
 
 

Case Study 01 

Tripling Organic Traffic for a 

Precision-Gear Manufacturer 

Industry: Industrial / B2B (USA)  

Engagement Length: 12 months 

The challenge 

A Midwestern gear supplier relied on trade-

show booths and word of mouth. Their website 

brought in fewer than 600 organic visits a 

month and ranked for almost none of their 40 

high-margin part numbers. 

What we did 

 Fixed crawl-budget waste, duplicate title tags, and slow product-category pages. 

 Built 25 long-form “application pillar” pages with CAD downloads. 

 Implemented FAQ schema and earned three specialist-journal backlinks. 

The outcome 

 Organic sessions grew from 600 to 1 820/month (↑ 204 %). 

 87 request-for-quote forms submitted in six months (prior half-year total: 11). 

 $1.2 million in pipeline value attributed to search, per client CRM. 

 

“We finally rank for the part numbers that actually keep our machines running. New leads now 

arrive every week, not once a quarter.” 

(Client name withheld at their request.) 


