
How SGS helped a global B2B brand to accelerate 

pipeline, shorten sales cycles, and close more 
deals in just one quarter.









THE SOLUTION

A Shift from Volume-Based to Intent-Led Targeting

Span Global Services helped the client fundamentally rethink their GTM approach. Rather 
than blanketing the market with outreach and hoping for responses, the team introduced 
a precision-targeting framework powered by layered data intelligence, which allowed 
sales and marketing to engage the right accounts, with the right message, at exactly the 
right moment in the buying journey.

Before

Volume outreach, cold 
accounts, guesswork

During

Intent layer, ICP 
refinement, behavioral 

signals

After

Precision targeting, 
aligned messaging, 

qualified pipeline

How Intent Data Changed the Game



Intent Data 

(First + Third Party)

Identified accounts actively 

researching relevant 

solutions, surfacing in-

market buyers before 

competitors could engage 

them.

Technology Install & 

Firmographic Filters

Refined ICP targeting by 

overlaying tech stack data 

and firmographic signals to 

prioritize best-fit accounts 

most likely to convert.

Contact-Level Data with 

Direct Dials

Delivered verified, contact-

level intelligence including 

direct dials, enabling sales 

reps to connect faster and 

bypass gatekeeper friction.

Multi-Channel 

Activation

Enabled coordinated 

outreach across email, 

LinkedIn, and outbound 

calling, all aligned to real 

buyer behavior signals, not 

assumptions.

Sales and marketing alignment improved dramatically when both teams operated from the same 

intent-based view of the market. Messaging was crafted around what buyers were actually 

researching, not what the company assumed they needed.
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