
Working Backwards from 
Customers: Accelerating 
Key Account Growth  
with BluespaceTM

7 Ways Bluespace Changes 
the Game

A U G U S T  2 0 2 5

Written by Dave Irwin, CEO & Founder, Polaris I/O



Working Backwards from the Customer: Accelerating Account Growth with Bluespace vs. Whitespace2

Whitespace is a widely used, product-centric approach for analyzing product penetration 
within customer accounts. It represents an inside-out perspective of what has been sold 
versus what remains unsold, organized by product or service line and business unit.

BluespaceTM, in contrast, provides an outside-in view of customer needs, organized by the 
category of problem or challenge and the buying center. Bluespace focuses on analyzing what 
customers need and are likely to fund. Pre-intent signals form the foundation of Bluespace.

By shifting from a product-driven whitespace view to 
a problem-centric Bluespace view, generated from a 
continuous flow of pre-intent signals that enable teams to 
engage early, businesses can identify and quantify real 
opportunities based on customer needs. They can map 
relevant buying centers, prioritize which opportunities to 
pursue, and track action plans for each. These actionable, 
continuously updated insights become a vital strategic 
asset, ensuring sales efforts are targeted and effective, 
unlike the ineffective approach of hoping unsold products 
will eventually be purchased.

Introduction

The top-performing 
B2B companies now 
prioritize signal detection 
and automation 
over traditional CRM 
data management, 
yielding 3.8x 
higher revenue per 
employee.

https://www.polarisio.com/bluespace/
https://www.polarisio.com/pre-intent-signals/
https://www.polarisio.com/buying-centers/
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What is Bluespace?

Bluespace shifts your focus from products to immediate customer needs. It identifies what 
your customers are ready to invest in by organizing their needs by problem category and 
buying center. This reveals where customer initiatives are gaining momentum and securing 
funding, often cutting across departments and business units to drive desired business 
outcomes in the context of specific events. By understanding your accounts through your 
customers’ perspective, Bluespace provides precise, relevant, and effective sales strategies 
based on clear, actionable insights.

To BluespaceFrom Whitespace
Bluespace looks at areas of opportunity from the buyer’s 
perspective, based on problem categories by buying 
center—often involving stakeholders who span multiple 
business units. Bluespace aligns with buyer needs.  

Whitespace, designed to look for new areas to sell 
products by business unit, is the opposite of what 
executive buyers need. Executive buyers don’t care about 
products and disengage quickly with account sellers.  

CURRENT STATE DESIRED STATE

Why is Bluespace So Valuable?

Bluespace equips account teams with clear, actionable 
insights by mapping real customer needs against solutions. 
It reveals the full account landscape, highlighting who is 
involved, what problems matter most, and where the largest 
opportunities lie. This enables sales teams to focus their 
efforts on the highest-value deals, improve pipeline quality 
and volume, and build targeted growth plans that deliver 
measurable results.

According to Corporate 
Visions, “Need to 
Solution Fit” is 
the highest correlated 
reason, by far, for wins 
and losses according to 
executive buyer research 
spanning 120,000 win / 
loss reports over 2 years.

https://www.polarisio.com/insight-reports/
https://www.polarisio.com/insight-reports/
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7 Ways Bluespace Flips the Script and 
Accelerates Key Account Growth

1. See the Entire Customer Opportunity Landscape 
Bluespace helps you see the complete account landscape based on customer needs, 
challenges, and problems—what drives their business and the initiatives they are prioritizing 
for funding. It works backwards from the customers’ business environment to reveal what is 
happening and who is involved within the parent company, subsidiaries, departments, and 
various organizational levels. This insight into ongoing business challenges and needs enables 
you to increase qualified pipelines immediately.

2. Deeply Understand Account Needs and Challenges 
Customer needs, triggered by pre-intent signals, are transformed into insights about potential 
growth opportunities, mapped by problem type and buying center. These opportunities are 
actionable, well-defined, and poised for funding. Deep analyses connect all dots, from expressed 
needs to the root causes of problems, the stakeholders involved, the urgency and desired 
outcomes, as well as the alignment of capabilities, value propositions, execution teams, and 
customer-verified intent. Engaging early with relevant knowledge improves win rates.

3. Prioritize the Best Areas of Focus to Accelerate Sales Cycles and Pipeline 
Efficiency 
Bluespace enables strategic prioritization of opportunities based on your key criteria, such 
as deal size, urgency, and likelihood of success. It visualizes a heat map to pinpoint where to 
focus time and effort to maximize yield and enhance strategic alignment with top customers 
through real-time updates reflecting current events. Aligning your team’s time with areas of 
customer need that best match your strengths accelerates sales cycles and improves team and 
pipeline efficiency. 

4. Align Capabilities that Match Customer Needs  
Because Bluespace focuses on the problem first, your company’s capabilities can be 
accurately matched to customer needs. According to Corporate Visions’ 2025 research, the 
primary reason executive buyers make purchases is that the solution fits their needs. Pushing a 
product agenda is like using a hammer to search for a nail. Increase deal size by aligning your 
capabilities with solutions that address customer needs early in the buying cycle.

5. Optimize Team Time to Maximize Outcomes 
Continuously adapt to changing customer needs and priorities in real time to focus team effort 
on areas driving the best revenue results. Eliminate wasted time on unproductive pursuits, 
misaligned capabilities, and internal research, planning, and execution by gaining direct, up-to-
the-minute insight into the customer’s world.
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6. Increase Growth Pipeline Size, Quality, and Win Rates  
Since customer needs greatly exceed what current pipelines represent, account teams can 
selectively increase high-quality growth pipelines weekly and monthly with deals likely to be 
funded. This urgency to address identified challenges also helps improve win rates. Bluespace 
reveals many new, immediately actionable opportunities that further expand pipelines.

7. Establish the Cornerstone of Any Account Plan 
Account plans should focus on aligning capabilities with customer needs—not on the volume 
of products sold or unsold. Use Bluespace to create and drive your growth strategy, track 
progress in real time, and continuously adapt to changing conditions that reshape problems 
and solutions. Bluespace shifts the perspective from an inside-out to an outside-in view, 
driving relevant, actionable revenue growth at scale in an accelerated market where early 
alignment with customer needs is the critical success factor. 

Polaris I/O’s Bluespace Dashboard: The heart of an account plan for 
tracking action plans tied to customer growth initiatives

Problem areas 
tailored to industry 
groups

Buying centers 
tailored to 
industry 
groups

Aggregate roll-up of 
total account pipeline 
value

Aggregated views 
across accounts 
within a vertical 
group can be 
customized.

Quantify Insights and 
Opportunities with 
drill downs
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Leverage Bluespace to Drive Your Account 
Expansion Strategies and Provide Executive 
Insights
Bluespace offers an entirely new perspective on key accounts, enabling the creation of high-
value pipelines, alignment of teams with customer priorities, and continuous focus on the most 
pressing customer needs. It represents a major shift with the potential to increase pipeline 
volume by 10x, deal sizes by 2-3x, and win rates by 100-300%. 

Executive insights delivered through Bluespace analysis address these key questions:

1. Where do we see the highest concentration of problems?

2. Are client solution playbooks and messaging aligned to address them?

3. What prioritization lens should we use?

4. Are team actions aligned with the best opportunities?

5. Which teams are performing best?

6. Do we have the right coverage models in place?

 
These executive insights can rapidly reshape revenue growth, improve team efficiency, and 
maximize returns from your highest-spending customers.



Connect with us
Learn how to gather intelligence, improve collaboration in deal 
processes, and streamline customer communications to boost 
pipelines and revenue. 

Learn more about Polaris I/O for Enterprise Sales Leaders
polarisio.com
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