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IQBlade's client was a Global Software Vendor who engaged the project via a Value-Added 

Distributor (VAD). 

Challenge 
The Software Vendor needed to build sales pipeline and had identified 1 00 Enterprise Accounts who had 

been regular proximity customers but who hadn't transacted for some time. They wanted to understand the 

business landscape and market drivers within those accounts and look for Account-Based opportunities to 

re-engage. 

What we did? 
The vendor provided IQBlade with 1 00 company names which were matched against the relevant entites 

using IQBlade's Al platform. The platform then dynamically gathered thousands of datapoints across 

company performance, social engagement, news, company go-to-market and others to feed to the vendor 

in a single pane of glass. 

IQBlade's technology stack data was then able to indicate which Enterprise Management Software and 

Infrastructure was currently in use within those companies, to identify the most relevant solution proposition 

to take to each account. 




