
ROSETTA STONE’S SALES CHALLENGES
 • Lacked the resources needed to prioritize accounts based on likelihood to close 

 • Difficulty in identifying and contacting decision makers slowed the sales cycle

 • Needed to increase their average deal size to meet revenue goals

We needed a way to identify 
prospective buyers throughout the 
organization, and understand their 
respective issues to give us a good shot 
at closing multi-department sales. 
InsideView gives us what we need.

-Charles Frydenborg
  Senior Director of Corporate Sales, 
  North America | Rosetta Stone

Rosetta Stone Increases Deal Size by 33%

In an industry with few competitors and a buyer 
persona that could map to almost any job title, 
Rosetta Stone found it difficult to build a pipeline 
of qualified prospects; And the ones they were 
targeting resulted in small deals.  

Learn more about what InsideView can do for you.

InsideView provides the industry’s most accurate data, valuable insights, and professional connections so that marketing 
professionals can deliver more leads, sales executives can close more deals, and account managers can retain and grow 
accounts. The InsideView CRM Platform™ is the only software solution that reveals critical information about companies, 
contacts, and connections through the entire customer lifecycle.

22% increase 
in Lead Conversion

12% increase 
in Wins

33% increase 
in Deal Size

INSIDEVIEW USERS FOUND HIGHER 
SUCCESS RATES WITH CRM INTELLIGENCE

22% Higher Lead to 
Opportunity Rates

Before InsideView, Rosetta Stone 
found it difficult to map the buyer 
persona to just a few job titles. But 
with InsideView’s list building and 
Insights, they were able to target and 
reach decision makers quickly. 

Subsequently, response rates to emails 
and calls were higher and lead-to-
opportunity rates increased by 22%. 

12% Higher Win Rates, 33% 
Higher Average Deal Size

Once they had a foot in the door, 
Rosetta Stone’s sales reps leveraged 
InsideView’s Insights to educate 
prospects on the benefits of Rosetta 
Stone, while using InsideView 
Connections to maximize the 
number of licences purchased.

Rosetta Stone conducted a 
quantitative study that 
compared key selling metrics 
of InsideView users versus a 
control group of non-users. 

Over a period of 12 months, 
results indicated that the 
sales team using InsideView 
achieved greater success in 
identifying and converting 
new business opportunities.

PROVIDES
language learning 
software in 
thirty languages

CUSTOMERS INCLUDE
 individuals, educational institutions, armed forces, 
 government agencies, and corporations

Customer Success Story 

http://www.insideview.com/try-it-free

