
Case Study

CypherCrescent is an applied research & 
development company with core expertise 
in mathematical modelling, information 
technology, petroleum engineering, 
geosciences, software development, 
machine learning, and capacity 
development. 

Launched in 2012, CypherCrescent, has 
expanded and diversified its services 
across four subsidiaries that offer 
integrated technology services across the 
E&P, Education, Information Technology, 
and Enterprise Energy Transition industries. 
This has made its clientele base continue to 
grow, cutting across national and 
international companies drawn from the 
E&P sector, academia, and government.

With its growing client base, the company 
remains committed to providing 
cost-effective technology services and 
business intelligence solutions that offer a 
collaborative platform and improve 
operational excellence through optimal 
allocation of resources and eliminating 
non-productive time (NPT).

Goals
CypherCrescent engaged with Doqaru in 
2019 to develop a marketing 
communications strategy. Before then, 
CypherCrescent benefited from a strong 
reputation based on the credibility of its 
senior leaders. 

The next few years would bring accelerated 
growth, which needed more focused 
marketing efforts. Critical online and offline 
platforms like LinkedIn and events were 
growing in importance. 

Furthermore, CypherCrescent understood 
that its client base has diverse needs, so it 
needed more target messages to attract 
the right opportunities.The company's 
goals were:

Grow visibility across relevant industry 
platforms

Build credibility with decision-makers and 
end-users in the oil and gas industry at
home and internationally
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Quirk Solutions (Quirk) are a team of expert 
facilitators supporting growth and strategy 
using the best asset you have, your people. 
The team have a combined 100 years of 
military experience and corporate 
application. 

Drawing on deep expertise in strategy and 
operations, Quirk design and facilitate 
leadership training, embedded adaptive 
planning and decision-making skills for 
multinational organisations. 

The team unlock potential across every 
level of your business. By revealing gaps 
and opportunities, Quirk approaches your 
issues with coaching, interactive 
workshops and training. 

As one of Quirk's lead facilitators notes, 
"Every organisation is as different as the 
people in it, so there are no templates to 
what we do." 

Goals
Quirk Solutions approached Doqaru in 
November 2021 and wanted to develop and 
implement its 12−month sales strategy. 

The initial plan included hiring a salesperson, 
but further discussions between Quirk and 
Doqaru led to a change of plan. The Quirk 
team would focus on building a strong sales 
foundation, such as developing and 
implementing processes and adopting the 
appropriate tools for reaching the 
company's target market. 

Over the last few months, Doqaru and Quirk 
have worked together. We've built and 
established these foundations for 
sustainable long-term growth. 

Quirk had the following goals: 

Revenue growth

A documented and viable pipeline

An effective selling team

About Quirk Solutions

CASE STUDY
VALUE PROPOSITION

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.

VARTA AG produces and markets a 
comprehensive battery portfolio from 
micro batteries, household batteries, 
energy storage systems to 
customer-specific battery solutions for a 
variety of applications. 

As a technology leader, VARTA sets 
industry standards in important areas. 

Goals
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.

Add to this section. The wording might need 
edited slighty too as the heading is now 
different & add goals below. 

The company's goals were:

Goal 1

Goal 2

Goal 3

About VARTA



Today, CypherCrescent boosts over 
8,000 followers on LinkedIn. The company 
leverages its growing recognition of its 
expertise in research and development. 

For example, it recently launched a new 
division, CypherCrescent Learning & 
Development, an industry school for 
software training, industry certification, 
research, entrepreneurship, and capacity 
building.

In April 2022, the company's growth led to 
the appointment of a new Managing 
Director to drive even more success over 
the next few years.

CypherCrescent is working with Doqaru 
again. This time, it's scaling sales and 
marketing activities as it enters new 
markets in its next growth phase. Doqaru 
will be there to enable its teams to deliver 
results.

Future

The Doqaru team helped our digital 
marketing team build a comprehensive 

social media strategy and supported us 
in reaching our marketing goal of 

increasing our professional visibility, 
quality, and frequency of published 

content.

Tombari Emeka-Duruzor, 
Managing Director at 

CypherCrescent
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CypherCrescent collaborated with Doqaru to 
understand its customer journey before 
purchasing. 

Together, we considered the existing 
challenges hindering desired outcomes for 
reservoir engineering teams. We mapped out 
how potential customers might be managing 
those challenges. For example, what were they 
facing in day-to-day operations, and could we 
quantify the benefit of overcoming such 
challenges? 

The output of our collaboration was an 
actionable strategy for improving how 
CypherCrescent communicated its value. The 
strategy covers:

Also, Doqaru delivered workshops to enable 
the sales, marketing and business development 
team to use relevant social media for 
relationship building, personal branding and 
lead generation.

Over 12 months, Doqaru delivered content 
marketing plans to the CypherCrescent 
marketing team. We also acted as a mentor to 
the small marketing team. 

Identifies key content themes for online 
and offline channels.

Each step in the customers’ journey.
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The organisation's LinkedIn 
audience grew from 650 followers 
to over 2,000 in 12 months.

CypherCrescent has attracted 
decision-makers, influencers, and 
end-users in Oil & Gas companies 
following a strategic content plan. 
The company's content is a mix of 
technical guides and industry and 
company news. 

The engagement rate was 3%-10% 
(the industry average is 1.5%). 

Senior leaders at CypherCrescent 
took more speaking opportunities at 
industry events such as the Society 
of Petroleum Engineers (SPE).
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Outcomes
Now, there's a solid sales foundation at 
Quirk Solutions. The company has 
complete visibility of its sales pipeline and 
clear options for future growth. 

Quirk has converted several leads into 
sales, and tracks account growth 
opportunities with existing clients. 

Also, the company directors spend time 
building their personal brands. The results 
are more international speaking 
engagements and global projects. 

Between December 2021 and June 2022, 
Quirk: 

 Is on-track for their annual revenue 
goal

Increased new business from out 
with their existing network

Has higher conversion rate due to 
implementing a new sales process 
and coaching

We look forward to Quirk exceeding its 
revenue, growth and organisational sales 
development goals. Doqaru continues to 
provide strategy and execution support. 
Our ongoing work includes sales 
management, deals coaching, and social 
selling mastery.

Future

"The team at Doqaru have all been superb. 
No matter who you speak to or work with, 

they are all hugely knowledgeable, 
professional, thoughtful, and considerate. 

They invariably go way beyond what you 
would expect, and as a business leader, I 

do not doubt that I am getting excellent 
value from them. 

Thanks to their work with us, we have a 
much stronger sales capability in our 

business. The data-driven insights they 
have generated, our pipeline and markets 

have been outstanding." 

Chris Paton, Managing Director 
at Quirk Solutions
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We designed a holistic sales programme to set 
the foundation of the sales function at Quirk. 
The programme consists of the following 
elements: 

Sales and sales management coaching

Sales strategy workshop and social 
selling programme 

Sales process (including lead generation, 
sales pipeline and account growth) 
creation 

Customer Relations Management (CRM) 
system implementation

Sales competency analysis for  key 
sellers

Sales and marketing strategy alignment 
work (working with their chosen 
marketing agency)

Hire, onboard and coach a sales support 
intern including all recruitment and 
screening.  This intern has had a 
successful 6 months and has now been 
offered a Full-Time employment 
contract.
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Outcomes
We started with 12 salespeople and we've 
ended up supporting 50+ in some way in 
2021 and 2022. 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.

Add some bullet points here for 
outcome/results. 

Add some information for the future work 
we have done for VARTA. The old one didn’t 
have this section. 

Future

"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

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 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.
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Outcomes

Add bullet point

Add bullet point

Add bullet point
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