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Introduction

The manufacturing and industrial sectors require a targeted, value-driven approach to
sales and lead generation. Whether reaching decision-makers in industries like
aerospace, automotive, metal fabrication, or defense, these sectors depend on strategic
outreach to engage key roles such as VPs of Operations, Engineering, and Supply Chain.
Insource Leads not only excels in generating high-quality sales appointments and
qualified leads, but we also enhance client engagement through our Live Introduction
Model. This model ensures a warm, personalized handoff between the Business
Development Representative (BDR) and the client, creating stronger connections with
prospects and significantly improving conversion rates.

This white paper outlines how Insource Leads delivers successful campaigns across
various industries, especially in sectors such as automotive, aerospace, metal
fabrication, and others, helping clients connect with key decision-makers and achieve
their growth objectives through a personalized and relationship-driven approach.
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Industry Expertise:

Targeting Decision-Makers in Industrial, Manufacturing
and Related Sectors

7

Insource Leads has worked with a wide range of clients across various manufacturing
and industrial sectors. Our industry-specific outreach has proven successful across
several key markets, including:

® Automotive Manufacturing ® Appliance Manufacturing

® Aerospace Manufacturing ® Metal Furniture Manufacturing
@ Metal Fabrication Shops @ Material Handling Automation
@® Machinery and Equipment Manufacturing ® Industrial Robotics

@® Construction Equipment Manufacturing @ General Engineering

@ Shipbuilding @ Medical Devices

@® Tool and Die Making

® HVAC Manufacturing
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Industry Expertise:

Targeting Decision-Makers in Industrial, Manufacturing
and Related Sectors

Our outreach efforts are tailored to target decision-makers in key roles, such as:

@ VPs of Manufacturing/Operations @ Procurement/Purchasing Managers
® VPs of Supply Chain/Procurement ® Maintenance Managers

@ Directors of Operations ® Supply Chain Managers

@ Directors of Engineering ® Safety Managers

@® Tooling Engineers @® Environmental Health & Safety

® Tool and Die Supervisors (EHS) Managers

® Tooling Managers
@® Plant Managers



Proven Success Stories
in Manufacturing and
Industrial Sectors

Material Handling
Automation and Industrial
Robotics

For a leader in industrial robotics,
Insource Leads executed a 12-month
campaign targeting large
manufacturing companies. With a focus
on Directors of Operations and
Engineering, we delivered 8 high-value
appointments and 25 CQLs for 13, 4-
week service periods. Our precise
outreach consistently reached key
decision-makers, achieving measurable
success with a 72% appointment show
rate target with companies of more
than $250m in annual revenue.

Injury Prevention Solutions

Partnering with a company in the
manufacturing and transportation
industries, Insource Leads developed a
campaign aimed at EHS Managers and
Safety Coordinators. Through SO00
BDR touches, we secured 8
appointments and 25 CQLs per service
period, directly engaging those
responsible for workplace safety and
injury prevention in industrial
environments, including in sectors like
equipment manufacturing,
transportation and warehousing.




Proven Success Stories
in Manufacturing and
Industrial Sectors

Metal Recycling

Insource Leads exceeded expectations
for a scrap metal recycling company by
generating 15 appointments and 51
CQLs per service period over the past
two years. Our campaign successfully
connects with executives in
manufacturing, construction, and
environmental management, delivering
highly relevant solutions to key
decision-makers in these industries,
particularly in companies that deal with
metal waste.

Industrial Distributor
Case Study

In a 3 year campaign for an industrial
distributor, Insource Leads generated
115 appointments and over 100 warm
transfers per 4-week service period
over the course of 31 service periods.
By strategically targeting procurement,
operations and supply chain executives
within industrial and manufacturing
sector companies from mid-market to
Fortune 100; we helped the client
connect with thousands of decision-
makers driving significant business
growth.
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Proven Success Stories
in Manufacturing and
Industrial Sectors

Additional Successes Across Industries

Insource Leads has delivered consistent results for various companies across multiple
industrial sectors, including aerospace, automotive, energy, and defense. Targeting roles
such as Tooling Engineers, Tool and Die Supervisors, VPs of Manufacturing/Operations,
and Directors of Engineering have consistently generated 20 appointments and 25+
CQLs per service period.

These campaigns focus on engaging high-level decision-makers in Aerospace,
Automotive, Earthworks (Mining and Construction), Energy (Coal, Oil & Gas,
Petrochemicals), Transportation (including Electric Vehicles), Machine Tools, General
Engineering, Defense, Medical, and Additive Manufacturing sectors. By targeting
companies ranging from SMB to Enterprise size across the United States, we have
successfully driven growth for businesses looking to connect with senior executives in
Manufacturing, Supply Chain, and Procurement roles.
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The Insource Leads
Approach: A Comprehensive
Strategy

With over 25 years of experience in sales consulting, sales staffing, and sales process
improvements, Insource Leads has honed its expertise in generating thousands of
appointments and leads through outbound marketing channels, with a strong emphasis
on the phone as the primary tool for converting leads into meetings. Our deep
understanding of BDR operations and staffing, combined with our ability to implement
cutting-edge sales and marketing tech stacks, ensures that each campaign is tailored to
the client's specific needs and business dynamics. We focus on delivering targeted,
effective solutions that consistently drive measurable results.

?/—O Discovery and Program Setup

Each engagement starts with a thorough discovery process that ensures
alignment with the client’s goals and objectives. Insource Leads collaborates
closely with your team to:

e Conduct a detailed pre-launch discovery session to understand your
business model, key selling points, and target demographics within
manufacturing and related industries.

e Develop a customized outbound prospecting plan that incorporates data-
driven strategies tailored to manufacturing and industrial decision-
makers.

» Build a marketing database enhanced with Al-driven insights and intent
data to ensure precision targeting of high-level stakeholders.

Our rapid activation process ensures campaigns are up and running within
two weeks, allowing clients to focus on their core operations without being
burdened by setup complexities.
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Al-Enhanced Targeting

By leveraging Al-powered tools, Insource Leads ensures that prospect lists
are continuously refined for precision. This technology allows us to adjust
messaging in real-time based on feedback and market conditions, making our
outreach even more effective.

Comprehensive BDR Training

Our Business Development Representatives (BDRs) undergo rigorous training,
focusing on each client’s unique product offerings, services, and positioning in
the industrial and manufacturing markets. Through this training, BDRs
become well-versed in articulating the value of each client’s offering, ensuring
meaningful engagements with prospects.

Comprehensive BDR Training

Insource Leads combines proprietary Quality Control (QC) technology with the
expertise of trained QC Coordinators to ensure the highest level of lead
qualification while significantly accelerating the client’s path to success. Our
Al-powered system reviews call transcripts from each lead and appointment,
scoring them based on the unique qualifying criteria established for the
client's campaign. This rigorous review process shortens the BDR learning
curve by quickly identifying and correcting potential issues with the pitch and
prospect list, allowing for real-time adjustments.

Each lead or appointment is meticulously reviewed, and a well-written outline
is provided to the client, along with coaching notes for the BDR. This ensures
that any gaps in communication or misalignments in approach are swiftly
addressed, resulting in faster refinement of the outreach strategy. By
streamlining the learning process and optimizing performance early on, our
QC system significantly increases the speed to success for the client's
program, ensuring that all leads and appointments are highly qualified and
perfectly aligned with campaign requirements.
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Lead Scoring and
Qualification

Insource Leads employs a structured lead-scoring process to ensure that only high-
potential prospects move forward. Our system filters leads based on their readiness to
engage:

(2) caL1 (2)caL3

Prospect is ready for Prospect refers to the correct
immediate follow-up and decision-maker within the
handoff. organization.

Prospect requires additional Prospect expresses interest in
information or clarification follow-up at a later date.

about the product.

By filtering leads through this qualification system, we ensure that our clients receive
well-qualified, actionable opportunities that align with their business objectives,
particularly in the industrial and manufacturing sectors.
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Streamlined Program
Implementation

Insource Leads ensures a seamless and efficient implementation process, designed to
get your outbound sales program up and running quickly while minimizing the effort
required from your internal team. Our approach combines comprehensive planning,
training, and real-time optimization to ensure your campaign is fully operational in just a
few weeks.

Rapid Activation

Our streamlined setup process allows campaigns to go live in as little as two weeks from
the initial orientation call. The program launch timeline is structured to minimize the
burden on your internal team, allowing you to focus on your core business while we
handle the complexities of setup and execution.
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Here's a breakdown of our
process:

Discovery and Questionnaire

After receiving the signed Statement of Work, Insource Leads provides an
Implementation Questionnaire to gather essential information about your business,
target market, and campaign goals. This data is the foundation for building a
customized outreach strategy, ensuring the program is aligned with your objectives.

. Implementation Orientation Call

We conduct an initial orientation call to introduce key stakeholders, establish
timelines, and outline the structure of the program. This call is critical to ensuring
that both teams are alighed and ready to move forward smoothly.

é%%? Database and Marketing List Setup

Our team builds and organizes a robust marketing database, leveraging Al tools to
enhance the precision of targeting. This includes refining the prospect list to ensure
it's tailored to the specific industries and decision-makers you want to reach, such
as VPs of Manufacturing, Directors of Engineering, and Tooling Managers.

Outbound Marketing Plan Development

Based on the discovery and data gathered, we develop a detailed outbound
marketing plan. This plan incorporates multi-touch lead nurturing strategies
through email, phone, and LinkedIn, ensuring a comprehensive and effective
approach to outreach.
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Marketing Plan Review

We schedule a dedicated call to review the marketing plan with your team,
ensuring that every aspect of the strategy aligns with your company’s goals and
objectives. This step includes discussing the specific messaging, touchpoints, and
cadence that will be employed during the campaign.

Business Development Representative (BDR) Training

A critical phase of our implementation process involves training the BDRs who will
represent your company. BDRs undergo rigorous, role-based training to fully
understand your offerings, value propositions, and brand voice. This includes
product knowledge acquisition, scenario-based training, and role-playing to
prepare them for real-world interactions.

Our goal is to ensure that every BDR is fully equipped to communicate your company's
unique solutions and engage with high-level decision-makers such as Tooling Managers,
Directors of Manufacturing, and Operations VPs.

&

Marketing Launch and Ongoing Adjustments

Once the BDRs are trained, the marketing activity goes live. Our Al-enhanced tools
continuously monitor the campaign’'s performance in real-time, allowing for
dynamic adjustments to messaging, prospect lists, and outreach tactics. This
ensures the campaign remains agile and effective in reaching the right targets.
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Tech-Driven
Efficiency and
Continuous
Improvement

Insource Leads integrates cutting-edge technology into every step of the program. By
leveraging Al-powered tools and sophisticated CRM systems, we provide full
transparency and insights into campaign performance. Real-time reporting is available
through our customer portal, allowing you to track results, adjust strategies, and review
lead quality.

We employ continuous feedback loops that enable us to refine the outreach process
throughout the campaign. This includes analyzing performance data, tweaking
messaging, and adjusting the targeting of decision-makers to ensure maximum
engagement and lead generation.
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Conclusion

Insource Leads combines industry expertise, advanced tools, and a proven process to
deliver high-quality sales appointments and leads for companies in the manufacturing
and industrial sectors. Whether targeting decision-makers in aerospace, energy, general
manufacturing, or machine tools, we have the experience and capability to drive
consistent growth.

Partnering with Insource Leads means working with a team that understands the

complexities of your industry and provides a tailored, scalable approach to generating
results.

Managed Inside Sales Services

N\
)’ Insourceleads
~

www.insourceleads.com



