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Tech Provider Uses Data-Driven

Content to Unlock Pipeline

Opportunities

The Channel Company helps leading technology provider
drive qualified pipeline through scalable personalization

OBJECTIVE

A leading APAC-based tech
consultancy known for Al/

ML, loT, and data-driven
solutions aimed to improve lead
generation outcomes across
APAC by delivering personalized

content experiences to key buyer

personas and target audiences.

SOLUTION

The technology provider turned
to The Channel Company to help
activate its target audience and
convert interest into a tangible
pipeline. The Channel Company

worked closely with the client
to deliver a program focused on
helping retailers in Australia and
New Zealand prepare for the
GenAl era, including:

* A thought leadership eBook
on GenAl in retail

* A self-assessment tool for
retailers to benchmark
Al maturity

» A follow-up infographic case
study using real-time insights

BENEFITS AND OUTCOMES

Working with The Channel
Company allowed the client
to craft a repeatable, targeted
engagement framework that
matched buyer journey stages
and APAC market maturity,
leading to:

Higher-quality engagement
and sales traction

* 78 high-quality engagements
generated through
personalization surveys
and content interactions

Improved sales alignment
and qualification

* 10% of leads progressed into
sales conversions

* Sales booked multiple
discovery meetings with
leads who demonstrated
clear buying signals

Persona-driven narratives
and scalable outreach

* Matching the client’s expert
solutions with a structured
nurture flow aligned to buyer
intent helps generate highly
relevant leads and sales-ready
conversations
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AT A GLANCE

Limited content strategy didn’t translate
features into benefits that speak to
business pain points

Lack of persona-level insights limited
personalization for different stages of the
buyer’s journey

No structured nurture model to
progress leads due to lack of relevant
follow-up

» Stronger sales engagement

e Accelerated pipeline momentum
* Enhanced sales alignment

» Scalable personalization strategy

* Reinforced strategic thought leadership
in Al for APAC retail

Sales teams reported the leads were
highly aligned with their ICP, enabling
more focused follow-up and deal
progression. The client now has a
repeatable personalization framework
for future campaigns — built on
segmentation, relevance, and real-time
feedback loops. — sales team feedback

© 2025 The Channel Company, Inc. The Channel Company logo is a registered trademark of
The Channel Company, Inc. All other trademarks and trade names are the properties of their
respective owners. All rights reserved.



