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About the Company 
Lars Hilse ï Web Strategy & E-Business Development Consultants is a management consultancy 

founded in 2008 to advise and assist organizations during the creation, evolution and unification of 

their web related marketing and product distribution efforts, in particular with the seamless 

integration of complex workflow, customer relationship management, customer-service, and other 

related issues. 

WHAT IS OUR FOCUS? 

ƀAlways Pro-Customer ƀVendor Independence ƀMaximize Return-Of-Investment (ROI) ƀReduce 

Customer Service Costs ƀIncrease Online Sales & Internet Lead Conversion ƀEscalate Customer 

Service Level& Customer Satisfaction ƀAmplify Market Visibility ƀEnhance Competitive Advantage 

HOW DO WE HELP?  

We assess the status quo upon which we develop an individual strategy. Both planning and execution 

are continuously monitored and inspired by us either through a project/crisis management or interim 

management contract or advisory board appointment. Other methods include ƀworkshops ƀinnovative 

brainstorming sessions ƀsocial media trainings (particularly for sales) 

WHAT PROBLEMS CAN WE SOLVE?  

 

WHO CAN WE HELP AND HAVE WE HELPED? 

ƀBanking ƀInsurance ƀRetail ƀLegal ƀHospitality ƀProfessional Services ƀPharmaceuticals ƀHuman 

Medicine ƀTelecommunications ƀICT ƀGovernment/Defense ƀTourism ƀHuman Resources ƀand many 

more...  

WHERE HAVE WE HELPED?  

ƀU. S. A. ƀCanada ƀUnited Kingdom ƀFrance ƀSpain ƀItaly ƀGermany ƀPoland ƀDenmark ƀAustria 

ƀSwitzerland ƀThe Netherlands ƀBelgium ƀGreece ƀRussia ƀIndia ƀChina ƀHong Kong ƀIndonesia 
ƀPhilippines ƀIsrael ƀUnited Arab Emirates ƀSaudi Arabia ƀetc...  
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About Lars Hilse  
Web guru & insurance pro with a passion for psychology and quantum mechanics 

Hilse was born in 1979 and started his career in the German insurance sector in 1999 where he 

specialized in corporate/industrial risks and asset management. 

The profound knowledge about customer service & relationships (CRM), knowledge management and 

other demands of large organizations he ascertained therein - combined with his lifelong passion all 

things web - quickly made him a globally recognized authority in context 

to developing highly individualized and exceptionally successful concepts, 

strategically positioning his clients well ahead of their competition. 

Beside his utilization of social media for business purposes, Lars 

experiments with several platforms regularly, drawing comparisons 

between them but also making out key differentiators, especially in 

inter-cultural aspects and how to utilize those most efficiently to create 

a competitive advantage for his clients. 

Praised for his enlightening and motivational speeches about search 

engine optimization and the ñnext generation web strategyò he is also author of the book ñAdding the 

E to your Business Strategyò (ISBN 978-0-557-08080-9) as well as publisher of several market 

segment relevant white papers about the internet- and web marketing industry. 

The extraordinary strategies he develops with his clients are backed by his ñ¿ber-human-thinkingò skill 

deriving from his hobbies psychology and quantum mechanics. This talent gives him the capability to 

make out problems or flaws inside organizations and deliver holistic solutions, effortlessly intertwining 

even the most complex or unthought-of issues. 
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Executive Summary  
There is no better way to increase credibility than by presenting success 

ñLars, how can you help us?ò is probably one of the questions I get asked most. 

Because of the complexity and uniqueness of each situation we are confronted with I donôt know until 

sitting together with the client onsite during the assessment period of the assignment to determine 

the status quo (beside digging up problems you may have not even been aware of) and how to most 

efficiently progress from there. 

What you will find in this document are examples of the successes 

we have achieved for past clients and the assignments we are 

currently working on.  

In particular, this paper outlines  

 the significant return-of-investment (ROI) our clients have 

experienced thanks to our work 

 the variety of problems and situations we have been 

confronted with and which we have successfully solved for 

our clients 

 the different business industries and verticals we have 

served 

 the diversity of instruments we comprehend and have 

utilized 

all with the goal to take our client to leadership positions. 

What you will not find in this document are specifics about the assignments we have handled and are 

currently handling or details about and names of our clients because they pay us for the competitive 

advantage we deliver and would not be amused if we were to publish details, allowing their 

competitors to copy them.  

Also, you will not find any negative ROIs. Not because we decided to hide them, but because they 

have not occurred due to the fact that we only take on assignments we can successfully negotiate.  

After having read the cases below you will think about how we can help you. 

Iôm already looking forward to your call so we can find out together when speaking. 

Sincerely, 

 

Lars Hilse ï Founder/CEO 

  

 

WeȭÒÅ out-of-the-box 

thinking E-BUSINESS 

TROUBLESHOOTERS 

with a clear mission 

statement but a 

confusing toolbox 
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1. Financial  
The financial industry is exceptionally regulated, in particular when it comes to marketing and 

advertising.  

While this is understandable to protect clients form ñbad applesò, the legitimate service providers 

suffer immensely from the regulations burdened upon them and not allowing them the usage of such 

efficient marketing instruments like social media and blogging for search engine optimization purposes.  

1.1. Corporate Blogging in the Financial Sector  
 

Location  Europe 

 

Industry  Investment Management; 

51-100 Employees 

Costs for consulting  45,000 EUR 

Costs for execution  17,000 EUR 

Return 1 year  1,200,000 EUR , mainly generated by a drastic 

increase in online sales of their products and 

services through increased visibility on the internet.  

Annualized ROI  1835.5%  

Problem  The problems were the limitations invoked by the financial regulatory 

authorities upon the client in context to Social Media Marketing, Blogging and 

related modern but essential marketing instruments.  

Reaction  Our reaction was to develop their web marketing strategy together with a 

representative from the authorities and our clients compliance department, 

making most efficient use of ñgray areasò which these regulations left open to 

us.  

Solution  The strategy we have developed includes all aspects our client wanted in the 

first place and has led to a significant increase in business generated from 

the internet.  
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1.2. Web Strategy for an online financial provider  
Location  Middle East 

 

Industry  Financial Services;  

101-500 Employees 

Costs for consulting  165,000 EUR 

Costs for execution  95,000 EUR 

Return 1 year  670,000 EUR 

Annualized ROI  157.7%  

Problem  Our client called us because they were losing a continuously increasing 

amount of business to their competition.  

Reaction  Upon the assessment we concluded that it was not only their internet 

marketing efforts which were outdated but that their customer service level 

was lacking several important instruments.  

The immediate measures we undertook consisted of optimizing the entire 

internet marketing efforts including their SEO work and an extensive SEM 

campaign through paid inclusion. The SEO would position them on top 

rankings for search results sustainably. To attain these results immediately 

we implemented the paid inclusion campaign.  

Our reaction towards the problem with the customer service level was 

resolved by implementing a customer relationship management system.  

The CRM would capture the leads of the clients visiting the website and 

seamlessly import them into the system, allowing the team head to assign 

these new leads to the corresponding account manager.  

The amount of data available allowed our client to access detailed reporting 

about the leads and as to the entire process taking place which proved 

valuable also because parts of their team were decentralized.  

In phase two we refined the entire website to meet modern standards in 

context to search engine optimization, accessibility, et. al.  

Solution  Our solution presented immediate success and increased the business and 

customer service level provided by our client.  
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1.3. Crisis Management/Company Turnaround using the Internet  
Location  North America 

 

Industry  Retail & Institutional Banking; 101-500 Employees 

Costs for consulting  55,000 EUR 

Costs for execution  67,000 EUR 

Return 1 year  145,000 EUR 

Annualized ROI  23.9%  

Problem  Our client was one of the first to realize the imminent threat imposed upon 

the financial industry and called us asking how we could help their already 

weakened institute survive.  

Reaction  Only 3 days later we were on location to conduct our assessment, 

brainstorming various ideas on how to make their institute stand out from 

their competitors which we achieved by launching a proactive 

communications campaign, outlining the situation that was developing in 

easily digestible terms so that their clients understood both the threats and 

opportunities.  

Solution  The campaign we initiated conveyed so much trust to their clients that their 

business was hardly affected and their customers and investors left their 

assets and accounts with our client.  

Another positive effect was an actual, mere increase in business due to the 

viral effect created by the clients through word of mouth and deliberately 

placed instruments in the assets we used to communicate with our clientôs 

customers, making it easy for them to redistribute the content. 

 
  



 

CREATING THE LEADERS OF THE DIGITAL ECONOMY 

 

 

Lars Hilse  US +1 206 203 5212   
Web Strategy & E -Business Development  Consultants  UK +44 845 5089559   
Eichstr. 10 B | 25767 Bunsoh | Germany  DE +49 1801 5557775788   
   

WWW.LARSHILSE.COM  

2. Pharmaceutical & Human Medicine  

2.1. Community Building to promote a New Remidy  
 

Location  Europe 

 

Industry  Pharmaceutical, 11-50 Employees 

Costs for consulting  139,000 EUR 

Costs for execution  34,000 EUR 

Return 1 year  941,000 EUR 

Annualized ROI  443.9%  

Problem  The problems our client experienced were due to a diverse market of 

European states and health insurance (both private and government run) 

entities. Another problem this assignment involved was the multiple 

languages spoken throughout Europe.  

Reaction  Creation of a multilingual, unbranded and very search engine optimized 

information portal/social network sponsored by the client to draw attention 

towards their product on the European markets through increased search 

engine traffic initiated by user contributed content by the community. 

Solution  Both the creation and the search engine marketing efforts resulted in a 

significant acceleration of business being generated via the internet 

throughout Europe which still progressively increases because of the 

continuous manifestation and spread of the portal.  

NOTE: Not included in the ROI calculation above is income from advertising 

campaigns on the portal.  
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3. ICT & Telecommunication Industries  

3.1. Reducing Peronnel Costs while increasing Customer Satisfactio n 
 

Location  Asia 

 

Industry  Telecommunications,  

5000+ Employees 

Costs for consulting  300,000 EUR for a 12 month interim contract 

Costs for execution  180,000 EUR 

Return 1 year  1, 53 0,000 EUR  mainly through reduction of 

personnel costs and increased business through 

higher visibility on the internet 

Annualized ROI  218.8%  

Problem  This telecommunications operator experienced difficulties in context to their 

online reputation being compromised on third party discussion boards. 

Secondary objective was to inspire the slow and unresponsive media and 

marketing department to include new and revolutionary aspects into their 

marketing mix, thus bringing the organization forward.  

Reaction  Upon taking the assignment we unified both flaws to one, strategizing a 

moderated discussion forum on their corporate website. The user contributed 

content would then achieve high search engine rankings and once a 

customer-problem was solved by the moderated community (entirely in our 

clientôs sphere of influence) they would be redistributed through the 

corporate blog in form of an article or a video.  

Because of their corporate websiteôs overall high search engine impact and 

the constant contact they had with their clients through invoices, we were 

able to generate a lot of buzz for the solution; the search engine impact also 

drew a lot of their competitorôs clients to their brand.  

Further, this strategy would reduce costs for customer service (call centers 

et. al.) because the operators could now direct more and more customers 

calling for support to the internet for solutions to frequent problems.  

Solution  The first successes are visible already; the corporate website is being totally 

overthought and aspects of community building are adapting in the heads of 

the media and marketing staff.  

  



 

CREATING THE LEADERS OF THE DIGITAL ECONOMY 

 

 

Lars Hilse  US +1 206 203 5212   
Web Strategy & E -Business Development  Consultants  UK +44 845 5089559   
Eichstr. 10 B | 25767 Bunsoh | Germany  DE +49 1801 5557775788   
   

WWW.LARSHILSE.COM  

3.2. Selling Cell Phones on Facebook 
Location  Europe 

 

Industry  Mobile Distribution; 11-50 Employees 

Costs for consulting  21,000 EUR 

Costs for execution  52,000 EUR 

Return 1 year  343,000 EUR 

ROI  369.9%  

Problem  Our client was still selling their hardware through a pdf-list and had 

transitioned to e-commerce distribution through an online shopping cart but 

got no traffic to their site.  

Reaction  After the onsite assessment we determined that they had taken no effort 

whatsoever to market their brand on the web. Our initial measures consisted 

of creating a social media campaign to get them immediate sales. The 

sustainable group of ñfansò we were able to generate for their brand was then 

made aware of a weekly special offer that increased sales progressively which 

still increases on a weekly basis.  

For the B2B channel and the distribution of large quantities of hardware we 

utilized a search engine campaign that delivered them another significant 

increase in business off their (for this market segment slightly adjusted) e-

commerce platform. 

Solution  Our Social Media and SEO solution delivered high impact results and an 

increase in business of almost 370% in the first year alone which is 

continuously and progressively increasing.  

Because of the high search volumes submitted to search engines, phase two 

will consist of creating a community around the brand in context to 

developing an unbranded portal with advertisements where cell phone users 

can discuss problems with their devices and get these problems solved with 

professional help provided by moderators.  
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4. Legal Services 

4.1. Preventing Data Theft  
 

Location  North America 

 

Industry  Legal Services; 101-200 Employees 

Costs for consulting  79,000 USD 

Costs for execution  47,000 USD 

Return 1 year  N/A 

Annualized ROI  N/A 

Problem  The IT infrastructure of this client was compromised by employees taking 

sensitive files out of the office and distributing them via email uncontrolled.  

The reason we were called was that one employee was being blackmailed into 

extracting files and sharing them with third parties. The cases this law firm 

handles are of extremely sensitive nature. 

Reaction  In the brainstorming/assessment phase of the meeting we determined the 

security of the current environment. The assessment left us no choice but to 

implement an electronic file management and endpoint security strategy to 

prevent illegal/accidental file extraction from the corporate network. The 

strategy we suggested relies on multi-level-security and access (MLSEC) 

principals.  

Employees are only granted access to files related to cases they are currently 

involved with. Access is discontinued once the association to the case has 

ended. Any access, copying, moving, printing, emailing and altering to/of all 

files is logged. The log-files are unalterable. 

Solution  While there are no metrics to determine the actual ROI of this project, the 

execution of the strategy Lars Hilse developed proved to be exceptionally 

successful and failsafe.  
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5. Government, Military, Defense  

5.1. Advisory -Interim for a Financial Regulatory Authority  
 

Location  Asia 

 

Industry  Government 

Costs for consulting  490,000 EUR as an annual advisory and interim 

contract 

Costs for execution  N/A 

Return 1 year  664,000 EUR through the reduction of personnel 

and documentation costs 

Annualized ROI  35.5%  

Problem  This client called us to solve the difficulties they were experiencing, keeping 

up with the rapid development of all things internet marketing in context to 

customer investment security.  

Reaction  We are helping the client create feasible, clear guidelines for the financial 

institutions operating in their sphere of influence, focusing mainly on non-

institutional investment security without compromising the marketing success 

of the financial institutions, banks and insurances.  

Further, we will become the primary point of contact for the financial 

institutions and assist them onsite upon the implementation and execution of 

the guidelines.  

Solution  Our involvement will lead to the termination of an entire department which 

was trying to keep up with the evolution of internet marketing, in particular 

with the constantly changing internet-marketing instruments and keeping 

pace adapting these guidelines towards new trends.  
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6. Tourism  

6.1. Social Media as a product for  a Tourism Marketing Provider  
 

Location  Europe 

 

Industry  Domestic Tourism 

Costs for consulting  9,000 EUR 

Costs for execution  27,000 EUR 

Return 1 year  98,000 EUR 

Annualized ROI  172%  

Problem  This client, who provides marketing solutions for the tourism industry, 

experienced an ever increasing demand for social media aspects in the 

marketing mix they provided. They could not deliver because they were 

lacking the necessary expertise.  

Reaction  We were asked to assist in the development of social media aspects into their 

portfolio.  

During the onsite consulting we added the redefinition of their website 

analytics efforts and proactive website visitor engagement to their numerous 

portals beside many other improvements to their communication campaign. 

Further, we reinitiated their email-marketing efforts to increase the opening 

rate and the spread of the newsletter through social media tools etc.  

Solution  Only with the knowledge ascertained during the assessment period, the client 

was able to equip their sales staff with enough information to sell the 

additional services leading to revenue of over 98,000 EUR in less than a year.  

We are currently assisting in the R&D-process, developing standardized 

products which will make sales easier and enabling the client to offer a 

continuous service level.  
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7. Professional Services  

7.1. Creating a Community around a Software as a Service product  
Location  North America 

 

Industry  Professional Services for the US Real Estate Sector, 

11-50 Employees 

Costs for consulting  1,590,000 EUR (also includes documentation) 

Costs for execution  20,000,000 EUR 

Return 1 year  53,000,000 EUR 

Annualized ROI  146.4%  

Problem  Our client pursued the idea of creating a ñSoftware as a Serviceò (SaaS) 

targeted towards the U. S. Real Estate market. 

However, the calculations he made in the business plan would not turn out 

satisfactory.  

Reaction  Upon the 6 week consulting session we determined that the key to success 

lay in the creation of a community around this software, serving not only as 

an intelligence exchange and generating lots of valuable user contributed 

content, but also as an ingenious advertising platform for service providers 

which are regionally limited operationally.  

Solution  This concept is still in execution however the business plan we were able to 

create (based on the new figures) turned out to predict an ROI of over 140% 

in the first year alone.  

NOTE: Because this project is in the execution phase we are not able to 

present anything more than assumptions based on the business plan and 

associated documentation we have made during the 6 week assessment 

session.  
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7.2. Improving Socia l Media  to make Venture Capital Funding easier  
 

Location  Middle East 

 

Industry  Professional Services International Trade and 

Development, 11-50 Employees 

Costs for consulting  125,000 EUR 

Costs for execution  2,125,000 EUR 

Return 1 year  11,943,000 EUR 

Annualized ROI  430.8%  

Problem  This client wanted to go into the next round of funding with their social media 

platform for international trade and development but was turned down by 

VCs and angel investors alike.  

Reaction  We brainstormed a variety of additional ideas which were to be implemented 

to the solution, increasing the Price-Per-User by 250%. We rewrote the entire 

software requirements and specifications document as well as the beta to 

have a feasible proof of concept.  

Solution  The result was that the funding of well over 2 million EUR was granted to the 

platform and it is now in execution. The implemented measures led to the 

Return outlined above, increasing the value of the intelligence held inside the 

portal to that amount.  
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8. Human Resources 

8.1. Next Generation Job Portal  
Location  Asia (Jakarta, Indonesia) 

 

Industry  Human Resources, Sole Proprietorship  

Costs for consulting  150,000 EUR for software requirements and 

specifications document 

Costs for execution  N/A 

Return 1 year  N/A 

Annualized ROI  N/A 

Problem  Due to his career long experience in the APAC HR sector our client wanted to 

invest into the creation of a revolutionary job portal, eliminating all the flaws 

he regularly found in working with existing portals. 

Reaction  During our 6 week stay with the client in Indonesia we worked out a strategy 

which involved not only all conventional aspects of a job portal, but also data 

standardization to make universal CV submission possible. Further we 

included psychometrics into the portal which would allow the headhunter to 

recruit not only by qualifications, but also evaluate a candidates stress 

resistance and other valuable aspects.  

Soluti on  Our strategy was never executed because the founder of the project took a 

very lucrative role and has now retired.  

However, the launch of the portal would have revolutionized the entire online 

job portal market and presented an opportunity for our client to earn an 

expected 10,000,000 EUR annually from the first level services (not including 

advertisements and other factors) alone.  
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9. Retail 

9.1. Increasing Sales through Advanced Video Content Delivery  
Location  Europe 

 

Industry  Online Retail; 101-500 Employees 

Costs for consulting  300,000 EUR for a 12 month interim contract 

Costs for execution  520,000 EUR 

Return 1 year  3,200,000 EUR 

Annualized ROI  290.2%  

Problem  This client intended to modernize their e-commerce efforts in order to 

maintain their competitive edge against the very large mail order/online 

retailers in Europe.  

Reaction  After a 2 week brainstorming with the client we concluded that the most 

efficient way to build a sustainable strategy was to sign an interim 

agreement, constantly inspiring the involved teams through regular stays 

from Lars Hilse with their company.  

Another insight gained from the assessment period was that a majority of 

their website visitors were women, upon which we had short promotional 

videos created for high value products, similar to those shown on the home-

shopping networks.  

The result was an immediate increase in sales in addition to viral effects 

experienced because of the social media campaign we initiated.  

Solution  Our solution is in constant development but six months into the contract our 

customer is exceptionally satisfied with the efforts currently undertaken.  
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9.2. Increasing Customer Service and capturing Next Generation Leads  
Location  Middle East 

 

Industry  Automotive Sales; 11-50 Employees 

Costs for consulting  65,000 EUR 

Costs for execution  225,000 EUR 

Return 1 year  1,750,000 EUR 

ROI  503.4%  

Problem  Our client wanted to increase their sales in both online and offline segments. 

One flaw they had identified was that the CRM they were provided with by 

their distributor did not allow them to capture all the information they 

required.  

Reaction  During the assessment we outlined further flaws in their internet 

communication campaign and that hardly any offline marketing was done 

upon which we reinitiated their entire online marketing campaign and 

assembled an onsite team that could execute the strategy we would establish 

during our stay.  

The CRM phase of the project proved to be more complex both from the 

technical side and the contracts they had with the manufacturer.  

After negotiating with the manufacturer however, we were able to work out a 

solution which allowed our client to use the data stored in the CRM of the 

manufacturer and synchronize it with their onsite CRM.  

To round up the assignment we developed a strategy to increase their reach 

to the next generation of clients.  

Sales staff would ï upon prospects coming to the showroom ï casually ask 

for the birthdates of children in that household, which was also entered into 

the CRM along with the childrenôs names and associated information.  

Upon the children getting their driverôs license they received a present 

basked from our client along with an invitation for a weekend test-drive with 

a car they chose out of the show room.  

Solution  The immediate steps improved sales significantly by increasing visibility on 

the web and the building of sustainable customer relationships. The CRM 

aspect to capture the next generation leads also proved to work out 

exceptionally well and now gives sales personnel access to a continuously 

growing amount of next generation, future prospects.  
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