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O F F E R I N G

Lead qual if icat ion software to 

help market ing teams qual ify  

leads as they come in .



▶ 35-50 years old 

▶ Marketing director 

▶ Success at work measured by MQLs 

▶ Uses LinkedIn and Feedly daily 

▶ Searches for new products with Google

DEMOGRApHICS

▶ 1000+ employees 

▶ Finance industry 

▶ 14 branches in 5 countries

Company

▶ $1.5M in revenue this quarter 

▶ 5,000 MQLs this quarter 

▶ Long-term goals: Expand to more 

countries

GOALS

▶ Not enough past enterprise customers 

▶ No direct integration with G Suite

COMMON OBJECT IONS

▶ Company budget for this type of product: 

$25K per month 

▶ Ideal price range: $500 to $2K per user, 

per month

Price sens it iv ity

▶ Main challenge: Unqualified leads getting 

through to sales team 

▶ Costing the company at least $4K per 

month 

▶ Marketing director and sales director both 

working to solve

Pain po ints



▶ Most likely to find out about our product from a colleague or 

LinkedIn 

▶ Marketing director, sales director, regional sales directors, CTO, and 

CFO all involved in purchase process 

▶ Other options usually considered: X tool, Y tool, Z product 

▶ Most common pricing plan: Enterprise plan

Decis ion factors and process

▶ Marketing team uses X feature, Y feature, and Z feature every day 

▶ Sales team uses Y feature and Z feature weekly 

▶ Marketing and Sales skip using W feature 

▶ Marketing and Sales teams in 75% of company branches use 

[product] 

▶ 50 users average 

▶ Generally get ROI of 400% from [product]

PRODUCT USAGE



E L E V A T O R  P I T C H

Our product empowers market ing 

teams to del iver h ighly-qual if ied 

leads to sales .  Th is  saves both teams 

t ime ,  and enables the best deals to 

close faster than ever .


