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Revealing the  
hidden sales cycle
Identifying social lead opportunities and 
strategies for a global technology leader



HARTE HANKS   |   HARTE HANKS SOCIAL INTELLIGENCE AND ACCOUNT BASED MARKETING 2

The challenges
 Find a truly innovative way to help sales teams identify and establish enduring relationships 

with a tech-savvy audience.

 Allow sales teams to interact socially with B2B audiences in more targeted and meaningful 

ways, and at those crucial early stages in the sales cycle. 

 Measure success in terms of an increase in the number of warm leads generated, and the 

resulting conversion rates. 

The Harte Hanks solution
For one of the world’s leading technology corporations, Harte Hanks 
developed a social program specifically to help sellers identify buyer 
signals across social media:

 The program’s response model combines real-time social monitoring, with predictive analytics 

and ‘cognitive computing’.

 Its continued impact relies on a refined and targeted listening model that quickly identifies 

conversational topics across social channels.

 This provides a clear and detailed understanding of the target audience – which means social 

content addresses their specific business needs.

 Our social listening experts then built a model to identify, rank and prioritize leads, providing 

actionable insights for sales teams to follow up.

The background
Take an increasingly competitive and pressurized global market for 
technology products, add constantly evolving buyer behavior and then 
factor in social media’s growing influence on buying decisions.

These trends represent remarkable opportunities… provided you have the right tools and insights.  

A leading international technology corporation selected Harte Hanks to develop and implement a visionary 

social selling model to help seize these opportunities – to better interact with buyers across online channels 

in order to drive lead-generation.  
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Get in touch 
Find out how Harte Hanks can 
apply advanced social listening 
technology and expertise, to help 
you transform your social presence 
among existing customers and 
potential prospects.
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By engaging ‘forward thinkers’ in their networks and responding to buyers and prospects with 

highly relevant and timely content, sales teams are able to start relationships with them much earlier  

in the buying cycle. This allows a focus on the most valuable opportunities, maximizes their efficiency, 

and significantly increases their win ratios.

Impact delivered
Harte Hanks helped this market-leading 
technology business grow the top of its 
sales funnel by providing its Digital Sales 
team with rich and expedient consumer 
intelligence, and actionable insights.

Social listening identified 6,800 contact opportunities.  

Our real-time, robust and effective approach helped  

the sales team plan and build relationships that are far  

more likely to be enduring and mutually advantageous.

The program resulted in:  

164% increase in relevant social posts identified

 289% increase in new buyers

 185% increase in leads within a financial year

 97% increase in win revenue 

For more information, 
please contact: 

www.hartehanks.co.UK 

HELLO@hartehanks.com

“This is a progressive social 
media strategy that has led to 
better cohesion between our 
sales and marketing efforts. It 
enables our sales reps to build 
stronger personal networks 
with their peers, prospects and 
clients and has transformed 
them into social media savants. 
Most importantly, this is leading 
to a tangible increase in sales 
that can be directly attributed 
to social media conversations.”

Senior Marketing Manager  
Channel Marketing Cloud Computing.


