
pe reier 
ealt

pex remier ealty boosted appointment bookings by 

2 n 5 months by sing WorksBuddy ios lifecycle 

segmentation to ersonalize email ourneys for 5,000 

real estate leads.

pex remier ealty, a fast-roing rizona brokerage ith 5,000 leads, mproved 

ts email marketing sing WorksBuddy ios lifecycle segmentation, turning eneric 

roperty pdates nto ersonalized buyer ourneys and ncreasing appointment 

bookings by 2 n ust five months.

ios udience ntelligence ngine ngested eight ears of pexs lead data 

nuiry forms, open house sign-ns, ast search behavior on the pex 

roperty ortal, and historical email engagement and built ranular buyer 

rofiles organized nto seven actionable segments

or each segment, io deployed a dedicated automated email track aligned 

to that buyer ersonas specific ourney stage, content references, and 

conversion oal

Case Study 2

Clearbridge 
Digital Group
Digital Transformation Consultancy

Digital 
Services
 Chicago, IL Lio · Inzo · Sigi95 Employees

Clearbridge Digital Group helps mid-sized enterprises modernize 

tech, customer experience, and data across healthcare, finance, 

and retail. With 60+ active clients, their success depends on 

strong delivery and clear reporting. By late 2023, they had 

scaled to 95 employees across multiple teams. But rising client 

expectations began outpacing their ability to track, bill, and 

report effectively.

ach email as co-branded ith the assigned agents hoto, direct hone umber, and 

ersonal bio  making every automated email feel like a direct message from a trusted 

advisor rather than a corporate broadcast. ios ttribution Dashboard tracked the 

complete ath from email open to appointment booked, iving both agents and 

marketing leadership real-time isibility nto email-driven revenue.

he overarching strategy as built on a single uiding rinciple every email 

should feel like t as ritten specifically for the erson receiving t, by the 

agent ho nos them. his yper-ocal, yper-ersonal hilosophy 

manifested n three content layers

eighborhood ntelligence  hyperlocal market data sold rices, days on market, 

rice-er-s-ft specific to each leads searched  codes, enerated dynamically 

for each email

Behavioral riggers  emails fired automatically hen a lead returned to the pex 

ortal to ie a roperty, ith content featuring that exact listing lus three 

similar alternatives

ife tage elevance  content adapted to buyer lifecycle signals re-approval 

emails for Warm rospects, euity roth data for ast Clients, and cap rate 

calculators for nvestors.

ase  uyer D rofiling  List Segmentation ees 

he uxury Buyers track he pex rivate Collection achieved a remarkable 6.2 

open rate  the highest n pexs history

he nvestor rospects track enerated  e multi-roperty transactions orth an 

average of 0 each

gent-ersonalized emails outperformed eneric company emails by 3.2x on 

appointment booking rate

Cold lead reactivation campaign recovered 2,00 dormant contacts, ith ,300 re-

engaging ithin 30 days.

ase 2 Lifecycle Email Tracs   ersonalied ourne

 Seuences ees 

WorksBuddy io ave pex remier ealty something o batch-and-blast email tool 

ever could the ability to have 5,000 ndividual conversations at scale. By treating 

each lead as a niue buyer ith specific eeds, budgets, and timelines, pexs 

email rogram shifted from a liability high nsubscribes, lo engagement to a 

competitive advantage. he brokerage o attributes 22 of all appointment 

bookings to email, a channel that reviously contributed less than 3.

ase  gentLeel ersonaliation  ttriution

Tracing ees 



 contact list enerating, a 

 aerage open rate well below the 

real state industry aerage of 

ll contacts receiing the same 'This 

Week's ot istings' mail, regardless of 

budget range, property type preference, 

 massie segment of 'old leads'  

contacts who ad inuired 

 and one completely cold, enerating 

near-

ndiidual agents managing their own ad-

oc mail follow-ups ia Gmail, creating 

an inconsistent brand perience and 

compliance posure.

 into which mail interactions were driing actual appointments 

or property tours, no attribution model isted.

The Challenge: Complexity Without Visibility

Running a multi-client consultancy at scale is an operational juggling act. Clearbridge's specific pain points 

were both costly and reputationally risky:

We were so focused on transforming our clients' 

operations that we neglected our own. The irony 

wasn't lost on us. We needed a partner who could 

do for us what we do for others.

Serena Whitfield Managing Director, Clearbridge Digital Group

The Challenge

ur agents were doing their own thing with mail  some were reat, most were 

inconsistent. We ad a company-wide mail program that just blasted eryone the same 

listings ery week. The unsubscribe rate was creeping up and nobody new why.

Director of Marketing, pe remier Realty

ason Whitmore

engaged within  days, pre-approed, 

actiely searching

 Months Dormant  old inuiries 

needing a re-entry trigger

 Month orion  browsing but not 

yet pre-approed or committed.

closed transactions, primed for referral and 

repeat business campaigns.

high-net-worth segment reuiring 

concierge-leel content.

multi-property, cap-rate focused, data-

heay preferences.

homeowners who had reuested a 

CM or aluation in the past.

io turned our ight-ear-old lead database from a storage problem into our best-

performing marketing channel. We're now closing deals from leads that were four ears old 

 people we thought were one foreer.

Director of Marketing, pe remier Realty

ason Whitmore



 contact list generating, a 

 average open rate well below the 

real estate industry average of 

ll contacts receiving the same his 

eeks ot Listings email, regardless of 

budget range, property type preference, 

 massive segment of old leads  

contacts who had inuired 

 and gone completely cold, generating 

near-

Individual agents managing their own ad-

hoc email follow-ups via mail, creating 

an inconsistent brand eperience and 

compliance eposure.

 into which email interactions were driving actual appointments 

or property tours, no attribution model eisted.

The WorksBuddy Solution

WorksBuddy conducted a 2-week operational audit of Clearbridge's delivery, finance, and reporting workflows before implementation 

began. The findings confirmed that all three products - LIO, INZO, SIGI,  were needed to address different layers of the problem.

Lio: Client Delivery Command Center

Created a master delivery dashboard giving all project managers a single real-time view of 

all 60+ client engagements status, milestones, health scores, and upcoming deliverables.


Built automated scope-tracking alerts: Lio monitors hours logged against contract budgets in 

real time and triggers notifications to account leads when engagements reach 75%, 90%, 

and 100% of scope.


Deployed automated weekly client status update templates that pulled current milestone 

data from Lio into pre-formatted reports reducing per-client reporting time from 90 

minutes to under 10.


Implemented resource allocation views showing live consultant availability, skills, and 

utilization rates enabling smarter staffing decisions before projects begin.

e Callene

Our agents were doing their own thing with email  some were great, most were 

inconsistent. e had a company-wide email program that ust blasted everyone the same 

listings every week. he unsubscribe rate was creeping up and nobody new why.

Director of arketing, pe remier ealty

ason hitmore

he  ue  oilin  i Seention ee 

engaged within 0 days, pre-approved, 

actively searching

16 onths Dormant  old inuiries 

needing a re-entry trigger

6 onth orizon  browsing but not 

yet pre-approved or committed.

closed transactions, primed for referral and 

repeat business campaigns.

high-net-worth segment reuiring 

concierge-level content.

multi-property, cap-rate focused, data-

heavy preferences.

homeowners who had reuested a 

C or valuation in the past.

he  iele il T   eonlie oune

 Seuene ee 

he  eneel eonlition  tiution

Tin ee 

Lio turned our eight-ear-old lead database from a storage problem into our best-

performing marketing channel. ere now closing deals from leads that were four ears old 

 people we thought were gone forever.

Director of arketing, pe remier ealty

ason hitmore

https://worksbuddy.ai/
https://worksbuddy.ai/


 contact list generating, a 

 average open rate well below the 

real estate industry average of 

ll contacts receiving the same 'his 

eek's ot Listings' email, regardless of 

budget range, property type preference, 

 massive segment of 'old leads'  

contacts who had inuired 

 and gone completely cold, generating 

near-

Individual agents managing their own ad-

hoc email follow-ps via mail, creating 

an inconsistent brand experience and 

compliance exposure.

 into which email interactions were driving actual appointments 

or property tours, no attribution model existed.

Inzo: Integrated Time Capture & Accurate Billing

Consultants now log time directly within the relevant Lio project task Inzo 

automatically captures those entries and maps them to the correct client billing 

code.


Built automated invoice generation workflows that assemble itemized client 

invoices from approved time logs at the end of each billing cycle eliminating the 

manual assembly process entirely.


Configured multi-tier billing rate logic to handle Clearbridge's varied pricing model 

(different rates by consultant seniority, project type, and client contract 

structure).


Implemented a client payment portal integrated with Inzo, giving clients a 

frictionless self-serve experience for reviewing and approving invoices cutting 

payment processing time significantly.

Te Callenge

ur agents were doing their own thing with email  some were great, most were 

inconsistent. e had a company-wide email program that ust blasted everyone the same 

listings every week. he nsubscribe rate was creeping p and nobody new why.
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real estate industry average of 

ll contacts receiving the same his 

ees ot Listings email, regardless of 

budget range, property type preference, 

 massive segment of old leads  

contacts who had inuired 

 and gone completely cold, generating 

near-

Individual agents managing their own ad-

hoc email follow-ups via mail, creating 

an inconsistent brand experience and 

compliance exposure.

 into which email interactions were driving actual appointments 

or property tours, no attribution model existed.

Sigi: Firm-Wide Intelligence & Client Insights

Built an executive portfolio dashboard that shows revenue recognized, hours 

delivered, gross margin by engagement, and team utilization all updated in real 

time.


Configured Sigi to automatically generate client-facing monthly performance 

summaries, pulling delivery metrics, milestone completions, and budget status from 

Lio and Inzo into branded PDF reports.


Deployed profitability analytics by client, service line, and consultant giving 

leadership clear visibility into which engagements and team members drive the 

strongest margins.


Set up automated anomaly detection: Sigi flags any engagement where hours-to-

revenue ratio deviates more than 15% from historical norms, surfacing potential 

scope or staffing issues early.

he Chllenge

ur agents were doing their own thing with email  some were great, most were 

inconsistent. e had a company-wide email program that ust blasted everyone the same 

listings every wee. he unsubscribe rate was creeping up and nobody new why.

Director of areting, pex Premier ealty
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engaged within  days, pre-approved, 

actively searching

1 onths Dormant  old inuiries 

needing a re-entry trigger

 onth orizon  browsing but not 
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repeat business campaigns.
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concierge-level content.

multi-property, cap-rate focused, data-

heavy preferences.

homeowners who had reuested a 
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A contact ist enerating, a 

 average open rate ell belo the 

real estate industry average of 

All contacts receiving the same This 

ees ot istings email, regardless of 

budget range, property type preference, 

A massive segment of old eads  

contacts ho had inuired 

 and one completely cold, enerating 
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hoc email folloups ia mail, creating 

an inconsistent brand eperience and 

compliance eposure.

 into hich email interactions ere riving actual appointments 

or property tours, o attribution model eisted.

Strategy & Time/Cost Savings

Total estimated monthly time savings: 560+ hours. At an average billing rate of $145/hour for senior consultant time, 

automated reporting alone recovered over $52,200 in productive billable hours per month, and eliminated $280K in 

annual unbilled scope creep.

Te Caenge

ur agents ere oing their on thing ith email  some ere reat, most ere 

inconsistent. e had a companyide email program that ust blasted everyone the same 

istings every ee. The unsubscribe rate as creeping up and obody ne hy.
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engaged ithin 0 days, preapproved, 

actively searching
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yet preapproved or committed.
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 people e thought ere one forever.
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Key Results & Performance Improvements

Running a multi-client consultancy at scale is an operational juggling act. Clearbridge's 

specific pain points were both costly and reputationally risky:
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 contact list generating, a 

 average open rate well below the 

real estate industry average of 

ll contacts receiving the same 'This 

Week's ot Listings' email, regardless of 

budget range, property type preference, 

 massive segment of 'old leads'  

contacts who had inuired 

 and gone completely cold, generating 

near-

ndividual agents managing their own ad-

hoc email follow-ups via Gmail, creating 

an inconsistent brand experience and 

compliance exposure.

 into which email interactions were driving actual appointments 

or property tours, no attribution model existed.

Overall Business Impact
The impact of WorksBuddy on Clearbridge Digital Group extended far beyond internal efficiency. By reclaiming 

hundreds of hours of operational overhead, Clearbridge was able to redirect its most valuable asset, senior 

consultant time, toward actual client delivery.

Clearbridge onboarded 11 new client engagements in Q2 2024 without adding headcount — a direct result of Lio's 

capacity visibility enabling smarter resource planning.


Net Promoter Score (NPS) from existing clients improved by 31 points in 2024, with client feedback specifically citing the 

quality and timeliness of WorksBuddy-powered status reports.


Clearbridge's gross margin improved by 9 percentage points in the 6 months following full WorksBuddy deployment, driven 

by recovered unbilled work and reduced billing overhead.


Three Clearbridge senior consultants who had been considering leaving cited the operational improvements as a key 

reason for staying reducing costly turnover.

"We brought WorksBuddy in to solve an operational problem. What we got was a competitive advantage. Our 

clients notice the difference in how we deliver, and our team notices the difference in how we work."


Serena Whitfield Managing Director, Clearbridge Digital Group

e allene

ur agents were doing their own thing with email — some were great, most were 

inconsistent. We had a company-wide email program that ust blasted everyone the same 

listings every week. The unsubscribe rate was creeping up and nobody knew why.

Director of Marketing, pex Premier ealty

ason Whitmore

hase  Buyer  rofiling  ist egmentation Weeks 

engaged within 30 days, pre-approved, 

actively searching

(1236 Months Dormant) — old inuiries 

needing a re-entry trigger

(36 Month orion) — browsing but not 

yet pre-approved or committed.

closed transactions, primed for referral and 

repeat business campaigns.

high-net-worth segment reuiring 

concierge-level content.

multi-property, cap-rate focused, data-

heavy preferences.

homeowners who had reuested a 

CM or valuation in the past.

hase  ifecycle mail racks   ersonalied ourne

 euences Weeks 

hase  gentevel ersonaliation  ttribution

racking Weeks 

Lio turned our eight-ear-old lead database from a storage problem into our best-

performing marketing channel. We're now closing deals from leads that were four ears old 

— people we thought were gone forever.

Director of Marketing, pex Premier ealty

ason Whitmore

https://worksbuddy.ai/
https://worksbuddy.ai/
https://worksbuddy.ai/
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 into which email interactions were driving actual appointments 

r property tours, no attriution model existed.

Why WorksBuddy?

Every growing technology company reaches an inflection point where the tools and processes that got them here 

can no longer take them where they need to go. WorksBuddy was built for exactly that moment, the moment 

when scattered spreadsheets, disconnected software, and manual processes stop being inconvenient and start 

being expensive
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