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CLIENT

Global developer of
semiconductor IP solutions
and design services.

INDUSTRY

Semiconductor and IP design D
ecosystems

PRODUCTS

Custom IP cores, advanced EDA :

tools, and chip design solutions.

ade TARGET GEO 9

Global, with a focus on North
America, Europe, and Asia-Pacific.

OUTCOMES
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Enhanced Conversion Rates: Improved lead-to-opportunity conversion
rates by 20% through precision targeting and tailored engagement
strategies.

Accelerated Pipeline Growth: Generated a 35% increase in qualified
leads within 12 months, with a focus on high-potential opportunities in
RISC-V and chiplet integration markets.

Pipeline Value Expansion: Increased pipeline value by $8 million within
18 months, driven by high-value opportunities in IP licensing and chiplet
collaboration.

Market Influence: Strengthened the client’s position as a key player in
the open-source and advanced chip design ecosystem, establishing new
partnerships and expanding market share.

Optimized Campaign ROI: Achieved a 22% reduction in customer
acquisition costs through data-driven targeting and efficient resource
allocation.

CONTEXT

The semiconductor industry faces a rapidly evolving landscape, driven by innovations like RISC-V architecture
and chiplet integration. Engaging key decision-makers across diverse segments—fabless companies, IP
vendors, and foundries—requires precise targeting and actionable insights. Our client sought to navigate these
complexities, align their offerings with emerging market trends, and identify high-potential leads across the
global semiconductor ecosystem

BUSINESS OBJECTIVE

To drive engagement with key players across the semiconductor value chain, including fabless companies, IP
vendors, and foundries, and establish a robust pipeline of high-value leads. The goal was to leverage real-time
market intelligence to qualify opportunities aligned with emerging trends such as RISC-V architecture and
chiplet integration.

OUR SOLUTION

Strategic Mapping and Intelligence Integration:
* Market Opportunity Segmentation: Market segmentation to identify high-propensity prospects by analyzing
trends such as RISC-V adoption, open-source collaborations, and chiplet-based design ecosystems.

* Sphere of Influence (SOI) Mapping: Developed detailed maps of decision-makers within fabless companies,
foundries, and startups, identifying key roles such as IP architects, design verification leads, and procurement
managers

Advanced Lead Qualification Framework

* Behavioral and Intent Data Integration: Leveraged data from patent filings, partnerships, and funding
announcements to prioritize prospects with clear buying signals and immediate needs.

*  Custom EDA Tool Demonstrations: Designed tailored demonstrations for decision-makers, emphasizing how
the client's solutions accelerated design timelines and reduced costs for chiplets and next-gen IP cores.

Actionable Insights and Real-Time Adaptation

* Live Feedback Loops: Established adaptive feedback mechanisms to refine lead targeting strategies based on
engagement data and evolving market priorities.

* Collaborative Ecosystem Outreach: Created multi-channel campaigns targeting potential collaborators, such as
startups working on RISC-V or ecosystem players exploring chiplet architectures.
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