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What is Sales Development?
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Sales Development is...

A strategic, specialist and proactive function that...

v'Reduces low quality leads

v Creates desired pipeline profile
v'Maximises marketing spend
v'Increases flexibility
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Generating New Leads

The How?
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Outbound Lead Generation

1. Strategic Fit
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Bringing this to life

New Joiners - Low

High Intent Ransomware - Mid

Hand Picked - High

Step |Task Day
1 Auto Email 5
2 LinkedIn - Connection Request |5
3 Auto Email 8
4 Auto Email

5 Phone Call 11
6 Auto Email 11
7 Auto Email 15
8 LinkedIn - View Profile 15
9 Auto Email 20
10 LinkedIn - View Profile 20
11 Auto Email 21

Step |Task Day
1 Auto Email 1
2 Phone Call 1
3 LinkedIn - View Profile 1
4 Auto Email 4
5 Phone Call 4
6 Phone Call 5
7 Auto Email 6
8 LinkedIn - Connection Request |7
9 Phone Call 9
10 |Auto Email 12
11 |Auto Email 13
12 |Phone Call 14
13 |Auto Email 14
14  |Auto Email 17
15 |LinkedIn - View Proile 17
16 |Phone Call 17

Step Task Day
1 Manual Email 1
2 LinkedIn - Connection Request |1
3 Phone Call 1
4 Auto Email 4
5 Phone Call 4
6 Phone Call 5
7 Auto Email 6
8 Linkedin - View Profile 7
9 Phone Call 9
10 Manual Email 12
11 Auto Email 13
12 Auto Email 15
13 Phone Call 17
14 Phone Call 19
15 Auto Email 22
16 Auto Email 27
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& 1. Auto Email - Day 5 32 Bounced

O a) New Thread congrats on the new role - Hi {{first_name}}, | saw on your LinkedIn that you recently started a n... EMEA Team

138 29% - 0% - 1.4% 4857 34% | 0% 6.3%

34 18% - 0% - 0%

b) New Thread Congratulations on the new role! - Hi {{first name}}, | saw on your LinkedIn that you recently ch...

+ Add Template

INDUSTRY ﬁ B % Q

When you receive an emall in your personal Inboxies), how Importent are the AVERAGES OPEN RAT CLICK-THROUGH#ATL  CLICK-TO-OPEN RATE UNSUBRATE BOUNCE RATE
following factors for you to open 1Y
Advertising and Marketing Agencies 19.30% 2.60% 13.30% 0.20% 110%
Agriculture, Forestry, Fishing & Hunting 20.50% 3.50% 1710% 0.20% 0.50%
Recagnising the rand = I EX Automotive and Aerospace 12.60% 1.20% 9.80% 0.20% 0.80%
Construction, Contracting, and Manufacturing 22.40% 3.20% 14.00% 0.30% 2.20%
~ N Consumer Packaged Goods 14.50% 1.60% 10.90% 0.10% 0.40%
e subiect Iina oo [ 4EE -
: Education 23.40% 3.00% 12.70% 0.20% 110%
Engineering, Architecture and Design 20.40% 3.00% 14.80% 0.20% 110%
Haing < [ EL Financial Services 20.20% 2.50% 12.40% 0.20% 1.20%
Consumer Email Food and Beverage 13.00% 1.20% 8.90% 0.10% 0.30%
R — P — - G Government 30.50% 410% 13.40% 0.20% 130%
— Healthcare Services 19.70% 2.70% 13.70% 0.20% 1.00%
IT / Tech / Software Services 17.60% 2.50% 14.30% 0.20% 0.90%
whan Irecava it = o [ P Logistics and Wholesale 18.90% 2.20% 1.70% 0.30% 1.20%
Media, Entertainment, and Publishing 18.10% 3.10% 16.90% 0.10% 0.40%
0% A0 2K o 0% AT [ Nonprofit 25.20% 2.60% 10.30% 0.20% 1.00%
Other 19.10% 2.40% 12.40% 0.20% 110%
Professional Services 18.00% 1.80% 9.90% 0.20% 0.80%
Il Wot Importent o Real Estate, Design and Construction Activities 19.90% 3.60% 17.70% 0.20% 1.40%
Retail 13.90% 210% 15.20% 0.10% 0.40%
Travel, Hospitality, and Leisure 15.70% 1.60% 10.20% 0.10% 0.50%
Unknown 2.70% 15.00% 0.20% 110%
Average 17.80% 2.60% 14.30% 0.10% 0.70%

Campaign
Monitor




Better than an email?
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Where to start?

* |f you have an ICP, but don’t know where to find them

* If you aren’t getting enough engagement

* If you aren’t sure which aspects of your outreach are working, or not
* If you’'re hitting the right people, but at the wrong time

* If your sales team are still unhappy with lead quality
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Where to start?

* |f you have an ICP, but don’t know where to find them = Step 1

* |If you aren’t getting enough engagement = Step 2

* If you aren’t sure which aspects of your outreach are working, or not = Step 2
* If you’'re hitting the right people, but at the wrong time = Step 2

* |f your sales team are still unhappy with lead quality = Step 3, Hand Shake
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Other important factors

* Start with Strategy, and defining your ICP
* But remember, culture eats strategy for breakfast

* Build a framework of desirable skills, behaviours and values; recruit,
develop and promote against this

* Be clear on your measures of success — volume vs value

* Align with your sales teams on the definition of a SQL, and handover
* Persist, there’s few easy wins here

* Vary your Outreach, but don’t undervalue the good old phone



What does all this mean for you?
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Example of Co-Telemarketing project in Eastern Europe

Project Scope

- Business plan with a Sophos CAE & the Partner

- 350 thoroughly selected contacts of SMB prospects with no Sophos solutions (partner did a great
job in selecting)

- Briefing call with partner & Sophos Telemarketing Agency on the project

- project timeframe — 2 months (finished end April)

- project product focus — XG Firewall

Project Results:

- 21 Sales Qualified Opportunities generated by Sophos Telemarketing agency & assigned to partner
for follow up
- Pipeline of 20k € and partner validation ongoing
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What does all this mean for you?

i

SOPHOS |




Questions, ideas, comments? - Reach out to us!

Dan Skipp
EMEA Sales Development Manager

Anna Becker

Senior Marketing Manager Eastern
Europe & MSP EMEA

Wim Feyen
Marketing Manager BeNeLux

+49 172 68 99 148 +31 162 70 8504
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