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Slow economic growth coupled with the changing face 

of outbound marketing has left more than a few sales 

professionals uptight about their ability to perform 

consistently. In such moments of sustained crisis, there are 

few things that can uplift sales like a batch of fresh leads 

and improved customer outreach techniques. 

 

LEVERAGING THE POWER OF 

DATA: FIND BIGGER DEALS, 

FASTER – By Linda Mentzer 

 

By reading this document, you’ll understand how to: 

 Arm your sales team with information that lets 

them rapidly acquire new accounts.  

 Drive brand growth through efficient data 

maintenance and implementation. 

 Capitalize on your existing customer base to 

augment your business development programs 

http://www.esalesdata.com/
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With world market going through an 

extended period of economic turbulence it’s 

no secret that sales teams all over the world 

are finding it increasingly difficult meet rising 

revenue and profit targets. Hindered by 

reduced budgets, ineffective technology, lax 

qualification protocols and corporate 

restructuring, sales reps and managers often 

come under heavy pressure to perform more 

effectively. In response, the ineffectiveness of 

previously leveraged technology is 

highlighted, prompting companies to pour 

resources into upgraded sales software and 

improved CRM processes. However, instead 

of investing in white elephant technology 

packages, sales-driven organizations should 

consider the effectiveness of mailing list 

solutions in helping sales teams rapidly 

isolate potential clients. 

While bad markets and organizational 

inefficiency may be partly responsible for 

sloppy sales performances, poorly defined 

client criteria often leads to weak lead 

qualification, resulting in disinterested 

contacts and a dramatically reduced 

conversion rate.  

What few understand is that the solution lies 

in nurturing the qualitative aspects of the 

sales mechanism as opposed to expanding 

quantitatively; instead of getting a bigger 

engine, tune your existing one and use better 

fuel. Here we’ll show you how to adopt a 

high-octane approach to streamlining your 

sales apparatus and developing a more 

efficient, creative sales team in three easy 

steps. 

 

 

LEVERAGING THE POWER OF DATA: FIND BIGGER 

DEALS, FASTER! 
Investing in a mailing list is great way to 

drastically reduce the amount of time a sales 

executive spends prospecting. A reputable 

mailing list provider will not only be able to 

provide you with complete information on 

prospective clients but will be able to deliver 

segmented lists that help to target specific 

audiences.  

 

1. Invest In Better Lead Qualification 

2. Integrate Sales Efforts across Multiple 
Channels 

 
By exposing a target market to promotional 

material and collateral via email, direct mail 

and telemarketing, it is possible to improve 

overall return rates for all three channels. 

Furthermore, by tracking the levels of activity 

and engagement across different channels, 

marketers can gain valuable data that, subject 

to analysis, often reveals insights into customer 

behaviour and purchase trends. However, 

marketers must keep in mind to implement a 

cross-channel sales campaign that yields 

synergic results, it is important to enhance the 

audience experience rather than simply. 

 

Moreover, frontline staff can hardly be expected 

to exceed quotas when provided with obsolete 

contact info, while prospect data is a dynamic 

commodity with an undefined shelf life. In view 

of this, optimum sales performance requires an 

active database hygiene program that culls 

defunct information, while simultaneously 

updating the entire system. 

 

 

integrating a single message. 
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A mailing list will enable you to adopt a powerful, 

multi-channel approach to sales, placing your 

message across multiple fronts and enhancing 

the quality of your customer relationships. When 

you work with eSalesData, you’ll find that we 

deliver only high-response mailing lists with 

complete contact information including email 

addresses, phone numbers, fax numbers, postal 

addresses and all the data you’ll need to flood 

your pipeline with hot leads and keep your 

balance sheets firmly in the black.     

 

 A Case In Point:  

When GE Healthcare was looking to drive major 

equipment sales across North America, they 

turned to eSalesData to help grease the 

campaign wheels. By providing the client with 

complete contact details regarding hospitals 

and medical institutions across the thirteen 

provinces and territories, eSalesData was able 

to facilitate a sales initiative that included direct 

mail, telemarketing and email marketing 

endeavours. Overall, the campaign was a 

resounding success with GE Healthcare 

recovering a staggering 955.82% ROI from the 

records supplied by eSalesData alone.  

 

3. Prioritize Data Hygiene and Enhancements  

 
Utilizing CRM applications to systematize the 

sales process has become a matter of course 

among large, sales driven organizations. Most 

CRM systems allow you to track and manage 

your pipeline, activities, forecasts and 

thousands of other variables that, if measured 

and optimized, can help improve performance, 

enhance marketing and boost sales. However, a 

CRM system is only as efficient as the data 

inputs it receives. 

 In a bid to streamline sales, marketing and 

customer service activities, organizations should 

strongly consider appending their extant 

customer databases. This gives employees 

access to better information and a makes it 

easier to leverage differentials with respect to 

individual prospects; an irrefutable way to 

heighten performance across any department 

that interfaces with clients.  

By segmenting markets on the basis of prospect 

differentials (including industry, geography, 

contact title, etc.), sales professionals can tailor 

their outbound communications to further 

enhance lead generation, account nurturing, 

customer retention and direct sales programs.  

The appending solutions from eSalesData offer 

superior match rates and can augment your 

customer information banks with firmographics 

like SIC codes, sales volume, office type, 

company size, no. of employees, as well as 

contact information like names, email 

addresses, phone/fax numbers and much more. 

Additionally, all appended files are promptly 

delivered in the format of your choice, allowing 

for effortless integration into CRM-system. 

 

CONCLUSION 
 Cost-effective and accurate data solutions can 

help sales-driven organizations accrue greater 

sales, increase brand visibility and improve B2B 

relationships while reducing the strain on sales 

teams. By cutting back the hours, effort and 

investment required to identify multiple contacts 

within several B2B prospects, your sales reps 

will find more time to work pitches and seal 

deals, exponentially improving their long-term 

performance while driving short-term revenue. 

 

 


