
 

 

 
 
 

 
 

 
Use this case study template to 
help with your next pitch. 
 
When pitching to a prospective client, one of the best tools you can use to demonstrate your 
past success is a case study. But where do you start? 
 
Use this template to help you organize your content and put your best foot forward with 
prospective clients so they can easily see the value you can provide them. Try your best to keep 
your case study to one or two pages—and don’t forget to use it as an opportunity to promote 
your own branding. 

 
 



 

 

  
Case study title including the client name 
Include a short subtitle about the main challenge you solved. 
 
Executive summary/introduction 
Use this space to introduce your prospective client to the client in the study, as well as give a 
brief overview of the challenge they were facing. This will help your prospect better understand 
the case study subject and identify with the similarities to their own business context. Do this 
most effectively in three to five sentences. 
 
The challenge 
Expand on the brief description you gave in the introduction. You can do this in a few short 
paragraphs. Be sure to provide business context. For example, if the client in your case study 
was facing a leadership problem, explain why this challenge was hurting their business. If the 
leadership team wasn’t getting along and, as a result, projects or initiatives weren’t being 
completed on time, introduce that here. 
 
Use bullet points to separate ideas and make it easier for your prospect to read: 
 

● Micro challenge #1:  Description 
● Micro challenge #2:  Description 
● Micro challenge #3:  Description 

 
The solution 
Once you’ve described the challenge, describe how you tackled it. Whether it’s through a 
methodology, a product, or a combination of the two, be sure to describe those here— as well 
as why you chose them to solve this particular client issue. 
 
The results 
Clients care about one thing: value. Demonstrate the value you provided by using numbers, 
figures, and visual aids like charts or graphs. For example, if your case study is about improving 
employee engagement scores, create a visual aid comparing initial survey results to the results 
after your client adopted your recommendations. 
 
Your results section should also function as the conclusion to your case study. Map the results 
back to the initial challenges described earlier in the case study and make it easy for your 
prospective client to understand the ROI. 


