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There’s a pattern showing up across B2B outbound teams. 

SDRs are staying busy. Activity is high. Sequences are running. Calls are being made. But despite the effort,
conversion is inconsistent and pipeline remains unpredictable. 

Meetings are harder to generate. Prospects are less responsive. Even when conversations start, they often fail to
progress into real opportunities.

THE REALITY OF
OUTBOUND TODAY 

To compensate, teams increase volume: 
More accounts are added 
More emails are sent 
More calls are made 
More sequences are launched 

But more activity doesn’t fix the problem when the underlying outbound motion is flawed.



Timing is unclear
Most teams still build outbound around static ICP lists. Just because an
account fits the profile doesn’t mean it’s ready to buy. SDRs spend time
chasing accounts that may be a good fit, but have no current reason to
engage.

THE ROOT
CAUSE  

Buyer context is missing
Without insight into what prospects are actively researching or
prioritising, messaging becomes generic. SDRs are forced to lead with
product-led assumptions instead of relevance. Conversations stay
surface-level and stall early. 

Buying groups are harder to penetrate 
Decisions rarely sit with one person. SDRs need to reach multiple
stakeholders across the decision-making unit, often with different
priorities, pain points, and levels of influence. Most teams don’t have the
structure or coverage to do this consistently. 

Internal teams take too long to ramp 
Even when companies know they need stronger outbound, building an
internal SDR function takes time. Hiring, onboarding, training, process
design, data setup, messaging refinement, and management can easily
take 11+ months before the team performs consistently. 

Most B2B outbound underperforms because SDR teams
are being asked to create opportunities without enough
timing, context, or strategic support. 



Instead of asking, “Who fits our ideal customer profile?” high-performing B2B outbound teams ask,
“Who is showing signs they may be ready to buy?” 

That shift changes everything. 

Effective outbound starts by understanding: 
Which accounts are actively researching relevant topics 
Which buyers are showing early signs of interest 
When the timing is right to engage 
What the buying group is already trying to solve 

This gives SDRs a much stronger foundation. 

Instead of cold outreach without context, they can lead with relevance. 
Instead of pushing a message into the market, they can enter conversations already aligned to
buyer priorities. 
Instead of spreading effort across large lists, they can focus on accounts with genuine conversion
potential. 

A BETTER STARTING POINT
FOR SDR SUCCESS 



It starts with a tailored GTM blueprint aligned to your sales goals. We begin by understanding your business, commercial
objectives, ideal customer profile, and target accounts. From there, we build a custom go-to-market strategy using our proven
formula, designed to generate qualified pipeline and accelerate deal creation. 

Then our dedicated SDR team executes. 

We engage the full decision-making unit across target accounts, ensuring outreach is coordinated, relevant, and built around how
B2B buying decisions actually happen. 

This means: 
Your closers stay focused purely on closing 
Our SDR team owns pipeline generation from day one 
You get immediate access to a proven outbound motion 
You scale faster without compromising quality 

Rather than hiring one or two SDRs and hoping they ramp quickly, you get an established outbound engine ready to perform in a
matter of weeks.

HOW WE SOLVE THE
OUTBOUND CHALLENGE

https://pharosiq.com/solutions/iqconvert/


When outbound is built around timing, relevance, and dedicated SDR execution, performance changes. 

You can expect: 
A more consistent and reliable pipeline 
Higher conversion rates from first touch to meeting 
Faster progression from meeting to opportunity 
Stronger coverage across target accounts 
Scalability without the cost and delay of building internally 

SDRs stop operating as high-volume activity generators and start functioning as a true pipeline engine.
Sales leaders gain confidence in outbound again because the motion is built to support how B2B buyers
actually behave - not how teams wish they behaved. 

The result is a more efficient commercial motion, stronger pipeline quality, and a clearer path to
revenue growth. 

WHAT CHANGES WHEN
OUTBOUND IS BUILT
PROPERLY 



If your outbound isn’t converting, the issue usually isn’t effort, it’s the structure
behind the effort. Most B2B outbound struggles because SDRs are being
asked to create pipeline without the right timing signals, buyer context,
strategic support, or operational infrastructure. 

We help you identify where real demand exists, engage the right buyers at the
right time, and create qualified opportunities, while your closers stay focused
on what they do best: closing. 

Book a session to see how pharosIQ can turn outbound into a more
predictable source of pipeline. 

MAKE OUTBOUND
CONVERT  

pharosIQ.com

https://pharosiq.com/contact-us/
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