
CUSTOMER CASE STUDY

A Leading Cloud Computing Company 
Generated Marketing ROI of 54% With 
Accurate Business Intelligence and 
Technographic Insights

Our client is a cloud computing company that sells hyper-converged 

infrastructure (HCI) software, cloud services (such as desktops as a 

service, disaster recovery as a service, cloud monitoring), and 

software-defined storage. They provide an enterprise cloud platform 

which combines storage, computing, and virtualization for clients. They 

are considered to be leaders in hyper-converged infrastructure.
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The Situation

Dependency on Domestic Markets 

Their revenue growth depended extensively on the American markets. It takes a lot of efforts and 

investment to build and maintain a high quality global database. Without the right tools and data, it 

was not possible for them to enter new markets and uncover the right opportunities to sell their 

products.

Lack of Global Business Intelligence to Target EMEA and APAC Markets

They wanted to improve their potential for expansion and growth. Apart from North America, there 

were multiple other fast growing, yet less competitive markets they could tap into. The obvious 

opportunities were the markets in EMEA and APAC. But most of their business databases available to 

them were made up of domestic leads. 

Without the right tools and 

data, it was not possible for 

them to enter new markets like 

EMEA and APAC to uncover the 

right opportunities to sell their 

products.

They needed data on accounts 

that are in the market to 

purchase and looking for their 

products or similar services.

Lack of an Effective Contact Discovery Platform

Their target base had people working in various levels (Head, C-Level, Director, Manager) of functions 

like Information Technology, Information Security, Network Security, and so on. This made it important 

for them to have a plan in place to use customized B2B leads to be able to market and sell effectively. 

Additionally, they needed data on accounts that are in the market to purchase and looking for their 

products or similar services.



The Solution

Accurate and Global Business Intelligence

SMARTe’s data platforms provided detailed intelligence and comprehensive profiles of the most 
important decision-makers and organizations in EMEA and APAC markets. These profiles include 
business intelligence about levels, functions, technologies installed, purchase intent, and over 85 
additional data points.

With a vast experience of dealing with global data across APAC, EMEA, North America and LATAM; our 
platforms have what it takes to handle multi-lingual titles, aliases, variation and other aspects.

Uncovered New Opportunities with Technographic Intelligence

We helped them target and sell to prospects who have a strong intent to buy their product. 
Technographics backed intelligence created new opportunities to cross-sell, up-sell, and convert new 
customers for their products.

We provided actionable data on direct or indirect competitors, technology landscape of named 
accounts, and more. We also shared insights on users of other brands of hyper-converged 
infrastructure and cloud computing solutions.

SMARTe helped us target prospects in EMEA and APAC effectively. Their teams helped us research, locate prospective 
customers and find out where there is potential for our business around the world. 

-  Head of Global Enterprise Marketing
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25K+
Global Contacts Delivered

8500+
Leads Through Technographic Insights

7869
Leads Engaged

www.smarteinc.com

The Result


