ValueViewpoint.ai (VVP) Positioning & Value

Proposition for Organizations Deploying SDRs

The document "The Role of Sales Development Representatives (SDRs) in 2025" highlights
key trends shaping the SDR function, including hyper-personalization, Al augmentation,
ABM integration, and multi-channel engagement. ValueViewpoint.ai (VVP) aligns perfectly
with these shifts by helping SDR teams scale personalized outreach, automate business

case creation, and integrate real-time insights into their workflow.

Nearly half (44%) of an SDR’s time is spent on personalization. 20% of leads require deep
personalization for high-value targets, and 80% are semi-personalized at scale. Marketing
message: VVP is best for Account-Based Marketing (ABM) strategies, for deep (high-touch)
personalization for high-value targets. SDRs don’t just send generic emails; they send
ROI-driven, data-backed outreach instantly.

Do SDRs Only Prequalify, or Do They Also Sell?

(1)Outbound SDRs (Enterprise Sales Focus) — Prequalify & hand off to AEs

PLG-Driven SDRs (Product-Led Growth, SMB Sales Focus) — Convert self-serve users into
paying customers

Hybrid SDRs (SMB Sales & Pipeline Building) — Run smaller deals while generating

enterprise pipeline

VVP enhances each SDR motion by automating research, personalizing outreach, and

accelerating deal velocity.

In general, SDRs are primarily responsible for prequalification, but in some cases, they play a

direct sales role—especially in high-velocity sales environments.

The Two SDR Models: Prequalification vs. Selling
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Where Do Stripe SDRs Fit?

Stripe’s SDRs are likely a mix of:
{74 outbound SDRs — Engaging enterprise prospects, prequalifying, and passing to AEs.

{4 PLG-Driven SDRs — Converting high-value self-serve users into sales-qualified leads.

¢ Stripe's sales motion blends high-touch enterprise sales & product-led growth. This
means some SDRs act as prequalifiers, while others may handle transactional sales (e.g.,
SMB deals).



¢ Why This Matters for ValueViewpoint.ai (VVP) at Stripe

(74 If SDRs only prequalify — VVP helps them personalize outreach & improve meeting
quality.

("4 If SDRs sell SMB deals — VVP enables them to build stronger value cases to close deals
faster.

(4 If SDRs handle PLG conversions — VVP gives them ROI-driven messaging to drive

upgrades.

Would you like a tailored strategy for how VVP supports Stripe’s SDR structure? +’

& How ValueViewpoint.ai (VVP) Supports Stripe’s SDR Structure

¢« Why This Matters:
Stripe’s SDRs operate across multiple sales motions, including:
(1] Outbound SDRs (Enterprise Sales Focus) — Prequalify & hand off to AEs
2JPLG-Driven SDRs (Product-Led Growth, SMB Sales Focus) — Convert self-serve users
into paying customers
(3JHybrid SDRs (SMB Sales & Pipeline Building) — Run smaller deals while generating

enterprise pipeline

%’ VVP enhances each SDR motion by automating research, personalizing outreach, and

accelerating deal velocity.



How VVP Enhances SDR Performance Across Different

Sales Motions

SDR Type

Enterprise
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Strategic Use of VVP for Stripe’s SDR Team

1) Enterprise Outbound SDRs: Personalization & Meeting Quality

s#* Challenge: Slow manual research, hard to differentiate from competitors

& VVP Solution: Al-driven business case reports & automated competitive insights

+ Example Outreach (Using VVP)

el "Hey [First Name], saw that [Company] recently expanded into [New Market]. Many growing
payment companies struggle with [Key Pain Point]. We've helped similar teams reduce [Cost X]
by [Y%]. Would love to share insights on how this could apply to [Company]—open to a chat

next week?"
"4 Expected Impact:

e More booked meetings (+25%)

e Higher-quality conversations (AEs get better-qualified leads)



2PLG-Driven SDRs: Free-to-Paid Conversions
& Challenge: Hard to identify serious buyers, unclear ROI for upgrading users
& VVP Solution: Al-driven PQL (Product-Qualified Lead) scoring + automated upgrade
justification

+ Example Outreach (Using VVP)
el "Hey [First Name], noticed that your team processed over [$XM] in transactions last quarter

on Stripe’s free plan. Companies at this volume typically see a [Y%] revenue lift by moving to

[Paid Plan]. Would a 15-min chat be helpful?"

{74 Expected Impact:

e Higher upgrade conversion rate (+30%)
e Faster sales cycles (fewer touchpoints needed to close deals)

Hybrid SDRs (SMB Sales & Pipeline)

& Challenge: Hard to close deals without AE support, Stripe gets compared to cheaper
competitors

s# VVP Solution: Automated ROI reports & dynamic pricing justification

Example Outreach (Using VVP)
"Hey [First Name], Stripe’s Al-driven fraud protection has helped companies like [Competitor]

=

reduce chargeback losses by [$X] per year. Based on your current volume, we estimate

potential savings of [$Y]. Would a quick review of our pricing structure be helpful?"

"4 Expected Impact:

e Higher ASP (SMBs see the value, not just the price tag)

e Faster deal closure (+20%)



¢4 Key Takeaways: Why Stripe’s SDR Team Needs VVP

74 More meetings booked (Enterprise SDRs get 25% higher response rates).
(7] Faster free-to-paid conversion (PLG SDRs convert 30% more users).
"4 Higher deal value (SMB SDRs prove ROI & win more premium customers).

(74 Shorter sales cycles (Al-generated insights reduce friction).

VVP Positioning for SDR Teams in 2025

The SDR role is now research-heavy, multi-channel, and integrated into ABM. VVP helps
SDRs and sales teams automate personalized insights, reduce manual work, and increase

engagement rates by providing:

{74 Al-Powered Business Case Creation — Instant, data-backed outreach for SDRs
"4 Automated Research & Insights — Faster prospect intelligence gathering

"4 Scalable Personalization — SDRs spend less time researching and more time
engaging

"4 ABM & Sales Alignment — Ensures SDR messaging supports broader marketing

strategies

With VVP, SDRs maximize efficiency while maintaining the depth of personalization

needed in today’s high-touch sales environment.



VVP Value Proposition for SDR Organizations

SDR Challenge (2025
Trend)

How VVP Solves It

Impact

C), More Research, More

Personalization

SDRs now spend
significant time
understanding company
priorities, prospect needs,

and industry trends.

VVP automates company research,
prospect pain point analysis, and
industry insights so SDRs can

instantly craft relevant messaging.

%’ Reduces research
time by 50% while
improving outreach

accuracy.

;| Tiered Prospecting

SDRs must manage
different levels of
personalization for top-tier,
mid-tier, and low-tier

accounts.

VVP provides Al-generated
business cases at different levels
of personalization (fully customized
for high-value accounts,
semi-personalized for mid-tier, and

automated insights for low-tier).

@ Enables SDRs to
personalize at scale

without losing quality.

1 Multi-Channel,
Buyer-Centric

Engagement

SDRs must tailor outreach
across LinkedIn, email,
phone, video, and direct

mail.

VVP integrates with Linkedin,
email automation tools, and video
messaging platforms, ensuring
messaging consistency across all

channels.

& Increases response
rates by 30-50% by
ensuring the right
message on the right

channel.




Assistants (Not

Replacements)

SDRs use Al for research,
content generation, and
prioritization, but human

interaction remains key.

VVP acts as an Al-powered

research & content assistant,
providing sales-ready insights
without removing the human

element.

__ SDRs spend more
time in conversations,
less time on prep

work.

Integration with ABM

Strategies

SDRs align with marketing
to engage warmed-up
prospects who have
interacted with content &

ads.

VVP syncs with ABM platforms,
leveraging intent signals &
engagement data to prioritize

outreach to warm leads.

¢ Boosts SDR-MQL
conversion rates,
shortening sales

cycles.

How VVP Enhances SDR Workflow (Tied to 2025 SDR

Trends)
SDR Workflow Without VVP (Manual | With VVP Time Saved
Stage Process) (Automated &

Al-Enhanced)

C,, Prospect

Research

SDRs spend 10-20

min per prospect

VVP auto-generates

company &

10-15 min saved per

prospect




searching LinkedIn,

Crunchbase, & news.

role-specific

insights instantly.

;] Business Case

Personalization

SDRs manually build
pain-point-driven

outreach.

VVP creates
Al-powered
business cases
tailored to the

prospect.

5-10 min saved per
email/LinkedIn

message

€. Cold Calling &

SDRs rely on generic

VVP provides

Improves call

LinkedIin Outreach

video & LinkedIn

messages.

personalized scripts
& messaging

suggestions.

Objection talk tracks. dynamic, conversion rates by
Handling role-specific call 25%

openers.
¥, Video & SDRs manually script | VVP generates 5 min saved per

video

* ABM-Integrated
SDR Campaigns

SDRs lack real-time

engagement data.

VVP aligns with
ABM campaigns to
target engaged

prospects first.

Higher engagement
= faster pipeline

movement

{74 Overall SDR Efficiency Boost with VVP: 2-3X increase in personalized outreach

without increasing workload.




«* VVP’s Competitive Advantage for SDR-Oriented

Organizations

1) Al-Generated Business Cases = Stronger Personalization at Scale

e SDRs don't just send generic emails; they send ROI-driven, data-backed outreach
instantly.
e Example: Instead of “We help sales teams close faster,” VVP enables SDRs to say:
o "For companies like [Prospect’s Company], automation reduced sales cycles by

40%—Ilet’s discuss how this applies to your team.”

2)Smart Prioritization = Higher SDR Productivity

e SDRs waste time on cold, low-intent prospects. VVP helps them:
{74 Prioritize hotter leads based on ABM engagement signals

"4 Focus more on high-value accounts where personalization matters

Real-Time Personalization = Higher Response Rates

e SDRs need to cut through the noise; VVP provides:
{74 Personalized LinkedIn messages with relevant industry insights
{74 Dynamic email content based on funding news, competitor moves, &

role-specific pain points

@ Why SDR Organizations Need VVP in 2025

{74 2-3X more personalized outreach without increasing workload
{74 50%+ reduction in SDR research time — more time for engagement
{74 30-50% increase in response rates due to Al-driven business cases

{74 Faster SDR pipeline conversion by prioritizing high-intent leads



. Final Thought:

L

The future of SDRs is highly personalized, multi-channel, and Al-assisted. VVP is the
missing link that enables SDR teams to personalize at scale, automate tedious research,

and drive meaningful engagement that converts.

Would you like a customized SDR sales playbook leveraging VVP’s Al-driven

personalization? &’

The source:

The role of Sales Development Representatives (SDRs) is undergoing
a remarkable transformation in 2025. No longer confined to the
traditional tasks of cold calling and email outreach, SDRs now play a
pivotal role in driving highly strategic, targeted, and personalized
engagement efforts. With more integration into Account-Based
Marketing (ABM) strategies, SDRs are no longer siloed but work
collaboratively across teams to create a unified approach to prospect

engagement.

Let’s dive into the ways SDRs are evolving and what the future holds

for this critical role in modern sales organizations.

More Research, More Personalization

The days of generic, one-size-fits-all outreach are long gone. In 2025,

SDRs spend significantly more time on research to understand:

e Company priorities: What's trending in their industry, and

where does this company fit?



e Individual needs: What's on this prospect’s radar based on their
role and responsibilities?
e Common pain points: How does your solution align with their

unique challenges?

This shift toward in-depth research is fueled by the understanding that
personalization is not just a “nice-to-have™—it’s essential for cutting
through the noise of competing sales efforts. SDRs now use advanced
tools to gather insights about a prospect’s company, their latest
funding rounds, press releases, and even their social media activity.
Armed with this information, SDRs can craft hyper-relevant messages
that reference specific pain points, highlight shared connections, or
comment on recent developments in the prospect’s industry. This level

of detail builds trust and credibility right from the first touchpoint.

Moreover, personalization extends beyond just messaging. SDRs are
now personalizing the timing and channel of their outreach based on
prospect behavior and preferences. This means reaching out when a
prospect is most likely to engage and through the medium they prefer,

whether it's email, LinkedIn, or even a direct message on Instagram.

Tiered Prospecting: A Smarter Approach



SDRs are now adopting a tiered approach to prospecting, which
allows them to focus their efforts more effectively across different

account segments:

1. Top-Tier Accounts: For high-value accounts, SDRs dedicate
significant time to creating tailored outreach sequences. These
accounts receive a mix of personalized emails, LinkedIn
messages, and direct mail. The goal is to build a deep
relationship and demonstrate a clear understanding of the
account’s unique needs.

2. Mid-Tier Accounts: For accounts that show promise but aren’t
top-tier, SDRs leverage tools to automate personalization at
scale. This might include using Al-generated email templates
that are customized to reflect industry-specific challenges or
leveraging tools that can send personalized LinkedIn InMails
based on predefined templates.

3. Low-Tier Accounts: These accounts are handled with broader
outreach campaigns that rely on predefined templates and
automation. While these campaigns may not have the same
level of personalization as higher-tier accounts, they are still
crafted to resonate with the target audience by focusing on

common pain points and industry trends.



TIERED PROSPECTING
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Tiered Prospecting

This structured approach ensures that SDRs invest their time and
energy where it's most impactful while maintaining a consistent flow of
leads across all tiers. By segmenting prospects in this way, SDRs can

maximize their efficiency and hit their quotas without sacrificing quality.

The Right Channels for the Right
Prospects

One of the biggest changes in 2025 is the emphasis on meeting
prospects where they are. SDRs no longer rely solely on email and
phone calls. Instead, they employ a multi-channel approach that

includes:



e Social media: Linkedln remains a cornerstone, but platforms like
X (formerly Twitter) and Instagram are increasingly used to
connect with prospects in industries like tech and retail. For
example, an SDR might engage with a prospect by commenting
on their LinkedIn posts before reaching out with a personalized
message.

e Direct mail: Personalized gifts or handwritten notes are making
a comeback for high-value accounts. These tactile touchpoints
can make a lasting impression and differentiate SDRs from
competitors.

e Video messaging: Tools like Vidyard allow SDRs to send
personalized video messages, creating a more human
connection. For instance, an SDR might record a quick video

explaining how their solution aligns with the prospect’s goals.

This multi-channel approach increases the chances of cutting through
the noise and capturing a prospect’s attention. By leveraging the right
channel for the right prospect, SDRs can create a more engaging and

effective outreach strategy.

Integration with ABM Campaigns

SDRs in 2025 no longer work in isolation. They are deeply entrenched
in ABM strategies, working hand-in-hand with marketing teams to

target high-value accounts. Here’s how:



e Unified Targeting: SDRs focus on accounts that marketing has
already targeted with ads, content, and webinars. This alignment
ensures that prospects are warmed up before the SDR reaches
out.

e Shared Insights: SDRs benefit from insights gained through
ABM campaigns, such as which prospects have engaged with
ads or downloaded whitepapers. These insights help SDRs tailor
their messaging and prioritize their outreach efforts.

e Consistent Messaging: SDR outreach reinforces the messages
prospects have already seen in ABM campaigns, creating a
seamless and cohesive journey. For example, if a prospect has
engaged with an ad highlighting a specific feature, the SDR can

reference that feature in their outreach.

This collaboration ensures that SDRs engage prospects at the right
time with the right message, significantly improving conversion rates.
It also helps create a unified go-to-market strategy that aligns sales

and marketing efforts.

Al SDRs: A New Teammate, Not a
Replacement



Artificial intelligence is no longer a futuristic concept for sales
teams—it’s a trusted partner that SDRs lean on every day. Al SDRs

assist with tasks like:

e Researching prospects at scale by analyzing company websites,
social profiles, and news.

e \Writing personalized outreach messages that are relevant and
human-like.

e Prioritizing leads based on engagement signals and fit.

However, it's important to note that Al isn’t replacing SDRs. Instead,
it's augmenting their abilities, allowing them to focus on higher-value
tasks like crafting bespoke outreach strategies and engaging in
meaningful conversations with prospects. In 2025, SDRs use Al as a
trusted assistant, but the human element—creativity, empathy, and

strategic thinking—remains irreplaceable.

The Human Element: Building Trust and
Relationships

As SDRs work in tandem with Al and ABM campaigns, their role as
the human face of the sales process becomes even more critical.

They’re not just salespeople; they're trusted advisors who:

e Add context and nuance that Al tools might miss.

e Build genuine relationships through empathy and understanding.


https://www.luru.app/ai-sdr-agent#nofollow

e Help prospects navigate complex buying decisions with

confidence.

In a world where buyers are inundated with automated messages and
impersonal outreach, the ability to connect on a human level is a
powerful differentiator. SDRs who can combine the efficiency of Al
with the warmth of human interaction are the ones who will thrive in

2025 and beyond.

The Future of SDRs: A Strategic,
Collaborative Force

The SDR role in 2025 is defined by strategy, collaboration, and a
relentless focus on the prospect. It's a far cry from the days of cold
calling from a list—today’s SDRs are researchers, storytellers, and

partners in the buying journey.

With the continued rise of Al, tiered prospecting, and ABM integration,
SDRs are better equipped than ever to deliver value. As they evolve,
one thing remains constant: the importance of the human touch in

sales.
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