
Buyer Research
Gain Insights to Win Prospects and Retain Customers

PipestryPipestry

Persona-based prospecting leads to 
2-3 month shorter sales cycle

Shorten Sales Cylce
Companies using personas drove a 
3X increase in closed sales deals

Close More Deals

If You Knew Your Buyer Better You’d....

Increase Your Deal Flow And Close Rates With Buyer Insights

Identify audience on your 
website, social, competitor 

clients, to identify 
demographics

Audience Analysis
8-10 prospective buyer 
interviews used to 

understand decision making 
process and influences

Hold Interviews
Build a list of your target 

buyers and perform outreach 
to set up interviews

Buyer Outreach

How Buyer Research Works

Accelerate Your Sales Pipeline@Pipestry Pipestry.com



Pipestry leverages the latest sales prospecting strategies and technologies to set highly qualified 
meetings and create predictable revenue for companies looking to scale their outreach.

Our team operates like a supply chain with each member having a single focused role (strategy, 
research, copywriting, social engagement, responses) working seamlessly together.

We keep customers up-to-date through Slack, account-based reporting which can plug directly 
into Gmail, and weekly meetings where we report all key learnings, meetings and results.

Your Full-Service Sales Prospecting Team

Accelerate Your Sales Pipeline@Pipestry Pipestry.com

Building an internal sales prospecting team is overly expensive, time-consuming 
and requires an extensive knowledge of the latest processes and tools.

Most outsourced B2B sales prospecting teams are limited to single-channel 
outreach, out of touch with modern best practices and use a pay-per-meeting 

model that encourages poor quality and results.

Why We Started Pipestry

Pipestry

10-4, a new supply chain tracking SaaS 
company targeting the VPs of Supply Chain 
had no sales development team or process 
until Pipestry created a systematic outreach 
plan to generate new meetings.

Q1 Results
- Set 60+ meetings with top brands
- 90% qualified meeting ratio- 90% qualified meeting ratio
- 3x sales pipeline

How A Growing SaaS Company Leveraged Pipestry 
To Breakthrough Into The Fortune 1000


