
CUSTOMER CASE STUDY

A Leading Experience Management 
Software Company Improved Their 
Lead Quality with Real-time Data 
Enrichment

Our client is an experience management company based in USA. They 
offer subscription-based software platforms that help companies 
continually assess their customers, employees, products and brand.

Their wide range of products and solutions help organizations gather 
feedback, assess every touchpoint and predict what changes will 
resonate most with stakeholders. Researchers often use their solutions 
as a survey tool and combine it with SPSS to analyze their survey data 
on employee experiences and many other types of survey data.
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The Situation

Poor lead data in Marketing Automation Platforms (MAPs)

All their incoming leads were captured through sign-up forms and manual entries. It often had limited 

data either in the form of just an email address or a first name. This led to high number of leads with 

incomplete fields and junk records being fed in the client’s MAP. A poor match rate made it very difficult 

to flag any quality challenges.

SDRs were wasting a lot of time on research

Sales reps were taking over 15 minutes per lead to research and determine if the lead was qualified. In 

order to check if each of their lead is worth starting a conversation with, they would have to manually 

look them up on google or social media which painstakingly took up a lot of their valuable time.

Inbound leads had limited data and 
as a result, incomplete data was 
being fed in their Marketing 
Automation Platform. There was a 
burning need to employ an agile 
data partner who could enhance 
the lead refresh with a great match 
rate.

They wanted to save avoid manual 
and repetitive work with automated 
enrichment and also protect 
themselves from unintended 
excessive usage in order to maintain 
service availability.

Manual and repetitive work 

While adding some fields to both their lead and opportunity entities, it was getting frustrating when the 

values they put into the lead fields would not show up in the corresponding opportunities created from 

the leads. It becomes difficult and repetitive to fill out the same fields, with the same info, when 

creating a child record directly from its parent form.

Security and service availability

As a defensive measure, our client wanted to protect themselves from excessive use or API calls, 

whether intended or unintended, to maintain service availability. Even highly scalable systems should 

have limits on consumption at some level.



Accurate and Enriched Data in Real-time

The Solution
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SMARTe's Person Enrichment API was able to match and enrich the inbound leads at real time directly in the 
client’s marketing automation platform, with over 50 fields of accurate information.

With rich and updated field information ranging from company size, funding, and job titles, our client could 
qualify leads on-the-go, and hand over the best leads to their sales team in no time.

Webhooks API

We helped them with Webhooks configuration and mapping responses to their MAP fields. It helped them 
retrieve data that is relevant for their business and update their customer records with one click.

It also gave them much more flexibility for specifying how the data should be mapped and updated over 
time.

Cost Control Measures

We use rate limiting measures to restrict the number of API calls made to the system, whether intentional or 
unintentional (glitches, DoS attack). We restricted the number of calls made to API, either intentional or due 
to glitches in the system.

The system is capable of auto-scaling and the limit can be increased upon request.

Using SMARTe's Person Enrichment API, all of our leads are automatically enriched, updated, and ready to engage. 
The convenience and match rate offered is unmatched by any other product we have used earlier.

-   Global Head - Marketing Operations

Converted their minimal lead data into 
detailed records by appending relevant 

and accurate data

Restricted number of calls made to API 
with the flexibility to increase upon 

request

Enriching all leads that enter the MAP 
at the source itself, ensured high 

quality
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The Result

133K
Contacts Enriched

www.smarteinc.com

60%
Match Rate

25K+
API Calls Per Week

59%
Improvement in
Signup Conversions


