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Budget pressure

Vendor sprawl

Broken handoffs
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hold-ing tank

[ 'hol-din 'tank | noun

1. A staging area where incoming leads are processed.



Blueprint. Not duc

Enrich Segment Convert
Standardize Disqualify Assign
(L2A) match Update territories
Score

Automate end-to-end governance before anything hits our CRM



STEP 1 1
Enrichment & standardization: 52>

Making the records whole

r SOURCE
Job Title
Phone
Normalized Tite ~ :
yal zoominfo
Email Domain
\_

Title translation via Google NMT



STEP 2
Segmentation &
disqualification

Find ICP,
Filter riffraff

Job Title




STEP 3
Lead to account matching

From stray lead  cean smaicompony,

free domains

to the right
account




STEP 3
Lead to account matching

From Stray Iead # deterministic - fuzzy
to the right
account MATCH

NON-CHANNEL




STEP 3
Lead to account matching

From stray lead fioﬁtized:

] ~80% revenue
to the right
account MATCH

CHANNEL




STEP 3
Lead to account matching

From Stray Iead s keep best; enrich;

tag Found New RM
to the right
account DEDUPE &

ASSIGN




STEP 4
Fit Score:
Who we should care about

Title 30%

Industry 25%

Size

Geo

Other




STEP 5
Behavior Score:

Who cares about us

Lead 1

M

]




STEP 6
Lead conversion and
assighment

Only
sales-ready gets
through!

Type of Campaign/

Response/
Account Segment

Yes

Score
Threshold
Met

Nurture
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Three lanes in

Enrich
Segment/filter

L2A

Score

LANE 3
New responses

\/ Update fields \/ Enrich/translate
\/ Re-segment \/ Normalize

\/ Scoring \/ Account match
\/ Route \/ Push to SFDC



STEP 7
Territory management:
Territories that update themselves

NN\ @
N

Accounts / Owner stamped; audit
leads reassign log




STEP 8

Territory automation: Policy > spreadsheet

Owners

Territories

Reference
Source

Openprise Task
Automated Update Task

v

Matching Logic /
Business Rules

>

CRM Records

Updated with New Territory
Owners



Wha

Rep-to-record alignment

~40% > 70% 65-70%

Ops time saved

CRM clutter/junk Speed-to-lead routing

19% ~2 hrs = 30-45 min



Lessons learned

v

Start with normalization standards (emails, geos, titles)
Separate fit vs behavioral to avoid false positives
Stage gates beat “one big push”

Keep competitor/junk lists regional

Policy tables for territories > free-form spreadsheets

Always include audit + rollback



STEAL THIS PLAN ' /

Your 30-day =
budget blueprint
to lead
NEREEEN ]

Define ICP/fit attributes + weights
Draft behavioral weights by channel

Normalize: domains, emails,
titles, geos

Stand up disqualification +
competitor lists

Pilot L2A on 10-15% segment
Convert gate + routing thresholds

Externalize territory policy +
test a rep move
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