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Imagine trying to put together a
jigsaw wearing a blindfold.

You can pick up individual pieces, you

can visualise the final product. But
without knowing what you’re holding
or how it fits, you're going to waste a
lot of time and energy.

That’s what B2B sales is like when
you don’t have accurate customer
data. With bigger buyer teams,
longer sales cycles and an ever-
growing number of digital channels
to navigate, sellers need as much
visibility of their market as possible.

The only problem is most of that
visibility proves strikingly unhelpful.
Because while the global market for
sales intelligence is projected to be
worth over $7 billion by 2030, there
is a fundamental flaw in much of the
data sales teams currently rely on.

In this eBook, we explore that flaw
and how sellers can get better data.

You will learn:

Why so much third-party B2B
data is inaccurate

How poor data affects sales
How machine learning can be

leveraged to generate data that
actually helps you sell

i
- MPLI

65% of B2B sales organisations will
implement data-driven decision
making by 2026 - leaving those that
don’t behind.

High-performing sales teams are
2.2x more likely to have access
to data on their target companies
beyond LinkedIn.

They are also 1.5x more likely to
have market intelligence data on
their target accounts.
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THE B2B DATA PROBLEM

While good prospect data is a powerful tool to unlock insights, target outreach and capture a larger
market share, poor B2B data does the opposite. It produces disengaged sellers, wasted budget and
missed opportunities - all because you’ve invested in the wrong intelligence source.

There are three basic problems with most prospect data.

It is...

THIN AND OUTDATED

Most prospect data is simply not very detailed. It is
generally purchased against firmographic criteria, and
therefore lacks the granularity required to provide genuine
insight. What it does is create the illusion of insight - which
is often actually harmful to sales performance.

Sellers end up wasting huge amounts of time trying to paper
over the cracks in the data: sifting through mostly irrelevant
prospect records, wading through disorganised CRMs

or searching other online databases to fill in blanks and
salvage something of real value from their poor data source.

WHY IS PROSPECT DATA SO OFTEN
INACCURATE OR INCOMPLETE?

It is usually a byproduct of outdated methodology. Many
popular sources of prospect data offer static datasets
which are rarely refreshed and are generally based on
out-of-date SIC codes. The only problem is recent research
found that one third of all UK businesses’ SIC doesn’t
reflect their recent activity.

The information may have been useful a few years ago,
but it is likely to provide you with a false impression of the
prospect today - especially given the rapid changes we’ve
seen in most markets over the last few years.

Recent research found that one third of all UK
businesses’ SIC doesn’t reflect their recent activity.
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..NOT MATCHED TO YOUR
BUSINESS

Established prospect data vendors generally just provide
access to a pile of data - leaving sales teams to determine
how to use it. But this means your competitors have
access to the same information, thereby neutralising any
potential competitive advantage.

This approach also assumes that your business already
understands who it should be selling to - leaving no
opportunity to discover accounts with unexpected
potential. The data provides an overview of the market,
rather than helping to locate accounts that are particularly
likely to convert with your specific business.

Without a clear sense of your Ideal Customer Profile (ICP),
prospect data does little to make selling more efficient.
You can’t properly prioritise the data you've received, and
your team ends up chasing accounts which were never
likely to convert.
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ENCOURAGES FLAWED
TACTICS

Prospect data vendors generally provide the data they can
access - not necessarily the data that would best serve their
customers. As a result, using these vendors will often skew
your sales team’s strategic approach, encouraging them to
use the data they have - regardless of its effectiveness.

For example: most prospect data solutions are designed to
meet the needs of a high-volume, high-velocity sales model.
The assumption is that your sales team will approach a huge
number of prospective buyers, and can essentially afford to
haemorrhage resources.

But this is simply not the case. For most B2B businesses,
the Total Addressable Market (TAM) is relatively small, and
there is always a limit to the number of prospective buyers
for your product or service. Solutions geared towards a
high-volume funnel approach are therefore likely to do
more harm than good, leading to missed opportunities and
lost revenue.

ALL OF THESE PROBLEMS
HELP EXPLAIN WHY..

31% LACK INSIGHT INTO THE CUSTOMER JOURNEY AND HAVE
DIFFICULT REACHING THE RIGHT BUYER. BUT WHAT CAN B2B SALES
ORGANISATIONS DO TO ACCESS BETTER DATA?...
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THE MACHINE
LEARNING CURVE

HOW CUTTING-EDGE TECHNOLOGY IS CHANGING B2B DATA

While the flaws we’ve discussed are a product of legacy technology, they are
also a product of legacy thinking. As a recent McKinsey and co. report argues,
creative choice and application of customer data is where companies gain real
competitive advantage. That means considering where data comes from and
how companies interact with it.

A simple example is social media: platforms like LinkedIn are fountains of
insight if sellers know how to look at it. If a company starts hiring for roles
relevant to your solution, this may be a signal that they are going to become a
viable prospect - and you can get in front of competitors to sell to them.

LEADING B2B COMPANIES BUILD RICH SIGNALS THAT GO BEYOND
TRADITIONAL CUSTOMER DATA TO OFFER A FULLY ROUNDED VIEW.
- MCKINSEY AND CO

Another insight relates more directly to the flaws in existing prospect data.
While SIC codes are rarely updated, companies do update their websites. That
means company websites are filled with relevant, accurate information - all
publically available and easily accessible.

Most salespeople already know this: they use this data all the time. The
challenge therefore is to read and analyse that data at scale. You could hire

a large team of researchers to crawl the web, collate their findings and build
in-depth reports that will help sellers locate the most suitable prospects. But
wouldn’t it be better to build a system that could do that for you - and at a
fraction of the cost?
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THAT'S EXACTLY WHAT
PROSPECT INTELLIGENCE

DELIVERS

PROSPECT INTELLIGENCE IS AN AI SALES DATA SOLUTION DESIGNED

TO EQUIP SALES TEAMS WITH THE MOST ACCURATE,
ACTIONABLE DATA THEY'VE EVER USED.

Leveraging advanced Natural Language
Processing (NLP), the system crawls the
website of every UK business, analysing
their needs and determining how relevant it
is to your value proposition. The solution...

Models the most important characteristics
of your current best customers, using

a large range of metrics to form a truly
comprehensive view.

Trains the proprietary Al system to produce
a detailed blueprint of your ICP using
machine learning.

Scans the websites of every company
registered in the UK find exact lookalikes of
your ICP

Builds a real-time target account universe,
scored and ranked to best match your ICP.

The output is a fully GDPR-compliant CVS
that can be easily integrated into your CRM.
This gives your sales teams easy access to
unparalleled prospect data that leads to...
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GRANULAR AND

More efficient sales budget allocation
that increases your bottom line

Enhanced MQLs and increase SQL value

Deeper insight into each prospect that
drive more impactful interactions

More engaged reps as they only talk to
people who are interested in your solution



Q PROSPECT M P L I
INTELLIGENCE ShLES succEss ENcINEERS

IS THIS A SILVER BULLET
FOR B2B SELLERS?

Of course not. In such complex and competitive markets, there is no single
solution to guarantee sales success. However, given the issues with traditional
third-party data sources, Prospect Intelligence can be seen as a vital corrective
that can support intelligent sales teams to reach their full potential.

One company recently used Prospect Intelligence to reinvigorate their sales

team - and now 71% of their £325 pipeline comes directly from data sourced
through the solution.

WOULD YOU LIKE TO SEE SIMILAR RESULTS?
GET IN TOUCH TODAY

0113 8115055 HELLO@AMPLI.CO.UK



