
“WE CAN TALK IN A VERY 
RELEVANT WAY”

“WE NEEDED TO QUALIFY CUSTOMERS BETTER.”
“We’ve grown so fast over the last two years,” says Tia Newcomer, Vice President of 
Marketing for biosciences company Cord Blood Registry. “We’ve gone from 250,000 
names in our database to over two million.

“This means that the way we have a one-to-one conversation with our customers – 
and personalize that experience – has changed significantly. We needed to start by 
qualifying customers better to move them through the sales pipeline.”

“NEUSTAR’S SEGMENTATION TOOLS ARE KEY TO THE SALES 
PIPELINE.”

“To qualify at scale, we need information and we need powerful segmentation tools,” 
says Tia. “Neustar’s PlatformOne and its analytics provide both.” 

“For example, our team has identified a number of key, top-tier segments that are 
more likely to buy our product.”

When you can identify your top-tier customers, you can make the investment in 
targeting them differently. Because we can now identify leads from some of our 
exclusive sources – these are our most valuable segments – we can talk to them in a 
very relevant, contextual way.”

TAKING SEGMENTATION TO THE NEXT LEVEL: LEAD SCORING. 
“We also recently applied segmentation to our lead scoring model,” Tia continues, 
“because instead of relying on rudimentary intelligence like Zip codes, we could now 
take it down to the household level.

Immediately, we saw conversion rates improve by multiples of two, three, four, five 
and ten.”

“WE WERE ALL GIVING EACH OTHER HIGH FIVES!”
“From a marketing perspective, Neustar brought the data and the analytics to the 
table, helping our sales pipeline from prospects to marketing qualified leads to the 
sales qualified stage.”

KEY FACTS: 

•	 Customer database has grown  
from 250K names to 2M+

•	 Neustar audience segmentation 
helps marketingto better qualify 
customers and move them through 
the sales pipeline

•	 Conversions have increased by 
“multiples of 10”
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Cord Blood Registry has now started using Media Intelligence, another pillar of 
Neustar’s PlatformOne, to measure how top customers interact with the brand and 
optimize its media spend. Tia’s team is looking forward to similarly successful results. 

“I would absolutely recommend Neustar to other businesses,” says Tia. “They 
collaborate with everyone in the business, from the C-suite to our feet on the street.”

 
About Neustar
Neustar, Inc., (NYSE: NSR) is a trusted, neutral provider of real-time information 
and analysis to the Internet, telecommunications, information services, financial 
services, retail, media and advertising sectors. Neustar applies its advanced, secure 
technologies in location, identification, and evaluation to help its customers promote 
and protect their businesses. More information is available at www.neustar.biz.
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