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Introduction

B2B marketing has changed more in the last three years than in the previous three
decades - driven by shifting buyer behavior, tech, and expectations. Today’s B2B buyers
are more empowered, informed, and demanding than ever before — reshaping how
marketing teams must engage, influence, and convert prospects.

In this new era, winning B2B marketing teams are those that consistently drive high-
converting pipeline by combining precise targeting, real-time insights, and data-driven

account prioritization.

The challenge is formidable — but so is the opportunity for those ready to adapt.

Recommended for

Marketing Leaders

For strategic decision-makers aligning segmentation, targeting, and performance

across the funnel.
Key roles: CMOs, VPs/Directors of Marketing, Heads of Growth or Revenue Marketing

Demand Generation Teams

For teams focused on driving pipeline and revenue through targeted, high-converting
campaigns.

Key roles: Demand Generation Managers, Marketing Ops Specialists, ABM Strategists

Digital Marketing Teams

For teams optimizing performance across digital channels to attract, engage, and
convert the right audience.

Key roles: Digital Marketing Managers, SEO/SEM Specialists, Paid Media Specialists
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The problems holding B2B
marketing teams back

Even the most well-oiled marketing teams run into roadblocks when trying to build a high-
performing pipeline. The challenge isn’'t volume, it’s attracting the right-fit leads and
ensuring no opportunity is lost. Here are the key challenges that stand in the way:

Too many low-quality leads.
Not enough qualified opportunities.

Leads lacking purchase
intent or context.

Lack of shared
prioritization between
sales and marketing.

Too long qualifying or nurturing
cold leads, if no smart
prioritization is in place.

To overcome these obstacles, marketing teams must rethink their approach — not just by
increasing lead volume, but also by ensuring their pipeline can scale efficiently with high-
quality, sales-ready opportunities. In the upcoming sections we will examine these 3 main
problems in more detail, and how those can be easily tackled.
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O1. Pipeline isn't a numbers game -
it's a precision game

Why high-volume targeting fails in 2025

Many marketing teams still chase volume, hoping bigger numbers will produce better
results. But without precision, scale simply amplifies inefficiency.

Marketing teams often find themselves stuck, struggling to generate enough qualified
leads. Without real-time engagement signals and scalable targeting, it's hard to attract
high-potential prospects and fill the pipeline. The demand for real-time, personalized
engagement is no longer optional._

71% of B2B buyers expect personalized interactions at the right

time, when the buying intent rises.

What are the consequences, and why it happens?

Insufficient pipeline often results from imprecise targeting and lack of real-time insights
causing teams to miss or mistime engagement with the right prospects.. Without visibility
into buyer intent and access to real-time signals, marketing and sales efforts become
inefficient, relying on manual segmentation and generic outreach that fail to engage high-
potential leads. As a result, teams waste resources on low-fit prospects, miss key
engagement opportunities, and struggle to prioritize accounts effectively.

The main consequences include:

Missed revenue targets

High Customer Acquisition Cost (CAC)
Wasted marketing and ad spend
Inability to scale acquisition programs

Low sales productivity
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Main solution strategies .
“Dealfront customers
by Dealfront report around 30-40%

Marketers must focus on companies that match their lower cost per qualified

opportunity, in
combination with 75%

ICP, identify and prioritize high-fit accounts, and create
personalized outreach campaigns, based on real-time

buying intent, as 76% of buyers get frustrated when less time for search”
they don't get personalized attention.

1. Target smarter, not broader

Generic targeting burns budget and fills your funnel with noise instead of qualified
opportunities. To drive real results, your marketing team needs to focus only on companies
that truly match your Ideal Customer Profile (ICP).

e Zero in on your ICP: Use over 100 firmographic, technographic, and behavioral filters to
identify and engage only the companies that matter.

» Eliminate wasted spend: Stop wasting resources on low-potential leads that will never
convert.

« Fill your funnel with quality: Ensure every opportunity in your pipeline is high-potential
and more likely to become a customer.

» Leverage advanced segmentation: With Dealfront segment prospects by industry,
geography, website content, and real-time buyer signals.

» Laser-focus every campaign: Direct your marketing efforts at the accounts most likely
to convert — no more guesswork.

2. Double down on what delivers

Stop relying on vanity metrics like clicks and impressions — real marketing success comes
from understanding which campaigns actually drive engagement and contribute to your
pipeline. Here’s how you can take your campaign optimization to the next level:

Look past vanity metrics:
» Clicks don’t equal conversions. Use pipeline-focused attribution to see which
campaigns generate real engagement and sales opportunities.
Leverage Dealfront’s insights:
» Analyze post-click activity across ICP-fit accounts with Dealfront’s engagement and
visitor tracking.
e Unmask anonymous visitors and identify high-fit prospects in real time.

Act fast, optimize smarter:
» Adapt campaigns instantly based on real-time data and automated alerts — no more
waiting for end-of-quarter reports.

> Pipeline Generation Guide for Marketing Teams in 2025 o4



01. Pipeline isn't a numbers game - 02. Pipeline Quality Isn’t About Volume— 03. How to Unleash Pipeline Speed
it's a precision game It's About Value and Outpace Your Competition

3. Align Sales & Marketing for Real Results

Stop relying on vanity metrics like clicks and impressions — real marketing success comes
from understanding which campaigns actually drive engagement and contribute to your
pipeline. Here’s how you can take your campaign optimization to the next level:

« Unified, real-time data:
Both teams access the same intent signals and high-priority accounts.
o Seamless CRM integrations:
Dealfront syncs every signal and lead list directly to platforms like HubSpot, Pipedrive
and Salesforce — no more dropped balls.
» Effortless collaboration:
Sales and marketing work together, eliminating friction and confusion.

Recommended workflow

Identify your Drive ICP traffic to Identify their visits Send engaged Multi-Channel-Outreach
ICP Accounts your website on your website Accounts to Sales via Sales
D target n B8 E Coadfeeder

Optional

Level Up Your Performance: Metrics Made Better by Dealfront

Pipeline Volume: surfacing high-fit accounts and enabling precise segmentation,
resulting in more sales-ready opportunities entering the pipeline

Conversion Rate (MQL-to-SQL): Conversion Rate (MQL-to-SQL): real-time intent signals
and account insights increase conversion rates by ensuring outreach is timely and
relevant, and by prioritizing high-intent accounts

Customer Acquisition Cost (CAC): Focusing spend on high-fit, high-potential accounts
and reducing wasted budget on low-quality leads, helps lower CAC

Marketing and Ad spend: Leveraging IP-based targeting and real-time engagement

signals, ensures that marketing spend is focused on accounts that are actively showing
buying intent

» Pipeline Generation Guide for Marketing Teams in 2025 05
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02. Pipeline Quality Isn’t About
Volume - It’s About Value

Why your pipeline feels full, but fails to convert

Even full pipelines won’t deliver results if lead quality is low. Sales teams end up chasing
ghosts — prospects who clicked but never intended to buy. Marketing teams today face a
tough challenge: delivering high-quality leads while making every campaign count. In fact,
61% of B2B marketers say generating high-quality leads is their biggest challenge. Yet, too

often, pipelines fill with prospects who aren’t quite ready to buy — leading to wasted
budget, lost time, and frustrated sales teams. But what if you could cut through the noise
and focus only on the leads most likely to convert? What if you could spot buying signals
early, engage decision-makers at the right moment, and stay ahead of the competition?

What are the consequences, and why does it happen?

Low pipeline quality quietly stalls growth by flooding
sales with unqualified or poorly nurtured leads. 56% of B2B sales
Without real-time visibility into buyer signals, teams

organizations have no
method of verifying
leads before passing
them to sales, and only

miss or respond too late to engaged prospects,
reducing conversion rates. Manual segmentation and
generic outreach fail to keep pace with shifting buyer

behavior, resulting in mismatched timing and wasted 27% of those leads are

actually qualified and
sales-ready.

effort. Outbound teams often spam the entire market,
burning resources on cold accounts instead of focusing
on those showing real interest. Misalignment between
sales and marketing further compounds the issue, as
leads passed along rarely meet sales criteria, leading to
frustration and lost opportunities.

The main consequences include:

Missed revenue targets and unpredictable pipeline health

Higher customer acquisition costs (CAC) due to wasted spend on leads that don’t convert
Lower sales productivity

Difficulty forecasting and scaling growth

Low marketing-sourced revenue and poor ROl on campaigns

> Pipeline Generation Guide for Marketing Teams in 2025
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Main solution strategies
by Dealfront

Dealfront brings order to the noise by surfacing the
accounts that matter most, using real-time
engagement signals, website behavior, and account-
level insights. The goal isn't more leads - it's better
leads, and moving them forward with confidence.

1. Spot real intent, instantly

03. How to Unleash Pipeline Speed
and Outpace Your Competition

Dealfront customers
experience up to a 75%
conversion rate from

MQLs to SQLs—nearly
six times higher than the
industry average of 13%

Don’t wait for form fills — surface hidden buying intent and engage prospects at the

moment they’re most interested.

» Behavioral & Intent Data: Instantly detect key actions like pricing page visits, content

downloads, or repeat site engagement to identify genuine interest.

» Website Visitor Identification: Unmask anonymous visitors and reveal high-value

accounts before competitors do.

« Instant Alerts & Triggers: Send real-time notifications to sales when target accounts

show intent, enabling immediate, relevant outreach while interest is hot.

2. Prioritize Accounts Ready to Convert

Focus your resources where they matter most by ranking leads and accounts based on fit

and readiness.

» Dynamic Account Scoring: Combine firmographics, technographics, and real-time

behavioral data to surface and rank the highest-potential opportunities.

» Unified Lead Criteria: Align marketing and sales on what “qualified” means, using real-

time data.

+ Automated Segmentation: Continuously segment and re-prioritize your pipeline as

buyer behavior shifts, ensuring your team always targets the most promising prospects.

» Resource Optimization: Direct sales and marketing efforts toward warm accounts,

reducing wasted cycles on cold leads and improving conversion efficiency.

2 Pipeline Generation Guide for Marketing Teams in 2025
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3. Move fast with adaptive nurturing

Move high-fit leads swiftly through the funnel with personalized, timely engagement
strategies.
» Personalise Nurture Campaigns: Tailor content and outreach based on specific actions
(like webinar attendance or whitepaper downloads) and stage in the buyer journey.
» Real-Time Engagement Insights: Monitor how leads interact with your brand to adapt
nurturing tactics and messaging instantly.
» Conversion-Focused Reporting: Track which campaigns and touchpoints actually drive
pipeline creation, so you can double down on what works and continuously improve
results.

Recommended workflow

Prioritize your ICP Monitor those ICP Drive ICP traffic to Share engagement Start engagement with
by using signals, accounts for further your website with the assigned Prospect / Customer
website search or engagement and m = EI Sales / Account “just in time”
Technographics understand their - ? = Manager same minute

for filtering interests of the visit
Optional
D target feaz%eezfu
Level Up Your Performance: Metrics Made Better by Dealfront

Pipeline Quality: Only high-fit, high-readiness accounts progress, improving conversion
rates and sales velocity

Conversion Rate (MQL-to-SQL): Real-time intent signals and account insights ensure
outreach is timely and relevant, driving up conversion

Customer Acquisition Cost (CAC): Focusing spend on high-potential accounts and

reducing wasted budget on low-quality leads lowers CAC

Forecast Accuracy: High pipeline quality means more predictable revenue and credible
leadership

Sales Productivity: Reps spend more time on viable opportunities, increasing overall
revenue and morale

» Pipeline Generation Guide for Marketing Teams in 2025 08
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03. How to Unleash Pipeline Speed
and Outpace Your Competition

Why slow cycles kill revenue - and how to engage buyers
before your competitors do

With cold outreach success rates plummeting to just 2.3% in 2025, teams need smarter,
data-driven strategies to keep deals moving forward. A sluggish pipeline signals more than
just slow deals —it's a warning sign for missed revenue, higher costs, and lost competitive
edge. In today’s fast-moving market, buyers expect relevant, timely engagement. When
sales teams can’t act on intent signals in real time, deals stall, cycles drag out, and revenue
slips further into the future. Accelerating pipeline velocity is now essential for hitting
targets and staying ahead, especially as the traditional sales-led approach is outdated:

84% of B2B deals are decided before sales ever talks to a buyer, with

buyers engaging with at least 13 pieces of content before reaching out.

To win, your team must be ready to engage the right prospects at the right time - long
before your competitors even know there’s a deal on the table.

What are the consequences, and why does it happen?

Slow pipeline velocity leads to missed revenue targets, longer sales cycles, and higher
customer acquisition costs (CAC). Reps spend too much time qualifying cold leads or
nurturing deals that lack intent, while high-potential opportunities slip through the cracks.

The root causes include:

Manual lead routing and lack of prioritization
No real-time visibility into buyer intent
Static segmentation and generic outreach
Wasted effort on cold leads

No access to real-time signals or smart account prioritization
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Main solution strategies by Dealfront

Dealfront customers report reducing their prospecting time by up to
75%, allowing sales teams to focus more on engaging high-value leads

and closing deals faster.

Dealfront removes bottlenecks by surfacing real-time buyer intent, prioritizing high-
potential accounts, and enabling personalized, timely engagement — so your team moves
faster than the competition.

1. Ignite Outreach with Real time Buyer Intent

Stop relying on cold calls - let real-time digital behavior reveal who's ready to talk now.

» Real time Engagement: Monitor when key accounts interact with high-value pages like
pricing or demos, signaling strong intent.

o Early Intent Detection: Spot patterns such as multiple site visits or resource downloads
to identify buyers before they raise their hand.

» Instant Team Alerts: Automatically notify sales via Slack or email the moment a target
account heats up, so your reps can reach out before the competition.

2. Fast-Track High-Intent Leads

Don't let your best prospects get lost in the shuffle — make sure every high-potential lead
gets prioritized and routed instantly.

e Lead scoring: Rank and sort leads using a blend of intent signals, firmographics, and
engagement data to spotlight those most likely to convert.

» Dynamic Segmentation: Continuously refresh your lists as buying behaviors evolve,
ensuring your team always focuses on the hottest opportunities.

» Smart Resource Allocation: Free up your team to spend less time chasing cold
prospects and more time nurturing those ready to buy.
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3. Build Momentum with Relevant, Data-Driven Engagement

Keep deals moving with outreach that’s tailored, timely, and rooted in real buyer context.

» Deep Account Insights: Equip sales with up-to-the-minute company intelligence - think
growth trends, recent funding, and hiring moves — for more meaningful conversations.

e Customized Follow-Up: Shape your nurturing and messaging to match each prospect’s
journey and actions, making every touchpoint count.

» Outcome-Driven Analytics: See which tactics accelerate deals and refine your strategy
to maximize pipeline velocity and conversion.

Recommended workflow

%

(4] 5

Prioritize your ICP Monitor those ICP Drive ICP traffic to your Share engagement Start engagement
by using signals, accounts for further website with the assigned with Prospect /
website search or engagement and m = EI Sales / Account Customer “just in
Technographics understand their - ? = Manager same time”

for filtering interests minute of the visit

Optional

0O torget Ceadfeeder

Level Up Your Performance: Metrics Made Better by Dealfront

Pipeline Velocity: Track and increase the speed at which qualified opportunities move
from lead to closed deal, using real-time signals and automated prioritization

Sales Cycle Length: Reduce the average time to close by engaging buyers at peak intent
and eliminating bottlenecks

Win Rate: Focus on high-intent accounts to boost conversion rates and maximize revenue
per opportunity

Sales Productivity: Free up your team to spend more time on deals that are most likely to
close, improving morale and efficiency
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Conclusion

In today’s fast-evolving B2B landscape, marketing teams can’t afford to rely on outdated,
generic approaches to pipeline generation. As we’ve explored, the biggest challenges -
reaching the right accounts, ensuring pipeline quality, and accelerating deal velocity -
demand a smarter, data-driven solution.

Why Dealfront?

Dealfront stands out as the best answer, empowering marketing and sales teams to
precisely target high-fit accounts, act on real-time buyer intent, and seamlessly align
efforts for maximum impact. With Dealfront, you'll benefit from industry-leading data
accuracy, GDPR compliance, and advanced segmentation — enabling you to fill your
pipeline with sales-ready opportunities while slashing prospecting time by up to 75% and

lowering acquisition costs.
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