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Visit Florida Keys & Key West Ongoing Outbound Sales Support & Pipeline  
Development Program Proposal with Optional CRM Data Entry 
 

About SDR: A Company Overview  
 

 Founded June 1996 
 
 Primary Purpose: Customized Prospecting and Market Research 

o Business to Business 
o Pro-Active/Outbound 
o Cost Efficient 

 
 More than telephones and technology:  The right people, leadership, and commitment to quality 

 
What Makes Us Unique?   
 
Our Program Development 
 We believe in building every program around each specific customer’s needs.  All programs have different objectives.  That is why we 

customize everything from start to finish. 
 
 We believe in building “intellectual capital” or “marketing intelligence”.  It is the most powerful tool you can have today as long as it is 

managed and utilized effectively. 
 
 Our methodology allows you to reach out and communicate with a higher volume of new potential customers and to focus more 

attention on your best customers.   
 
 Our state-of-the-art prospecting platform gives you the ability to develop a more personal relationship with your customers and 

provides better market research data.  This gives stronger reinforcement to your marketing programs because they are based on better 
information. Yesterday and today’s customers may not be your same customers tomorrow! 

 

Strategic Database Research 
790 South Military Trail, Deerfield Beach, FL 33442 

(561) 395-8807 | www.strategicdatabase.com 
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Our Culture 
 We provide the highest level of service, quality and integrity to all of our clients.   
 
 A team of dedicated interviewers working exclusively on your behalf.  This creates a true understanding and total commitment to our 

clients. 
 
 Technology is only as good as the people who manage it.  We see technology as a tool…a means to an end.  You must have the right 

people. 
 

Our People 
 We recruit high quality interviewers 
 
 Training process is ongoing: 
 

o Starts with the methodology of telesales and market research (phone skills) 
 
o The terminology for a specific industry (i.e., hospitality, meeting planning, etc.) 

 
o Once those are mastered, we conduct training on the specific objectives of your lead gen program.   
 
o Review of Product, Goals, and Objectives of the program, and the strategy for data capture. 

 
o Review of Script / Role-playing.   

 
o Ongoing training and feedback 

 
Quality Checks 
 All interviewers are monitored on an ongoing basis to ensure that they have a professional phone manner and are adhering to the basic 

script parameters. 
 
 All prospecting efforts are recorded for quality assurance.  Recorded interviews are reviewed by SDR Project Coordinators and used for 

training purposes. 
 
 All recordings for surveys resulting in a lead are reviewed prior to sending. 
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Program Overview 
 
Through an ongoing outbound sales support and pipeline development program, Strategic Database Research (SDR) will support Visit Florida 
Keys & Key West by identifying and engaging group meeting planners whose meetings align with the Destination’s current sales priorities, 
including priority market segments, key feeder geographies, and applicable booking windows. SDR’s outreach is designed to complement 
existing sales tools and inbound platforms by adding live planner insight, context, and intent that cannot be captured through query-based or 
automated systems alone. The program may be directed toward both new prospects and existing or inactive accounts and may support broader 
sales initiatives such as incentive-focused outreach, executive-level group targeting, and re-engagement efforts as priorities evolve. The overall 
objective is to strengthen Visit Florida Keys & Key West’s top-of-funnel coverage and opportunity pipeline, enabling the internal sales team to 
focus on informed follow-up, relationship development, and business conversion. 
 

Market Segment(s): 
• Targeted outreach to group meeting planners aligned with Visit Florida Keys & Key West’s sales priorities, with primary emphasis on 

incentive programs, executive retreats, and team-building groups 
• Select corporate and association outreach, including insurance, financial services, and pharmaceutical organizations, prioritized by 

booking window and weekday need 
 

Geographical Target(s): 
• Primary focus on Midwest and Northeast feeder markets, with flexibility to support additional or emerging markets as priorities evolve 
• Geographic targeting may be refined throughout the program in collaboration with Visit Florida Keys & Key West’s sales leadership 

based on market performance and pipeline needs 
 

In addition to utilizing SDR’s proprietary database, Visit Florida Keys & Key West may direct SDR to conduct outreach using select client-provided 
or third-party data sources to support specific sales priorities, incentive-focused initiatives, or targeted re-engagement efforts. These sources 
may include: 

• Client-provided account or contact lists, including active, inactive, or priority accounts 
• Third-party or subscription-based intelligence platforms used by Visit Florida Keys & Key West, including IDSS/Tempest or comparable 

tools 
• Initiative-specific datasets provided in support of evolving sales priorities or targeted outreach efforts 

 
* All client-provided data used for prospecting will remain the property of Visit Florida Keys and will be handled under SDR’s confidentiality and 
non-disclosure obligations. 
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Program Objectives 
 

1. To design and execute an ongoing outbound outreach program that delivers high-quality, actionable group meeting opportunities 
aligned with Visit Florida Keys & Key West’s current sales priorities, booking windows, and demand patterns. 
 

2. To support pipeline development and business-mix optimization through outreach to both new prospects and existing or inactive 
accounts, with emphasis on longer-window incentive and executive-level group opportunities. 
 

3. To uncover, qualify, and distribute sales-ready opportunities supported by live planner insight, intent, and responsiveness, enabling 
more informed and effective follow-up by the internal sales team. 
 

4. To provide flexible outreach support aligned with evolving sales initiatives, including incentive-focused campaigns, vertical-driven 
targeting, and selective re-engagement efforts as priorities shift. 
 

5. To complement outbound prospecting with targeted email follow-up, including the capture and distribution of verified email opt-ins 
from planners requesting additional destination information. 
 

6. To offer optional CRM data entry and alignment support, including entry of SDR-generated opportunities and contact updates, to 
support data consistency and internal sales workflows when requested. 

 

Through these efforts, the program’s outcomes will provide Visit Florida Keys & Key West with actionable sales intelligence and qualified group 
opportunities that support near-term sales execution as well as longer-term pipeline development. Prospecting results and live planner feedback 
will help inform market deployment, demand patterns, and evolving sales priorities, while optional CRM data support, when utilized, contributes 
to a more consistent and usable foundation for future outreach and re-engagement. 
 

SDR Initiatives 
1. Conduct targeted outbound outreach in support of Visit Florida Keys & Key West’s current sales priorities, including incentive-focused 

outreach, executive-level group targeting, and selective re-engagement of inactive or dormant accounts. 
 

2. Leverage a combination of SDR’s proprietary data and client-directed sources to support initiative-specific prospecting aligned with 
defined priorities, rather than broad-based volume campaigns. 
 

3. Support sales and marketing efforts through targeted email follow-up, including the capture and distribution of verified email opt-ins 
from planners requesting additional destination information. 
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4. Execute outreach using customized scripts and interviewer training aligned with Visit Florida Keys & Key West’s messaging, brand 

positioning, and evolving sales priorities. 
 

5. Provide optional CRM data entry and alignment support, including entry of SDR-generated opportunities and related contact updates, 
when requested. 

 
 

Sample Outbound Prospecting Script/Questionnaire 
Organization Name 
Address 
City/State/Zip Code 
Contact Name 
Contact Title 
Telephone 
Alternate Phone 
E-mail Address 
Role in Planning 
Originating List/Source 
 

(SDR will develop an opening paragraph in conjunction with the client’s objectives) 
Viable Meeting type(s) 
Next Open Meeting Date(s) 
Past Hotels/Destinations 
Destination(s) that they are presently considering? 
Number of rooms peak night 
Arrival/Departure pattern 
Use a third party? If yes, name and contact? 
Do you issue a RFP?  Date:  
Decision date 
Decision maker(s) 
Sales contact?  (Attempt to schedule a time and a date) 
Additional Comments 

Note that this is a sample data capture, and final script/questionnaire will be developed based upon  program objectives. 
 

SDR Reporting 
 Real-time distribution of detailed Qualified Prospect PDF documents for each uncovered group meeting opportunity* 
 Weekly Excel Workbook Reports* 

o Highlight results of contacted records by disposition category 
o Measure and illustrate sales booking cycle times of uncovered group meetings opportunities 
o List all follow-up opportunities in three categories 

 Qualified Prospects: Contacts with a specific upcoming viable meeting  
 Verified Information Requests: Contacts with interest and the desire for a conversation with a sales manager 
 Additional Email Requests: Contacts with interest in receiving email about the destination 

*See samples on the following page 
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Sample Qualified Prospect (Lead)       
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Sample Weekly Report 
  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Summary 
Prospect Log 
Verified Information Requests (VIRs) 
Email Requests  
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Sample Integrated Email Automation 
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PROGRAM PRICING 
 
Start-up costs $1,500.00 (one-time) 
- Program and technological development 
- Customization of script(s) and questionnaire(s) based upon program objectives and current sales initiatives 
- Customization of databases i.e., merge/purge, de-dupe, data formatting 
- SDR will build initiative-specific target lists that meet criteria set by Visit Florida Keys 
- Development of all reports and analysis 
- Interviewer training call on the destination, messaging, and priorities provided by Visit Florida Keys 
- Programming of automated email distribution for Verified Information Requests (VIRs) and Email Requests (REs) 
 
6 Months Outbound Sales Support & Pipeline Development Program $3,150.00 (monthly) 
- Outbound prospecting/qualifying account potential for Visit Florida Keys 
- Dedicated Interviewer specialists prospecting on behalf of Visit Florida Keys 
- Tradeshow and sales-mission support, including pre-event outreach and post-event follow-up calls 
- Ongoing Qualified Prospect distribution 
- Automated post-call follow-up emails to planners requesting additional information 
- Weekly distribution of productivity and activity reports 
- Conference calls with the designated contacts when applicable 
- Administrative Team: Project Manager, Database Manager, Operations Manager, and Quality Control Lead 
 
Additional (Optional) CRM Integrations:                         $2,500.00 (monthly) 
- Direct Entry of SDR-generated opportunities into Visit Florida Keys' CRM, where applicable 
- CRM data support for opportunities and contacts uncovered through initiative-based outreach 
- Updating, merging, and de-duplication of affected contacts and accounts uncovered during SDR outreach 
- Categorization and tagging based on campaign, vertical, geography, or event type to support future targeting and reporting 
- Alignment with Visit Florida Keys’ data management and CRM management SOPs 
 
 
SDR’s program serves as a cost-effective extension of Visit Florida Keys & Key West’s sales team, absorbing time-intensive outbound outreach, reporting, and 
optional CRM data support. This enables internal sales leadership to focus on relationship management, strategic follow-up, and business conversion without 
the fixed overhead associated with additional staffing resources. 
 
 
Prepared by SDR  12-18-2025 


