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Business Background
& Challenges Impact

The client wasn’t short on leads.
They were short on meaningful sales conversations.

Marketing was generating volume.
Sales was rejecting most of it.

The gap was clear.
There was no visibility into buyer readiness.



The Shift

Instead of asking “How many leads?”
 
We focused on one question.

Which leads are actual ly ready to buy?

That is where BANT came in.



We redefined qual if ication based
on real buying signals:

•  Budget - Can they invest?

•Authority - Are they decision-makers?

• Need - Is there a real problem to solve?

• Timeline - Is there urgency?

Our Approach



What We Did Differently

Focused on accounts, not just
contacts

 Prioritized decision-makers over
downloads

Used intent and engagement signals before
qualification

 Applied BANT filters before delivery,
not after rejection



The Impact

Sales stopped chasing and started closing.
Conversations became more relevant .
Pipel ine became faster and more predictable.

Result

Fewer leads. More opportunit ies.  Stronger
revenue.



The Insight

Most campaigns optimize for lead
generat ion.
We optimize for sales readiness.

Because in B2B,
i t  is not about who f i l ls the form,
it  is about who is ready to buy



Contact us :-

info@demandsyndicate.com

3D™️ – Demand. Data. Dominance.
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