
The Intelligent Approach to Business SuccessThe Intelligent Approach to Business Success

Target 
Prospecting
Comprehensive Demand Generation, 
Targeted at Your Desired Prospects

Overview
Every company wants to drive as many leads as possible 
to its sales force. Cold-calling is as standard in sales as 
death and taxes are to the rest of us. It is the least pro-
ductive and the most time-consuming method of lead 
generation. Of course, general marketing efforts do what 
they can to help spur interest, but most marketing is 
aimed at boosting name and product recognition to the 
general populace, not targeting specific prospects. 

Therefore, in addition to general marketing efforts, 
many companies are trying more direct approach with 
demand generation. In creating direct leads, companies 
hope to advance the sales process beyond the cold call 
and get sales professionals talking to interested parties 
as soon as possible. At Primary Intelligence, we take 
demand generation a step further by giving you the 
chance to target the companies you want to contact the 
most and evaluate their level of interest. You are aware 
of the companies within your target industry and under-
stand the prime candidates for your products or services. 
Rather than using your sales force’s time to delve into 
those companies, let Primary Intelligence do the legwork.

Target Prospecting
Target Prospecting takes a comprehensive approach to 
generating targeted leads. Primary Intelligence engages 
contacts with an in-depth discussion of their needs and 
purchase interests. Using this information, you will be 
well-prepared to contact those companies where you have 
a significant chance of winning. Not only that, but you 
will be armed with the knowledge of their future needs 
and intentions before the first call is made, giving you a 
significant advantage over the competition.

Features PI Target Prospecting

Most important features/functions ü

Purchase timeline ü

Decision making processes ü

Current and desired solutions ü

Competitors’ history with company ü

Current satisfaction level ü

Vendor change factors ü

Benefits of Target Prospecting
•	 Provides clearer insight into both individual 

prospects and the marketplace as a whole
•	 Allows for a sales approach specifically targeted 

towards the prospect’s unique needs
•	 Complements customer satisfaction studies, win 

loss analysis, and account retention analysis to 
understand the entire customer life cycle

•	 Provides a “leg up” on the competition when 
entering an opportunity

•	 Increases efficiency of your sales team by identifying 
better qualified prospects

Methodology
Target Prospecting starts with your “wish list” of po-
tential prospects along with the job title that would 
most likely be the decision-maker(s) for each company. 
Primary Intelligence locates these individuals through 
our data-mining process and contacts them for a brief 
interview. With over 10 years in the competitive and 
sales intelligence fields, Primary Intelligence has fine-
tuned the contact and interview process, resulting in 
high response rates with detailed findings.
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Online Delivery 
Profiles for individual interviews are delivered as they 
are completed through Horizon, Primary Intelligence’s 
online delivery application. Horizon allows you to sort 
profiles by company, contact, sales person, deal size, and 
publishing date. You also have the ability to tag profiles 
and filter according to those tags, making it easy to ac-
cess the types of profiles you want to view. All individual 
profiles can be viewed online or downloaded in Word 
or PowerPoint format for easy distribution throughout 
your organization. This ease of access gives you freedom 
to use the information in whatever way you need.  

Profile delivery is just one portion of Primary Intelli-
gence’s online application offering. Utilizing the Horizon 
dashboard, you can access a suite of programs that help 
you do the following: 

•	 Oversee campaign operations for your entire 
research program 

•	 Review individual questions and responses as well as 
run crosstabs on your data 

•	 Review prospect feedback to compare your 
competitors’ performance to your own

•	 Review and analyze the drivers and influencers that 
have had the greatest impact on purchase decisions 

•	 Manage any aspect of your campaign, including 
contacts, interviews, and e-mail communication 
with respondents 


