
HOW IT STARTED
Varta Storage is a global leader in 
battery manufacture for small-and 
large-scale applications. 

With over 130 years of experience, 
the company has sales teams all 
over the world including in Europe 
and the US. 

One of the general managers 
based in Europe attended our 
value proposition development 
webinar last year. 

He contacted one of our directors 
for a discussion about how Doqaru 
might support the ongoing 
development programme for his 
sales teams. 

We gratefully obliged.

“We are very happy to have chosen 
Doqaru to support us e.g. on the 
subject of Value Proposition. You 
have given us a lot of support in 
our understanding of our own 
values and also in how we convey 
these values to our customers. 
Every person and every company is 
different in terms of values and 
needs, which we can now better 
understand and convey to the 
right people thanks to Doqaru."

Fabian Beck, Sales Manager at 
Varta Storage.
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HOW IT STARTED
ABB are a world-leading 
manufacturing company working 
to transform society and industry.

With the rise of online 
communication and its use in 
building relationships, ABB saw the 
opportunity to boost the capability 
of its workforce in using digital 
channels. 

Effective use of social media and its 
application to generating more 
sales leads are some of the 
reasons that ABB contacted 
Doqaru.

“Doqaru’s work with ABB Energy 
Industries has inspired Sales and 
Operations teams to actively use 
platforms such as LinkedIn. 

We have seen a significant 
increase in online interest in the 
business and quickly stimulated 
a number of promising sales 
leads..."

Lead Manager,  
ABB Process Automation 
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HOW IT STARTED
Control Valve Solutions (CVS) 
Limited is an Aberdeen-based 
specialist in the repair, 
maintenance and management of 
bespoke Control, Isolation & 
Emergency Shutdown Valves.

CVS worked hard to develop an 
enviable culture within its industry 
and was known for its "Formula 
One" approach to teamwork and 
customer delivery. As part of its 
growth strategy, 

CVS was looking to drive brand 
awareness and showcase its team 
culture, which was a key aspect of 
what made the company a 
household name in the repair, 
maintenance and management of 
control valves.

“Doqaru provided marketing support 
to Control Valve Solutions from 
2018-2020. The team is creative and 
knowledgeable about marketing in 
our industry, and always comes up 
with ways to boost our online 
presence. 
Their technical background allows us 
to effectively discuss our technology 
and how it serves our customers. 
Doqaru are great at challenging 
ideas and aren’t afraid of trying new 
approaches to drive our business 
ambitions.”

Mick Beavers, Managing 
Director, Control Valve Solutions

CASE STUDY

CONTROL 
VALVE 
SOLUTIONS
B2B SOCIAL MEDIA



WHAT WE DID
We designed a series of activities to 
support Varta Storage. Starting 
with our data-driven sales 
evaluation tool, we gathered 
evaluation data from the sales to 
understand the existing 
opportunities and gaps around 
core sales competencies. This 
"scan" of the team provided us 
with relevant information for 
building a supportive plan. 

Over the next few months, we 
conducted value proposition 
workshops with the teams, 
checking in for 60-90 minutes each 
month. These workshops are 
aimed at instilling the agreed value 
proposition for each product line. 
Each salesperson shared successes 
and challenges with applying the 
proposition, and we made 
adjustments based on feedback 
from the team and customers.

We also ran social selling 
workshops for the teams in Europe 

HOW IT WENT
We started with 12 salespeople and 
we've ended up supporting 50+ in 
some way in 2021 so far. The data 
from our sales evaluations 
provided an understanding of the 
competencies in the team and it 
highlighted opportunities for 
training and hiring too. The 
feedback from some of the sales 
team is that they are more 
deliberate about aligning their 
value proposition with the 
prospects' needs.

Using social selling and video, the 
sales teams are getting more 
sustained engagement from 
prospects and have significantly 
reduced the time it takes to build 
relationships in an increasingly 
digital world.

and North America, providing a 
solid foundation for using 
platforms like LinkedIn for building 
relationships with prospects and 
customers. In total, over 50 sales 
and marketing staff have attended 
our workshops at Varta Storage.

52% of companies 
have different value 

propositions for 
different products or 

services. 
-HubSpot
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WHAT WE DID
We customised our digital sales 
workshop to align with ABB’s key 
outcomes. LinkedIn is the number 
one B2B platform, so we focused 
our efforts on boosting the teams’ 
knowledge and application of 
social selling techniques on 
LinkedIn. 

The workshops were delivered by 
our directors and the content was 
timely, interactive and the actions 
could be applied immediately by 
the team. 

Over the last few months, we went 
on to conduct several workshops 
with ABB teams based all over the 
global including in the UK, the US 
and Norway. 

HOW IT WENT
We started with 40 sales, marketing 
and management staff and we 
went on to support several global 
teams. 

Today, more ABB staff are using 
online channels to develop 
relationships for the business. The 
business has since had a significant 
increase in sales leads and is 
working on expanding social selling 
techniques to other parts of its 
business. 

We continue to work with ABB 
through our ongoing support 
services such as social selling 
masterminds and periodic 
refresher programmes to ensure 
that the teams are always ahead of 
the curve in digital sales. 

So far, we have helped close to 100 
ABB sales, marketing, operations, 
and management teams to use 
LinkedIn more effectively to build 
relationships and generate leads.

Gartner Says 80% of 
B2B Sales Interactions 

Between Suppliers and 
Buyers Will Occur in 

Digital Channels by 2025

- Gartner

WHAT WE DID
Doqaru are a sales and marketing 
consultancy based in Aberdeen. 
We work internationally with senior 
executives and their teams to drive 
sales and marketing excellence. 

CVS found out about Doqaru 
through mutual connections in the 
Aberdeen network. We started by 
developing a marketing strategy 
and establishing an official social 
media policy that supported the 
strategy’s objectives. 

Following this, we launched a social 
media campaign to drive 
awareness of the company’s 
impending move to new premises.

Need more text here of what we 
did......  

HOW IT WENT
At a time when many businesses 
had stopped investing in staff, 
community and infrastructure, the 
campaign did extremely well, with 
each post attracting 50-70+ likes. 
The page followers also increased 
from 23 a month to 100. 

Need more text here of what we 
did......  

Need more text here of what we 
did......  

Four out of five 
LinkedIn members 

drive business 
decisions. 

- LinkedIn via 
SproutSocial


