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Case Study:

Leveraging Al-Powered Sales Intelligence
to Secure $62.5K in Sponsorship Revenue

The Challenge: Standing Out in a Competitive Sponsorship Market

A General Sales Manager at a major television station in Ohio was tasked with generating sponsorship
revenue for a key station event on a compressed timeline. Sponsors were inundated with proposals from
various organizations, making it difficult for anyone to stand out and secure commitments. The GSM needed
an innovative and highly persuasive way to demonstrate the event's value and ROI to potential sponsors.

The Action: Data-Driven Infographics to Highlight Event Value

The GSM used TopLine, an Al-powered sales intelligence platform, to develop a set of tailored infographics
designed to captivate and inform potential sponsors. These materials presented complex data in a visually
compelling and easily digestible format that showcased audience insights, market data, and sponsorship
benefits. Sponsors were able to quickly see the value and how it aligned with their business goals.

The Results: Securing $62.5K in Revenue With Targeted
Sponsorships

The reclusive roofer responded to the email, marking the first breakthrough after weeks of silence. The sales

rep quickly scheduled a meeting and delivered a compelling presentation of the television partner’s offerings.
This personalized outreach approach led to a successful outcome: a closed three-month contract that once

seemed out of reach.

TopLine’s personality profiling transformed the sales process, helping the team overcome barriers and build
meaningful connections. By taking action based on deeper insights, sales teams can unlock new
opportunities and drive results.

Click here to learn more about TOpLin=
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