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CUSTOMER CASE STUDY

THE JOURNEY TO ROI

Information Technology & Services

Our customer was facing an aggressive plan to grow revenue. They knew
based on past experience, that their inbound lead generation programs were
not going to be able to deliver enough pipeline to allow them to hit their targets.
In addition, they were reluctant to hire, train, and ramp an SDR team of their
own, having failed at that before due to high turnover. For these reasons, x

they enlisted Reveneer to design, build, and manage a fully dedicated,
white-labeled SDR team as a service. Here's a summary of that team’s

production, and how it delivered an ROI for our customer: O
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