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What you can achieve
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https://youtu.be/3xPOfhebEd4?si=sNmwKZ348PxgvRX0

An automated and integrated process

Email Engagement

Signal-based Linkedin Engagement
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Build a targeted and scalable system

PERSONALISATION

AUTOMATION
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3 most common mistakes to master

1 2 3

Market & Targeting Technology Conversion Strategy



~ A Beachhead First Can Simplify the CX Initiative
1. Market & Targetin
[ J Marquee Customers,
2d Wave

= Restaurants Berlin

Results
Restaurant Facil s
“Trying to be everything to everyone often leads to o
q . o ) ) an “attack” the entire + Start with a small Beachhead
being nothing to no one. Customer Base + Get arapid and dramatic win
wes:amamMax\m\\\insievl‘n *  Expand in waves.

BLESS Restaurant
Account

001

Identify you most attractive customer segment

Scrape the market to understand sizes and potentials
N?:::{ck | Restaurant Berlin £ :
: .
e e

Develop neat messaging and value
+
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2. Technology
| Mrket/Target  Datafwichment  Engagement  Comesin

Static
Email Engagement

' Data Source Data Enrichment CRM [eo=== ==, Inbox Call New Customers
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Signal-based Linkedin Engagement
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3. Conversion Strategy

2. Community Approach
3. Competitor approach
4. Freevalue/Testing

5. Signal-based

2. Lead Magnets
3. Events/Fairs
4. Interview/Market Study

5. Signal-based

ACV <10k 10-50k >50k
For simple solutions with clear Larger but standardised solutions. Complex or custom solutions.
pain<>value understanding Pain<>value understanding with some Pain<>value understanding needs
help and guideline investigation and customisation.
Principle Lower CAC as much as possible / Identify intent fast / Invest where it makes | Offer high value / personal and very
Automation / Group Selling / Open free sense / Gated free value / sustained exclusive / tailored and custom / extended
value / High-frequency touch points account-based outreach stakeholder mapping
Strategy 1. Group Sales Webinars 1. (Directto call) 1. Thought Leadership
Examples

2. Roundtable
3. Events/Fairs
4. Proof-of-Concept

5. Signal-based (as support)
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SDR-Agents: Signal-based prospecting aances

SDR-Agent” is a term we at Peakora started using to describe fully automated workflows that identify an intent signal from a potential

buyer, enrich the data, and directly send a personalised and relevant message over email and/or LinkedIn to the person with a fitting value
offering.

How?
e Weidentify signals from the web using Al tools

e Datais pushed into Clay, filtered in line with our qualification criteria and what fits is

enriched with email/phone etc.

e Dataissyncedinto CRM and Outbound Tool and buyer persona receives a
personalised message offering value linked to the identified signal

Why it works well
e Highly relevant due to signal and timing
e Need isidentified, good reply rates if your solutions fits

e Fully automated - Save massive costs as SDR Job is automated
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Quarter 1

Yearly timeline

Quarter 2
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Quarter 3

Quarter 4
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