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AUTOMATION OVERVIEW
For BtoB marketers that are realizing the potential benefits of implementing a marketing automation system, 
rolling out and utilizing the technology can be an intimidating venture. Due to the complexity of automating 
marketing programs, there are various components to consider.

According to MarketingSherpa’s 2011 B2B Marketing Benchmark Report, 54% of CMOs have either begun 
or completed their implementation of marketing automation software, and another 17% intend to begin 
implementation. The report also found that 79% of CMOs have established some kind of automation process.

While the features and functionalities of automation are helping marketers reach prospects and move them 
through the sales funnel more efficiently, experts emphasize the need for a clearly defined approach to get the 
most out of game-changing automation technology.

As new adopters begin a roadmap to success, DemandGen Report is catering to the growing community 
demand for marketing automation education. BtoB organizations in the early stages of implementation are 
challenged to build a plan for effectiveness from the ground up, which starts with “working out the kinks.” 

Rather than rush to make an automation purchase before taking the time to define internal requirements, new 
adopters should survey all relevant teams to determine necessities and expectations of marketing automation 
technology. By taking a cross-functional approach to extend the decision-making beyond Marketing, adopters 
that include Sales, Operations, Customer Service and Finance can more efficiently cater to the impact that 
automation technology can and will have on each team.  

When selecting a vendor, it’s important to consider immediate and forward-looking internal strategy and plans. 
DemandGen Report advises adopters to focus on:

• The features that can extend the life of demand generation programs;

• Efficiently deliver real-time information and key data;

• An overall system that integrates with currently implemented and deployed technology; and 

• Vendors that focus on providing industry relevant thought leadership for market-generated success.

In the “Guide to Marketing Automation Solutions,” DemandGen Report surveyed vendors directly to deliver key 
informative insights on each organization’s business model, market approach and company data, including:

• Corporate headquarters location

• Company inception

• Number of customers

• Growth rates and projections

• Special vertical focus

• Product overview and recently added features

• Market position and accolades

*Vendors are listed alphabetically and were each afforded the opportunity to share any and all relevant 
information on the above points.



4

VENDOR PROFILE

INCEPTION: 
1998

CORPORATE HEADQUARTERS:
Indianapolis, Indiana

NUMBER OF CUSTOMERS:
Although ratios of BtoB, BtoC and BtoBtoC 
customers vary based on the product, Aprimo 
has an overall BtoB and BtoC ratio of 60% 
and 40%, respectively. Overall, the company 
works with more than 200 customers using 
its Marketing Studio SaaS solution and 
150,000 other users across the globe.

PRODUCT OVERVIEW: 
Aprimo’s integrated, SaaS marketing software 
is designed to enable BtoB and BtoC marketers 
to effectively observe the ever-developing role 
of marketing and as a result, shape campaigns, 
take control of budgets and create a streamlined 
workflow through multiple channels. The service 
provides tools to analyze marketing conditions, 
adopt tools such as social media, measure and 
analyze ROI and push traditional marketing 
dialogues with potential customers to become 
more meaningful and timely for effective 
campaigns.

WHAT’S NEW?: 
The Aprimo Marketing Studio On Demand is 
a SaaS solution that contains new updates 
including a mobile program, designed to give 
marketing departments the ability to approve 
campaigns, manage workflow and access 
all assets via smart phone. The program also 
includes email preview and listing, as well as lead 
scoring applications. The company’s on-premise 
version of the package features a web analytics 
platform for incoming data, email deliverability 
monitoring and annotation tools to markup 
audio, video, web sites, Aprimo microsites and 
outbound messages. Marketers can also access 
to an automated system that moves configuration 
data from the development and testing stage to 
full production. 

FEATURED CUSTOMERS: 
With a specialization in vertical markets including 
the pharmaceutical, manufacturing, insurance, 
retail and entertainment marketing industries, 
clients include MedImmune, Merrill Lynch and 
Warner Bros. 

ACCOLADES: 
In Gartner’s 2010 Magic Quadrants, Aprimo 
was positioned as the leader in the Marketing 
Resource Management Magic Quadrant, a 
leading visionary in the Enterprise Marketing 
Management Magic Quadrant, and a challenger in 
Gartner’s Multi-Channel Campaign Management 
Magic Quadrant. They have also gained 
recognition as B2B Magazine’s Who’s Who in 
Demand Generation, mentions in Inc. Magazine’s 
5,000 List for fastest growing private company, 
the AlwaysOn Global 250 and Top Emerging 
Companies in the “Global Silicon Valley.” Aprimo 
was also a finalist in 2010’s TechPoint Mira 
Awards and was voted Product of the Year in 
2008 by SearchCRM.com.

http://www.aprimo.com/
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VENDOR PROFILE

INCEPTION: 
1999

CORPORATE HEADQUARTERS:
Vienna, Virginia

NUMBER OF CUSTOMERS:
Eloqua works with more than 60,000 global 
users; the company’s customer base is 85% 
BtoB and 15% BtoC.

GROWTH RATE AND PROJECTIONS:
Eloqua saw a 40% customer base growth from 
January to the end of Q3 2010 and holds 120 
logos in EMEA thus far. Eloqua grew from $5 
million in 2005 to $51 million at the end of 2010, 
representing a tenfold increase in GAAP revenue. 
The company expects to exceed $100 million by 
2013.With a new office in Germany, the company 
added 300 customers from January through the 
end of Q3 2010. The company expects another 
30% to 40% customer increase in 2011.

PRODUCT OVERVIEW: 
Eloqua provides revenue growth solutions 
for clients through Revenue Performance 
Management. With insight on marketing and 
sales decisions that will accelerate profit, 
Eloqua’s technology is designed to help 
marketers execute, automate and measure all 
company programs through the sales funnel. In 
addition, Eloqua manages campaign execution 
and testing, prospect profiling and lead nurturing.

CRM INTEGRATION: 
Eloqua integrates with Salesforce.com, Oracle 
CRM on Demand, Microsoft Dynamics, NetSuite, 
Saleslogix and a host of homegrown CRM 
solutions.

WHAT’S NEW?: 
In October 2010 Eloqua launched Eloqua10, a 
Revenue Performance Management solution. The 
Eloqua10 platform features an overhaul of the 
user interface and a powerful revenue analytics 
and reporting engine. This engine is built in to 
the platform and designed to help users predict 
exactly how marketing and sales decisions will 
drive future revenue. The company also released 
the Eloqua Discover platform for Salesforce.com. 
This application is designed to help sales teams 
identify, track and convert the most active and 
interested prospects and accounts to prioritize all 
potential buyers. 

FEATURED CUSTOMERS: 
Around 50% of Eloqua’s customers are in the 
high-tech sector. However, the company has 
also dipped into financial services, software 
and technology, media and entertainment, 
manufacturing, sports, hospitality, real estate, 
and healthcare markets. Clientele for the 
marketing automation provider includes a suite 
of international companies including National 
Instruments, Astute Solutions, SolarWinds Inc., 
Sony, Rosetta Stone, Tripwire, Inc., Golden State 
Warriors, Center for American Progress, Dow 
Jones, Ellie Mae, PerkinElmer. 

ACCOLADES: 
Eloqua has been recognized in Software 
Magazine’s Software 500, Deloitte Technology 
Fast 500, and Inc. Magazine’s nationwide list of 
the 5,000 fastest growing private companies. 
CEO Joe Payne was included in BtoB Magazine’s 
“Who’s Who” for Demand Generation and CTO 
Steve Woods was awarded the 2010 Thought 
Leadership Award from New Year Publishing. 
The company has also won the Society for New 
Communications Research Excellence award, 
the MarCom Creative award, and the WOMMY 
award. The company also has earned the Beagle 
Research 2011 Short Tale Award (for best video for 
Eloqua’s RPM video), and named to the AlwaysOn 
OnDemand 100 Top Private Companies  for 2011.

http://www.eloqua.com/
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VENDOR PROFILE

INCEPTION: 
2005

CORPORATE HEADQUARTERS:
San Jose, California 

NUMBER OF CUSTOMERS:
eTrigue works with more than 150 active 
customers.

GROWTH RATE AND PROJECTIONS:
eTrigue saw a 51% growth rate in 2009, grew 
another 52% within the first three quarters of 
2010, and expects to grow another 115% in 
2011. Growth rate is expected to be in excess of 
80% for FY 2011.

PRODUCT OVERVIEW: 
eTrigue SalesPro is a Sales Acceleration tool 
designed to give sales reps the real-time sales 
intelligence they need to sell more effectively. 
Features include: unlimited trackable email, 
web site activity tracking, email alerts and 
live tracking from within Salesforce CRM. 
DemandCenter is a marketing automation 
platform that offers marketers added resources, 
including the ability to watch individual online 
behaviors and automatically follow-up with 
relevant and timely information. 

CRM INTEGRATION: 
eTrigue DemandCenter can be used 
independently or integrated with Customer 
Relationship Management (CRM) systems, 
including Salesforce CRM, Microsoft Dynamics 
and NetSuite.

WHAT’S NEW?: 
In the past year, eTrigue added unlimited 
anonymous tracking to its sales acceleration tool.

FEATURED CUSTOMERS: 
eTrigue offers its suite of solutions to a variety of 
companies including Cisco, PIM, CompuCom and 
Rogers Wireless. The company primarily serves 
the high tech and channel programs sectors. 

ACCOLADES: 
eTrigue’s client Cisco Systems earned a 2009 
DemandGen Report Sales & Marketing Alignment 
Award for utilizing lead scoring and activity 
tracking to prioritize which prospects to target. 
Cisco increased its appointments with SMB 
prospects by 25%. Clients Silverpeak Systems 
and Codice Software were also acknowledged 
in the 2009 DemandGen 10 Awards for utilizing 
eTrigue’s software to improve response and 
conversion rates. 

http://www.etrigue.com/
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VENDOR PROFILE

INCEPTION: 
2004

CORPORATE HEADQUARTERS:
San Mateo, California

NUMBER OF CUSTOMERS:
Genius.com works with more than 650 
customers to manage marketing automation 
and demand generation efforts. 

GROWTH RATE AND PROJECTIONS:
Genius.com saw a 60% growth within the past 
year and expects to expand another 80% in 
2011. The company consistently maintains a 
98% customer retention rate and increased 90% 
in revenue since its inception. 

PRODUCT OVERVIEW: 
Genius.com provides marketing automation, 
demand generation and email marketing solutions 
designed to enable Marketing and Sales teams 
to quickly identify and connect with their best 
prospects. 

CRM INTEGRATION: 
The company integrates directly with Salesforce.
com, along with Various via API and a number 
of Pro Services including SugarCRM, Oracle 
OnDemand, Sage and NetSuite. 

WHAT’S NEW?: 
In the past year, Genius.com has developed 
new additions to its lead tracking and nurturing 
services to improve company ROI. Genius.com’s 
Track-able URLs service, also known as gURLs, is 
designed to allow users access to create custom, 
deep-trackable URLs that can be utilized to track 
any media placement from click to close. The 
company has also developed Genius Demand 
Generation, a free solution that offers an array of 
programs, including personalized email marketing, 
detailed reporting for email responses, behavioral 
lead tracking and real-time behavioral alerts to 
sales teams. 

FEATURED CUSTOMERS: 
Genius.com offers its suite of SaaS solutions 
to a variety of companies including Intuit, 
IntownSuites, Lumension Security, Newscale 
and Cisco Webex. The company works with 
the technology and telecom services sectors, 
as well as business services and manufacturing 
to kick start sales rates and enhance marketing 
effectiveness. 

ACCOLADES: 
Genius.com was rated number one on a list 
compiled by Salesforce for their AppExchange for 
Marketing Automation and Demand Generation. 
The company was also named one of Inc.’s 500 
fastest growing companies. 

http://www.genius.com/
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VENDOR PROFILE

INCEPTION: 
2006

CORPORATE HEADQUARTERS:
Cambridge, Massachusetts 

NUMBER OF CUSTOMERS:
HubSpot works with more than 4,000 
customers to help businesses get found online 
via inbound marketing and convert more 
customers into leads and sales with a single, 
integrated software platform that simplifies the 
complexities of modern marketing.

GROWTH RATE AND PROJECTIONS:
HubSpot added approximately 1,700 new 
customers, nearly doubling its customer base in 
2010, and have entered 2011 with approximately 
3,700 new customers. The company anticipates 
to continue this aggressive growth in 2011. 

PRODUCT OVERVIEW: 
HubSpot is a marketing software platform for 
small and medium-sized businesses. HubSpot’s 
software is designed to help organizations get 
found online by more qualified visitors, and 
help marketers convert more visitors into leads 
via enhanced tools and analytics for smarter 
marketing investments. 

CRM INTEGRATION: 
HubSpot enables custom integration with 
any CRM system, in addition to its proven 
integrations  with Salesforce.com, Sugar CRM, 
Netsuite, Microsoft Dynamics and Goldmine. 

WHAT’S NEW?: 
HubSpot recently added several new features, 
including: lead segmentation and email marketing 
capabilities; mobile and social optimization of 
email and web sites; a Facebook lead generation 
integration; and introduced HAPI – the HubSpot 
Application Programming Interface. The company 
also fully revamped its analytics to create the 
‘Sources’ application for improved closed -loop 
marketing and ROI analysis.

FEATURED CUSTOMERS: 
NueSoft, SRS Crisafulli, Moonworks: HubSpot 
serves customers in all industries with notable 
successes in the software & technology, 
manufacturing and professional services sectors. 

ACCOLADES: 
HubSpot was selected as a 2010 Sales & 
Marketing 2.0 Awards recipient for Best Alignment 
of Sales & Marketing. HubSpot Founder & CEO 
Brian Halligan was named one of BtoB Magazine’s 
Who’s Who in B-to-B 2010 in the demand 
generation category. HubSpot was also named 
a 2010 AlwaysOn OnDemand Top 100 Private 
Companies winner in the On-Demand Software 
in the CRM category. Recently HubSpot closed 
an additional investment in a Series D round of 
funding led by Sequoia Capital with participation 
from Google Ventures and Salesforce.com

http://www.hubspot.com/
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VENDOR PROFILE

INCEPTION: 
2008

CORPORATE HEADQUARTERS:
Atlanta, Georgia 

NUMBER OF CUSTOMERS:
Private

GROWTH RATE AND PROJECTIONS:
LeadLife grew its revenue more than 200% in 
2010. 

PRODUCT OVERVIEW: 
LeadLife’s Solutions emphasizes the application 
of technology to processes. The company made 
enhancements to its Drip Marketing Campaign 
functionality designed to offer marketers an 
intuitive user interface that supports complex 
nurturing sequences. 

CRM INTEGRATION: 
LeadLife’s technology can be integrated with 
SalesForce to provide sales reps visibility into 
lead behavior, so they can re-nurture leads and 
track ROI to marketing campaigns.

WHAT’S NEW?: 
LeadLife Solutions added real-time notifications 
to alert sales reps when leads are actively 
engaging with the company (landing pages, 
blogs, emails, etc). The company services the 
healthcare and technology sectors.

FEATURED CUSTOMERS: 
Deloitte, Aderant, ClearChoice, Exel, Project 
Management Institute.

ACCOLADES: 
LeadLife President Lisa Cramer was recognized 
in the top 10 of SLMA’s Top 50 Most Influential 
People in Sales Lead Management in 2009 and 
2010.

http://www.leadlife.com/
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VENDOR PROFILE

INCEPTION: 
2001

CORPORATE HEADQUARTERS:
Austin, Texas

NUMBER OF CUSTOMERS:
Manticore Technology works with 200 
customers for marketing automation 
management. Over 90% of those customers 
are BtoB marketers.   

GROWTH RATE AND PROJECTIONS:
The company saw a consistent customer base 
growth of over 30% in both 2009 and 2010, 
and is expecting to accelerate growth to near 
50% in 2011. 

PRODUCT OVERVIEW: 
Manticore Technology’s marketing automation 
platform is designed to offer BtoB marketers the 
ability to manage marketing funnels from lead 
generation to closed business. With key features 
including real-time list segmentation; multi-
touch sales and marketing nurture programs; 
lead response tracking and behavior profiling; 
multi-model lead scoring; real-time alerts 
and notifications and deep CRM integration, 
Manticore is focused on enabling Sales and 
Marketing teams to effectively prioritize efforts 
with the most qualified, purchase-ready leads. 

CRM INTEGRATION: 
Manticore’s custom connectors to Salesforce.
com, Oracle CRM On Demand, and Microsoft 
Dynamics CRM.  

WHAT’S NEW?: 
In late 2010, Manticore focused on deepening 
integration capabilities through the release of a 
custom connector to Microsoft Dynamics CRM 
(Versions 4.0 and 2011), and an expansion of API 
capabilities to facilitate custom integrations with 
other systems. Other features include new drag-

and-drop email and landing page editors and the 
Beta release of a comprehensive new Customer 
Support Community Portal with integrated 
knowledge base, support ticket tracking, forums 
and user groups. Through monthly release cycles, 
Manticore has released over 40 enhancements 
across all platform components.

FEATURED CUSTOMERS: 
Acquia, Planview, CSC, UPS, and ShareBuilder 
401K. Overall, the company specializes in the 
vertical markets of financial services, business 
services, medical/pharmaceutical products and 
technology. 

ACCOLADES: 
Manticore Technology has been a member of the 
Austin Business Journal’s “Fast 50” – recognized 
as one of the fastest growing companies in 
Austin, TX – for the past four years.

http://www.manticoretechnology.com/default.asp
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VENDOR PROFILE

INCEPTION: 
2006

CORPORATE HEADQUARTERS:
San Mateo, California

NUMBER OF CUSTOMERS:
Marketo works with more than 900 
customers, primarily mid-sized and enterprise 
divisional.

GROWTH RATE AND PROJECTIONS:
In the last year, Marketo acquired more than 500 
customers and anticipates the company clientele 
to surpass 1,000 by Q2 2011. It was reported 
that at the end of Q4 2010, the company reached 
a record of more than 850 global customers.

PRODUCT OVERVIEW: 
Marketo offers Revenue Performance 
Management solutions. The Marketo Lead 
Management program offers a suite of tools 
and software programs designed to automate 
demand generation campaigns and to deliver 
high quality leads. With Marketo’s Sales Insight 
program, company sales teams can prioritize 
and interact with the hottest leads and focus 
on stronger, more responsive contacts. Marketo 
Revenue Cycle Analytics is designed to enable 
marketers to measure, optimize and forecast all 
revenue cycles and compare performance and 
profit results. With these three tiers of Marketo 
marketing automation, the SaaS solutions are 
designed to help shorten revenue cycles, ignite 
lead generation and receive full marketing ROI.

CRM INTEGRATION: 
Although Marketo only has native integration 
with Salesforce.com, their systems are designed 
to interconnect with most CRM systems 
including: NetSuite, Microsoft Dynamics, 
SugarCRM, Oracle, SalesLogix, SAP and has 
several customers integrated with custom in-
house CRM systems. To get full benefits of the 
marketing automation system, companies need a 
third party integration application to connect to 
all available marketing and sales solutions.

WHAT’S NEW?: 
The company launched a new Customer 
Community in December 2010, allowing 
customers an official forum to share questions 
and ideas, promote social interaction between 
customers and serve as a knowledge base 
and training center. The company’s Revenue 
Cycle Analytics suite, which was released in 
September, 2010 is the newest addition to 
Marketo’s roster of software solutions. The RCA 
process is a combination of methodology, and 
products and services designed to make it easy 

for companies to measure, understand, optimize, 
and as a result, predict the impact of marketing 
campaigns on overall revenue performance. 

FEATURED CUSTOMERS: 
The company’s solutions serve a variety of 
vertical markets. Some stand-outs include the 
manufacturing and hardware industry, health 
and life sciences, business services, finance and 
insurance, media and marketing, and software 
and technology. Marketo works with companies 
including DaVita, EMI Music Publishing, Hughes 
Network Systems, Intel, Kelly Services, NIP 
Group, Rackspace, Sharp, and Workday.

ACCOLADES: 
Marketo was a finalist at the 2010 UP Cloud 
Computing Conference for the category of 
“Fastest Growing Cloud Computing Company.” 
They were also in the running for “Best Sales 
Lead Management Program” at the Sales & 
Marketing 2.0 Awards. Their winnings include 
positions on Top 100 lists for OnDemand and 
onMedia, and mentions on the AlwaysOn Global 
250 and Salesforce.com’s AppExchange App of 
the Week for the Revenue Cycle Analytics software 
package. The company received a slot on the CRM 
Power 100, were recognized in the AppExchange 
Best of ’10 Awards as the “Best Marketing 
Automation Application” by Salesforce customers, 
won the “Best Sales and Marketing 2.0 Solution 
Award” for the Sales & Marketing 2.0 Awards, the 
2010 B2 Excellence Award, a 2010 CODie Award 
for “Best Marketing Solution” and was recognized 
as a BtoB Annual “Who’s Who.

http://www.marketo.com/
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VENDOR PROFILE

INCEPTION: 
2001

CORPORATE HEADQUARTERS:
Paris, France

NORTH AMERICAN HEADQUARTERS:
Newton, Mass. (USA)

NUMBER OF CUSTOMERS:
The company’s customer base across North 
America and Europe includes more than 300 
customers in both BtoB and BtoC sectors.   

GROWTH RATE AND PROJECTIONS:
In 2010, Neolane recorded $30 million (USD) in 
global revenues, a more than 40% year-over-year 
increase. Last year, Neolane added more than 100 
new enterprise customer deals in North America 
and across Europe; and the company is expecting a 
consistent, if not higher, growth projection in 2011.

PRODUCT OVERVIEW: 
Neolane Leads offers marketers an infrastructure 
to optimize demand generation; capture, nurture, 
score and dispatch leads; sustain a conversation; 
and measure results. Designed to help marketers 
communicate with customers across multiple 
touches and longer buying cycles, Neolane 
Leads incorporates features for automated lead 
nurturing. It also includes reporting tailored to BtoB 
marketers’ needs, such as the ability to measure 
conversion rates in a multi-step sales cycle. 

CRM INTEGRATION: 
Neolane integrates to multiple CRM systems 
including Salesforce.com, Microsoft Dynamics 
CRM and Oracle/Siebel CRM On Demand.

WHAT’S NEW?: 
Neolane recently added new capabilities 
designed to enable marketers to engage in one-
to-one customer dialogues within social media 
platforms, including Facebook and Twitter. 
Neolane Social Marketing is an application within 
version 6, the newest version of Neolane’s 
conversational marketing technology platform. 
Neolane’s conversational marketing technology 
helps organizations unify inbound and outbound 
communications strategies by providing a 
centralized system to track and manage all 
marketing activity data to generate targeted 
messaging and the best, most relevant offers based 
on customer behavior and established preferences.

FEATURED CUSTOMERS: 
Within the BtoB sector, high tech continues to 
drive growth for Neolane. However, the company 
also has customers within financial services, 
insurance and biopharmaceuticals. Neolane 
continues to sign many new customers in the 
BtoC space across multiple vertical markets 
including retail, travel/hospitality and media/
entertainment. Customers include Accor Hotels, 
Alcatel-Lucent, Cramer, DigitalGlobe, Dior, EF 
Educational Tours, FanOne Digital Marketing/New 
Era Tickets, Grupo Posadas, Hager, Motorola, 
Orange, Sears Canada and Sony Music.

ACCOLADES: 
In May 2010, the company was recognized as 
a “Niche Player” in the Gartner Magic Quadrant 
for CRM Multichannel Campaign Management. 
In early 2011, Neolane received a positive rating, 
the top rating given, in Gartner’s MarketScope 
for CRM Lead Management and was rated as a 
“strong leader” in the Raab Associates’ “B2B 
Marketing Automation Vendor Selection Tool.” 

http://www.neolane.com/usa/index.htm
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VENDOR PROFILE

INCEPTION: 
2007

CORPORATE HEADQUARTERS:
Atlanta, Georgia

NUMBER OF CUSTOMERS:
Pardot currently has over 450 companies and 
8,500 users employing their solution. 

GROWTH RATE AND PROJECTIONS:
Within the past year, Pardot has added 225 clients 
with more than 60 clients signing on each quarter, 
and expects another projection of at least 300 new 
clients throughout 2011.

PRODUCT OVERVIEW: 
Pardot is a marketing automation software 
provider that focuses on providing companies 
with greater revenue and the opportunity to 
maximize efficiency with multi-touch sales 
cycles. The company’s management software 
features solutions for CRM, email integration, 
lead scoring and ROI reporting, which is designed 
to foster a strong relationship between sales 
and marketing departments. Pardot’s solutions 
are designed to help marketers generate more 
quality sales leads, shorten overall sales cycles 
and impact of marketing campaigns. The platform 
also provides packages that allow access to 
company records via iPhone, real-time alerts on 
visitors and prospects and an anonymous site 
visitor identification program. 

CRM INTEGRATION: 
Pardot integrates with Salesforce, SugarCRM, 
Netsuite and Microsoft Dynamics. A web services 
API is also available from Pardot for custom 
integrations.

WHAT’S NEW?: 
Pardot has added more than 50 new features to 
its core Marketing Automation Suite, including 
social sharing capabilities, more flexible scoring 
and automation workflows, advanced e-mail 
rendering and spam testing features, custom 
redirect tracking for third-party links, and real-

time segmentation. The company also will launch 
an integrated reporting suite powered by SaaS 
business intelligence provider GoodData, which 
will allow for more flexible and sophisticated 
reporting for Pardot users.

FEATURED CUSTOMERS: 
With an expertise in the software, hardware, 
and professional service industries, Pardot’s key 
clients include Radian6, GoGrid, an extension of 
ServePath, Scala, and NanoLumens. 

ACCOLADES: 
The Atlanta Business Chronicle named Pardot as 
the “Fastest Growing Technology Company in 
Atlanta.” Pardot was also recently named one of 
the Top 10 Innovative Technology Companies in 
Georgia by the Technology Association of Georgia.

http://www.pardot.com/
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VENDOR PROFILE

INCEPTION: 
2007

CORPORATE HEADQUARTERS:
East Cobb, Georgia. 

The company began as FirstReef, LLC in 2003, but 
became SalesFUSION, Inc. in 2007, following the 

acquisition of AxiomFire.

NUMBER OF CUSTOMERS:
SalesFUSION primarily serves the BtoB realm, 
with 140 to 160 customers. However, they 
are sustaining a share of adoption in BtoC, 
with 25 to 50 customers adopting their 
system. 

GROWTH RATE AND PROJECTIONS:
SalesFUSION added an additional 35 direct 
clients and 7 new resellers in Jan/Feb 2011 and 
is on-track to meet the projections for 300 direct 
clients in 2011.

PRODUCT OVERVIEW: 
SalesFUSION released its new version 6.0 
platform in January that included features around 
event management, dynamic email content, 
750 new email templates and additional social 
media publishing tools. The company plans 
to offer native integration for GoToWebinar, 
Webex and Livemeeting as part of its overall 
event management platform and has a roadmap 
through Q2 2011 that includes a social media 
listening and campaign station to complement its 
web site monitor product.

CRM INTEGRATION: 
SalesFUSION currently offers its CRM accelerator 
for Salesforce.com, Microsoft Dynamics 4.0 
Premise and Online, and all versions of Dynamics 
2011. In January 2011, SalesFUSION completed 
its first Sugar CRM integration leveraging its 
CRM Accelerator. It also released the first version 
of CRM accelerator for Saleslogix’s online and 
premise versions. The CRM accelerator will be 
offered as a no-cost integration for both Sugar 
and Saleslogix from here on out. 

WHAT’S NEW?: 
January 2011 saw a host of new products rolled 
out in the version 6.0 platform including event 
management, advanced email management 
and version 1.0 of the social media dashboard 

solution. SalesFUSION established a firm 
presence in the UK with its relationship with 
leading London-based demand generation firm, 
Profunnel and saw additional expansion into 
Singapore, Israel and Australia. The company 
has opened and established a satellite office 
in Malvern, PA to accommodate sales and 
marketing headcount growth and opened a client 
services office in Arizona.

FEATURED CUSTOMERS: 
The company specializes within the technology, 
media, business services and healthcare 
industries. Clients include Avanade, Softchoice, 
Doctor Gadget, Canvas Systems, LexJet, 
Corus360, and SmartBrief.

http://salesfusion.com/
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VENDOR PROFILE

INCEPTION: 
1999

CORPORATE HEADQUARTERS:
Atlanta, Georgia

NUMBER OF CUSTOMERS:
Silverpop currently works with more than 
1,400 customers.  

GROWTH RATE AND PROJECTIONS:
The company expects its BtoB customer 
projection to steadily increase throughout 2011.  

PRODUCT OVERVIEW: 
Silverpop Engage is an on-demand marketing 
automation and email marketing solution 
designed to offer marketers tools, best practices 
and techniques to be “up and running” very 
quickly without the need for third-party or IT 
support. The suite also includes direct email 
marketing campaign solutions for effective 
one-to-one contact, personalized landing page 
and web form builders, and a marketing and 
analytics tool designed to overlay mailing metrics 
with customer attributes in analytics reports to 
determine high and low performing customer 
segments across campaigns. 

CRM INTEGRATION: 
Current CRM integrations with the company 
include Microsoft Dynamics and Salesforce.com.

WHAT’S NEW?: 
In April 2010, Silverpop launched Engage 8, 
which offered email marketing tools combined 
with marketing automation and lead management 
capabilities. Built upon scalable email marketing 
infrastructure, Engage 8 is designed to change 
the digital marketing landscape by allowing 
marketers to manage every aspect of a 

comprehensive digital relationship marketing 
program within one system. The system helps 
companies engage customers and enhance 
customer value and brand loyalty. In October 
2010 , Silverpop brought its Engage App to 
Salesforce.com’s Chatter Exchange. With the 
program including Chatter functionality, Silverpop 
customers are allowed to automatically trigger 
events to Chatter, designed to provide instant 
updates vital to the sales process. 

FEATURED CUSTOMERS: 
A significant portion of Silverpop’s customers 
contain complex buying cycles familiar to BtoB 
marketers. Specifically, companies within the 
technology, financial and healthcare services 
utilize Silverpop. Top customers include Bullhorn, 
EDGAR Online, Ingres, Stepstone, TechSmith, 
and Meridian Systems.

http://www.silverpop.com/
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VENDOR PROFILE

INCEPTION: 
1997

CORPORATE HEADQUARTERS:
Salt Lake City, Utah

NUMBER OF CUSTOMERS:
TreeHouse Interactive currently works with 
more than 100 customers.   

GROWTH RATE AND PROJECTIONS:
In the past year, Treehouse Interactive saw a 
30% growth rate and anticipates an additional 
increase of 40% to 50% to its customer base 
throughout 2011, based on consistent profit 
increase each quarter. 

PRODUCT OVERVIEW: 
Since the company’s inception, its SaaS 
solutions have focused on providing marketers 
and sales teams with demand generation, 
partner relationship management (PRM), and 
channel sales force automation solutions. The 
company provides BtoB and BtoC solutions 
designed to maximize revenue and decrease 
costs by providing CRM software that automates 
prominent business processes and can give 
businesses a focal view of key business metrics. 
TreeHouse offers Sales View as a CRM backend 
for its demand generation product, Marketing 
View, or PRM product, Reseller View. Sales 
View provides visibility into leads, opportunities, 
campaigns, contacts, ROI etc. for companies 
who don’t have or can’t afford a bull-blown 
CRM system. TreeHouse’s Talk it Up application 
features social media tools, including a drop-
down option to insert sharing links of new 
campaigns. When potential customers click on 
social media links, they can automatically share 
or email the landing page to friends and followers 
on social media outlets including Facebook, 
Twitter, MySpace and LinkedIn. The program is 
also designed to instantaneously shorten links 
based on available outlet space. 

CRM INTEGRATION: 
TreeHouse has full-featured out-of-the box 
integrations with Salesforce CRM, Oracle CRM 
On Demand, and TreeHouse Interactive Sales 
View. TreeHouse integrates with other CRM 
systems via a full featured web services API 
package with full query language. TreeHouse 
is an Oracle Gold Partner and a member of the 
Salesforce Appexchange.

WHAT’S NEW?: 
TreeHouse Interactive recently released the 
new Marketing View Reveal Web Analytics 
functionality. In addition to observing individual 

user behavior on web sites, the web analytics 
feature is designed to enable separate tracking 
of Individual, known and unknown company 
visits to sites and assigns suitable nurturing 
based on prospect targeting.  In addition, the 
solution now enables companies to share or 
create forms to post via Facebook. This new 
capability in Marketing View is designed to 
automatically generate a compatible code so 
marketing departments can easily fit forms onto 
social media outlets. The third newest feature, 
HTTP Send, allows data to be integrated without 
using an API or web services. For example, 
GoToWebinar or Webex event data can be 
transferred to the marketing automation system 
and the webinar system at the same time so 
marketers can nurture prospects from the event 
immediately. 

FEATURED CUSTOMERS: 
Showing prominence in the high-tech, retail 
and sports entertainment markets, TreeHouse 
Interactive’s clients include SGI, NetApp, 
Quantum, Real Salt Lake, Peer1Hosting, Foodland 
and Motion Computing.

ACCOLADES: 
Stoel Rives LLP and the Utah Technology Council 
recently honored TreeHouse Interactive for 
their Marketing View demand generation and 
marketing automation solution as one of the 
top Utah innovations for 2010. It had honorable 
mention at the annual ceremony for the Talk it Up 
program, which integrates social media, and their 
Remote Forms capability.

http://www.treehousei.com/
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