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1. OVERVIEW

A client with a robust product launch pipeline faced consistent challenges identifying appropriate
target audiences and generating qualified leads. Their new products often addressed markets
outside their traditional customer base, creating a persistent hurdle that prolonged sales cycles

and limited the success of new offerings.

2. CHALLENGES

e Market Identification: Difficulty defining appropriate
target markets for products outside core customer
base

e lLead Generation: Antiquated methods of prospect
identification yielding poor results

e Outreach Limitations: Manual processes restricted
scale and effectiveness of contact efforts

e Competitive Visibility: Limited insight into competitor
customer bases and potential prospects

e Resource Allocation: Excessive time spent on low-
yield prospecting activities

e Sales Cycle Length: Extended time-to-revenue for
new product introductions

3. SOLUTIONS

e Implemented Al-Powered Target Market Definition:
Created data-driven ideal customer profiles (Icps)
for each new product

e Established Automated Prospect Identification:
Deployed Al tools to identify companies and
contacts matching ICP criteria

e Built "Always-On" Outreach Engine: Implemented
automated multi-touch engagement sequences

e Created Intent Monitoring: Established systems to
identify prospects signaling buying interest or intent

e Configured Linkedin-Focused Strategy: Developed
specialized approach for engaging high-value
prospects on professional platforms
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4 RESULTS

Consistent Lead Flow: Generated average of 20 high-
value leads weekly

e Significant Revenue Impact: Estimated $6 million in
first-year new revenue

e Dramatic Growth: 300%
previous year's results

e Enhanced Efficiency: Eliminated low-yield manual
research and outreach

e Improved Target Accuracy: Connected with precisely

increase compared to

defined prospects rather than general market
segments
e Accelerated Sales Cycles: Reduced time from

product launch to first sales
5. CONCLUSION

While the marketplace is saturated with Al tool options,
the strategic selection and implementation of the right
solutions transformed the client's approach to new
market development. By serving as a dedicated
specialist to create a customized Al-powered lead
generation system, BAR40 revolutionized the client's
capabilities. This approach compressed vyears of
traditional market development into months, delivering
a 300% revenue increase and establishing a
sustainable system for ongoing lead generation that
will support future product launches.
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