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LOCATION
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ARTIME BARRO

SCOPE
4 STUDIO LOCATIONS

Growing the ARTime BARRO brand
and business through digital
marketing & design innovation.
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"Sara is  very
professional  and has a
great  mind for  design
and market ing
campaigns for  our
business.  She went
above and beyond to
make our s i te and
market ing amazing.  The
websi te looks 1000%
better  and we couldn' t
be happier !  Thank you
Sara for  a l l  that  you do!"

Nicole 
ARTime BARRO, Owner

Revenue
The c l ient 's  monthly revenue average was $7,916
before my support .

Class Bookings
Once people v is i ted the s i te,  a monthly average of
270 bookings were made for  pot tery c lasses,  wi th
the highest  booked month at  656 bookings.

Fol low-up emai ls
Most fo l low-up emai ls  wi th customers af ter  thei r
pot tery c lass were done manual ly .  The owner
would copy each emai l  address,  and emai l
customers one by one regarding their  pot tery
piece paint ing c lasses and pick-up.  

Studio Locat ions
The studio only had 2 locat ions,  Mission Vie jo and
Laguna Beach.  The Costa Mesa and Cabo studios
were not  establ ished at  th is  stage.

Websi te Analyt ics
The c l ient 's  websi te before I  took over averaged
1,790 v is i ts  monthly,  wi th the highest  v is i ted
month at  3,831.
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LACK OF BRAND AWARENESS
ARTime BARRO had no def ined brand,  st rategy,  or  cohesive design across onl ine
channels of  i ts  socia ls and websi te.  I ts  onl ine fo l lowing and exposure were low and
locals were not  aware of  the pot tery studio.  The studio only had a smal l  customer
fo l lowing and customer base.

CHALLENGE
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Dedicated account  manager for  a l l  accounts wi th weekly meet ings
Reduce t ime loss and id leness due to manual  procedures 
Reduce f r ic t ion in communicat ion,  updates,  and report ing
Increase ef f ic iencies f rom beginning to end in SEO and websi te
strategies
Provide team wi th monthly report ing and analyt ics data that  is
digest ib le
Scale ef for ts depending on new of fer ings,  seasonal i ty ,  or  any reason
Reduced stress on people,  resources,  and technology v ia automat ion
Moni tor ,  rev iew, revise,  and opt imize al l  onl ine presence & accounts
Insights on the latest  t rends and algor i thms
Exper ience and knowledge to run a successful  campaign
Provide unreal ized areas of  opportuni ty  and recommendat ions to help
grow the business
Focused on long-term growth and opportuni ty  to scale

To del iver  ARTime BARRO an end-to-end whi te-glove account
management solut ion that  empowers d i f ferent  channels through strategy,
branding,  design,  and market ing innovat ion.

My proposed solut ion to ARTime BARRO's low v is ib i l i ty  and process
def ic iencies was the Websi te & Market ing bundle:  a powerhouse of  a
package specia l iz ing in t ransforming a business'  market ing and websi te:   

SOLUTION

MANUAL COMMUNICATION WITH CUSTOMERS 
Most fo l low-up emai ls  wi th customers af ter  thei r  pot tery c lass were done manual ly .
The owner would copy each emai l  address,  and emai l  customers one by one regarding
their  pot tery p iece paint ing c lasses and pick-up.  

WEBSITE USER EXPERIENCE ERRORS 
Most customers were having t rouble s igning up for  a c lass as the layout  of  the s i te
was not  easy to book.  Some customers would a lso mistakenly book c lasses for  a
di f ferent  locat ion than intended.  Others would get  confused wi th coupon codes,  or
enter ing the r ight  code for  thei r  c lass.

LACK OF, OR NEGATIVE ONLINE REVIEWS
I ts  onl ine l is t ings had low rat ings or  negat ive reviews that  af fected the overal l  rat ing,
turning away potent ia l  customers.  
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Brand & Websi te -  The business did not  have an
establ ished brand or  onl ine presence resul t ing in
inef f ic ient  campaigns and hinder ing business and
prof i t  growth.  With st rategy,  branding,  design,  and
user exper ience,  the c l ient  was able to bui ld a st rong
brand fo l lowing and scale.
List ings -  After  set t ing up onl ine l is t ings for  the
websi te,  and launching strategies to encourage
posi t ive reviews,  t raf f ic  to the s i te and c lass bookings
increased.
Automat ions -  Communicat ion wi th customers was
automated through the websi te,  saving the business an
average of  5 hours per week,  or  260 per year.
Socials -  The c l ient 's  socia l  media was t ransformed
through strategy,  branding,  and automated schedul ing,
which doubled the account 's  fo l lowing.

Delivered ARTime BARRO a white-glove account
management experience.

ARTIme BARRO's onl ine presence and brand were
complete ly managed. The business did not  have to worry
about  socia l  media,  websi te updates & user exper ience,
fo l low-up emai ls  to customers,  l is t ing updates,  and
reputat ion management.

ARTime BARRO brand and business were able to grow
and thr ive through the management,  s t rategy,  and
execut ion of  goals.

Strategy
After  d iscussing wi th the c l ient  about  the business
struggles and goals,  I  created a ta i lored strategy and plan
for  the business.
Execut ion
Using project  management tools to st reaml ine
communicat ion,  workf lows,  del iverables,  and feedback we
made i t  easy to turn their  ideas f rom vis ion to real i ty .

VERITOLL LLC PAGE 2

Case Study

EXECUTION
RESULTS

248% increase in monthly
revenue average
$20K/M+ addi t ional  revenue
col lected monthly
260 hours saved annual ly  in
communicat ing wi th
customers
145% more bookings every
month
222% increase in monthly
websi te v is i ts   
Scal ing to 4 studio
locat ions,  2 more
establ ished,  1 of  which is
internat ional
98% growth in Instagram
fol lowers 
1131% average increase in
Google l is t ings c l icks

Addi t ional  monthly revenue
col lected

+ $20,000/m

145%
More bookings every month

Saved annual ly  in
communicat ing wi th customers

260 hours
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My mission is  to empower business
owners by help ing them establ ish a
successful  brand and business.  I  do th is
by working di rect ly  wi th c l ients to guide
them through the process of  def in ing a
company’s ident i ty  and sol id i fy ing i t  as a
successful  enterpr ise.  I  empower c l iente le
to bui ld thei r  brand,  establ ish a business,
and run i t  successful ly  by help ing them
def ine their  company's ident i ty .

ABOUT  

Case Study

Sara Berber i PAGE 5

Sara Berber i  supports business growth
through dig i ta l  market ing & design
innovat ion.

Your success is  wi th in reach.  I  can
help you get  there.

I  wi l l  work c losely wi th you and your team to
develop a market ing strategy that  wi l l  help
your business grow.

STRATEGY

Social  Media Management
List ings & Reputat ion Management
SEO Audi t  & Maintenance
Customer Support  
Websi te Design & Management
Report ing & Analyt ics

SOLUTIONS

The Bundle (Websi te & Market ing)
Websi te Only Plan
Market ing Only Plan

PRODUCTS

 I  wi l l  help your company stay on t rack wi th
proven strategic p lanning and project
management.  A successful  s t rategy must  be
fol lowed through wi th d i l igent  execut ion.

EXECUTION

https://www.saraberberi.com/
https://www.saraberberi.com/web-design
https://www.saraberberi.com/marketing
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CONTACT ME

IN NEED OF MARKETING OR DESIGN?

CLICK HERE

http://saraberberi.com/

