
CUSTOMER CASE STUDY

A Leading Software Company Offering 
Cloud ERP Solutions Saw an 80% 
Increase in Their Sales Pipeline

Our client is a global business software company based in Texas, USA. 
Its products are aimed at the manufacturing, distribution, retail, and 
services industries. They specialize in creating solutions to simplify 
manufacturing and distribution management.

It primarily provides enterprise resource planning (ERP) software. It 
also provides customer relationship management (CRM), supply chain 
management (SCM), and human capital management (HCM) software 
to customers using both Software as a Service (SaaS) and 
On-Premises deployment models.

Cloud ERP Production & Process
Monitoring

Manufacturing &
Distribution Software



CUSTOMER CASE STUDY

The Situation
Lack of data to target prospects in EMEA and APAC

They had earlier partnered with a leading North American data provider for their data strategies. However, 

all the new data offered to them through those platforms were insufficient to engage with prospects in 

EMEA and APAC. They were looking for a specialized data vendor who could help them with detailed 

intelligence and comprehensive profiles of the most important decision-makers and organizations in EMEA 

and APAC.

Lack of knowledge about their 
customers was forcing them to 
employ “spray and pray” 
marketing tactics.

They were looking for a specialized 
data vendor who can help them 
with detailed intelligence and 
comprehensive profiles of the most 
important decision-makers and 
organizations in EMEA. 

Lack of verified mobile numbers 
and email addresses of key 
prospects was bringing down their 
revenue.

Unable to target the right audience

Their ideal prospects were predominantly companies working in manufacturing, but their marketing team 

was unable to properly define their target market and prioritize their marketing campaigns to target 

prospects that were most likely to become customers.

Wastage of Valuable Time and Resources

SDRs were spending a lot of time doing operational tasks like researching for prospects and data. Manual 

data entry into CRM systems was taking up a lot of valuable time. While these tasks are important for data 

quality, they can easily be outsourced and automated into workflows.

Unable to reach the right decision-makers in an account

The company was looking for a fresh approach with a new global outreach strategy. However, they did not 

have mobile numbers and other useful business intelligence required to reach out to decision-makers 

quickly. Their inability to procure direct-dial phone numbers caused their revenue to fall.



The Solution
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Firmographic data with accurate SIC and NIC codes

We helped them find the right target accounts and use market segmentation with SIC and NAICS codes. Once their marketing team identified 

the most appropriate targets for their campaigns, they were able to adjust their lead qualification criteria. SMARTe Discover helped generate 

more qualified leads for follow-up which in turn boosted their conversions.

Global data coverage with a focus on EMEA and APAC

We helped their marketing team boost lead generation by leveraging extensive data counts in EMEA. With a vast experience in managing 

global data across APAC, EMEA, North America, and LATAM, SMARTe delivered 3X more data than its closest competitor.

Firmographics capabilities with Hyper-segmentation and advanced list-building

Their target market was predominantly companies in the manufacturing sector and SMARTe Discover's firmographic data with hyper- 

segmentation helped them target their Ideal Customer Profiles. It also offered the ability to search with specific keywords across a person’s 

profile covering levels, functions, titles, roles, job responsibilities, past experience, skills, locations, and more.

Mobile numbers and verified email addresses of key decision-makers

We provided them with access to verified mobile numbers and direct dials. Consequently, their SDRs saw a 6X increase in connect rate. 

SMARTe Discover's direct dials have a 50% coverage in EMEA and APAC.

Seamless data delivery to CRM

With seamless data delivery to their CRM, they were able to identify new contacts from their target accounts and update their CRM in 

real-time with fresh contact data. They were also able to fetch mobile numbers of prospects in real-time from within the CRM interface.

We had no experience of selling in EMEA region. With their Discover solution and a little bit of help from an awesome team
at SMARTe, we grew our pipeline by almost 80% within the first two months.

Hyper-segmented 
contact and company 

data

Firmographic data with 
accurate SIC and NAICS 

codes

Access to direct dials 
and mobile numbers

-  Senior Director - Marketing Operations, Technology & Analytics

Global data with a 
focus on EMEA and 

APAC
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The Result

www.smarteinc.com

80%
growth in sales pipeline 

40%
increase in lead conversions

6X
increase in connect rate


