
INTRODUCTION

Local Expertise Meets
Scalable Success
In the commercial HVAC space, local expertise 
and relationship-based selling are critical. Since 
partnering with Concept, SyncQuip Mechanical 
has seen measurable success, including closed-
won deals, a high lead-to-revenue conversion 
rate, and a revitalized sales pipeline. 

CLIENT BACKGROUNd

HVAC Leader Focused on
Performance & Precision
SyncQuip Mechanical is a full-service commercial HVAC 
provider specializing in the design, installation, management,
and service of complex systems for commercial and industrial
clients. Headquartered in Omaha, Nebraska, they take pride 
in delivering precision-engineered solutions tailored to each 
client's facility and operational needs. 

Accelerating SyncQuip’s HVAC Sales 
in a Highly Localized Market
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STRATEGIC APPROACH

Rebuilding Trust and 
Revenue Through Focused 
Campaign Execution 

Matched Commitment,  
Improved Results 
SyncQuip approached Concept after a 
disappointing experience with another lead 
generation partner. Concept matched the 
same lead commitment and restructured the 
campaign to drive value. 

Localized Market Strategy 
SyncQuip operates in a tightly defined 
geographic region around Omaha, which 
posed a challenge for data sourcing and 
outreach. Our team responded with a dual-
focus approach: 

� New Business Development: 
Targeted outbound campaigns to identify 
and engage decision-makers.  �

� Lead Nurture Support: 
Ongoing follow-up to re-engage cold 
prospects and maintain long-term visibility. 

Embedded Sales Support 
Our SDRs became a direct extension of 
SyncQuip’s sales team, managing the full 
outreach cycle, from cold outreach to 
appointment scheduling and ongoing 
follow-up. This human-first approach built 
trust with potential buyers and helped 
accelerate the path to revenue. 
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RESULTS

Delivering Pipeline and 
Revenue Ahead of 
Schedule 

Qualified Lead Delivery 
Concept has already surpassed the qualified 
lead target within the first 10 months and is 
on track to exceed the original commitment.

Closed Business 
Concept’s qualified meetings have delivered 
over 6 net new clients with a 2:1 ROI.

Return on Investment 
SyncQuip moved from a partner who 
failed to deliver the promised lead volume 
to Concept, who is exceeding qualified 
meeting targets, generating consistent 
pipeline, signing new customers, and 
delivering a positive ROI.

We had partnered with a specialized 
HVAC lead generation agency, but the 
sales pipeline fell short of what was 
promised. When we began working 

with Concept, we were cautious 
about what to expect. Their team 

quickly proved themselves, bringing a 
strategy that worked and expertise 
that made a measurable difference. 

Today, we’re not only confident in our 
sales pipeline, we’re also thrilled to 

see a clear and positive ROI.
 

SyncQuip Mechanical 
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IN CONCLUSION

Delivering Big Wins in a Localized Market 
Just 10 months into our partnership, the results speak for themselves. By combining targeted outreach with strategic follow-up, 
we’ve not only rebuilt their sales pipeline but also delivered measurable revenue and ROI. With two months remaining in the 
contract, SyncQuip is already ahead of pace and positioned for continued growth. This partnership is proof that with the right 
strategy and execution, even a highly localized market can yield big wins. 
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