GREW ORGANIC PIPELINE REVENUE BY ST9M IN FIRST YEAR

Business Challenges
. Driving business-level results with channel data

. Lack of audience segmentation & tracking

. Messaging exclusive to existing customers & leads

(un)Common Approach to SEO
. Incorporate end-to-end sales data into strategy

. lIterative segmentation of user base into distinct
categories

. Align messaging with user search behavior

Every student deserves the best
opportunities in life.

That's why our mission is to power the education with unified gy that helps

educators and students realize their potential, in their way.
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lost and efforts are duplicated. PowerSchoo

Our unified technology breaks down barriers, putting everyone on the same team.
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