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Introduction

The K-12 education sector is undergoing rapid transformation, with increasing demands for curriculum
development, technological solutions, administrative efficiency, and enhanced safety measures.
Navigating these changes requires a targeted approach to engaging decision-makers within school
systems. Insource Leads has successfully helped numerous companies market their solutions—including
curriculum and educational resources—to K-12 schools, securing high-quality sales appointments and
leads by leveraging a multi-channel, data-driven approach. This white paper outlines how our proven
strategies have helped clients achieve success within the K-12 vertical.

Understanding the K-12 Decision-
Making Landscape

K-12 schools operate within a complex organizational structure, where multiple stakeholders influence
purchasing decisions. Decision-makers vary from superintendents to curriculum coordinators and IT
directors, each playing a unique role in determining the needs of their district or institution. At Insource
Leads, we understand this landscape and develop customized prospecting strategies that target the
right people at the right time, ensuring our clients’ solutions are introduced to those with the authority
to act.

Key decision-making roles we target within K-12 schools include:
o Superintendents and Assistant Superintendents
e Curriculum Coordinators
o After-School Program Directors
e |IT Directors, ClOs, and CISOs
» Safety Directors and Facilities Managers

e Principals and Vice Principals

Our understanding of these roles enables us to craft messages that resonate with each stakeholder’'s

unique challenges and responsibilities, ensuring maximum engagement.
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Strategic Multi-Touch Approach
to Lead Generation

At the heart of our success in the K-12 vertical is a multi-touch lead nurturing strategy. This
approach combines teleprospecting, email marketing, content sharing, and LinkedIn outreach to engage
prospects across multiple channels. By utilizing intent data and behavior insights, we identify prospects

who are actively searching for solutions, increasing the likelihood of conversion.

Our prospecting process includes:
» Conducting in-depth pre-launch discovery with each client to define goals.
» Developing an outbound prospecting plan tailored to the education sector.
» Creating a comprehensive marketing database enriched with intent data.

e Implementing a multi-channel cadence with teleprospecting, emails, content, and LinkedIn.

By nurturing leads through these various touchpoints, we create a consistent flow of marketing-
qualified leads (MQLs), conversation-qualified leads (CQLs), and sales-accepted leads (SALs). This
comprehensive approach ensures that our clients are consistently meeting with decision-makers who

have a vested interest in their solutions.

Live Prospect Introductions for
Enhanced Engagement

One of the standout features of our program is the Live Introduction Model, a strategy that further
enhances prospect engagement. During initial meetings, a dedicated U.S.-based Business Development
Representative (BDR) remains on the call to introduce the prospect to the client’'s subject matter experts
(SMEs). This personal handoff improves the warmth and effectiveness of each interaction, resulting in a

more seamless transition from prospecting to closing.

The live prospect introduction approach has been particularly successful in the education sector, where
establishing trust and personal connections are critical to advancing the sales process. Our clients

consistently see higher show rates and stronger engagement as a result of this model.
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Intearated Social Media Services
for Holistic Engagement @

To complement our prospecting efforts, we offer integrated social media services that help clients
build a stronger online presence within the education sector. Our services include daily social media
management with two posts per day, monthly blog articles, and custom graphics. These elements

enhance brand visibility and engage K-12 decision-makers in a consistent and compelling manner.

By combining social media management with our inside sales efforts, clients benefit from a holistic
approach that drives engagement both online and offline, helping to build trust and credibility in the
marketplace.

Results: Delivering Consistent,
High-Quality Leads

8-12

qualified sales appointments per month, helping clients fill their pipelines with highly engaged
prospects.

O

A continuous stream of MQLs, CQLs, and SALs, ensuring that leads are nurtured and advanced through
the sales funnel with precision.

10,000+ touches

across a 20-week prospecting cycle, maximizing outreach and engagement.
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The Insource Leads Difference in
K-12 Education

What sets Insource Leads apart in the K-12 education sector is our deep understanding of the unique
challenges and decision-making processes within schools and districts. Our expertise allows us to
deliver targeted, data-driven prospecting strategies that produce results. Whether it's marketing
cybersecurity services, IT infrastructure, STEM resources, or operational tools, we are equipped to

engage the right stakeholders and help our clients succeed.

Our comprehensive approach has enabled us to work with a wide range of educational solutions, from
those that enhance classroom learning—such as STEM curriculum and resources—to solutions that
streamline administrative and operational processes. We understand the priorities of educators and
administrators, ensuring that each campaign resonates with their needs.

Our track record in the K-12 vertical demonstrates our ability to:

» Target the right decision-makers who influence purchasing decisions.
» Create customized multi-channel campaigns that generate consistent leads and appointments.
» Leverage live introductions to create warmer, more effective handoffs between our clients and their

prospects.

Conclusion

Insource Leads’ experience and success in the K-12 education market make us the ideal partner for
companies looking to drive sales and grow their footprint in this vertical. Through a combination of
strategic prospecting, live introductions, and a focus on high-quality lead generation, we have helped
clients across the education sector achieve their sales and marketing goals. Our holistic approach
ensures that each campaign is aligned with the needs of K-12 schools and districts, delivering results
that drive growth and long-term success.
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