with Case Study Buddy, it was an amazing relief to  
see how much they’d take off our plate. It gave us confidence that we made  
the right choice.



4

A partner who cares about getting it perfect
To properly tell Pingboard’s success stories, Case Study  
Buddy needed to understand the product and company 
inside and out. 

They worked with Cameron to develop a plan for the first 
case study, determining which insights Pingboard wanted to 
capture and tailoring the questions to capture  
that feedback. 

“Once we went ahead and started that first case study, we 
saw how well prepared Case Study Buddy were. It felt very 
smooth,” Cameron explains. “It was an amazing relief to see 
how much they’d take off our plate. It gave us confidence that we made the right choice.”

Next Cameron introduced his client to Case Study Buddy. It was a move he’d been nervous about—
though that feeling didn’t last.

“It was definitely a little nerve wracking at first,” Cameron says. “But after we listened to the first 
interview, once we heard how they handled the situation, built rapport with our clients and made 
them feel comfortable, that’s what really sold us. Even more importantly, the customer felt it was 
such a smooth process too. Case Study Buddy were so cordial about their time and everything 
moved so quickly.”

Only a few days later, Case Study Buddy sent him a recording of the interview, affirming they’d done a 
professional, efficient job of talking to Cameron’s client.

A first draft of each study was completed within a week and quickly sent to Pingboard for revisions 
before being sent to their client for final approval.

“The way Case Study Buddy goes about it, it wasn’t like we were seeing so much of the ‘sausage 
making,’”  Cameron laughs. “When they showed us the final product, it was impressive to see how 
well it came together so quickly.”

Finally, Cameron had the kind of success stories that he could use to convince leads that Pingboard was 
the right choice.

“It was amazing how quickly Case Study Buddy came to understand who we are and how we 
communicate,” smiles Cam. “What they delivered was beautiful. It felt like someone on our own team 
had written it.”

Solution
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Compelling success stories that drive sales
That first engagement earned Cameron’s trust, and soon, 
he was collecting one or two new case studies almost 
every month. 

Since then, case studies have become a critical part of  
the sales journey, and Pingboard’s sales team loves  
using them.

“Our sales team uses these every single day,” Cameron 
says. “When we start an initial conversation with a 
prospect and we’re trying to explain how we can help 
them, we no longer try to just give the details on what 
we believe Pingboard will do for them, but let our other 
clients explain it in their own words. It gives such a valuable perspective.”

Cameron and his team are able to arm leads with resources they can share internally to help get buy-in.

In fact, having case studies has even helped Pingboard with their onboarding process.

“When we have sales people join, one of the things we do is make them go listen to those case study 
interviews with previous customers,” Cameron explains. “There’s so much value when you get to hear 
people talk about their experience with a platform that they’re using.”

Cameron now has a trusted ally he can turn to whenever he needs help capturing another customer’s 
success story.

“Whenever I want another case study, all I have to do is email my client, asking if they’d be open to it,” 
Cameron says. “Then I introduce them to Case Study Buddy and the next thing I know, I have a case 
study. That saves a whole bunch of time. Getting a case study takes me all of maybe ten minutes of 
work. That’s awesome.”

Results

It was amazing how quickly Case Study Buddy came to understand who we are 
and how we communicate. What they delivered was always beautiful. It felt like 
someone on our own team had written it.



Do you need help standing 
out from the crowd?

Contact Case Study Buddy and let 
your success do the talking.

GET IN TOUCH

https://thwomp.typeform.com/to/mquZU1

