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"The impact of PipelineRoad on 
Reworld’s lead generation success has 
been truly exceptional," Gagan 
asserts. "We witnessed remarkable 
results, with over $12 million in pipeline 
created and more than 600 highly 
qualified MQLs generated within a 
short span of time. PipelineRoad’s 
strategic insights and actionable data 
have been instrumental in driving our 
revenue growth."



Results


�� Pipeline Growth: PipelineRoad played a pivotal role 
in creating over $12 million in pipeline for Reworld. 
The strategic insights and optimized marketing 
efforts enabled by PipelineRoad resulted in a 
substantial increase in revenue-generating 
opportunities for the company�

�� MQLs Generated: Within just four months of 
partnering with Reworld, PipelineRoad generated 
over 600 Marketing Qualified Leads (MQLs). These 
highly targeted and qualified leads were a direct 
result of PipelineRoad's ability to identify and engage 
with the right prospects, significantly enhancing 
Reworld's sales pipeline�

�� Conversion Rate Boost: Leveraging PipelineRoad's 
insights, Reworld achieved an impressive 24% 
increase in their conversion rate. The actionable 
data-driven decisions, combined with personalized 
and optimized campaigns, improved the 
effectiveness of their lead nurturing process, 
resulting in more conversions and revenue growth�

�� Expanded Market Reach: By leveraging 
PipelineRoad's deep audience understanding, 
Reworld successfully expanded their market reach. 
This resulted in a 26% increase in market segment 
penetration, allowing Reworld to tap into new 
customer segments and drive growth in previously 
untapped markets.
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Discover how Reworld, a leading provider of sustainable 
waste and energy solutions, achieved extraordinary 
results in lead generation by leveraging PipelineRoad. In 
this case study, we will dive into Reworld's remarkable 
journey, supported by compelling data and metrics that 
highlight the impact of PipelineRoad on their pipeline 
and marketing qualified leads (MQLs).


Background
Gagan Sood, CTO at Reworld, recognized the need for a 
data-driven approach to overcome lead generation 
challenges. Reworld faced hurdles in understanding 
their target audience, optimizing campaigns, and 
identifying untapped market segments. Gagan 
spearheaded the integration of PipelineRoad, 
revolutionizing their entire revenue strategy.

Groundwork

The Reworld and PipelineRoad partnership began with 
insights into Reworld's target audience. The 
PipelineRoad team started by analyzing data from 
multiple sources, including website traffic, organic 
search rankings, and customer interactions. By digging 
into the data, they were able to gain an understanding 
of their prospects' preferences and needs, tailor their 
marketing efforts accordingly, and fuel lead generation.



