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OBJECTIVES

Boost leads to 45+ monthly, targeting
$75K+ deals from growing firms.
Reduce CAC to $420, freeing funds
for feature upgrades and hires.

Hit 90% lead fit for businesses with
50+ staff needing project tools.
Cut outreach time by 70%, focusing
team on coding and demos.

SOLUTION

Our AutoReach Pro initiative:
Targeted 2,500+ ops managers at firms
with 50+ staff seeking productivity tools.
Ran 5-touch campaign: LinkedIn
pitches with productivity stats, emails
with demo links, SMS trial invites, follow-
ups, nurture drips for non-responders.
Used Al scoring to reach 90% lead fit,
cut low-value chases by 75%.
o Synced with HubSpot, automated
tracking, sped up sales handoffs.

RESULT AND BENEFITS

After 5 months (Q2 2024):
Leads rose from 15 to 45 per month, a
225% jump, filling pipeline with marketing
clients.
CAC fell from $1,300 to $420, a 68% drop,
funding two new developers.
Revenue grew with $400K enterprise
subscription, $1.2M more in pipeline.
Outreach time dropped from 20 to 6 hours
weekly, a 70% gain, boosting update speed
by 25%.
$47K investment returned 34x in revenue,
aiming for $28M target.

you guys have taken it to a whole other level combining it with
ing the game and has made our company 10x better”
Chief Operating Officer



