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Panoply was growing rapidly in 2020, and 
they quickly realized it was time to find an 
SDR who could electrify that growth. After 
months of searching, they reached out to the 
Partnerships team at Prehired, who sent them 
several hand-picked candidates.

Ajay Williams was one and stood out enough to land the role. 
According to Dillon Tucker, the Sales Development Manager at 
Panoply, Ajay’s results were exactly what they were looking for and 
more. Compared to previous years, their team is now bringing in 
more than twice the pipeline value. 
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The State of Sales at 
Panoply

Panoply had a small sales team to start in 2020. With all Account 
Executives and just one temporary outsourced SDR, their reps were 
only spending time on the most qualified prospects. These were top-
tier opportunities, the leads most likely to close.
While taking these safe leads certainly worked in the short term, 
it crippled their growth rate. The many inbound leads needed 
more attention from the sales team, and they knew they needed 
to start outbound prospecting. So, they brought in Tucker as a 
Sales Development Manager to build an SDR team only focused on 
qualifying leads.
But they couldn’t just hire anyone. Panoply is a SaaS company 
helping people sync, store and access data from complex sources 
all in one place. And they sell to both small businesses and to larger 
corporate customers. They needed someone who could talk to both 
people who know little about data and seasoned IT pros. “Every use 
case is also different,” according to Tucker.
For months, Tucker went looking for the best candidates through 
multiple recruiting services and SDR bootcamps, but he couldn’t find 
anyone with the right blend of sales knowledge, technical chops and 
temperament to fill the role.
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Hiring Ajay
Although Ajay didn’t have much 
tech sales experience, “he had 
more experience than what 
showed on his resume.”
“I think we always strive for 
someone with the grit, the 
positivity and just the pure want 
to be there,” says Tucker. “Along 
with, and definitely not least, an ‘I 
got your back’ attitude ... and [with] 
Ajay, you can see it from the first 
day you talk to him.“
Ajay’s background in computer 
science made him a more obvious 
candidate for Panoply’s sales 
team. After a few interviews with 
qualified Prehired members, they 
decided to hire Ajay. “ Ajay ended 
up being the best candidate by 
far. It was immediately apparent 
from his smile, positivity, desire 
to succeed and grit that he was 
someone we wanted on our team.”

Ajay ended up being 
the best candidate 
by far. It was 
immediately apparent 
from his smile, 
positivity, desire to 
succeed and grit that 
he was someone we 
wanted on our team.”

“

Dillon Tucker
Sales Development 
Manager at Panoply
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Prehired Partnership 
Program
We offer a pipeline of diverse, job-ready SDR talent for SaaS and 
other tech companies. Our process is designed to maximize your 
hiring outcomes. Our team first listens and learns about your 
mission, culture and goals. Then, we build a customized shortlist 
of candidates for you. 

Unlike recruiters who only 
interview qualified candidates, 
our reps are trained in Science-
Based Sales®, a curriculum 
designed from interviewing 
thousands of sales reps and 
hiring managers in the SaaS 
industry. On average, companies 
joining our partnership program 
hire their first new SDR just 
a couple of weeks after we 
introduce candidates.
This is exactly what we helped 
Tucker accomplish at Panoply. 
He worked directly with Josh 
Ruff, our Partnerships Manager. 
Overall, Tucker describes working 
with Ruff as a “great experience.” 
“He really took the time to 
understand our needs, and 

was able to create a shortlist of 
candidates that saved us a ton 
of time that would’ve been spent 
interviewing bad fits.”
Josh also ended up forming 
relationships with some of the 
AEs at the company. That helped 
him understand what sort of 
candidate would be a good long-
term cultural fit for Panoply. 
“We had some leads from other 
bootcamps. And we had some 
leads that weren’t in bootcamps 
at all. You could tell in Ajay’s 
interview process, and then what 
he’s already learned, in a very 
short period of time… he was a 
perfect fit,” Tucker says.
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Panoply hired Ajay in December of 
2020, and “he’s getting better and 
better as we speak,” Tucker declares.   
Contrast that with the average 
sales rep. The Bridge Group Sales 
Development Report for 2021 shows 
SDRs take 3.1 months to fully ramp up 
to expected performance metrics. An 
SDR who ramps up in half the time can 
save companies up to $20,000 in lost 
productivity and sales. 
Ajay finished training in just three 
weeks and booked his first three 
meetings in the following two 
weeks. After one month, he was doing 
60 calls every day and sequencing five 
to six accounts each day.

Ajay’s 
Performance 
Today

5-6
Sequenced 
Accounts
Each Day 

Calls
Every Day

60
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Three months after his hiring, Tucker says “he’s also testing out new 
things. He’s straying out, but still staying on the right path… he’s 
learning how to make things his own, which is the real winner.”  
Tucker also thinks Ajay’s Prehired training gives him more potential 
than other SDRs. “He’s gonna become a pro, much, much faster than 
I ever could have.”
On Panoply’s sales team, KPIs (such as number of calls, emails and 
overall sequences) are important for new hires because they keep 
them focused and clear on what’s required. But the goal for the team 
is all about building the sales pipeline. 
Before hiring Ajay, Panoply’s pipeline for Q1 of 2020 was at $1 
million. This quarter, it’s at $2 million. Total deal value has doubled 
since Ajay came onto the team, and one of the leads he brought 
in has already closed. 

He’s gonna become 
a pro, much, much 
faster than I ever 
could have”

“
“He not only came to the table 
and felt like he was set,” says 
Tucker. “As Ajay has learned 
more, he created templates/
snippets to improve SDR 
functionality. He notices things in 
scripts that need improvement, 
and has helped with our ramping 
process/documents for new SDRs 
coming in. He’s been a great help, 
and we’re lucky to have him!” 

$1 Mio
Q1 2020

$2 Mio
Q1 2021

Increased Sales

Dillon Tucker
Sales Development 
Manager at Panoply
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Conclusion
Hiring any new employee can 
feel like a huge risk. 

It’s hard to tell if what looks good on paper or in an interview will 
last even after the first week on the job. Lucky for Panoply, Ajay 
continues to improve because he has the right training and hunger 
to succeed.
Panoply plans to hire at least two to three more SDRs in the short 
term to fill out their sales development team. And they may hire 
many more as they grow. With 50+ new potential candidates per 
month, we send at least three qualified candidates for every open 
position. 
Before shortlisting anyone, we grade them on their attitude, 
aptitude, accountability and ambition for sales. Then, we select 
the best candidates for you based on your search criteria, your 
expectations for the role as well as your industry 
and your ideal customer profile.
After you hire someone, you have a full 60-
day hiring guarantee. If your new hire 
leaves or doesn’t work out, we can replace 
the candidate at no additional cost. We also 
support your hire for life in our community, 
with training and mentoring to help them 
keep leveling up for you. So, why not try 
out some of the top talent in the industry       
for your team? 
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www.prehired.io

META DESCRIPTION

Panoply’s sales development 
team was in need of a new SDR 
position. Choosing a Prehired 
member as their first SDR proved 
to have visible impact to their 
pipeline value.


