
About Acolad
	● 	Global leader in AI-powered multilingual content solutions
	● 	Offers end-to-end content and localization services including global 

content creation and SEO, machine translation, interpreting and multimedia 
localization as well as data services for training AI models

	● 	Tailored solutions for Technology, Manufacturing, Life Sciences, Finance, 
Legal and more 

	● 	Founded in 1995 
	● 	Over 1,600 employees in more than 22 countries 
	● 	Headquartered in Boulogne-Billancourt, Île-de-France

The language and content solutions company has been quick to embrace the potential of 
AI for transforming how organizations communicate globally. With Sales Navigator, it’s also 
transforming the way that it introduces potential customers to its solutions. Features like 
Account IQ, Lead Recommendations and Advanced Search are rapidly expanding business 
development pipelines, turning account teams into expert consultants, and influencing 80% 
of closed-won deals.

How Acolad created €7M  
in new opportunities with  
AI-driven outreach powered 
by Sales Navigator

Challenge
	● Accelerate outbound activities without 

increasing team size
	● Ensure multithreading across accounts for 

wider cross-selling
	● Increase automation to 10x outreach
	● Diversify to offer solutions for new personas 

in Multimedia, Data Services, Global 
Marketing and more

	● Empower global sales teams with 
automation and personalization at scale



Generative AI has transformed the market for 
translation and localization services in which 
Acolad operates. At the same time, it dramatically 
broadened the scope of what’s possible when 
it comes to generating multilingual content at 
scale. Acolad has been nimble in responding to 
the change, developing an innovative range of 
content solutions under its Lia Services and Lia Go 
umbrella, which fuses human expertise with AI, 
and adjusting the role of its business development 
and account management teams to act as expert 
content advisors.

“We offer end-to-end services that meet the 
demand for accurate, rapid communication, 
and we act as a trusted partner that understands 
the intricacies, including the importance of 
AI compliance,” explains Camilla Papa, Sales 
Operations Manager at Acolad. “For business 
development teams that means building 
relationships from the start with relevant 
outreach and tailored solutions, and for account 
management teams it means a greater focus on 
acquisition and acting as consultants.”

Sales Navigator, which Acolad has deployed 
across its sales organization, plays an important 

Enabling intelligent outreach

Results
	● New opportunities generated through Sales 

Navigator have contributed €7 million 
to Acolad’s revenue pipeline, in just eight 
months

	● 80% of closed-won deals influenced by 
Sales Navigator

	● Sales Navigator alerts Acolad’s teams to 
over 400 job changes per month, helping 
to secure 25% of closed-won deals with 
existing customers

	● 70% of Acolad’s sales organization now fit 
the profile of Sales Navigator power users, 
consistently applying revenue-driving 
behaviours

Solution
	● Deploying Sales Navigator across Acolad’s 

sales population, with additional licenses 
for Sales Operations

	● Phased activation strategy with LinkedIn 
Sales Training followed by power-user 
advocacy and sharing of best practice 
across regions

	● Salesforce CRM integration provides instant 
Sales Navigator insights to sales, operations 
and marketing, updated in real-time

	● Advanced Search filters enable business 
development teams to build relevant 
opportunity pipelines for each market

	● Account IQ, integrated with CRM, enables 
intelligent outreach at scale

role in supporting this strategy. Its integration with 
Salesforce CRM delivers synchronized, real-time 
insights to sales, marketing and operations teams, 
making sales intelligence more accessible and 
driving effectiveness for outreach.

“Sales Navigator’s major impact is enhancing the 
lead generation process and making sure that 
business intelligence is readily available,” says 
Camilla. “The advanced search capabilities and 
lead recommendations make a big difference. 
They help our teams work as effectively as possible 
and reach the right prospects at the right time. 
Account IQ is one of our most widely used features, 
and the CRM integration means that these insights 
are always available whenever people need them.”

Reliably identifying Ideal Customer Profiles 
and enabling tailored outreach in priority 
industries like Life Sciences and Finance has had 
a transformative impact on Acolad’s revenue 
pipeline. Sales Navigator currently accounts for 
over half of all closed-won deals for Acolad, with a 
total contribution to pipeline worth €7 million over 
eight months. “Roughly speaking, we’re looking at 
an ROI of around 800x,” says Camilla.

https://linkedin.com/in/camilla-papa/


As Acolad’s CRO Gráinne Maycock explains, 
Acolad’s success with Sales Navigator has been 
built on a commitment to training and enablement. 
“We’ve made a real commitment to training, both 
with the LinkedIn team and with our own Sales 
Academy trainers,” she says. “We’ve aimed to 
ensure that everyone feels that using this tool is 
as natural as typing. We’ve then reinforced this 
by measuring the real revenue results that Sales 
Navigator has influenced. We have a lot more to do 
but a solid foundation.”

It’s an approach that has had a dramatic 
impact on sales behaviours, with 70% of Acolad 
salespeople now qualifying as top users of 
Sales Navigator, by consistently demonstrating 
best practice for three quarters in a row. This 
grassroots adoption has enabled the team to put 
the emphasis on power users as Sales Navigator 
advocates, sharing ideas with colleagues 
across regions. “Now that everyone has a good 
understanding of the basics, we’ve shifted focus 
to these advocates sharing their tips and tricks,” 
says Camilla. “This decentralized approach has 
generated a really nice sharing dynamic, with 
teams for different industries and regions sharing 
the search filters that they find most effective. It’s a 
great way to highlight our success stories as well.”

Accelerating adoption with 
advocacy and training

“Sales Navigator is a core part of our tech stack. We 
use it to power the leads in our outreach strategy, to 
research people moving between companies, for 
multithreading, intelligence and insight. Already this 
year, Sales Navigator has influenced over €7 million in 
real, quantifiable opportunities.”

Gráinne Maycock 
CRO, Acolad

Those success stories include popular use-cases 
such as using Sales Navigator to secure in-person 
meetings during events, and multithreading 
accounts to avoid dependence on a single 
contact. “We’ve secured several enterprise 
accounts already by using the tool in this way,” says 
Camilla. “It’s not just the number of opportunities 
that we focus on as a business. It’s the value of 
those opportunities as well, and that’s where Sales 
Navigator has really delivered.”

Ready to unlock the power of LinkedIn for growing your business?  
Visit sales.linkedin.com to learn more about Sales Navigator

https://linkedin.com/in/grainnemaycock/
http://sales.linkedin.com

