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Intelligent Intent:
The Guide to Conversion, Pipeline and Sales
Intelligent data is transforming prospect research, providing reps with better quality information
faster than traditional research techniques ever can.
But intelligent data doesn’t just help SDRs have a faster and more personalised first
conversation. It is fundamentally changing the way reps operate and improving almost every
area of their job. From research to pipeline management to appointment setting, intelligent data
makes an SDR’s life easier at every stage of the sales process.
How?
That’s exactly what this guide will explain.
In the following chapters, we’ll discuss how intelligent data:
●
●
●
●

Helps you have more conversations and how you can overcome common pitfalls when
converting data to conversations
Improves your sales efficiency and helps with pipeline management
Allows you to focus on the very best leads to book more appointments
Lets you contribute to the sales pipeline even after you’ve booked a meeting

Ready to find out how intelligent data can improve your prospecting, pipeline management and
sales? Then let’s begin.

Converting Data to Conversations
When it comes to prospecting, the difference between intelligent data and traditional
prospecting research is night and day. The latter forces SDRs to spend hours researching
potential buyers rather than calling them. Even then, the information you find is unlikely to make
that first call much better.
Intelligent data, on the other hand, gives you everything you need to have a positive and
personalised conversation with a prospect. That’s not the only benefit of intelligent data, though.

Faster Research Means More Time Selling
Understanding a prospect’s situation, needs and challenges is key to booking a meeting. But
that level of understanding typically takes a huge amount of time and a lot of research. This isn’t
something most SDRs are willing to commit to. After all, the longer you spend researching, the
less time you spend selling. When you cut the time from click to call, you increase the number of
calls you make each day. And, as every SDR knows, the more conversations you have, the
more sales you make.
Intelligent data gives you cross-referenced data points at your fingertips, allowing you to
understand your prospect in a matter of minutes. You don’t have to waste time scouring
LinkedIn and other sources to get information. A quick scan and you’ll have all you need to
make the call. The ability to do this is powerful and something that is often underestimated when
assessing at the tech stack given to SDRs.

Better Prospect Data Means More Focused Calling
Not all prospect data was created equal. The difference between knowing basic details vs
purchasing history and intent is the difference between making a wasted and a meaningful call.
Reps probably won’t learn a lot from reading a LinkedIn profile. Intelligent data provides a more
nuanced understanding of prospects that can include a breakdown of pain points, a list of
current suppliers and an explanation of what they are looking for.
By understanding which prospects are in the market for what kind of products, you can prioritise
your prospecting by intent and work through your call list in a much more efficient and effective
way.

More Relevance Means More Productive and Meaningful Calls
Knowing who to call is one thing; knowing exactly how to tailor your pitch is something else
entirely. Intelligent data lets you know the most appropriate prospects to call and the best times
to call them, but it also provides the information you need to have a genuinely meaningful and
fruitful discussion about how your product fits their needs.
Your prospect gets dozens of calls every week. Imagine how refreshing it is to chat with
someone who understands the issues they are having and has a solution at hand that can solve
it. Being relevant in today’s market is the way to stand out from the crowd.
Intelligent data makes prospecting faster and more effective. But that’s just one side of
the battle. It doesn’t matter how good your data is if you can’t reach prospects.

Research shows it’s harder than ever to do so. On average, it takes 18 dials to connect with a
buyer and less than a quarter (23.9%) of sales emails are opened.
Even when they are armed with market-leading data, SDRs need to understand how they can
improve their chances of having a conversation.

We recommend five strategies:

Find the BeregularReach Prospects
SDRs are no strangers to rejection. Whether it’s a gatekeeper or a voicemail message, you’ll fail
to get through to your prospect more times than you succeed. That’s why it’s so important to
make the most of the times you do get through.
Don’t just make an effort to have the most productive conversation possible, but note the time
and day your prospect answered. There’s every chance they’ll pick up again the same time next
week.
When you get the gatekeeper, make a note of their details and treat them with respect. Doing so
will make facing them easier each time.
Call outside of traditional hours to improve your chances of reaching prospects. That’s before 9
am after 5 pm or at lunch when the gatekeeper is less likely to be guarding the line.
Alternatively, you can invest in intelligent data that tells you the best time to reach prospects.

Brush Up on Your Product Knowledge
SDRs often underestimate the importance of knowing their product inside out. It’s not enough to
understand your prospect’s pain points. Anyone with access to intelligent data can do that. You
also need to know enough about your product and the wider industry to map your prospect’s
challenges to your offering and prove you can meet their needs.
You aren’t a salesperson as much as you are a consultant. The better you’re able to advise your
prospect (not just sell to them) the easier it will be to get that first all-important meeting with the
decision-maker.

Work With Marketing
You are one piece of a much broader sales and marketing campaign. Prospects may have
already had contact with your company’s marketing efforts, so it pays to understand how you fit
into the overarching strategy. It’s equally important to understand all of the collateral you have
available to you. The more resources you can show prospects, the easier it will be to convince
them to book a meeting.
Marketing won’t provide everything you need right off the bat, however. So don’t be afraid to ask
for any specific materials you need. Use intelligent data to guide your requests. If you find a
large number of high-intent prospects are coming from a particular industry, for instance,
request marketing create sales collateral specifically for those businesses.

Look For Guidance from Managers
Your sales manager is there to help you. They’ve also seen it all before. Work with them to
establish tried-and-tested time management and sales processes that help you work smarter
rather than harder. Of course, if you work smart and hard, then you’ll be close to unstoppable.

Practice, Practice, Practice
Intelligent data is a powerful weapon. But it can become a crutch if you’re not careful. The data
should form the base of your pitch, but it shouldn’t be the only thing you rely on. What you say
and how you say it are equally important. Keep practising your pitch and finding ways to
improve it. If in doubt, ask your sales manager.

Managing Your Pipeline
Intelligent data may have helped you nail the first call. Unfortunately, prospecting is only the
start of the sales process. It takes more than one touchpoint to book a meeting with a prospect
— it actually takes eight follow-up calls on average,
The extent to which you ultimately succeed depends on how well you manage your pipeline.
According to research by Jason Jordan and Robert Kelly in the Harvard Business Review,
companies with effective pipeline management are significantly more effective than those with
ineffective pipeline management.
This is true for a number of reasons.
SDRs with a well-maintained pipeline are better able to manage their time. Suppose you know
who you need to call and when, you can spend less time on the administrative parts of your job
and more time selling. You can spend more time prospecting, too, which means you’ll always
have new prospects coming into your pipeline.
When you are organised, you’ll be less likely to overwork yourself and subsequently burnout.
Sales can be a stressful job at the best of times. The last thing you want is for your sloppy sales
practices to make it even harder to close meetings and meet your quota.
Part of good pipeline management is understanding which prospects are most worthy of your
time. Not everyone in your pipeline is going to book a meeting, so knowing where to focus your
efforts can pay serious dividends.

Ultimately, good pipeline management culminates in booking more appointments — which is
why every SDR should know the following pipeline management tactics.

1. Use Tools
As we have already discussed, intelligent data tools save time prospecting and mean the vast
majority of prospects entering your pipeline are likely to buy. But it’s not the only tool you can
use to improve pipeline management.
Sales enablement tools make managing your pipeline a breeze. In particular, engagement tools
help SDRs automate follow-up sequences so they can spend more time prospecting and less
time working out who to call. Some can even automate the follow-up process for you.
A good CRM makes managing activity and reviewing history easy, too. It’s even better when
your CRM, sales enablement tool and VoIP software work seamlessly together. This all but
eliminates the administrative nature of the role, leaving you even more time to spend on the
phone.

2. Block Your Time
Discipline is essential if SDRs want to be successful and there are few better ways to build the
habit than to block out your schedule and devote slots to specific activities like outreach,
follow-up and admin.
Go one step further and end your day by writing down who you are going to call first thing in the
morning. This eliminates the slow early morning where most of your colleagues will be browsing
LinkedIn or working out who to call.
Intelligent data enhances this strategy. Blocking out time is all well and good, but there’s only so
many hours in the day. That’s why it’s important to look for ways to minimise or eliminate tasks
like prospect research.

3. Deliver Valuable Content
A sales rep is nothing without a suite of sales collateral to help them guide their prospect
through the customer journey. Prospects are going to have different questions at different
stages of the funnel and will demand different types of content. You need to be prepared
whatever the request with case studies, product cards and anything else you need to close the
deal. If you haven’t already spoken to your marketing department about developing more
targeted collateral, now is the time to do so.

4. Clean Your Sales Pipeline
When it comes to your sales pipeline, size doesn’t matter as much as you think. A bigger
pipeline doesn’t mean you’re going to close more deals, it only means you have more chance of
wasting your time. Some prospects aren’t going to convert, no matter how hard you try. So
there’s no point them sitting in your pipeline gathering dust.
This is why cleaning your pipeline regularly is crucial. It’s much better to have a smaller set of
high quality leads that you can focus on than a big mess of prospects dating back several years.
Of course, intelligent data will make this practice less important as time goes on. The more
high-intent prospects entering your funnel, the more likely they are to book an appointment.
Until that time, however, make cleaning your pipeline a regular habit.

5. Don’t Stop Prospecting
When you focus on managing your pipeline, it’s easy to put prospecting to one side. We get it,
it’s natural to want to close the prospects you have before finding new ones. This isn’t a
sensible strategy, however. You’ll end up fluctuating between feast and famine — and will
struggle to hit your quotas consistently as a result.
You can only maintain a healthy pipeline by setting aside time to prospect new opportunities
presented by your intelligent data platform. The good news is that this will take less and less
time. But you’ll always need to do it.

Focus on the Best Leads
Let’s be honest; a lot of the prospects you speak to won’t book a meeting. It sucks to hear this,
but there are two things you can do with the information:
You can waste time calling and emailing in a vain attempt to convert them or you can make the
smart play and spend your time on the leads that are most likely to convert.
We’re not saying to avoid follow-ups at all or to strike off prospects after one bad call, but you’ll
be a more effective and more successful sales rep if you can identify who your best prospects
are and spend your time on them.

Look to Intelligent Data to Identify High-Value Prospects
With intelligent data, you’ll be able to identify high-value prospects before you even pick up the
phone. Sure, some of these probably won’t book an appointment, but it still makes sense to
spend a large portion of your selling time on leads generated by intelligent data than other
sources.
After all, with so much information available to you before the first call, these prospects are
already further down your funnel than someone you reach out to cold. What’s more, the
information you gather from intelligent data sources and from speaking to these prospects may
help you to identify other high-intent prospects already in your pipeline.

Match Prospects to Your Ideal Customer Profile
If you haven’t created an ideal customer profile, use our guide to build one. If you have, then
make sure you know it inside-out. The whole point of having an ideal customer profile is so you
can prioritise these leads, but it only works if you know what you’re looking for.
Don’t be afraid to use ideal customer profiles alongside intelligent data. When intelligent
data-backed opportunities also match your ideal customer profile, these prospects should be
prioritised over everyone else.

Gather as Much Information as Possible During Prospecting
As powerful as it may be, intelligent data won’t give you the whole picture. You’ll still need to dig
deep during prospecting calls to find out as much as possible about your prospects in order to
grade them.
In particular, you’ll want to assess their urgency. There’s a big difference between a prospect
who has just discovered a problem and one who has been suffering from the same problem for
six months. Urgency gives you an idea of where that prospect is in the buying process and how
much effort you need to put into following them up over the next few weeks.

How SDRs Contribute to Sales Pipeline
Congratulations, you’ve booked an appointment! Now you can forget about that prospect and
move onto the next one, right?

Wrong!
Your work isn’t over yet. You may get paid even if a meeting doesn’t convert, but it’s only really
valuable to the company if it ends in a sale. You may not think it, but it’s in your power to
influence the outcome of appointments.
Here’s how:

1. Ensure Meetings Get Attended
There is a 0% chance of a sale if the prospect never turns up for their appointment. And you’re
partly to blame when that situation does occur. Why? Because there are several things you can
do before and after booking the meeting to increase the likelihood that the prospect attends.
Using BANT to properly qualify prospects is the first step:
Do they have budget assigned or is there budget they can allocate?
Do they have authority? If they aren’t, make a point of getting the decision-maker involved in the
call.
Is there a need? This can be commercial and personal — even better if it’s both. For example,
an IT director may want to upgrade his servers because downtime could cost the business
millions. But it would also mean he would need to work out of hours and suffer damage to his
reputation.
Is the timing right? It may be last, but this is often the most important qualifier. The more urgent
the need, the more likely the sale.
These aren’t the only questions you should pose, however. Make a point of checking for red
flags at the end of your sales call by asking whether anything would stop your prospect from
turning up. This simple question will often unearth stumbling blocks that you’ll need to overcome
before you can be confident your prospect will show.
Once the appointment is booked, keep the prospect warm with a cadence of contact, including
calls, emails and social engagement. And don’t forget to reconfirm the appointment with the
prospect, your account executive and anyone else involved with the meeting.

2. Deliver Consistent Value
If there are several weeks between you booking the appointment and the meeting taking place,
it’s essential to keep your company firmly in your prospect’s mind. Continuing to deliver
high-value content — whether that’s advice, news articles, blog posts or anything else — will
remind them of your superior consultative approach and whet their appetite ahead of the
meeting.

If in doubt about what to send, consult your CRM and intelligent data reports to remind yourself
of their pain points, but be careful of overselling. The content you send has to be pure value.
Otherwise, you risk turning off your prospect with a hard sell before the sales meetings even
happened.

3. Meet regularly with Account Executives
You are the bridge between your prospect and the account executive. Make a point of speaking
to your AE before every sales meeting to provide valuable insight into each prospect. This
information should supplement the activity history in your CRM and help them develop a much
clearer picture of who they will be speaking to than can be achieved with a few notes in
Salesforce. Remember you may have access to information from intelligent data sources that
may not be recorded in the CRM. It’s your duty to assist your AE as much as you can.

Summing it up
Intelligent data isn’t a silver bullet. It takes a lot more to book a sales meeting than
understanding who your prospect is and the pain points they face.
It takes hard work, skill, great pipeline management and an intimate understanding of your
product and industry to convert prospects.
But intelligent data just a research tool isn’t just a research tool, either. As you have seen, it can
make your life easier at almost every stage of the sales process, whether that’s freeing up time
for you to sell, helping you to choose the most appropriate sales collateral to nurture your
prospect or providing unmatched insight for your account executive.
Intelligent data is the future of the inside sales industry. But why wait?
You can use intelligent data today by partnering with EngageIQ. Speak to one of our
consultants today or book a demo to find out more.

