
   The Challenge

Getty Images was considering a Marketing  
Automation solution. They’d already read enough 
best practices about solutions to know they had to 
choose based on their own requirements and use 
cases, rather than just picking a product. 

They wanted to start by understanding their own 
existing processes better, and then select a prod-
uct that mapped to their use cases. They also 
realized they needed guidance to assess their own 
processes and make the best selection. 

Getty Images Case Study

www.pedowitzgroup.com   |   Call us at 855-REV-MKTG   |            @revenuemarketer

   The Solution

Through white papers and thought leadership, as 
well as personal recommendations, Getty Images 
found the Pedowitz Group. “We were looking at 
other consultants as well and ended up with the 
Pedowitz Group, based on positive client 
references and also on the white papers they’d 
published,” said Rachel Dennis, Director Lead 
Generation at Getty Images. “Once we talked to 
the team, we saw they had an understanding of 
sales and our challenges specifically. 

Not only that, they could articulate our challenges 
back to us so we knew they understood.” This 
gave her confidence that the Pedowitz Group 
would be able to work with them through the BPR 
and vendor selection and would be scalable to 
their needs.  

“We feel fully confident in the decision and the process that we’ve made 
the right choice in partner and taken the right steps in the right way. The 
Pedowitz Group will help us identify where our challenges are and how to 
proceed to face those challenges in the best way possible.”

The Revenue Marketing Agency

- Rachel Dennis, Director Lead Generation, Getty Images



The first project for which Getty Images engaged 
the Pedowitz Group was a Business Process 
Review (BPR). The Pedowitz Group suggested 
some global research with the executives, 
managers and representatives from Sales, as well 
as executives and management from Marketing. 
This provided the foundation from which both the 
vendor selection would flow and also gave the 
Pedowitz Group a 360- degree view of Getty 
Images’ business and challenges.

This involved over 30 interviews, across five 
territories, with members of the Getty Images 
team. During the process Getty Images gained 
confidence in their partner selection as the 
Pedowitz team asked the right questions, gave the 
right answers, and provided Getty Images with a 
structure to understand their processes.
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   How The Pedowitz Group Helped

Through the process, the Pedowitz Team was 
able to build relationships throughout Getty 
Images business and provided a base for the 
next steps.

“Despite a complex model,” said Rachel Dennis, 
“Jen Erale and Debbie Qaqish have managed to 
navigate their way through the organization.

During the BPR, the Pedowitz team spent a lot of 
time talking to key players and worked on agenda 
for BPR, making sure they got the right people in 
the room together.” Rachel adds that, “despite a 
diverse group of people, the Pedowitz team kept 
everyone on track and engaged throughout the 
process.



”A great advantage to the methods used by the 
Pedowitz Group was that they gave the Getty 
Images team the tools, structure and insight to 
enable them to run a similar BPR session with the 
London based team, following that led by the 
Pedowitz Group in New York. 

The result of the BPR was documented use cases 
and a requirements list. This provided the basis for 
Getty Images’ next project with the Pedowitz Group: 
the vendor selection. With the use cases as a tool, 
the Pedowitz Group navigated the process of 
sending the requirements to three vendors and 
fielded questions and responses.
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   How The Pedowitz Group Helped

“There was never any bias from the Pedowitz Group team over who we should go with,” noted Rachel 
Dennis. “When there was a concern, there was a considered opinion about how that would relate to the 
functionality of the product and the needs of the team. They provided a consistent, fair and considered 
opinion based on our use cases and vision.”

“From a strategic role, we knew where we wanted to be and knew we had a 
long way to reach that goal. The Pedowitz Group was the accelerator to help 
us get from A to B.”

- Rachel Dennis, Director Lead Generation, Getty Images



Pick the right partner from the 
beginning, and let the way they 
work with you ensure you made 
the right decision.

Look first at your existing 
processes before choosing a 
Marketing Automation platform. 

Your needs should drive the 
technology you choose, the 
technology should not steer the 
use cases you can have.

Getty Images Case Study

www.pedowitzgroup.com   |   Call us at 855-REV-MKTG   |            @revenuemarketer

Once you have a Business 
Process Review, it lays the basis 
for your other decisions going 
forward: you have your use cases, 
requirements, and business 
interactions documented.

Global sales and marketing teams 
that are focused on the same 
definitions, the same processes, 
and the same business goals.

A faster, more comprehensive 
vendor evaluation that enabled 
Getty Images to make the right 
platform decision with confidence.

“We couldn’t have done it all at the level we did without the Pedowitz 
Group,“especially the architectural piece. The Pedowitz Team provided us 
with the right skills and experience to get the job done, and at the same 
time they are easy to work with.”
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- Rachel Dennis, Director Lead Generation, Getty Images

   Lessons Learned    Key Benefits


