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Scale or Fail

I n t r o d u c t i o n  

You have built a great product or solution. 

But getting it into the hands of customers is 

fraught with problems and can be 

outrageously expensive.

Lack of demand generation is the reason 

most companies flirt with failure or limp 

along never returning the expected ROI.

This provides an overview of the leading 

demand generation approach options so 

you can better understand the path forward. 



It’s All About Appointments

• Below is the standard Net New Revenue equation.

• Both Average Contract Value and Sales Close Rate are relatively fixed.

• You can have greater control over the number of appointments performed each month.

• Growth is largely dependent on appointment performance. The more appointments performed, the 

more your sales will grow. 

I n t r o d u c t i o n

x x =Appointments Average 

Contract Value

Average Sales

 Close Rate

Net New Gross 

Revenue



How To Generate Appointments at Scale

• Email Marketing

• SEO/SEM/Website

• Social Media Advertising

• Internal Outbound Call Teams

• Outsourced Lead Generation

I n t r o d u c t i o n  

There are a handful of methods that companies use to generate appointments at scale, including:

The following evaluates each approach with an emphasis on Cost per Performed Appointment. 



Demand Generation Approaches

(What You Haven’t Been Told)
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Email Marketing 

A p p r o a c h  # 1

1. Cost efficient for activation – initial Out of Pocket

2. Incredibly inefficient for appointment production.

3. Engaged Read Rates are typically between 2% - 5%

4. True opt-in lists are hard to produce especially for young 
companies.

5. 10,000 emails will lead to

- 200 Engaged Reads (Fully Read / 8+ Seconds)

- 4 Positive Replies

- 2 Booked Appointments

- 1 Performed Appointment

6. WARNING:  If you use non-opt in lists expect to be labeled a 
spammer and email will become harder to execute for any 
purpose. 

7. Meetings are not qualified through a live conversation.

Metric
2% Read 

Rate

3% Read 

Rate

4% Read 

Rate

5% Read 

Rate
Calculation

Total Emails 

Sent
10,000 10,000 10,000 10,000 Given input

Engaged 

Reads

200 300 400 500
Emails Sent 

* Read Rate

Replies (10

% Reply 

Rate)

20 30 40 50

Reads * 

Reply Rate 

(10%)

Positive 

Replies (20

% Positive)

4 6 8 10

Replies * 

Positive 

Reply Rate 

(20%)

Meetings 

Booked (50

% 

Conversion)

2 3 4 5

Positive 

Replies * 

Booked 

Meeting 

Rate (50%)

Campaign 

Cost
$5,000 $5,000 $5,000 $5,000 Given input

Cost per 

Positive 

Reply

$1,250 $833 $625 $500

Campaign 

Cost / 

Positive 

Replies

Cost per 

Booked 

Meeting

$2,500 $1,666 $1,250 $1,000

Campaign 

Cost / 

Meetings 

Booked

Cost per 

Performed 

Meeting

$5,000 $3,333 $2,500 $2,000

Campaign 

Cost / 

Meetings 

Performed



SEO/SEM Website Conversions

A p p r o a c h  # 2

1. Driving website traffic through SEO/SEM optimization 
can quickly become expensive.

2. Up to 50% of the traffic can be bot traffic (good and 
bad).

3. New AI search algorithms lower SEO/SEM conversion 
rates as results/answers are provided by Generative AI. 

4. Original Custom Content creation can be expensive to 
produce; and with Generative AI, easy to duplicate.

5. Engagement with B2B websites is falling dramatically 
which leads to relatively few inbound leads.

• Average Page Views: <1.2

• Average Time Spent: < :30 seconds

• Average Bounce Rate: >50%

6. See SimilarWeb.com for your engagement rates.

7. Low engagement leads to relatively few (3-5) inbound 
appointments per month. 

8. Inbound appointments average a 50% perform rate. 

1.2
Average # Page 

Views

< :30
Average

Time Spent

50%+
Average 

Bounce Rate



LinkedIn Advertising

A p p r o a c h  3

1. Unless your solution is a B2C product or a business 
solution with broad appeal, LinkedIn is the preferred ad 
platform versus META (Facebook and Instagram). 

2. LinkedIn advertising has low click through rate, on 
average .3%.  There is also ad saturation.

3. Low click through rates make it expensive – on average 
$1,500 per lead (see calculation). 

4. LinkedIn does not allow users to book appointments 
directly on the platform. So, prospects that express 
interest need to be called/contacted and convinced to 
book an appointment. 

5. Appointments show at less than a 50% rate. 

6. Depending on the volume of “More Info Requests”, you 
might need a full-time caller ($7k per month)

7. Traditional reach rates for outbound calls to prospects 
are 1%, with relatively few appointments booked and 
even fewer performed. 

8. Each performed appointment costs approximately 
$3,000 when follow-up calling is factored into the 
equation. 

Metric SaaS / Tech*

CPC (Cost per Click) $30

CPM (Cost per 1,000 

Impressions)
$300

CPL (Cost per Lead) $800

CPS (Cost per Send – 

Message Ads)
$0.50 – $2

CPCV (Cost per 

Conversion / Demo / 

Signup)

$1500

CPF (Cost per Follower 

– Page Growth)
$35

CTR (Click-Through 

Rate %)
0.3% 

*Source: LinkedIn 



Internal Outbound Calling Team

A p p r o a c h  4

1. Standard way for B2B companies to scale.

2. Hard to set up, hire/staff, and manage successfully.

3. Frequent turnover of SDRs impacts productivity.

4. Due to low “traditional” reach rates, it is an expensive 
option and can only be used by enterprises that are 
selling a solution over $15K ACV unless the seller is 
willing to lose money on every sale just to try and grow.

5. An average full time SDR will book 4 appointments per 
month.

6. The average cost of a performed appointment is $4,500.

7. To perform 40 appointments per month requires a team 
of 10 callers at a cost of $70k per month in salary (not 
including recruiting, management fees, and overhead.)  

8. This approach requires deep pockets to withstand and 
accelerated cash burn rate.

Internal Outbound Calling Team Costs

1 US SDR Cost $7000 per month

Database Fee (ZoomInfo) $2000 per month

Average Reach Rate 1%

Average Booking per Month 4

Average Perform Rate 50%

Performed Appointments 2

Cost per Performed per Appt $4,500



Outsourced Outbound Calling

A p p r o a c h  5

1. The benefits of outsourcing lead generation include not 
having to set up an outbound operation, hire, or manage 
staff.

2. Almost all outbound operations operate on a “booked 
appointment” rather than “performed appointment” basis.  

3. The average number of booked appointment is 6 per month 
booked which equates to 4 performed.

4. Almost all require an implementation fee and for you to pay 
for the cost of an outbound caller.

5. Leading firms include:

1. MemoryBlue (see attached proposal)

2. Gorilla Leads

6. Average price per performed appointment is $3,000.

7. BEWARE:  There are companies that charge a lower price 
per booked appointment but use a power dialer to call 
prospects repeatedly in attempts to get a pick-up.  This 
method tends to harass and prematurely burn a market. 

Outsourced Outbound Calling (MemoryBlue)

1 US SDR Cost $11K per month

Implementation Fee $2500

Average Reach Rate N/A

Average Booking per Month (Post Ramp) 6

Average Perform Rate 60% - 70%

Performed Appointments 4

Cost per Performed per Appt $3,250



Cost Comparison 
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Cost Comparison

Cost Comparison LinkedIn Ads Internal Outbound 

Calling

Outsourced 

Outbound Calling

Labor Cost Free N/A $7000 per Month
$11,000 per 

Month

Database Fee (ZoomInfo) Free N/A $2000 per month N/A

Average Reach Rate 25% .4% 1% 6

Average Booking per Month 25 6

Average Perform Rate 70% .30% 50% 66%

Performed Appointments 20 TBD 2 4

Cost per Performed per Appt $700 $1,500/Lead $4,500 $3,250

Total Cost for 10 Performed 

Appointments
$5,000 $15,000+ $45,000 $32,250

ProspectIQ
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Conclusion



Lead Generation is an investment. It should not be an 

expense. However, traditional models often involve too 

much guesswork and uncertain ROI. 

The good news? There is an alternative.  ProspectIQ 

delivers a performance-driven approach that eliminates 

wasteful spending and focuses on results, not just effort. 

By leveraging data-driven strategies, AI, and outcome-

based pricing, businesses can generate high-quality leads 

without draining their budgets for sustainable lead flow.

The future of lead generation is smarter, more efficient, 

and built for performance.

We look forward to working with you!

A Smarter Investment
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Memory Blue Proposal (Gold Standard Outbound Outsource)

A p p e n d i x



Thank you.

Thank you for the opportunity to present this deck.

Scaling is hard and expensive.  As a repeat CEO, I truly understand your pain and hopefully 

ProspectIQ.ai can help you be successful in this endeavor. 

Best,

Donald Scherer

CEO

ProspectIQ.ai 

917.922.7734
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