Intent Use Case Spotlight:
Account Prioritization &
Pipeline Acceleration

What is Account Prioritization & Pipeline Acceleration?

)) Process of using intent data to focus on specific leads/accounts
(e.g., sales-accepted leads, etc.) that are most likely to convert
to opportunities.
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“50% of leads are qualified, but not yet ready to buy.”

[Gleanster Research]
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» Business/sales
development reps
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e Account executives
=75 Why Do They Use It?

Ensure BDRs/SDRs aren't

wasting time and effort
"50% of sales time is wasted trying to engage and convert

on unproductive prospecting.” organizations that are unlikely
to buy

[The B2B Lead]

How Do They Use It? ﬁ*
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Allocate time, effort, and resources to
intent-identified accounts currently .
researching their products and services, bottom-funnel activity
and thus are more likely to buy.

Usually a mid- to

(Read here for how BDRs/SDRs can further
prioritize accounts using_intent data.)
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