
How DRIVEN Helped an SMB 
Professional Services Firm 
Replace Ineffective 
Newsletters With Inbound 
LinkedIn Growth

Introduction
In May 2025, Brian Selander, CEO of GovSourcing, faced a challenge familiar to 
many Small to Medium-Sized Business SMB professional services firms.

His 1020 person remote team sold into state governments, where trust and 
credibility decide who gets the partnership. Yet the people best positioned to build 
that trust, his executives and four business development representatives, werenʼt 
visible online.

The teamʼs newsletter was draining to produce and usually not as effective. Their 
LinkedIn accounts were quiet, thus leaving the most powerful stories, that would 
certainly appeal to their ideal audience, in the dark.

The turning point came when Brian partnered with Driven Authentic Branding 
Solutions. Over the next 6 months, they helped 4 business development 
representatives at GovSourcing uncover trust-building narratives, orchestrate their 
voices into a credible chorus, and turn LinkedIn into the companyʼs most 
productive business development channel.
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Challenges: 

Two Audiences, One Messaging Problem
The company had to speak to two very different groups: public sector buyers, 
who valued security and risk reduction, and private sector partners, who wanted 
speed and results.

Trying to serve both with one message was a complicated task. Posts written for 
one audience felt irrelevant to the other, and the newsletter landed in neither.

LinkedIn changed the equation. With the help of the Driven Team, the business 
development representatives crafted posts that spoke directly to each audience, 
sometimes addressing government buyers with stories of compliance and trust, 
other times highlighting efficiency and growth for private partners. Engagement 
rose in both groups.

When Newsletters Stop Working
For a lean, remote team, newsletters consumed time they didnʼt have. Hours went 
into drafting, formatting, and sending. Despite the immense effort, open rates 
were flat and very few prospects replied.

In Brianʼs words: “Our newsletter became a chore. It was exhausting to produce 
and no one was reading it. LinkedIn now does the heavy lifting for us.ˮ

Retiring the newsletter freed the team. Instead of producing content no one saw, 
they invested in stories their market actually engaged with.

The Solution: Unlocking the Voices of Brilliant 
Introverts
The real barrier to visibility was humility: a team of introverts convinced their 
everyday wins werenʼt worth sharing.

The executives and representatives at GovSourcing saw their daily wins as 
routine, as nothing remarkable. As he put it: “For smart, humble leaders who donʼt 
think their stories are special, DRIVEN makes those stories visible in a way that 
feels authentic.ˮ
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The Driven Team assisted the representatives to see their work through a buyerʼs 
eyes. What felt like “just the jobˮ internally became trust-building narratives 
externally.

The Turning Point: Mike and Bennyʼs Posts
Skepticism ran deep at first. Two representatives, Mike Smith and Benny Tottam, 
insisted that personal posts wouldnʼt resonate. They wanted to stay strictly 
professional, strictly industry-specific.

With the Driven Teamʼs guidance, they tried something different. Mike shared a 
personal story tied to his work. Benny followed with a reflection on his 
professional journey. Both posts took off.

The stories became powerful conversation starters. Prospects not only reacted, 
but also reached out directly to both representatives, eager to explore potential 
partnerships.

Those two posts flipped the teamʼs mindset. They proved that the most human 
stories often spark the strongest business outcomes.

The DRIVEN Approach: Story-sourcing and 
Orchestration
The Driven Team didnʼt hand scripts to the representatives. They acted as 
storytelling strategists.

They surfaced trust-building narratives by asking thoughtful questions.

They helped the representatives turn those narratives into captivating stories 
tailored for the right audience.

They orchestrated four representatives and multiple executives into a 
consistent, credible presence.

They made participation easy, as Brian called the program “done-for-you, 
seamless, and authentic.ˮ

What Changed in 6 Months (May 2025 – Present)
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Inbound Opportunities Opened
LinkedIn became the companyʼs top inbound channel with a 20% increase in 
inbound opportunities. Investors, partners, and prospects reached out after seeing 
posts from the GovSourcing Team.

Dormant Relationships Reignited
Colleagues and partners who hadnʼt been in touch for years began liking, 
commenting, and reconnecting. As a result, 10 of those opportunities reopened. 
Each partnership is evaluated at $25,000 per month, according to Brianʼs 
insights. 

From Newsletters to LinkedIn
The newsletter was eliminated. Dozens of wasted team hours each month were 
saved, replaced by content that actually reached decision-makers.

Visibility Increased Across Representatives
Four representatives who were virtually invisible on LinkedIn are now visible, 
credible voices in their market.
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A Cohesive Team Without the Offsite Price Tag
Brian highlighted an unexpected impact: team cohesion.

The Driven Teamʼs storytelling sessions became a cultural touchpoint. 
Representatives learned more about each otherʼs strengths and journeys. They 
supported each otherʼs posts. The program united a remote team in ways Brian 
hadnʼt seen before.

“Most companies pay a fortune to fly everyone into an offsite to feel connected,ˮ  
Brian explained. “What the Driven Team created was like an offsite that pays for 
itself. Our team not only bonded by hearing each otherʼs stories, but those same 
stories went out into the market and drove tangible opportunities.ˮ

Why It Matters for SMB Professional Services Firms
The lesson is clear for SMB B2B professional services firms:

Newsletters rarely deliver ROI.

Brilliant but humble professionals underestimate their stories.
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Multi-audience messaging can be solved by targeting authentically on 
LinkedIn.

With the right partners, those obstacles turn into growth. As Brian summed it up: 
“This is a slam dunk for professional services firms, especially teams of brilliant 
introverts who underestimate their own stories.ˮ

Conclusion: The Stories Were There All Along
The partnership between GovSourcing and DRIVEN proves that growth isnʼt about 
adding more content, but rather unlocking the voices that were already there.

In just over one year, they retired newsletters, generated inbound leads, renewed 
old relationships, and gave a remote team the confidence to show up authentically 
on LinkedIn.

For the GovSourcing Team, the result was far beyond the expected marketing ROI. 
It was cultural ROI, operational ROI, and pipeline ROI,  all thanks to revealing 
stories hiding in plain sight.
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