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Case Studies

Tenure: November 2019 - November 2021
Team Size: Started with 1 SDR and scaled to 3 SDRs

Average lead production: On average, we generated 4-6 pure
outbound meetings per month per SDR. Lead production did
vary throughout the year depending on factors like open
enrollment timing and broker engagement.

Notable Stories: Started as a B2C company offering a consumer
app for chronic condition management. Came to demandDrive to
build out their B2B business and understand their target market.
We also helped them develop broker relationships at both
regional and national levels. Largest deal we passed was for
roughly $250k.
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Tenure: Ovia Health was initially a client for 1.5 years. They
expected to bring the SDR team fully in-house but decided to
return a year later (currently still a client).

Team Size: The team consists of 2 SDRs

Average lead production: This is an entirely inbound focused
program where we uncover about 4 leads each month per SDR.
Ovia has strict qualification and the minimum sized organization
they will meet with must have 3,000 employees.

Notable Stories: Ovia Health has a mature marketing and sales
engine. They look to us for our consistency and dependability.
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Tenure: Almost 1 year. We started in March of 2021.
Team Size: 3 SDRs

Average lead production: 4-7 leads per SDR per month. The
variance depends on how many channels the team is working. This
program is a combination of cold outbound and multi-threaded
marketing efforts like webinars, live events, and web chats.

Notable Stories: We built the cold outreach process from the
ground up based on our sales development expertise. Outbound
leads have increased significantly during our partnership.
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