A Case Study: Market Segmentation and
Increased Sales for Leading Insurance Solutions Provider
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The objective was clear

help get them ahead of
competition faster.

Meetings with decision-makers
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T H E I M P L E M E N TAT I O N
After a detailed study, the Beyond
Codes team launched multiple
targeted campaigns in parallel.
Each of the campaigns for the
client had an exclusive team

working along defined metrics set
to measure success on a regular
basis. The teams had researchers
who put together a list of
companies and the right contacts
to be approved by the client. Post
the approval, the researchers
further employed a number of

The lead generators, trained
extensively on making the right
impact, were handed a brief on each
of the companies for reference while
making calls. The genuine lead,

interested in the client’s offering,
were passed on to the senior Sales
representatives with a summary of
the initial call. In keeping with the
needs of the clients, the Sales
representatives were provided with

all the intelligence on the prospect.

methods to deep dive into the
companies on the final list.

T H E I M PAC T
The client received a steady flow of meetings with over 280 appointments
with C/V/D level decision makers at an average of 40 meetings per month.
The success of the campaigns led to a continued relationship with the
client that extended to other offerings and industry verticals as well.
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