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Accelerating Prospecting and
Sales Operations at a Global
Recruiting Firm

Customer Type This large multi-faceted firm provides recruiting and headhunting services to
thousands of clients worldwide. After years of acquiring other professional
services businesses, the company lacked visibility into all its potential
customer opportunities.

A global recruiting and
headhunting firm.

User Base The commercial team needed a tool to provide company intelligence to

The client research and sales support the enterprise-wide sales, marketing, and account management
functions. The client research and sales teams felt a comprehensive platform
with powerful screening tools, executive professional coverage, and curated
alerts could help them find better prospects.

teams.

The company was a longstanding S&P Global Market Intelligence ("Market
Intelligence") client and reached out to learn more about the available data
solutions and workflow tools.
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Pain Points

The firm often competes against some of the largest consulting
companies in the market, requiring their sales teams to have an edge
when proposing services. But the nature of their multi-faceted
organization meant that teams weren't always utilizing the same
sources for client research, sometimes missing critical data which
could have improved a client's proposal.

Specifically, their teams needed to:

1. Know Prospects Inside and Out — The client research and
sales teams wanted a comprehensive tool for more in-depth
research when examining prospects and targets.

2. Conceptualize Executive and Business Relationships — The
teams needed an understanding of relationships and links
between company entities and their key leaders to identify
potential targets for recruiting and headhunting services.

3. Monitor and Pivot Efficiently — The firm needed more
awareness around major developments at client firms and
changes in the market so that they could quickly pinpoint
opportunities to support executive changes, restructuring, new
market expansions, and more.

Overall, the firm and its sales leadership team saw the importance of
enabling streamlined prospecting workflows. The S&P Capital IQ Pro
platform allowed multiple commercial teams to collaborate and
explore corporate insights, ideate in response to market events, and
ultimately drive the firm's business development goals forward.
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“S&P Capital IQ Pro
offers Sales &
Marketing teams
comprehensive
corporate data and
signals to improve
targeting, while
reducing the
guesswork and
wasted time spent
searching online.”

Emily Jasper, Director

Company Information

Services at S&P Global
Market Intelligence

Figure 1- S&P Capital IQ Pro's news and analysis on market and company activity, linked to key company data.
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The Solution

S&P Capital IQ Pro is a leading web-based platform for essential intelligence. From its unrivaled breadth and depth of
data across sectors and industries, commercial teams can distill several critical corporate insights useful for driving
sales initiatives to capture revenue and win new business.

Millions of data points on public and private company financials, estimates, ownership, transactions, and market
developments helped this client to:

Prospect Better: S&P Capital IQ Pro's Company Screener tool provides users with a comprehensive menu for
identifying targets using keywords, topics, industries, geography, financial metrics, and more. Searches can also be
saved as dynamic lists, updating as new firms meet the criteria, and constantly identifying new opportunities. With
coverage of public companies and over 52 million private firms, the client could expand a wider net to build a sales
pipeline.

Build Relationship Maps: Users can take advantage of the Corporate Hierarchy and Key Professionals data within a
company profile to better understand dynamics within a target organization. For a headhunting firm, the client needed
to take advantage of Capital IQ Pro's Professionals coverage to flag existing executives, historical roles, board
membership, and educational background. With these details at their fingertips, the client could identify new potential
candidates for their headhunting business, and flag when firms might need their recruiting services.

Break Through the Noise: Users can identify opportunities for follow-up with Key Developments, News, and Events,
updated across thousands of companies daily. The client felt the curated nature of Market Intelligence's Key
Developments would help with categorizing and prioritizing the most pressing follow-ups, whether it was a change at
the C-suite, a new strategic alliance, or a reorganization. Additionally, a global newsroom of more than 250 journalists
could provide deep insights into fast-changing sectors, allowing the client's sales teams to be more prepared when
speaking with prospects.

Market Intelligence described three key capabilities in the S&P Capital IQ Pro platform to address the firm's needs:

s
@L Utilize comprehensive company and professional screening
tools to identify targets.

—_
Leverage company intelligence, hierarchy, and professionals
data profiled for bespoke proposals and client engagements.
A~ Monitor key developments for major opportunities to identify

T new clients, candidates, and more.
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Key Benefits

As an existing Market Intelligence customer, the recruiting firm was excited to expand its access to S&P Capital IQ Pro
for new teams. They had a history with the platforms and trusted the data.

The overall expertise and knowledge of the existing Market Intelligence account team reinforced the client's

appreciation of high-quality customer service and the data solutions provided. With their improved workflows, they
could:

— More effectively target new prospects and find essential data points for outreach. Teams could identify
companies, transactions, and other detailed assets that mattered to their outreach initiatives, quickly filtering
with various corporate criteria.

— The commercial organization could prepare and maintain polished presentations for their clients with the
Office Tools plug-in that would build and update visually pleasing, consistent presentation templates directly
within PowerPoint.

— Teams could turn around pitches more efficiently with corporate standardization features, integrated charts,
visuals, and deeper insights into business and professional relationships, giving the firm a commercial edge.

— Multiple team members could collaborate on a single platform that acted as a single source of truth to
coordinate prospecting efforts, share searches, target lists, and reports to enable the flow of data insights.

Click here to explore the data solutions mentioned in this case study.


https://pages.marketintelligence.spglobal.com/Prospecting-on-MI-Platform-Demo-Request.html?utm_medium=referral&utm_source=marketo&utm_campaign=EMP-2309-GL-CTNFC-DC-CIQPro-DISCOVERPRO-SalesCom
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Copyright © 2023 by S&P Global Market Intelligence, a division of S&P Global Inc. All rights reserved.

These materials have been prepared solely for information purposes based upon information generally available to the public and from sources believed to be
reliable. No content (including index data, ratings, credit-related analyses and data, research, model, software or other application or output therefrom) or
any part thereof (Content) may be modified, reverse engineered, reproduced or distributed in any form by any means, or stored in a database or retrieval
system, without the prior written permission of S&P Global Market Intelligence or its affiliates (collectively, S&P Global). The Content shall not be used for any
unlawful or unauthorized purposes. S&P Global and any third-party providers, (collectively S&P Global Parties) do not guarantee the accuracy, completeness,
timeliness or availability of the Content. S&P Global Parties are not responsible for any errors or omissions, regardless of the cause, for the results obtained
from the use of the Content. THE CONTENT IS PROVIDED ON "AS IS" BASIS. S&P GLOBAL PARTIES DISCLAIM ANY AND ALL EXPRESS OR IMPLIED
WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM
FROM BUGS, SOFTWARE ERRORS OR DEFECTS, THAT THE CONTENT'S FUNCTIONING WILL BE UNINTERRUPTED OR THAT THE CONTENT WILL OPERATE
WITH ANY SOFTWARE OR HARDWARE CONFIGURATION. In no event shall S&P Global Parties be liable to any party for any direct, indirect, incidental,
exemplary, compensatory, punitive, special or consequential damages, costs, expenses, legal fees, or losses (including, without limitation, lost income or lost
profits and opportunity costs or losses caused by negligence) in connection with any use of the Content even if advised of the possibility of such damages.

S&P Global Market Intelligence's opinions, quotes and credit-related and other analyses are statements of opinion as of the date they are expressed and not
statements of fact or recommendations to purchase, hold, or sell any securities or to make any investment decisions, and do not address the suitability of any
security. S&P Global Market Intelligence may provide index data. Direct investment in an index is not possible. Exposure to an asset class represented by an
index is available through investable instruments based on that index. S&P Global Market Intelligence assumes no obligation to update the Content following
publication in any form or format. The Content should not be relied on and is not a substitute for the skill, judgment and experience of the user, its
management, employees, advisors and/or clients when making investment and other business decisions. S&P Global keeps certain activities of its divisions
separate from each other in order to preserve the independence and objectivity of their respective activities. As a result, certain divisions of S&P Global may
have information that is not available to other S&P Global divisions. S&P Global has established policies and procedures to maintain the confidentiality of
certain non-public information received in connection with each analytical process.
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