
Saba empowers sales and 
marketing with data they can trust 

CUSTOMER SNAPSHOT

“With Data.com in Salesforce, 
our sales pipeline is at 

an all-time high.”
—Brian Adam, Director of Marketing Operations 

“With Data.com, we saw a growth in new
opportunities and in dollar value.”

—Brian Adam, Director of Marketing Operations

Saba is a premier provider of what it calls “people 
systems”—technology focused on helping 
employees transform the companies they work for. 
With a healthy and growing product line, Saba is 
working hard to cross-sell to its midmarket and 
enterprise customers, and to expand its customer 
base to include small and midsize businesses.

Highly targeted marketing
Saba has been a happy Salesforce customer for 
years, but relied on third-party lists for new leads. 
The lists were rife with outdated, incorrect, and 
missing emails and phone number—and many 
contacts were duplicates of data Saba already 
had. Simply put, the company needed better 
fuel to keep its growth initiative going strong.

When Saba turned on Data.com in Salesforce, 
the bene�ts were both immediate and ongoing. 
Data.com instantly �lled in missing emails for tens 
of thousands of records, and back�lled industry, 
employee counts, titles, and other key information 
for many more. Suddenly, Saba’s marketing team 
could e�ectively segment its audience, pinpoint 
the new accounts it was seeking, and send highly
targeted messages to accurate email addresses. 

Improved sales productivity
Empowered by deeper data and more-accurate 
targeting tools, marketing now provides sales with 
better-quali�ed leads that are eagerly accepted 
into the pipeline. And, with access to 30+ million 
contacts from Jigsaw and millions of company 
pro�les from D&B, the growing sales team can 
easily �nd new titles for cross-sell opportunities 
and new accounts to expand into di�erent markets.

        



Better yet, because Data.com is natively 
integrated with Salesforce, Saba’s sales pipeline 
is at an all-time high. “With Data.com, sales 
reps can go into the application they’re already 
using and quickly and easily �nd and add new 
contacts,” explained Brian Adam, Director of 
Marketing Operations. With real-time clean 
data in the cloud, the sales team no longer 
wastes valuable time dialing bad numbers and 
operations no longer has to clean and de-dupe 
low-quality lists. 

Momentum for growth
Thanks to enthusiastic adoption of Data.com 
with its high-quality data, Saba is seeing 
opportunities grow in both number and size. 
“Our biggest win from Data.com is the 
increased con�dence we have in our database,” 
said Adam. “We know the data is accurate, and 
we know it’s in the hands of the people who 
really need it.”
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“Our biggest win from Data.com is the increased 
con�dence we have in our database.” 

—Brian Adam, Director of Marketing Operations

CUSTOMER SNAPSHOT

Challenge
•  Cross-sell new products to existing accounts

•  Expand sales into new market segments

•  Find high-quality, highly detailed contact and    
   account data

•  Give easy data access to sales and marketing

•  Clean up existing database and keep it clean to  
    increase productivity

Solution
•  D&B and Jigsaw together in Data.com

•  Instant access in Salesforce

•  Complete contacts and deeply detailed accounts

•  Automated cleansing, de-duping, and back�lling

•  Real-time clean data in the cloud

Results
•  Made incomplete leads instantly actionable by           
   appending accurate emails
•   Back�lled missing industries and employee counts
•   Better targeting and delivery of messages
•   More quali�ed leads
•   More opportunities and bigger deals

Data.com
Data.com is more than data; it is business DNA. Data.com recognizes that clean, accurate business data 
is no longer an option, but a requirement. By bringing together the innovation of Salesforce, the cloud, 
and leading sources of clean data, Data.com helps companies connect with customers faster, increase 
operational e�ciency, and grow their business. Visit www.salesforce.com/data. Or call 1-877-544-7299.


