
Case Study: Elevating a Tech Unicorn's
Pipeline – 30% Boost in SQLs with
DemandGentic.ai
Leveraging Pivotal B2B's Agentic AI to Transform Lead Qualification and Campaign Performance
for a Leading SaaS Provider

Executive Summary: Revolutionizing B2B Demand
Generation with Agentic AI
In today's hyper-competitive B2B landscape, tech companies grapple with cutting through digital
noise and converting high-quality leads into loyal customers. This case study illustrates how a
rapidly growing SaaS unicorn, specializing in cloud-native solutions, partnered with Pivotal
B2B's DemandGentic.ai platform to revolutionize its demand generation efforts.

Facing fluctuating lead quality and skepticism about AI's tangible impact on B2B marketing, the
unicorn sought a solution for predictable, high-intent Sales Qualified Leads (SQLs) and optimized
marketing spend. By deploying DemandGentic.ai's unique blend of human expertise and
autonomous AI agents, the client achieved a remarkable 30% increase in SQLs within six
months, significantly enhancing their sales pipeline and demonstrating clear ROI.

This success story highlights DemandGentic.ai's capacity to move beyond generic automation. It
delivers intelligent, context-aware engagement that not only generates leads but qualifies them
with unparalleled precision, driving faster conversions and sustainable growth—a true testament
to Pivotal B2B's AI-driven approach.

Tech Unicorn achieved a 30% boost in SQLs with DemandGentic.ai.
Overcame challenges of inconsistent lead quality and AI effectiveness skepticism.
Demonstrates clear ROI through intelligent, context-aware engagement, powered by
Pivotal B2B.

The Challenge: Cutting Through B2B Noise and Inefficiency
The client, a prominent tech unicorn, faced significant hurdles in its demand generation strategy,
common in today's crowded B2B landscape:

Algorithmic Noise: Existing outreach efforts were drowned in the sheer volume of generic
B2B communications, resulting in low engagement and high bounce rates.
Inconsistent Lead Quality: Despite generating numerous leads, a significant portion
lacked the intent and qualification needed, burdening sales teams with unqualified
prospects and extending sales cycles.
Skepticism Towards AI: Marketing leadership harbored reservations about generic AI's
efficacy in B2B demand generation, fearing a loss of human touch and contextual nuance.
Inefficient Marketing Spend: Resources were allocated to broad campaigns with limited
precision, leading to suboptimal ROI and difficulty in attributing success to specific
initiatives.
Fragmented Buying Committee Visibility: A siloed view of target accounts made it
challenging to engage entire buying committees effectively, hindering consensus-building
and deal progression.
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The unicorn urgently required a partner capable of not just generating more leads, but ensuring
they were the right leads—delivered with precision and context, without sacrificing the crucial
human element of engagement. This is where Pivotal B2B's DemandGentic.ai stepped in.

Struggled with low lead quality and pervasive algorithmic noise.
Marketing leadership was wary of generic AI's B2B effectiveness.
Inefficient marketing spend and poor buying committee visibility plagued efforts.

The Approach: Pivotal B2B's Agentic AI for Precision
Demand Generation
DemandGentic.ai, Pivotal B2B's proprietary Agentic AI platform, introduced a paradigm shift
with its 'Human Led Intelligence, AI Led Execution' philosophy. Our approach meticulously
focused on:

1. Strategic Discovery & ICP Definition: Our expert human strategists collaborated closely
with the unicorn's team to redefine their Ideal Customer Profile (ICP) and craft a bespoke
campaign architecture. This ensured every outreach was precisely aligned with their core
business objectives and target market.

2. Intelligence Activation with AI Agents: Moving beyond generic automation,
DemandGentic.ai deployed specialized AI agents for deep research and verification. These
agents expertly mapped complex buying committees within target accounts, ensuring multi-
threaded engagement across all key decision-makers.

3. Leveraging Global Data for Unparalleled Insights: With access to over 500 million
verified contacts, our platform provided unparalleled lead insights, guaranteeing outreach
was directed at the most relevant individuals with up-to-date and accurate information.

4. Context Over Content Philosophy: Every interaction was meticulously designed to earn
permission by proving genuine value. Our AI agents crafted highly contextualized
messages, avoiding generic pitches and focusing on the prospect's specific pain points and
industry trends, as identified by our robust intelligence layer.

5. Multi-Channel Orchestration for Consistent Engagement: The strategy encompassed
AI-powered lead qualification and multi-channel campaigns across voice (via Gemini Live
AI agents) and email, ensuring consistent, personalized, and impactful touchpoints.

Pivotal B2B's human strategists defined ICP and campaign architecture.
DemandGentic.ai's AI Agents performed deep research and buying committee mapping.
Leveraged 500M+ verified contacts for precision targeting and unparalleled insights.
'Context Over Content' philosophy drove high-value, permission-earned engagement.
Multi-channel campaigns orchestrated by Agentic AI across voice and email.

The Solution in Action: Unlocking High-Intent SQLs with
DemandGentic.ai
The implementation phase showcased Pivotal B2B's DemandGentic.ai Agentic AI platform in
full stride, executing a meticulously planned strategy:

AI-Powered SDRs (Gemini Live): Our autonomous voice agents engaged high-intent
prospects, conducting warm introductory calls and rigorously qualifying leads based on
BANT (Budget, Authority, Need, Timeline) criteria. This human-like interaction delivered a
personalized experience at scale, ensuring efficiency without sacrificing quality.
Precision Content & Dynamic Nurture Sequences
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