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A Customer Dialogue Is Needed
Today, marketing managers have an extensive array of tools to help
drive awareness and demand, such as events, webinars, social
media and inbound content marketing. Nearly all leading marketing
departments in the technology sector have placed a heavy emphasis
on these important tools. Now, prospective customers have a wealth
of information at their fingertips from many sources, including the
competition.
Social media is helping to change the way IT decision makers keep
up to date on the latest technological trends. With the wealth of
information, decision makers are a highly knowledgeable audience. If
the larger share of your customer’s business is with your competitor
you can be sure that gaining their mindshare will be an uphill climb.
It is important to note that only a very small percentage of B2B
customers will make decisions that involve changing vendors based
solely on social media content, or seminar and events. At some
point, a dialogue must occur for a customer to take action. Relying on
customers to change vendors on their own with no guidance is
unlikely and can result in a lost market share and customer loyalty.
For this reason, B2B outbound demand generation will remain a
critical component of the demand generation engine.
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“Most call centers lack
the resources and
operational processes
to generate truly sales
ready opportunities.

The Reality
Most telemarketing-produced BANT leads and appointments
are generated based on “dialing for dollars” approach that
involves surveying customers with key product pushes in the
hopes of stumbling across a funded project or product need.
This traditional marketing approach is costing technology
companies millions with no clear ROI. Non sales-ready leads
and appointments are a source of frustration for both sales
and marketing organizations responsible for meeting quotas.
The vast majority of telemarketing executed for the
technology industry, is handled by traditional call centers
many of which rely on cheap student labor and/or 1099 temp
workers. Some even rely on convicts in US prisons. The high
level of turnover makes it economically unviable to invest in
any true product training. Most training is focused on how to
operate the telemarketing telephony systems.

The result is a poor customer experience that involves being
surveyed to death with ineffective questions that basically
spoon feed a list of canned answer options. If you are in
sales, ask to review the telemarketing call scripts that have
been recently utilized to generate your marketing leads. You
will be shocked at some of the low quality closed ended
surveys questions that customers are being put through.
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The following are actual questions taken from a call script used
by a call center that supports a major technology OEM:
Do you have skilled professionals to help protect your data?
[Yes] [No]

customers. You will

Are you experiencing data loss? [Yes] [No]

be shocked at what

Would you like to reduce the amount of time spent backing
up your data? [Yes] [No]

customers are being
put through.

What is your company size, please? (number of employees)
[]<100 [] 100-250 [] 250-350 [] 350-500 [] 500-750 [] 750-1000 []
1,000-1,400 [] 1,400-2,000 [] 2,000-3,500 [] 3,500-5,000 [] 5,0007,500 [] 7,500-15,000 [] > 15,000 [] Unknown

Imagine an IT decision maker in the midst of dealing with a
critical issue who then answers a telemarketing call and is asked
these ineffective questions.
So how do these survey results end up in the queue for sales?
Many of these call centers have creative writers who then take
these survey results and write a highlight story that makes it
appear as though the customer actually had an engaged
dialogue with the telemarketer. Take the above survey as an
example. A creative writer will write the following:
“Susan the director of IT, has 15 people in her department. She
was not sure how many people work for XYZ Corporation. Susan
said that they do have skilled professionals responsible for their
data protection and have not experienced any data loss as far as
she knows. However, they are looking at ways to reduce the time
spent backing up their data. They have an IT budget for this
quarter.”
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The Poor Customer Experience
Sales often receives these types of leads as BANT qualified, only to find them a complete
waste of time. This only adds to the frustration of sales as they work to retire quota.
Some sales organizations have resorted to listing all their customers on their internal DNC
to shield them from this type of madness.

The customer experience being critical, please consider this fact. The working environments
within some call centers can be very toxic. Students and temps are put through a meat
grinding environment in which turnover is very high and people are usually not there long
enough to learn each other’s names.
Websites like www.glassdoor.com provide you excellent visibility into the state of the call
center vendor from their employee’s perspective. You get the inside track as to the toxic
levels of that workplace. Why is this important? You can be sure that your customers who
are being called by these tele-reps are being exposed to that toxic situation.
Do yourself and your organization a favor and take 2 minutes and visit www.glassdoor.com
and run a quick search on your telemarketing vendors.

Appointments vs Leads
Some people have thought that subscribing to higher cost
appointment setting will shield them from the pitfalls of these low
caliber leads. Both leads and appointments generally go through
the same process. With appointment setting the telemarketer tries
to convince the prospect to accept a meeting time.
Both leads and
The truth about appointment setting is that typically one out of
four BANT qualified leads will likely accept an appointment
request made by a telemarketer. This is why appointments cost
more than leads. Subscribers are actually paying for the
production of four BANT leads. Unfortunately, they will only gain
access to the one that accepted the appointment time.
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The prospect’s reason for accepting these appointment requests
vary, but for the most part it is not because they truly have
aligned their needs to your offering. At least not yet. This is the
reason for the equality poor ROI on appointment setting
programs.

There is a better way to engage customers.
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Global Technology Sales Solutions trademarked DNA Demand Generation™ Process for Business Development

Introducing GTSS DNA Demand Generation™
Process
We are customer acquisition and expansion experts for the technology industry.
We help sales and marketing leaders attain quota on-time by delivering sales ready business
opportunities that convert higher than traditional leads and appointments by as much as 300%.
We do this through our DNA Demand Generation™ process of engagements that delivers highly
qualified business opportunities with key decision makers that have begun to align their pains to
your solutions.
The results are business opportunities that your sales teams can then convert at much higher
rates than they are currently delivering.
There are no secrets or gimmicks to our process.
Most lead generation firms rely on brute force and high volume. They employ inexpensive, poorly
trained workers to chase as many suspects as possible.
We take a far more intelligent approach.
Our DNA Demand Generation™ process for customer engagement and opportunity development
starts with customer needs and then aligns these needs to key solutions.
Here’s how it works...

Building Trust
The DNA Demand
Generation™
Process is all about
creating a trusted
advisor relationship,
first with our
consultant and then
with your sales team.
It builds on
conversation,
collaboration and
shared knowledge. It
produces vastly
better results
because it is a vastly
better process.
In each case, we
bring a highly
professional
approach that vastly
exceeds the
standards of most
lead generation
firms.
Our role is to spark a
relationship that your
team can then
expand into a longterm, highly profitable
relationship.

Discover

All business development opportunities start at the discover stage of
the process. Our skilled consultants engage identified mid to high
level business and technology titles with the initial goal of building
rapport and thereby gaining a solid understanding of their business
needs, challenges, roadblocks and drivers.
At this initial stage, our consultants are razor focused on learning
about your potential customer’s needs and priorities, not pushing any
solution. This is a much more powerful way to forge a relationship.
This is the step that most firms skip.
Our consultants identify the basic decision making structures related
to the various business priorities. The business intelligence gathered
during the discover stage will form the basis for determining the
direction for the next level of engagement in the DNA Demand
Generation™ process.

Navigate

The navigate stage of the DNA Demand Generation™ process is
designed to expand the level of business intelligence around qualified
opportunities identified during the discover stage.
Armed with the details obtained during the discover stage, our skilled
consultants re-engage identified decision makers with a direct role of
influence on the identified business opportunities. The goal is to
strengthen the rapport and expand the depth of understanding
around the challenges, roadblocks and drivers related to the identified
business opportunity.
With an in-depth understanding of the customer’s pains coupled with a
clear line of visibility into the decision making process related to the
business opportunity, our trained consultants can begin to formulate
the basis for determining the direction for the next level of
engagement in the DNA Demand Generation™ process.

Align

The align stage of the DNA Demand Generation™ process is
designed to help establish a situational alignment between your
solutions and the key decision maker’s needs.
During this critical stage in the sales process our trained consultants
will position your solutions based on the business intelligence gained
during the Discover and Navigate stages of the DNA Demand
Generation™ process. They will gauge your potential customer’s
propensity to consider your solutions. Your solutions will have a better
likeliness of being considered as your potential customers’ begin to
align their needs with your solutions.
Once we establish a situational alignment between your solutions and
the key decision maker’s needs, your sales team can take over. In
doing so, they will be armed with all the detailed information gathered
during our previous discussions and learnings.

Our services
Our DNA Demand Generation™ process can be applied across a wide range of sales and
marketing activities as an integral supplement and catalyst within your existing business
development ecosystem. Our process is designed to help accelerate conversion rates and
improve the alignment between sales and marketing.
We provide a complete solution set comprised of best-in-class people, process and technology.
Our services include:
•
•
•

Sales, Marketing and Business Process Outsourcing & Optimization
Cloud Based CRM and Channel Management
Business Intelligence & Customer Knowledge Data Mart Development

How to learn more...
Our experienced consultants are all seasoned executives who have extensive experience
driving sales and marketing campaigns for some of the largest technology companies in the
world.
Let us help you attain quota on-time by accelerating revenue and conversion rates, and get
your marketing and sales organization on the path to closer alignment.

Global Technology Sales Solutions
(888) 549-4877 (GTSS)
Info@GTSSDNA.com
www.GTSSDNA.com

