SALES
IS A LOVE AFFAIR
How To Target, Engage & Score

Successful sales professionals know exactly who to target, how to engage
them, and how to close the deal. They build deep connections by
holding relevant conversations and sending targeted content,
developing a trusting, loving relationship.
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STEPS TO TARGET,
ENGAGE &
SCORE

1. Identify & understand your target market
Look at your data to identify your target audience:
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customers?

Does your sales team understand your buyers
and how they want to be engaged?
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2. Segment your dataset
Once you’ve identified your target market, segment your audience in order to improve
prospecting efforts. Doing so allows for you to personalize your messaging, emails,
and content to each individual segment to increase relevancy.
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3. Maximize your outreach efficiency
Maximize your outreach efficiency by ensuring you have accurate direct dial
phone numbers and email addresses at your fingertips.
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If you have a delivery rate of 75%, you’d have to
send 133 emails to schedule 2 meetings.
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Accelerate your growth with ZoomInfo.
Visit www.zoominfo.com or call 866-904-9666 for more information.
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