B2B Sales and lead generation company that helps
tech firms tackle sales development challenges.

RENIN


http://www.reninresearch.com/
mailto:info@reninresearch.com

Why Do Clients Hire Us?

To Become More
Discoverable.

Better Quality Leads At
The Top Of The Funnel.

Get 4-5 Sales
Qualified Leads A
Month.
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Accrue More

Revenue.

RENIN



We Offer A Complete Outsourced Sales System.

Strategy

GTM

( We work with y
to find out yo
value wed

Planning Sales Cadence

Account
Based Outbound
Targets

Prospec

Inbound Conferences
Researc

Partnerships Network
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Leads

Meetings

Closures
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Our Positioning: SMB — Tech Market

Having
customers.

$10M - $50M

Revenue Size

Presence
in NA.

Our Clients

Amenable
to Discover
— Land-

Expand

Known

Selllng TeCh Pain Points

GTM
Manoeuvra

$100M-$500M bility

v

Revenue Size

Deal Size 1-2M, SMB

ARR

Fast
Feedback

Decision
Maker
Accessibility

~
~~~~~

Our Client’s Customers
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The Segments That We Reach Out To.

Geo's: India |ME| ASEAN |North America .
@ Enterprises

Above $1B in revenue

Ticket Size ~ $ 1 Million and above

Long Sales Cycles — 6-12 Months
Decision Making — Min of 5-7 peo

@ Vid Market

Between $500M- $1 B in revenue
Ticket Size ~ $ 150 K and above
Short Sales Cycles — Under 6 Months

Decision Making — Mostly CEO, influenced by Business

Small & Medium Business
Between $100M- $500 M in revenue 90% 10%
Ticket Size ~ 50K -$ 150 K
Short Decision — 3 Months
Decision Making — CEO.

A

&
>

v

7% 3%

Not Interested In Your Have A Need But Nc¢ .
Company No Need For Services Ready To Act Intend To Change Active Buyers



Industries Served

Interactive Predictive Recommendations

Report :
eports Dashboards Models & Automation

>
Why did it What will What should -
happened? happen? happen? | do? |ﬂS|g ht

Enterprise Data Management Human In The Loop Al/ ML Bl & Analytics

Health
ealthcare ) )

Pharma

Insurance

E-commerce

Retail

Financial Services

Automotive
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GTM Strategy
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GTM Strategy : We Begin With Understanding Your Industry: Demand Signals

Market Size First Party Signals

Opens & Clicks to Outbound
Opens & Clicks to Inbound Content
Similar Product / Service Usage
Linkedin Signals

Second Party Signals
Second Party Signals

Hiring

New Launches
Cost Cutting
Contract Closures

GTM Strategy

First Party Signals

Industry Models

Third Party Signals

Management Movement
New Funding
M&A

Market Growth
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Prospect Research & Planning

...then we understand your Ideal Customer Profile... Our ICP Grid

High Our Focus
» Conferences «  Outbound Campaigns
* Partner Program « Inbound Campaigns

Low Product Market Fit, Difficult to reach Low Product Market Fit, Easy To Reach

lgnore Do Inbound Campaigns and
Educate.

Product- Market Fit:
Customers Suited To Your Soultion

o Go-To- Market Fit: =

Ease Of Reaching
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GTM Plays.

Outbound | Inbound Conferences _

We Save 50% Lead
Generation Time
by using Agentic

Intelligent
Conterence
Mining

Driving
Partnerships

Al Sales Bots.

= Qutbound = Inbound = Conferences = Private Round Tables = ISV = S = Synergy = Domain
[
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Lead Gen is about reaching out to Decision Build Networks and have quick
Makers, Influencers and Authority. meetings to understand market
movements and structure.




ICP’s That We Reach Out To: SMB & Mid Market.

CXO
Decision Maker

0)
& (& Campaigns.
J; J; target.
figencer i & e
I L —
Manager
User ’ (’?\ (Qj (Qj (Q\ (g’l?\ (”l“\
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Sales Cadence
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Sales Cadence

. . Nurture Convert
Drive Traffic . .
Relationships To Revenue
Lead Generation
Account Business Development Sales

Based Outbound
Targets

Inbound Conferences HUbSp t
Field Sales

CRM - SDR’s

Inside Sales- Inside Sales

(India) (USA)

Partnerships Network

Market Research | Demand Signals | GTM Strategy.
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...then build the required custom workflows....

Market Research :

> To- List Of Target
(@) Demand Signals in -t BN Target Service Lines Target ICPs 9
D) Strategy companies
et Your Industry
qV)
| -
)
W
ales
l Funnel
Yes
= List Of Target Opens & Click -
G— S arge ens icks :
qk% Companlgs " ApO“o.io p_» HUbSp t Score Cardlng Em— Meeting —> HUbSp t_>
|: R No Deals
T A
Partnerships
v
) Yes
5 Lead
- Nurturing > Meeting
[ (Content)
>
Z
[
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Sales Cadence That Drives Results.

Research An MQL is a prospect who has responded to our outreach and matches An SQL is a prospect interested in taking the next step in the sales process
Bot your ICP.
« Market Overview . . . .
* Available Market .
. . ‘ . Prospects
+ Target Companies = —
e |CPs.
Conferences Partnerships
SQL
Meetings
« Outbound CampaignsEEEICOY 0 T hE e s T N e T E s T T T T T e s
e In-Bound Campaigns
R Proposal
LeadGen
« Market Qualified Leads MQLs Contract
— Closure
Lead Generation Factory
6-8 Months
[
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Sales Motions : Buying Cycles.

Generate Opportunity Acrive Buying Cycle

Become Discoverable

‘ CXO Relationships

Vendor Relations

Up Sell/ Cross Sell

Sales Motion-3

Free RoadMaps

Influencer Management

Build User Advocacy

Pilots

Sales Motion-2

‘ In-bound

Out-bound

Social Media Conferences Partnerships

Sales Motion-1

Value Proposition
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Key Success Factors

Volumes:

Conversion:

Time

Benchmarks

Number of Touch Points across Sales Cadence

:> 2500 touchpoints/ Month

Prospects To MQLs : 35% Open Rates
MQLs To SQLS: 13% Open Rates

SQL To Meeting: 84 Days
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Account
Based
Targets

Inbound

Partnerships

Outbound

Conferencey|

Network

RENIN



Execution
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Timelines

Month-4 Month-6

ANpolloio
Sales
Engagement

Enablement
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Reporting: Hubspot

Deals ~

All deals

= Nw Sales Pipeline

Search name or descriptio Q&
MAIL OPENS- MQL 64 <

Banza - New Deal
Amount: $150,000
Close date: 06,/30/2024

Banankanzn ® High
Email 12 days ago

! Mo activity scheduled

Nextdata - New Deal
Amount: $150,000
Close date: 06,/30,/2024

@ High
Email 12 days ago
! No activity scheduled

Michaels Stores - New Deal
Amount: $150,000
Close date: 06,/30/2024

o ® High
Email 12 days ago

! No activity scheduled

Total: $9.6M
weighted: $1.9M @

X My deals

Deal owner ~ Create Date ~ Last Activity D... ~

MEETING SCHEDULED 3 < SCOPING PRESENTATION SC.. 1

Azadea Group - New Deal
Amount: $150,000
Close date: 05/31/2024

Landmark Group - New Deal
Amount: $150,000
Close date: 05/31/2024

N @ High
No activity for 2 months No activity for 2 months
! No activity scheduled ! Mo activity scheduled
LuLu Hypermarket - New Deal

Amount: $150,000

Close date: 05/31,/2024

h date @ High
No activity for 2 months
! No activity scheduled

Apparel Group - New Deal
Amount: $150,000
Close date: 05/31,/2024

B @ High
No activity for 2 months
! No activity scheduled

Total: $450,000
Weighted: $30,000 @

Total: $150,000
Weighted: $90,000 @

Close Date ~

<

+ Add view (2/5)

== Advanced filters (0)

POC PROPOSAL 1

Jumbo Group - New Deal
Amount: $150,000
Close date: 05/31/2024

& ® High
No activity for 2 months
! Mo activity scheduled

Total: $150,000
‘weighted: $60,000 @

{

All views

DECISION MAKER BOUGHT-.. 1

Abela & Co - New Deal
Amount: $150,000
Close date: 05/31/2024

® High
No activity for 2 months

! Mo activity scheduled

Total: $150,000
Weighted: $120,000 @
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<

POC

Total: $0
Weighted: 30 @

Board options =

0 < CONTRACT SENT

Total: $0
‘weighted: 30 @

RENIN



Governance: Weekly Reviews

Project Goals

Sr No Funnel Month-1 Month-2 Month-3 Month-4 Month-5 Month-6 Total

TAwareness (Opens)
MQLs (Replies,
2Clicks)
3SQLs ( Meetings) 1 1 1 1 1 6
ANDA
5Proposal

PoC / Resource
6Deployment

7Project Closure

Project Achievements

Sr No Funnel Month-1 Month-2 Month-3 Month-4 Month-5 Month-6 Total

MQLs (Replies,
2Clicks)

35QLs ( Meetings) --

4ANDA

5Proposal _

PoC / Resource
6Deployment

7Project Closure

Leader Board

Mail Campaigns
Mail Delivered
Mail Opens

Mail Clicks

Mails Replied
Mails Interested
MQL Followups
Calls

Network

Partner Campaigns
Partner Meetings
BD Meetings
NDA

Scoping
Proposals

PoC

MSA

Closure
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Grand Total Of Efforts

12
9670
547
a
4
10
250
40

w

OO0 O0O= 00 0O =

2500 5000 7500 10000

RENIN


http://sr.no/

How Will We Engage With You?

Account

Manager

/ Inside
Sales

|

S %
: HubSEt
c
§e
©
o Research Outbound Inbound Conferences Partnerships
o

All Rights Reserved — Renin Research Technologies Pvt Ltd. 2024 RENIN



Summary

-

Ag r

Upon

Target Pursuit

@ Dedicated Team Deployment

= Lead Generation: Al Automation.

= Business Development.

= Sales Management.

@ Assured Deliverables
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4-to-5
Sales Qualified
Leads / month,

Followed by
Lead Nurturing

to closure.

RENIN



|
RENIN

info@reninresearch.com
www.reninresearch.com
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