
Coraid chooses Data.com to 
keep record growth going strong

CUSTOMER SNAPSHOT

“I love having access to 
a contact database that’s 
constantly updated.”
—Stephanie Worthington, Director of Marketing

Coraid has been designing and selling Ethernet 
SAN data storage products worldwide since 
2004, and its recent innovations have captured 
the attention of the industry. Now, Coraid is 
on a roll with 250% annual revenue growth. 
To keep that growth in full gear, Coraid replaced 
its NetSuite CRM with Salesforce in 2010 and 
added Data.com to grow its B2B database 
nearly from scratch. 

Before choosing Data.com, Coraid investigated 
an array of B2B data vendors, including Zoom-
Info, ReachForce, and Hoovers. But the competi-
tion came up short. High-end vendors charged 
$5-10 per name, while discount vendors 
sold huge lists full of incomplete, inaccurate, 
and duplicate contacts. 

the data and maintain its accuracy over 
time. Any list that Coraid stores in Data.com 
is automatically refreshed when any contact 
information changes. “I love having access to 
a contact database that’s constantly updated,” 
said Stephanie Worthington, Coraid’s Director 
of Marketing. “I can even follow people when 
they move from one job to another.”

 

Rapid ROI and room to grow
Within a year, Coraid grew its contact database 
from only 144 names to 152,000, with 95,000 
of them coming directly from Data.com. Now, 
Data.com is Coraid’s best source to get deals in 
the pipeline, through the pipeline, and closed. 
And, because Data.com provides great data at 
a great price, it paid for itself in one deal, and 
delivered Coraid a remarkable ROI of 1,208%.
        
 

95,000
FUEL FOR GROWTH

new contacts in one year

1,208%
PROVEN ROI

Paid for itself in 1 deal
62%
PIPELINE IMPACT

of leads are Data.com-sourced 

Data.com delivers for Coraid
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CUSTOMER SNAPSHOT

Challenge
• Get high-quality data at a good price

• Keep contacts clean, complete, and current

• Zero in on a narrow audience

•  Integrate marketing and sales efforts

•  Provide easy access to contacts

Solution
•  Data.com delivers ideal mix of data quality
   quantity, and price 

•  Continuous real-time updates

•  Data hygiene for cleaning and appending

•  Detailed criteria for building highly targeted lists

•  Pre-integrated with Salesforce

•  Easy to purchase and access contacts

Results
•  Added 95,000 Data.com contacts to B2B database
   in one year

•  62% of leads are Data.com-sourced 

•  Data.com paid for itself in one deal

•  Realized an ROI of 1,208%

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.

A feeling of con�dence
“It’s amazing,” said Worthington. “When I 
do email blasts or send webinar invites, I get 
a really good response. I feel very con�dent 
in knowing that I’m sending information to 
the right people.” Because of that con�dence, 
Coraid also uses Data.com to clean up lists 
obtained from tradeshows, webinars, and 
media buys. Data.com appends missing titles, 
direct phone numbers, and other missing 
details, converting dirty data into clean leads 
that are ready to pass on to sales.

In the end, the choice was clear for Coraid. 
Said Worthington, “We needed good value 
for money, updated information, integration 
with Salesforce, and customer service. For 
that, there’s nobody out there competing on 
the same level as Data.com.”

“There’s nobody out there competing 
on the same level as Data.com.”
—Stephanie Worthington, Director of Marketing


