
How a SaaS Firm Closed More 
Deals and Increased Their 
ROI by 227%

CASE STUDY



Methodology

Campaign Type

Target Industry

Target Location

Target Audience

USA

BANT HQL

Email Marketing and
Telemarketing

All

CTO, CIO, VP (IT), Director IT, Head of IT,
IT Manager

CAMPAIGN 
SPECIFICATIONS



The client is a global leader in
integration platform that helps
businesses to connect data,
applications and devices across
on-premises and cloud computing
environments. 

To keep up with the competition and to 
increase customer acquisition and 
retention, the client decided to hire a lead
generation company. Among all the list of
options they shortlisted to handle their 
lead generation campaigns, UnboundB2B 
came out to be their best choice. 

The client is a successful software 
solutions company in their domain and 
gained recognition as one of the 
fastest-growing companies. However, as 
industry competition increased, they 
could hardly hold their market share and 
achieve their goals anymore. 

Successfully completed a Lead 
Generation campaign using the 
ABM approach. 

 
Created new opportunities for 
the client which helped them to
increase customer acquisition 
and retention. 

Created a list of best-fit 
accounts and delivered highly 
qualified prospects.

ABOUT THE
CLIENT 

THE CHALLENGE

Conversion
Rate

Total Leads
Generated

Increase 
in ROI

154 227%

189%

HIGHLIGHTS



UnboundB2B Lead Generation Program -HQL is a solution for those enterprises which are
looking to boost their sales pipeline with high-quality leads that are sales-ready and have
shown interest in the client’s a product/service. BANT leads are also a part of this program
which helps in understanding the prospect’s needs and interests. 

The client specified target location, target industry and decision-makers. UnboundB2B
created an ideal prospect profile and used it to qualify accounts. Based on this profile,
UnboundB2B created a list of potential contacts which was later approved by the client. 

UnboundB2B used email and social media to analyze the prospect’s behaviour and used
UnboundB2B Predictive Analytics Tool to better understand the prospect. Based on the
prospect’s behaviour the prospects were further classified into firmographic and
demographic segments. 

Each segment was targeted with a different campaign that suits their needs. Highly
personalized emails were sent to all the prospects who engaged with our campaigns. The
email contained an email invite for a quick chat with our BDEs. 

UNBOUNDB2B’S SOLUTION 



UNBOUNDB2B’S SOLUTION 
Creation of ICP: This provides an overview of the audience and helps in classifying them
based on industry, revenue, etc. 

ICP also helps in the understanding target audience and creating an effective strategy
based on their interests and needs. 

Once the ICP was created, the prospects were segmented into different segments.
Each segment was sent relevant content using multiple channels like email, social
media, and the web. 

UnboundB2B used UnboundB2B AI-powered tool to analyze each prospect’s
behaviour based on which the relevant content was sent to the prospects at the
relevant time to increase the engagement. 

The Script:

Unbound B2B developed a script to identify customers who are already in the “purchase 
decision” phase. The message had the value proposition and the questions that covers the 
major determining factors which help to identify a qualified lead in the form of its 4 
elements: Budget, Authority, Need, and Timeline.



UnboundB2B generated around 154 BANT HQLs in 12 weeks. 

With the highly convertible leads, the client conversion rate increased to 189% and
their ROI increased by 227%.

UnboundB2B is a Lead Generation company that provides end-to-end sales enablement
services from Database Management to Appointment Setting. 
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