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Penetrating the US-3 enterprise
deals closed in 6 months for a SaaS
in a brand-new market
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The Results

180 3 6-8x

leads generated deals closed ROl achieved

Inthe 6.5+ months we worked togetherwe produced 180 leads, including multiple Fortune 500 and
Fortune 1000 brands.

With 6 months + deal, cycles Blings has won 3 opportunities with multiple pending into close with an
expected ROl of 6-8x from just those 3 deals..

They now have consistent opportunities each month and are building out their first use casesinthe
US through Hypergen.

About Blings

Blingsis an effective, fun, and scalable video software solution. Their goalis to help businesses
communicate more effectively with their users through video.

Blings platform gives you the ability to create videos where the customer can interact and modify the
content and design based onlive client data. Also, itis the only video service where you can scale withno
additional cost foramount orfrequency.

With Blings, you can A/B test campaigns to obtain live detailed analytics that will ensure that your campaign
meets allyourgoals.

Blings’s Challenge

Blings had great initialtractioninlsrael and Europe but had their sights on expanding into a new market-North America, in

particularthe US and Canada.

They had gone through multiple channels and outbound providers but needed help finding one that generated qualified

leads with the quality and volume of the pipeline they were looking for.

To make matters eventougher, they are after marketing executives (directors, heads, VPs, and C-level positions)in

enterprise-sized companies, where there is even more competition for people reaching out to them.

“Working withthe team has been areal pleasure, they are creative and
professional with great execution, the integration was seamless and the
leads started coming in. We had deals with multiple Fortune 500s! Their cost

perleadisalsosecondtonone.”

Youssef Peterseil
COO & Co-Founder, Blings.io

Solutions

ay blings.io

1 A/B testing multiple variations to determine what content gave us the most responses. We ended up
seeingthe shortest version of emails, with 50-60 words having the highest reply rate. Aslong as one of our
signature follow-ups included a picture of an animal everyone loved responding to (marketers love

animals).

2 positions and LinkedIn events. This way, we landed meetings with them and multiple Fortune 500 brands.

3 Targeting theirtop accounts: we went afteralist of 100 companies. As we cycled through multiple
decision-makers, we managedto land meetings with over 5-6% of them.

4 Meeting with the teamregularly, initially weekly and later bi-weekly, helped us track whichleads were

Intent-basedtargeting: we saw that the highest response rates came from people who recently switched

progressinginto opportunities. So that we betterunderstand what are the things we should look foranad

avoidwhen honingintheir [CP.
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