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Demos to Dollars

Introduction

In the world of B2B Saas, getting a demo booked is often celebrated as a
victory. And while it's a significant milestone in the buyer journey, the reality is:
a booked demo is not a closed deal. In fact, up to 80% of demo leads never
convert to paying customers, despite showing initial interest.

Why does this happen?

It's not always about the product.

It's not always about pricing.

More often than not, it's a breakdown in the post-lead process.

Once a lead submits a form or attends a demo, the clock starts ticking. How
we engage, educate, follow up, and guide that prospect through the next steps
can make or break the deal. Yet, in many SaaS organizations—especially
early-stage startups or fast-scaling teams—this crucial part of the funnel is
neglected.

Too many marketing teams stop at the handoff.
Too many SDRs rely on generic follow-up templates.
Too many sales reps are left without the content or context they need to close.

This eBook—Demo to Dollars—was created to bridge that gap.
It's a playbook for growth-stage SaaS companies, founders, and revenue

leaders who understand that scaling revenue is not just about top-of-funnel
tactics, but about optimizing every touchpoint after the lead is captured.
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What You'll Learn:
Inside, you'll discover how to:
e Design nurturing journeys that don't feel like spam
¢ Build SDR workflows that feel personalized, not robotic
e Align marketing and sales through sales enablement
e Use automation + intent data to increase follow-ups and shorten cycles
e Leverage email, retargeting, and video to push deals forward
¢ Implement pipeline acceleration tactics when deals go cold

This isn't just theory—it's based on real SaaS case studies, industry
benchmarks, proven cadences, and tested frameworks.

Whether you're a:

e Founder looking to scale ARR without doubling ad spend

e Growth Marketer aiming to improve demo-to-close conversion rates

¢ SDR or Sales Manager searching for better engagement tactics

¢ Revenue Leader building a performance-driven funnel

. this guide will serve as your roadmap to transform leads into loyal
customers, not just names in your CRM.

Why | Wrote This

As someone who has worked closely with B2B Saa$s
companies across diverse industries—helping
them streamline their marketing and sales
functions—I've consistently seen the same
challenge surface again and again: most Saas
companies don’'t struggle with lead generation.
They struggle with lead conversion.

Karthik Mallikarjun Ugalat
And in a world where CAC is rising, buying cycles

are complex, and buyers are more skeptical than
ever—we can't afford to waste the demos we do
get.

So, if you're ready to move beyond vanity metrics and start building real
revenue outcomes from your lead pipeline—
this eBook is for you.

Let’'s turn your demo pipeline into predictable, scalable, and repeatable
revenue.
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The Post-Lead
Gap in B2B Saas

Where Most SaaS Companies Start Losing Deals

In B2B Saas, we often celebrate lead generation like it’s the final victory—when
in reality, it's only the beginning of a much more complex process. Marketing
teams pat themselves on the back for driving demo bookings, MQLs flow into
CRMs, and dashboards light up with new pipeline numbers. But what happens
next is the true test of revenue readiness.

Here lies the Post-Lead Gap—a disconnect between capturing the lead and
converting it into a customer. And it's where most SaaS companies silently
bleed revenue.

Understanding the Post-Lead Gap

The Post-Lead Gap refers to the critical drop-off that
happens after a lead expresses interest (by downloading an
asset, filling a demo form, or attending a webinar), but
before they become a paying customer.

This is the gap between:
e Interest and Action
e Demo booked and deal closed
e Marketing-sourced lead and Sales-owned opportunity

And it's often filled with:
e Delayed follow-ups
e Generic, unpersonalized communication
e Misalignment between SDRs and AEs
e Lack of content that supports buying decisions
¢ Inability to detect buying intent or re-engage warm leads

By Karthik Mallikarjun Ugalat
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Symptoms of the Post-Lead Gap

¢ Demo no-shows ¢ No reminder, unclear value, or
weak initial engagement
¢ Leads go cold after the first ¢ Lack of nurturing content or next
call steps
¢ High MQL to SQL drop-off ¢ Poor qualification criteria or
hand-off process
¢ Long sales cycles with little ¢ No urgency drivers or
movement contextual follow-up
e Sales team doesn’t trust ¢ Lack of lead scoring, context, or
marketing leads relevance
¢ One-size-fits-all follow-up e Automation without intelligence
emails or segmentation
Why This Happens

1. Misalignment Between Marketing & Sales

Many marketing teams define success by MQL volume, not quality or revenue
contribution. Meanwhile, sales teams struggle to close leads that aren’t ready,
qualified, or contextualized.

“Marketing hands off a lead. Sales says it’s junk. Nobody owns the middle.”

2. Lack of Nurturing Infrastructure

A lead isn't always ready to buy after a demo. They may need internal buy-in,
technical comparisons, budget approvals, or competitor evaluation. Without
structured nurturing, interest fades.

3. Poor or Delayed Follow-Ups

In B2B Saas, speed matters. If an SDR reaches out 3 days after a demo request,
the lead has likely booked 2 other demos and mentally moved on. The first 24
hours are critical.

4. Over-Reliance on Automation

Yes, automation saves time—but sending the same 5-email sequence to all
leads ignores intent, industry, persona, and deal stage. It's robotic, and people
tune it out.

By Karthik Mallikarjun Ugalat 6
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5. No Visibility Into Buying Signals

Modern B2B buyers don't fill out every form. They signal intent through page
visits, repeat logins, feature clicks, and more. Without tracking or acting on
these micro-behaviors, opportunities are missed.

/The Strategic Cost of the Post-Lead Gap A
e Lower demo-to-close conversion rate

Wasted ad spend on leads that don’t convert

Frustrated sales teams & higher churn in revenue staff

Inaccurate forecasting and unpredictable pipelines

Loss to competitors who follow up faster and smarter

In Saas, where customer acquisition cost (CAC) is high and every lead is
hard-won, this gap becomes an expensive blind spot. y

What Closing This Gap Looks Like

To close the Post-Lead Gap, you must:

Rethink follow-up not as a task, but a strategy

Align marketing & sales with shared goals and real-time context
Shift from “automated” to intent-driven and personalized outreach
Deliver relevant, timely content to help buyers move forward

Build a system that adapts to lead behavior, not just lead status

“Winning the deal starts after the lead comes in, not before. The way you
follow up, educate, and guide determines whether you're a checkbox—or
the chosen solution.”
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Building a Lead
Nurturing Engine

How to Guide Prospects from Interest to Intent—and to Revenue

What Is a Lead Nurturing Engine?

A Lead Nurturing Engine is not a sequence of pre-written emails. It's a
strategically designed, multi-channel system that intelligently guides leads
from initial interest to conversion by delivering personalized, value-driven, and
well-timed interactions.

At its core, it's about answering this question:
What does a prospect need to know, feel, and trust before they say yes?

In B2B Saas, the sales cycle is rarely linear. Prospects move forward and
backward based on internal priorities, stakeholder input, and external
comparisons. A strong nurturing engine ensures that no matter where they are
in the buying journey, they remain engaged and your solution stays top-of-
mind.

What Closing This Gap Looks Like

Most B2B Saas leads:
e Aren’t ready to buy when they
fill out a form
Need to educate multiple
stakeholders

Stats that highlight the importance:
e 80% of new leads never translate

into sales (MarketingSherpa)
Companies that excel at lead
nurturing generate 50% more

Want to feel confidence in your

product and team

Drop out if communication is

irrelevant, infrequent, or

impersonal

sales-ready leads at a 33% lower
cost (Forrester)

Nurtured leads make 47% larger
purchases than non-nurtured
ones (Annuitas)

By Karthik Mallikarjun Ugalat 8



@ Building a Lead Nurturing Engine Demos to Dollars

Components of a Powerful Lead Nurturing Engine

Why This Happens

1. Segmentation Strategy
Your nurturing system is only as good as your segmentation. Without it, you're
sending the same messages to radically different prospects.

Segment by:

¢ Firmographics: Industry, company size, geography

e Buyer Persona: Role, seniority, department

e Behavioral Data: Pages visited, downloads, email clicks

¢ Funnel Stage: MQL, SQL, Opportunity, Closed-Lost
Use tools like Clearbit, HubSpot Smart Lists, or Segment to build dynamic
segments.

2. Lead Scoring Model
To prioritize follow-up and customize nurturing flows, assign scores based on:
e Engagement (behavior): Email opens, webinar attendance, site revisits
e Profile fit (demographics): Is the lead from your ICP?
¢ Intent signals: Viewed pricing, visited demo page multiple times, etc.
When lead scores reach a certain threshold, they can be automatically
passed to sales, moved into high-intent flows, or flagged for SDR outreach.

3. Automated Nurturing Flows (But Not Boring)
Think beyond the “5 email sequence.” Build contextual journeys that reflect the
prospect’s persona and behavior.

Types of Flows:
e Post-Demo Flow
¢ Free Trial Onboarding
e Cold Lead Re-Engagement
¢ Industry-Specific Value Journeys
¢ Lost Deal Revival Series
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Framework for a High-Impact Flow:

Step Goal Format

Welcome Set expectations Email with video or deck

Educate  Share product capabilities  Blog, Use Case, Product Tour
Prove Establish credibility Case Study, ROl Report

Compare Show advantage over others Competitor Comparison Sheet
Invite Create interaction Webinar, Q&A, Feature Deep Dive

Convert Ask for action Book Call, Start Free Trial, Pilot Offer

Use tools like Encharge, Customer.io, ActiveCampaign, or HubSpot for email
flow automation with behavior triggers.

4. Multi-Channel Touchpoints
Email alone isn't enough. Combine nurturing flows with:
e Retargeting Ads: Linkedin, YouTube, Facebook (to keep your brand visible)
e Sales Sequences: SDRs sending emails/videos to reinforce messaging
¢ In-App Messaging: For trial users or returning leads
¢ Live Webinars: Offer Q&A sessions or industry insights to re-engage
o Drip-fed Value: Send checklists, templates, or calculators directly to inbox

5. Content Library for Nurturing
Prepare a modular content library for each buyer stage and persona:

- Funnel Stage Content Type A
TOFU (Awareness) Blog posts, Infographics, Explainer
videos
LMOFU (Consideration) —— Use case emails, eBooks, case
studies, feature highlights
BOFU (Decision) ————— ROl calculators, competitor
comparison, product demos
- J

Make sure your sales team can access this content easily to use during
conversations and follow-ups.

By Karthik Mallikarjun Ugalat 10
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Real-Time Personalization & Triggering

Use tools like Mutiny, RightMessage, or Clearbit Reveal to change:
e Landing page content based on industry
e Email flows based on action (e.g., re-visit = higher intent)
e CTA language based on buyer persona

Example: A CMO might see “Here’s how we saved $220K for a marketing
team,” while an HR leader sees “How we streamlined your hiring in 14 days.”

Don’t Forget the Human Touch

Even with the best automation, relationships close deals. Incorporate:
e SDR video follow-ups (Loom/Vidyard)
¢ Live chat handovers for active leads
¢ Executive check-in emails for enterprise prospects

Lead Nurturing Engine Checklist
e Segmentation based on ICP and behavior
¢ Lead scoring to qualify and prioritize leads
e Smart email flows mapped to funnel stages
e Multi-channel retargeting and re-engagement
e Personadlization based on real-time data
e Sales + marketing alignment with shared content

"Nurturing isn't about keeping leads warm—it’s about guiding them with
purpose until they’re confident in their decision.”

By Karthik Mallikarjun Ugalat 1
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High-Conversion
Email Flows

Crafting Sequences That Drive Action, Build Trust & Accelerate
Deals

Email is still the highest ROl marketing channel in B2B Saas. But let’s be honest
—most email nurturing campaigns today are either ignored, marked as spam,
or quickly unsubscribed from. Why? Because they're generic, irrelevant, and
robotic.

A high-conversion email flow is not just a set of scheduled messages. It's a
strategically designed journey, built on behavior, context, segmentation, and
emotional timing—with each email earning the next click.

“Every email should feel like it was written for that person, at that moment, with
a purpose.”

What Makes an Email Flow “High-Conversion”?
¢ Personalized to the prospect’s persona, behavior, and stage
o Delivers value-first before asking for anything
e Has aclear CTA (Call to Action) in every email
¢ Incorporates proof, urgency, and human tone
¢ Feels like a I:1 interaction—not a mass blast

e Balances education, engagement, and sales intent
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Types of Email Flows in B2B Saas

Demos to Dollars

Let’s break down essential flows every B2B SaaS company should have post-

lead capture:

1. Post-Demo Follow-Up Flow

(Goal: Reinforce interest & convert demo leads to deals)

Day 0 N /

Subject Line
“Thanks for joining us — next steps
inside”

Content Type
Summary + CTA

Purpose
Confirm & set expectations

Day 3 -

Subject Line
““Your personalized ROl snapshot”

Content Type
Justify value

Purpose
ROI calculator or benchmark

L
Day 7 ﬂ""\
Subject Line '
“Let’s get your stakeholders
aligned”

Content Type
Overcome internal objections

Purpose
Slide deck + CTA

By Karthik Mallikarjun Ugalat

1
Day 1 ,ﬁ
Subject Line ue

“sHere's how [Client X] scaled
using [Product]”

Content Type

Establish proof

Purpose

Case study

Day 5 e
—

Subject Line
“Still exploring? Here's a feature
walkthrough”

Content Type
Re-engage

Purpose
Short product video

Day 10

Subject Line
“Can we make this easier?”

Content Type
Offer next step

Purpose
Pilot offer, free onboarding, etc.

13
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2. Free Trial [ Freemium User Onboarding Flow
(Goal: Increase product activation and convert to paid)

Stage
Day O

Trigger
Signup

Email Theme
Welcome + Setup
Guide

Stage

Day 5

Trigger

Key feature unused
Email Theme

Nudge email + mini
video

Stage Trigger
Trial expiry

Day 14

Stage
Day 1

Trigger
No login yet

Email Theme
“Still need help getting
started?”

Stage

Day 7

Trigger

Low engagement
Email Theme

Social proof +
testimonial

Email Theme
Urgency email + CTA to upgrade

Demos to Dollars

Stage
Day 3

Trigger
First login done

Email Theme
Feature spotlight 1 +
use case

Stage
Day 10

Trigger
Near trial end
Email Theme

Convert with offer or
CTA

Metrics to Watch: Activation rate, PQL (Product Qualified Lead), email CTR,
feature usage

3. Cold Lead Re-Engagement Flow

(Goal: Revive inactive leads from older campaigns or stalled deals )
e Email 1: “Are you still exploring [category] solutions?”
e Email 2: “Here’s what's new in [Product] since we last spoke”
e Email 3: “still relevant?” (Breakup-style email with opt-out option)
e Email 4: “Success story: How [Company X] solved [problem]”

Use LinkedIn Custom Audiences in parallel to support this with retargeting ads.

By Karthik Mallikarjun Ugalat 14
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4. Industry or Role-Specific Drip Campaigns
(Goal: Educate and convert leads based on vertical or job function)
Let’s say you sell an ATS (Applicant Tracking System):
e For HR Leaders:
o “B Metrics Every CHRO Tracks (and how we help)"
o “Reducing time-to-hire: Lessons from Pharma/IT/Finance”
e For Hiring Managers:
o “Get more visibility into your pipeline in 3 clicks”
o “No more manual resume screening: Here’s how”
Use dynamic content blocks to adjust language, examples, and visuals based
on the recipient’s segment.

5. Intent-Based Behavior Triggers
(Goal: Send real-time, relevant messages based on activity)
Triggered Emails:

e “Saw you checked out our pricing page...”

e “Still comparing us to [Competitor X]?”

e “You visited the integration page - here’s a live demo”
These emails should be automated via tools like:

e HubSpot Workflows

e Customer.io

e ActiveCampaign

e Encharge

Email Framework: The B2B SaaS “PIVOT” Model
Use this model to craft every email:

Goal Format

Personal hook “Karthik, noticed you lead hiring at a growing
Saas team..”

Insight/value “Here’s what top HR teams do to cut hiring
time by 40%.”

Visual or asset  “Download the cheat sheet” or “Watch the 2-
min demo”

Objection bust  “No complex onboarding. Go live in <7 days.”

Targeted CTA “Let’s book a 15-min chat to show you how it
works.”

By Karthik Mallikarjun Ugalat 15
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A/B Testing Ideas to Improve Conversions

-

~

Element Test Variation Ideas
e SubjectLine e First name, urgency (“3 reasons to switch
now”), curiosity (“still hiring manually?”)
e CTA Placement e Button vs link; top vs bottom
e BSend Time e AM vs PM, weekday vs weekend
e Tone e Conversational vs authoritative
\o Visuals ¢ No image vs video thumbnail vs infographic )
[Common Mistakes to Avoid \ [quil Flow Essentials Checklist \
e Sending emails without context e Personalized subject line and
(e.g., pitching to someone who greeting
already had a demo) e Clear buyer-stage mapping
e Overloading with features e Behavior-based triggers and
instead of outcomes timing
e Skipping stakeholder-focused * Relevant content for role/
messaging industry
» Not following up after key buying ¢ Mobile-optimized design
behavior (pricing views, email o A/Btesting strategy
opens) e Clear CTA in every email
* Notincluding a single clear CTA ¢ Integrated with CRM or sales

\ per email J \ alerts J

"Your email flows are your silent salespeople. The best ones don’t sell—they
guide, nudge, and build trust until the prospect is ready to buy."

3 L~
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The Modern SDR
Playbook

How Today’s SDRs Can Turn Cold Leads into Warm
Conversatlons and Closed Deals

The SDR Has Evolved

The Sales Development Representative (SDR) role has evolved dramatically in
the B2B Saas space. Gone are the days when SDRs relied solely on cold calls,
generic scripts, and brute-force outreach. Today’s prospects are more
informed, more skeptical, and less tolerant of generic messaging.

To succeed, SDRs must become micro-marketers, consultative guides, and
tech-savvy communicators, armed with data, empathy, and value. The
modern SDR is no longer a robot dialling numbers—they are the first
impression of your company, and often the most critical player in converting
demo leads into dollars.

What Makes an SDR “Modern”?
Modern SDRs are:
e Personalized in outreach
¢ Insight-driven, not pitch-driven
e Omni-channel operators (email, phone, Linkedin, video)
e Collaborative with marketing
e Tech-enabled, using Al and data to prioritize, personalize, and perform

The SDR Funnel in B2B Saa$
The SDR'’s primary role lies in the MQL to SQL conversion zone—nurturing leads
post-capture and pre-hand-off to AEs.

Funnel Stage SDR’s Role

Lead Captured Qualify for ICP fit and interest
Demo Booked Confirm attendance, prepare context

Demo Completed e Follow-up, handle objections, pass warm leads to AE
Cold Leads Re-engage via personalized outreach
Lost Deals Revive interest and get feedback

By Karthik Mallikarjun Ugalat 17
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Targeting & Prioritization
The modern SDR doesn't reach out to everyone. They use intent dataq,
enrichment tools, and behavioral triggers to identify which leads to pursue.
Use:

e Firmographics (industry, company size)

e Technographics (stack used, integrations)

 Behavioral data (demo watched, pricing page visited)

e Intent platforms (6sense, Bombora, Zoominfo)

Scoring Priority Leads:

LICP fit

2.Active intent signals

3.Job title relevance

4.Engaged with nurturing content
Use platforms like Apollo, Clay, Clearbit, or Salesintel to enrich and score leads
dynamically.

Multi-Touch Outreach Cadence
The SDR’s primary role lies in the MQL to SQL conversion zone—nurturing leads
post-capture and pre-hand-off to AEs.

Day Channel Message Type

0 Email #1 Personalized intro + value hook

1 LinkedIn Connect = No message or subtle intro

2 Call + Voicemail Quick intro & follow-up mention

4 Email #2 Use case [ case study based

6 Linkedin Message  Contextual insight (non-pitchy)

8 Video Email Short 60-second Loom personalized

1 Call + No VM Missed connect signal

13 Email #3 “Still relevant?” check-in

15 Breakup Email Soft opt-out + CTA (“Should I stay in touch?”)

By Karthik Mallikarjun Ugalat 18
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Response Channels: Once a prospect engages—whether by reply, Linkedin
comment, or phone call—the cadence shifts to conversational mode, not
automation.

Personalization at Scale
Generic emails don’t work. SDRs must personalize at the persona + context
level.
Personalization Tactics:
e Mention recent activity (e.g., “Saw you downloaded our Hiring Efficiency
Checklist”)
e Relate to role (“As a Talent Acquisition Head, I'm sure speed matters”)
e Use tech stack insight (“I noticed you're using Greenhouse—here’s how we
integrate seamlessly”)
¢ Point out mutual connections or shared pain points

Tools to Help:
¢ Lavender: Real-time email coaching
e Instantly / Smartlead: Cold email personalization
e Loom: Personal video intros
¢ Crystal Knows: Personality insights for tone adaptation

4. leveraging Video for SDR Outreach
Video increases open rates, response rates, and builds instant trust.
Best Practices:

¢ Keep it under 60 seconds

e Use recipient’s name, company, or website

¢ Reference a specific pain point

e End with a soft CTA (“Let me know if this sounds interesting?”)

Video Outreach Tools:
— Vidyard, Loom, Hippo Video

Example Script:

"Hey Priya, saw that you recently checked out our pricing page after the demo.
| created this quick video to walk you through how one of our BFSI clients cut
their hiring time by 43% using [Your Product]. If you're still evaluating, this
might help! Let me know if you'd like a deeper dive."

By Karthik Mallikarjun Ugalat 19
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5. Syncing with Marketing & AE Teams
Modern SDRs operate in sync with Marketing and Sales, not in silos.
SDR + Marketing Alignment:
e SDRs use marketing insights (campaign source, eBook downloaded,
webinar attended)
e Provide feedback to marketing on lead quality
e Request custom content or sales collateral when needed

SDR + AE Alignment:
e Weekly standups to review lead pipeline
e Shared notes in CRM (HubSpot, Salesforce, Pipedrive)
¢ SDRs help warm leads before AE calls—build trust early

Use tools like Gong and Chorus to listen to AE calls and adjust outreach
messaging accordingly.

6. Objection Handling Framework
Every SDR should master soft objection handling—here’s a simple structure:

-

Objection Reframe Strategy

~

“We're already using a tool” “That’s great! Many of our clients started on
[Competitor], here’s where we fit better...”

“Not the right time” “Totally understand. When you are ready,
here’s a resource that helps with planning...”

“Send me something” “Sure! Can | also share a quick comparison
or client success story relevant to your
industry?”

Create a battlecard library and cheat sheet inside your CRM or Notion for
\quick access.

By Karthik Mallikarjun Ugalat 20
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Key SDR Metrics to Track

Metric Ideal Benchmark
Email Open Rate 40-60%

Email Reply Rate 10-20%

Positive Response Rate 8-12%

Call Connect Rate 10-20%

Demo-to-SQL Conversion 20-40%

Time to First Touch <1 hour post-lead

SDR Excellence Checklist
e Personalized outreach templates by persona
e Multi-touch cadence mapped out and tracked
e Dynamic lead prioritization via scoring or signals
¢ Video and LinkedIn included in outreach
e Battlecard or objection-handling guide created
e SDR/AE alignment process in place
e Weekly performance review and coaching system

“SDRs are not lead chasers—they're value messengers. Their job isn't to push a
pitch but to guide the prospect through clarity, credibility, and confidence.”

By Karthik Mallikarjun Ugalat 21
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Sales
Enablement That
Closes Deals

Empowering Sales with the Right Content, Context &
Confidence

What is Sales Enablement?

Sales enablement is the strategic process of equipping your sales team—
SDRs, AEs, and even Customer Success reps—with the right content, tools,
data, and training they need to effectively engage buyers and close deals.

In B2B SaaS, where buying cycles are complex, multiple stakeholders are
involved, and product decisions are data-driven, sales enablement isn't a
luxury—it's a growth lever.

“Sales enablement doesn’t just support sales. It sharpens the message,
accelerates trust, and removes the friction between ‘maybe’ and ‘yes’.”

Why Sales Enablement Matters in B2B Saas
e Saas buyers want education, not persuasion
e Modern sales is about consulting, not pitching
¢ Most objections are due to lack of clarity, not product capability
e Enablement aligns marketing and sales, ensuring message consistency

Without it, even great leads and strong SDRs hit a wall. With it, your sales team
becomes trusted advisors who can win deals in shorter cycles.

e

\a
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@ Sales Enablement That Closes Deals

Common Sales Enablement Gaps

Gap Impact

Lack of relevant content e Prospects don’t get what they need to make
No competitor a decision
battlecards Sales can’t handle objections confidently

Disconnected Marketing says one thing, sales says another
messaging

One-size-fits-all decks Prospects tune out generic pitches

Poor internal training Reps improvise under pressure and lose trust

What Every SaaS Sales Team Needs
Here’'s the essential sales enablement toolkit that accelerates revenue:

1. One-Pagers and Product Sheets
These are bite-sized, skimmable documents that explain:
e What your product does
e Whoit's for
¢ Key benefits and outcomes
¢ Integration capabilities
e Customer results

Types:
e Product overview sheet
e Use case by industry (e.g., ATS for pharma vs ATS for IT)
e Integration + API capabilities
e Pricing summary (without full quote)
Use visuals, icons, and results—not just text.

Buyer Persona-Based Messaging
Sales teams need messaging frameworks customized by persona:

/ChqnneIPersonq Message Type D
CHRO Time-to-hire, compliance, employee experience
Hiring Manager Usability, visibility, reporting
CFO ROI, cost optimization, vendor consolidation
CTO Scalability, integrations, security, API

. J
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Deliverables:

e Persona cards

e Email scripts

¢ Obijection responses

¢ Elevator pitch templates

3. Battlecards (Competitor Intel)

Give your reps the tools to compete confidently by arming them with:
e Competitor summary

Strengths/weaknesses

How we win

What to say if asked about pricing/features

Red flags and trap questions

Example:

“Greenhouse is great for large orgs focused on structured interviews. But many
mid-sized teams find the setup complex and support slow. Here’'s how we're
different..”

Tools to build this: Gong, Klue, Crayon, Notion

4. Case Studies and Social Proof
Nothing sells like success stories. Make case studies short, relevant, and
measurable.
Mini-Case Study Format (for emails or slides):
e Company: [Industry, size]
 Challenge: [Specific pain point]
e Solution: [How your product helped]
e Result: [Quantified impact]
¢ Quote or testimonial

Pro Tip: Create case studies for each industry or vertical you serve. Bonus if
you can include logos and client quotes.

Case Study

By Karthik Mallikarjun Ugalat 24
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5. Customizable Pitch Decks
Your reps need decks they can adapt per persona, stage, and situation.
Include:

e Company intro (brief!)

e Problem + industry context

e Your solution (modular slide blocks)

e Features — Benefits mapping

e Case studies embedded

e CTA & next steps

Build templates in Google Slides or PowerPoint, and maintain versions for:
e Discovery meetings
e Technical walkthroughs
e Executive summary

6. Email & Call Templates
Standardized scripts and templates help maintain consistency and speed,
especially for SDRs and junior AEs.
Templates to include:

¢ Discovery follow-up email

e Proposal email

e Objection handling email

e Trial-ending soon email

e Break-up email

e Stakeholder introduction email
Store all templates inside your CRM or outreach tool (HubSpot, Outreach,
Apollo).

7. Demo Scripts & Video Overviews
Sales reps should never “wing” demos. Provide:
e Standard demo walkthrough flow
e Talk track for key features
e Value-first demo checklist
e Short product overview videos (<2 mins) they can share pre-demo

Optional: Use tools like Gong to create “Top Performer Demo Patterns” based
on real calls.
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8. ROI Calculators & Business Cases
To help buyers justify the purchase, especially to finance and execs.
Deliverables:

e ROI calculator template (spreadsheet or interactive web tool)

¢ Payback period estimations

e Cost vs efficiency benchmark

e “Business case” email format

Use your real client data to estimate:
“Based on companies like yours, we estimate saving you 180 hours of manual
screening per month—which equals $X/year.”

9. Internal Training & Coaching
Enablement isn't just about assets—it’'s also about behavioral change.
Set up:
e Monthly enablement sessions with marketing & sales
e Competitive mock pitches
e Objection-handling workshops
e Product update briefings
e Call reviews via Gong/Chorus
Reps who know what to say, when to say it, and how to back it up win more
deals.

Integrate Sales Enablement with Marketing
Sales enablement is not only a sales function. It requires marketing alignment.
Marketing should own:

¢ Building and updating the asset library

e Persona research and messaging alignment

¢ Regular communication of campaign goals

e Supporting demand-gen with bottom-of-funnel content

Sales should own:
¢ Providing field feedback
¢ Using assets consistently
¢ Sharing objections and deal blockers
Collaborate using shared tools like Notion, Guru, Salesloft, or Highspot.
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Metrics to Track for Sales Enablement Success

( , , )
Metric What It Indicates
Content usage rate Are reps using the material?
Win rate per content type What actually helps close?
Sales cycle length Enablement should shorten it
Time to ramp new rep Should decrease with good enablement
Stakeholder engagement Are prospects using what's sent to them?

\. J

Sales Enablement Checklist
e One-pagers and product sheets
e Persona-based messaging frameworks
e Battlecards for top 5 competitors
e Case studies by industry
e Customizable deck templates
e Email and call scripts
e Demo walkthrough guide
e ROl calculator or business case template
¢ Internal enablement calendar and repository

“The best sales teams don’t close by convincing—they close by enabling the
buyer to make a confident decision. That's what sales enablement truly
empowers.”




Pipeline
Acceleration
Tactics

Speed Up the Close, Reduce Sales Cycle Length, and Unlock
Faster Revenue

What is Pipeline Acceleration?

Pipeline acceleration refers to the strategic set of actions taken to move active
deals forward faster in your sales pipeline. It's not about rushing the buyer—it's
about intelligently removing friction, aligning stakeholders, reinforcing
urgency, and delivering exactly what's needed to turn indecision into
commitment.

In B2B SaaS, the typical sales cycle can stretch from 30 to 180+ days,
especially when multiple decision-makers are involved. Acceleration doesn’t
mean being pushy—it means being proactive, personalized, and perfectly
timed.

“The deal isn't stuck—it's just waiting on you to provide the clarity, urgency,
and confidence to move forward.”

Why Deals Get Stuck
Before you accelerate a deal, understand why deals stall in the first place:

Root Cause Solution

¢ Lack of stakeholder buy-in e Map the buying committee & engage
¢ No clear ROI or business casee Provide a customized ROI report

e Internal priorities shifted e Reframe urgency with value context

¢ Unanswered objections e Proactively handle with proof

e Poor follow-up post-demo e Use email sequences, nudges, and
collateral

e Complex buying process e Guide the buyer with mutual action plans
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Core Pipeline Acceleration Tactics
Let's explore practical strategies that SaaS teams can deploy post-demo to
close deals faster and more predictably.

1. Mutual Action Plans (MAPs)
Create a collaborative project timeline between you and the prospect to align
on tasks, stakeholders, and go-live goals.
MAP Template:
e Goal: “Go-live by [Date]”
¢ Key Milestones:
o Final tech evaluation
o Stakeholder buy-in meeting
o Legal/procurement approval
o Contract signature
e Owner: [You/Prospect]
e Status: [Open/In Progress/Done]
Use tools like Dock, Alinea, Notion, or Google Docs for shareable, collaborative
MAPs.

2. Customized ROI & Business Case
Executives don't buy features—they buy outcomes. Accelerate buy-in by
delivering a tailored ROI calculator or “Business Case for Change.”
Your ROI doc should include:
e Problem cost (e.g., “X hours lost on manual hiring = 6.5L/month”)
e Impact of solving with your tool
e Payback period (e.g., “2.4 months”)
e Total Cost of Ownership (TCO) vs Return on Investment (ROI)
Pair it with a simple Excel calculator or PDF summary.

3. & Deal-Specific Video Recaps

Create 1-2 minute personalized videos post-demo or post-proposal
summarizing:

e Key pain points discussed

e Your tailored solution

¢ Next steps with clarity

This humanizes the process and increases internal sharing among
stakeholders.

Tools: Loom, Vidyard, Sendspark
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4. Executive Alignment Outreach
Often, the deal stalls because a senior decision-maker hasn’t been activated.
SDRs or AEs should loop in executives (yours and theirs) with:

e A warm intro from your CEO or VP

e A value summary email

o Offer of a short strategic alignment call
Example:

“Hi Neha, | lead strategy at [Company]. We're seeing great alignment
between your goals and how we’ve helped similar orgs like [Client]. Happy to
connect briefly if you're involved in the final review stage.”

5. & Competitive Differentiation Decks
When buyers go dark, they may be comparing you silently. Send a “Why Us”
vs. [Competitor] breakdown proactively.
Include:
e Feature-by-feature comparison
e Strengths tailored to their needs
e Proof from existing clients
e Support, onboarding, and pricing advantages
Don’t bash—focus on confidence and transparency.

6. Acceleration Email Sequences
Create 3-5 email sequences for stalled deals using nudges like:
e Case studies from similar clients
e “We haven't forgotten you” emails
¢ Pricing summary with limited-time benefit
e Trial extension offer
e “Are you still exploring this?” break-up message

Framework Example (Stalled Deal Email):

Subject: Still aligned on [Problem]?

Hi [Name],

| wanted to quickly follow up on our last conversation. Since our demo, we've
helped [Client Name] reduce [Pain Point] by 43%—and based on our talk,
that's exactly what your team is working on too.

Let me know if you'd like to revisit where we left off or if there’s someone else |
should be speaking to.

Warm regards,

[Your Name]
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Pipeline Acceleration Framework: The “PACE” Model

Letter Stands For Description

o P e Personal Touch e Custom videos, targeted content

e A e Action Plan e Mutual action plan with dates

e C e Confidence Builder ¢ ROI, testimonials, de-risk offer

e E e Executive Involvement e C-level alignment, internal advocate

Metrics to Track Acceleration Success

Metric Goal

e Sales Cycle Length e | 20-40% over baseline

¢ Deal Velocity # of days between stages

e Stakeholder Engagement # of internal views on shared collateral
e Touch-to-Close Ratio Reduced follow-ups to close

e Win Rate of MAP Users 20-30% higher than without

Pipeline Acceleration Tactics Checklist
e Mutual action plan created and shared
e ROl or business case delivered
e Deal-specific video sent
e C-level counterpart introduced
e Competitive differentiation asset shared
e Acceleration email sequence running
e Risk-reduction offer presented
e Re-engagement triggers monitored

“Your job isn't to close a deal—it’s to remove every obstacle in the way of the
close. That’'s what true pipeline acceleration is.”
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Metrics That
Matter

Measuring the True Impact of Your Post-Lead Strategy—from
Demo to Revenue

Why Metrics Matter Post-Lead

In B2B Saas, generating leads is only half the battle. The real war is won after
the lead is captured. That's where nurturing, qualification, sales enablement,
and acceleration determine whether a lead becomes a customer—or gets lost
in the funnel.

To manage and optimize this journey, you need metrics that reflect buyer
movement, not just top-of-funnel vanity stats.

“What gets measured gets managed—and what gets managed, gets
improved.”

This chapter focuses on the 8 most critical metrics that show how well your
post-lead strategy is converting demos into dollars.

The 8 Metrics That Matter

1. Demo-to-SQL Conversion Rate

What ltls:

The percentage of demo leads that b ecome qualified opportunities (Sales
Qualified Leads).

Why It Matters:
It reflects how well your demo process, nurturing, and SDR qualification are
working together.

Formula:
(sQLs + Demo Requests) x 100

Benchmarks: How to Improve:
e Average: 20-30% e Tighten demo qualification criteria
e World-class: 40%+ e Provide value-focused demo flows
e Follow up within 24 hours with customized material
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2. Time-to-First Touch
What It Is:

Time taken to respond to a new lead or demo request.

Why It Matters:

Speed = interest = conversions. A lead contacted within 1 hour is 7x more likely
to convert.

Goal:
Under 15-30 minutes during working hours

Tools to Use:
e CRM lead alerts
¢ Slack or WhatsApp notifications
e Al assistants to auto-respond and schedule

3. Lead-to-Opportunity Conversion Rate
What It Is:

The percentage of captured leads that progress to become formal sales
opportunities.

Formula:
(Opportunities + Total Leads) x 100

Why It Matters:

It shows the quality of your lead generation and the effectiveness of your
nurturing flows.

How to Improve:
e Use better lead scoring models
¢ Segment and personalize nurturing journeys
¢ Use behavior-based triggers to move leads forward

¢ '

.....
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4. Engagement Score per Lead
What Itls:
A weighted score that reflects how engaged a lead is across all touchpoints.

Signals may include:

Email opens & clicks

Website revisits

Time spent on case study pages
Content downloads

Sales call attendance

Why It Matters:
It allows you to prioritize sales outreach and predict buying intent.

Tool Suggestions:
e HubSpot lead scoring
¢ Clearbit Reveal
e Encharge or Customer.io behavior scoring

5. Pipeline Velocity
What It Is:
The speed at which qualified leads move through the pipeline.
Formula:
# of Opportunities x Win Rate x Average Deal Size + Sales Cycle Length (in
days)
Why It Matters:
It reveals how much revenue your pipeline can generate daily and how
efficiently your team is closing.
How to Improve:
 Use pipeline acceleration tactics (see Chapter 7)
e Equip reps with better enablement material
¢ Reduce deal complexity and friction
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6. Sales Cycle Length
What it Is:
Average time from the first sales touch to a closed-won deal.

Why It Matters:
Longer cycles increase CAC (Customer Acquisition Cost) and lower team
productivity.

Goal:
Benchmark against industry (e.g., 30-60 days for SMB Saas, 90-120 days for
mid-market/enterprise)

Shortening Tactics:
e Use Mutual Action Plans (MAPs)
¢ Send executive summary videos
¢ Simplify pricing and procurement processes

7. Customer Acquisition Cost (CAC) Payback Period
What ltls:
The number of months it takes to recover the cost of acquiring a customer.

Formula:
CAC + Monthly Gross Margin per Customer

Why It Matters:
It reflects the financial efficiency of your sales + marketing engine.
Target:

e <12 months for early-stage startups

e <6 months for product-led growth Saas

Optimization Tips:
e Tighten funnel leaks
¢ Increase average deal size or expansion potential
¢ Reduce manual effort with automation
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8. Content Influence on Pipeline

What it Is:

Tracks which content (case studies, decks, emails, videos) influenced
opportunities or closed-won deals.

Why It Matters:
You'll know what content is actually driving revenue, not just traffic.

Tools to Track:
e PathFactory, Paperflite, DocSend
e HubSpot Content Attribution Reports
e Salesforce Content Influence Fields

Optimization:
e Double down on top performers
e Retire low-performing assets
e Create targeted content by stage/persona

Bonus Metrics You Should Also Watch:

~

Metric Why It's Useful

e Email reply rate e Measures how engaging your nurturing is

e Call-to-demo conversion e Shows SDR effectiveness

e Proposal-to-close rate o Reflects AE performance and late-stage
alignment

e Expansion Revenue e Shows if onboarding and CS is aligned to
long-term growth

N\ J




Metrics That Matter

Reporting Cadence & Ownership

Demos to Dollars

-

Demo-to-SQL Rate

Metric

Sales Cycle Length
Engagement Score
CAC Payback

Content Influence

N\

Team Owner

SDR Manager
Sales Ops
Marketing
Finance/RevOps

Marketing Enablement

Frequency
Weekly

Monthly
Weekly
Quarterly

Monthly

~

J

Weekly revenue syncs between Marketing, SDR, Sales, and Success teams

ensure accountability across the post-lead funnel.

Metrics Checklist for a Healthy Post-Lead Engine
e Clear dashboards in place (HubSpot, Salesforce, Looker, etc.)
e Weekly report on funnel conversions
¢ Pipeline velocity tracked by stage
e Sales cycle benchmarked quarterly
e Attribution model for content in use
¢ SDR and AE enablement measured by impact
e Feedback loop to marketing for quality of leads

Post-lead metrics are the GPS of your revenue engine. If you're only measuring
top-of-funnel, you're flying blind after takeoff.
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Tools & Tech
Stack

Equipping Your Post-Lead Funnel with the Right Technology for
Speed, Scale & Success

Why the Right Stack Matters

In modern B2B SaaS marketing and sales, speed, personalization, and insight
win deals. But achieving this across every touchpoint—from demo to close—is
impossible without the right tech stack.

A robust post-lead stack:

e Powers faster responses

e Enables better personalization

e Tracks behavior and intent

e Automates low-value tasks

¢ Provides visibility and accountability

¢ Reduces drop-offs across the pipeline
“Your stack is your strategy in action. Great tools don't replace people—they
amplify them.”

The Post-Lead Funnel Stack: Key Functional Areas
We'll break down the tech stack across the 6 core pillars of your Demo to
Dollars engine:

l.Lead Intelligence & Enrichment

2.Lead Nurturing & Marketing Automation

3.Sales Engagement & SDR Productivity

4.Sales Enablement & Content Sharing

5.Pipeline Acceleration & Deal Execution

6.Analytics, Attribution & Reporting
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1. Lead Intelligence & Enrichment Tools
These tools help you qualify, score, and enrich leads after form fills or demo

bookings.

Tool

Clearbit
ZoomlInfo
Apollo.io
Slintel / Lusha

Clay

Use Case:

Function

Real-time lead enrichment (firmographics,
technographics)

Intent signals + contact enrichment
All-in-one database + enrichment + outreach

Contact scraping & enrichment

Build custom lead workflows using data from multiple
sources

— A lead books a demo. Clearbit enriches them instantly, Clay tags them as
ICP, and Zoominfo triggers alerts if the company shows buying intent

elsewhere.

2. Lead Nurturing & Marketing Automation Tools
These tools automate personalized email sequences, behavior-triggered
drips, and post-demo campaigns.

Tool

HubSpot
ActiveCampaign
Customer.io
Encharge
Mailmodo

Use Case:

Function

CRM + email marketing + lead scoring
Behavior-based automations for SMBs

Precise customer journey orchestration

Built for SaaS — syncs with Segment & product data

Interactive AMP email nurturing

— After the demo, a personalized 7-day email flow is triggered. Based on user
actions (e.g. pricing page view), the flow adapts dynamically.

By Karthik Mallikarjun Ugalat
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3. Sales Engagement & SDR Productivity Tools
Your SDRs are the bridge between marketing and revenue. Equip them to
move fast and sell smart.

Tool Function

Outreach.io Multi-channel sequencing platform

Salesloft Call, email, Linkedin—manage SDR
outreach

Apollo.io Sequences + database + dialer

Lavender Real-time Al email coaching

wingman [ Gong Real-time call feedback & insights

Sendspark [ Vidyard [ Loom Personalized video messaging

Use Case:

— SDRs receive warm demo leads. Outreach sequence is triggered. Lavender
refines the email, Loom video is added, and Gong captures insights from

follow-ups.

4. Sales Enablement & Content Sharing Tools
Ensure AEs have the right collateral, case studies, decks, and proof at the right
time in the sales cycle.

Tool

Highspot
Seismic
Showpad
Guru
Notion

DocSend

Function

Central content hub for sales teams

Enterprise enablement & onboarding

Interactive presentations + buyer content

Internal knowledge base for sales FAQs

Sales playbooks, battlecards & content repositories

Track views of shared documents
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Use Case:
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— AE sends a “Why Us” battlecard via DocSend after a competitor is
mentioned. The buyer opens it 3 times—triggering a follow-up call.

5. Pipeline Acceleration & Deal Execution Tools
These tools remove friction, simplify the buying journey, and help close faster.

Tool Function

Dock [ Accord Mutual Action Plans & digital sales rooms

PandaDoc [ Proposify  Proposal templates with e-sign

Calendly / Chili Piper Smart scheduling post-demo

Stripe / Chargebee Contract + billing automation
Demodesk [ Walnut Interactive product demo platforms
Use Case:

— After demo, AE shares a Dock workspace with pricing, timelines, and
onboarding steps—keeping stakeholders aligned and accelerating closure.

6. Analytics, Attribution & Revenue Intelligence
Track what's working. Understand which content, channels, and reps drive

conversions.

Tool

HubSpot [ Salesforce
Dreamdata

Woopra

Segment

Gong [ Chorus

Looker [ Power BI [ Tableau

By Karthik Mallikarjun Ugalat

Function

CRM + basic attribution

B2B revenue attribution
Customer journey analytics
Connect product usage to CRM
Conversation intelligence

Deep sales reporting

M



@ Tools & Tech Stack

Use Case:
— Revenue team uses Dreamdata to track pipeline velocity by persona, while
Gong flags deals with stalled objection handling.

Bonus Tools by Role

Demos to Dollars

-

N\

Tool

Marketing Ops
RevOps
CS & Onboarding

Founder-Led Sales

Function

Zapier, Pabbly, Make (automation connectors)
Clari, InsightSquared, RevenueGrid
Intercom, Planhat, Gainsight

Apollo, Loom, PandaDoc, Calendly

~

How to Choose the Right Stack

Map the funnel: Identify gaps post-lead — post-sale
Start lean: Use all-in-one tools early, add complexity later
Integrate deeply: Ensure your stack connects (via APIs or native

integrations)

Prioritize usability: Your team must actually use it
Review quarterly: Kill underused tools and audit license

Suggested Stack for Mid-Market Saas (Example)

-

N\

Stage

Lead Enrichment
Nurturing

SDR Engagement
Enablement
Acceleration

Reporting

~

Tool

Clearbit + Clay
HubSpot

Apollo + Lavender
Notion + DocSend *

Dock + PandaDoc '

HubSpot CRM + Dreamdata

J
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Tech Stack Implementation Checklist
¢ Lead scoring integrated with CRM
e SDRs trained on sequence tools
e Enablement assets tagged and tracked
e Proposal + MAP templates live
e Video tools installed and tested
e Analytics dashboards reviewed weekly
e Monthly stack audit process defined

Tech is not a replacement for strategy. But without the right tools, even the
best strategy will fall apart in execution.

\
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Final Thoughts &
Action Plan

Turning Strategy into Execution: How to Operationalize “Demo
to Dollars” in Your SaaS GTM Engine

The Journey from Demo to Revenue

You've captured the lead.

They've booked a demo.

Now what?

The truth is, most B2B SaaS companies lose deals between the demo and the
decision.

Why?
¢ No structured nurturing
e SDRs chasing without insight
e Generic enablement material
e Stalled buying cycles
¢ Lack of urgency, ROI, or alignment
e Misaligned teams and tools
That's where your post-lead engine comes in.

The goal of this eBook wasn't just to teach tactics—but to help you build a
repeatable, scalable system that converts interest into income.

“Every demo booked is a door opened. But only a smart, synchronized team
can walk the buyer through that door and across the finish line.”
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Recap of the Demo-to-Dollars Framework

Here’s a quick summary of each chapter:

The Post-Lead Problem

— Most SaaS teams are underinvested in post-lead processes. You need to
optimize this middle-funnel gap.

The Post-Lead Gap in B2B Saa$s
— Demos aren’t deals. Most MQLs don't convert due to lack of follow-up,
content, and alignment.

Building a Lead Nurturing Engine
— Automate engagement with relevant, persona-based, behavior-driven
journeys.

High-Conversion Email Flows
— Write sequenced, value-led emails based on the buyer's journey—not your
sales targets.

The Modern SDR Playbook
— SDRs should act like consultants. Use personalization, sequencing, video,
and multi-channel touches.

Sales Enablement That Closes Deals
— Arm reps with battlecards, ROI tools, decks, and customer stories that
create buyer confidence.

Pipeline Acceleration Tactics
— Use Mutual Action Plans, executive outreach, and proof-of-concept offers to
move faster.

Metrics That Matter
— Track demo-to-SQL, sales cycle length, ROI content use, and engagement
score—not just MQL count.

Tools & Tech Stack

— Build an integrated system across enrichment, outreach, automation,
enablement, and analytics.
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30-Day Action Plan
“Don’t wait for perfect. Start small, move fast, iterate often.”

Here’s a step-by-step plan to implement the core concepts from this book:

Week 1: Audit & Awareness
e Map your current post-lead journey
e Identify drop-off points (e.g., post-demo ghosting, slow follow-up)
¢ Review your SDR sequences and email copy
¢ Interview 2 AEs on what content they wish they had
¢ Pull data on: demo-to-SQL rate, time-to-first-touch, and sales cycle length

Week 2: Quick Wins Implementation
e Create or update 3 nurturing flows based on buyer intent
e Build 2 persona-specific follow-up templates (email + LinkedIn)
e Add a “Post-Demo Video Recap” process via Loom/Sendspark
e Launch 1 Mutual Action Plan (MAP) template in Notion or Dock
e Create 1 competitor battlecard + 1industry case study

Week 3: Stack Sync & Alignment
e Audit your tool usage: HubSpot, Apollo, Clearbit, Gong, etc.
e Ensure lead scoring is tied to behavior (not just forms)
e Connect SDRs and marketers for a weekly post-lead stand-up
e Align SDRs + AEs on shared handoff expectations
e Set up reporting dashboards for demo-to-close journey

Week 4: Scale & Automate
e Automate lead nurturing based on demo attended [ missed
¢ Build a “sales enablement content library” in Notion or Highspot
¢ Personalize outreach at scale using Lavender, Apollo, or Smartlead
e Review win/loss calls in Gong and tag patterns
e Launch 1 pilot playbook: e.g., “Demo Revival Campaign” or “Executive
Nudge Sequence”

A —
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Team Enablement Checklist

Make sure your entire revenue team is aligned on your post-lead mission:

Role Responsibility

Marketing  Owns nurturing, content, attribution

SDRs Execute playbooks, qualify demos, follow-up with relevance
AEs Drive MAPs, objection handling, executive engagement
RevOps Tracks funnel metrics and stack efficiency

Enablement Equips teams with messaging, materials, and coaching

Mindset Shift: From Funnel to Flywheel
Your post-lead strategy isn’'t linear—it's a loop. Each lead becomes a
customer. Each customer becomes a case study. Each case study feeds the

funnel again.
That's the Demo to Dollars Flywheel:
Capture — Demo — Engage — Close — Deliver — Share — Attract

Treat every interaction as a moment to build trust and momentum.

By Karthik Mallikarjun Ugalat
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Final Words from Karthik Mallikarjun Ugalat
“Revenue doesn’'t come from leads. It comes from leading your buyer—from
interest to impact.

That's what this book is about. Not just getting demos. Not just nurturing leads.

But orchestrating every part of the buyer's journey after that first ‘I'm
interested’—with intelligence, intent, and integrity.

Whether you're a founder, a marketer, or a sales leader—remember:
It's not the demo that closes deails. It’s what happens after.”

Demo
to Dollars

Converting Leads into Revenue in B2B Saas



