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Building a Brand 
from Scratch: 
S-Cubed’s 
Growth Story 
with Swingate’s 
Marketing as a 
Service (MaaS).



The client 
S-Cubed Advisory is a newly established business advisory 

firm that supports entrepreneurs and business owners 
across every stage of their journey — from starting up and 
scaling up, to ultimately selling up. With a mission to guide 
clients through the complexities of growth and transition, 

S-Cubed brings expert insight and hands-on support to help 
businesses make informed decisions and build sustainable 

success from the ground up.



Starting from scratch was daunting, but 
Swingate made it easy. They built our brand, 
launched our website, and got us out into the 
world fast. It’s been like having a full marketing 
team on our side without the hassle — exactly 
what we needed. 

Rob Goddard 
Executive Chairman 

S-cubed Advisory



The Challenge
As a brand-new start-up, S-Cubed 
Advisory was starting from a blank slate. 
While the founders brought extensive 
business expertise, they had no marketing 
infrastructure, presence, or resources in 
place. To successfully launch and position 
the business in a competitive market, they 
needed to quickly establish a credible 
brand and build visibility from day one. 
Key challenges included:

No in-house marketing team 
or expertise to support the 
business launch.

No existing brand identity, 
messaging, or digital presence.

The need to create and optimise a 
new website from scratch.

A lack of defined target personas or 
marketing strategy to guide outreach.

Limited time and resources to 
coordinate marketing efforts 
internally while building the business.



The Smart  
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to Buying a Business
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The Solution
Swingate delivered a full Marketing as a 
Service (MaaS) solution, acting as S-Cubed’s 
outsourced marketing partner from day one. 
Our team handled all aspects of planning, 
development, and execution to support a 
successful launch and ongoing visibility. The 
MaaS package included:

Logo and Branding Design

Website Design and Development

Search Engine Optimisation (SEO)

Content Creation

Marketing Personas

Playbook Creation and Promotion

Webinar Creation and Promotion

Event Marketing

Lead-Generation marketing strategy



Key components 
of the campaign:

Creation of a modern, professional brand identity to 
establish S-Cubed’s credibility and market position.

Logo and Branding Design



Key components 
of the campaign:

End-to-end design and build of 
a fully responsive, SEO-friendly 
website to introduce the firm and 
convert visitors.

Website Design and 
Development: 



Key components 
of the campaign:

Identification and definition 
of key audience profiles to 
inform strategic messaging 

and campaign targeting.

Marketing Personas

The Opportunistic Acquirer

Alastair  
“Ali”  
Johnson
Age: 45
Gender: Male
Location: London, UK

Ali is the founder and CEO of a small but fast-growing group of technology consultancies, turning 
over ~£10m with ~30 staff. He’s on a 12-month mission to acquire multiple complementary 
businesses, aiming to double turnover and headcount. Ambitious, data-driven, and keen to become 
the dominant player in his market, Ali understands that strategic acquisitions bring economies of 
scale and cross-selling opportunities. He values sound financial planning and clear tax-efficient 
structures for his “buy-and-build” strategy.

About
•  Founder
•  CEO
•  M&A Lead
•  Finance Director
•  Managing Director
•  M&A Director
•  Chairman

Typical Job Roles:

Engagement Points
Awareness:  
M&A-focused articles, ‘Guide to 
Buying & Building’ eBook

Consideration:  
Detailed ROI calculators, success 
stories of acquisitions

Installation/Implementation:  
Post-acquisition  
integration roadmaps

Ongoing Support:  
Mentoring on scaling  
newly acquired teams

I want 1+1 to  
equal 3-if not 4.  
Let’s make the 
most of every  
acquisition.

Information Sources

• Financial Times, The Economist  
   (Macro trends & M&A updates)

• M&A Blogs/Webinars  
   (Strategy & best practices)

• LinkedIn Thought Leaders  
   (Deal structuring & negotiations)

Information Needs

• Industry benchmarks & M&A multiples

• Case studies on buy-and-build success

• Tax & legal frameworks  
   for group structures

• Negotiation tips & integration checklists

• Economic trends, analysis and predictions

Social Media Activity

Daily (M&A, industry connections)

LinkedIn

Frequently checks finance news, quick insights

X (Twitter)

Rarely uses professionally

Facebook

Watches short acquisition success stories

YouTube/
Webinars

Goals & Motivations

• Accelerate growth via strategic acquisitions

• Achieve market dominance  
   in the tech consulting space

• Leverage cross-selling & upselling opportunities

• Build a legacy brand primed for a future,  
   potentially lucrative exit

• Sets ambitions and goals ahead of acquisition,  
   such as a target exit year, and anticipated future  
   sale price (normally within a 3-5 year period)

Frustrations & Challenges

• Identifying suitable targets that match  
   his strategic vision, and have realistic  
   valuations in mind

• Time-intensive negotiations  
   and integrating diverse teams

• Navigating tax and legal complexities  
   with minimal disruption

• Maintaining focus on day-to-day  
   operations amidst rapid growth

Competencies

Commercially minded

Technology-aware

Detail-focused

Negotiation-savvy

DevicesDecision-Making Style

• Analytical & ROI-Focused:  
   Leans on numbers, valuations, & robust forecasts.

• Bold & Ambitious:  
   Ready to take calculated risks to stay ahead.

• Considers Influencers:  
   Decisions always require board approval.

Decision Power

Decision Maker

Influencer

Purchaser

Strategic Tactical

Primary for financial  
modelling & research

Real-time deal updates,  
LinkedIn engagement

Reading in-depth sector  
reports on the go

I’m growingquickly 
-butIwanttodoit 
theright way. Let’s 
buildabusiness 
that’sready 
foranything.



Key components 
of the campaign:

Creation of branded 
marketing playbooks to 
support lead generation 
and reinforce expertise.

Playbook Creation 
and Promotion

How to sell my business:

A Strategic Guide  
to Selling Your Business  
with Confidence
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The Results
A professional and cohesive brand 
identity was developed and launched 
across all platforms within 4 weeks.

A fully optimised website went live 
in under 6 weeks, began attracting 
organic traffic from day one, and 
generated a consistent boost in 
direct enquiries - averaging 25 
leads per month.

Delivered marketing assets and 
support for a key event,  contribution 
to an over subscription to the event.

Achieved first-page Google 
rankings for 5 key service pages 
within the first 3 months for 
targeted keywords.

Published over 12 pieces of 
original content — including 
blogs, thought leadership articles, 
and guides — in the first quarter, 
helping position S-Cubed as a 
credible and knowledgeable 
player in the market.

45%
increase in website traffic 
month-on-month in the 
first quarter post-launch.

Successfully launched the
first in a webinar series, driving
registrations and engagement 
through a targeted promotion 
strategy and an automated
post-webinar follow-up programme.

Established a fully outsourced 
marketing operation, enabling 
the founders to focus on business 
development and client delivery 
while Swingate managed the full 
marketing function.



Other brands utilising Swingate’s 
digital marketing solutions are:



Marketing and Design

Swingate Design Ltd 
The Square 
Arena Business Centres
Basing View
Basingstoke
RG21 4EB

hello@swingatedesign.co.uk
swingatedesign.co.uk
01256 436213

Let us show you 
what we can do!


