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Part 1


Account prioritization

Every sales org has a total addressable market (TAM). It’s usually a big number – 

thousands of companies that could theoretically buy what you sell. And most SDR teams 

are expected to go work that list.


The problem isn’t the size of the TAM. It’s that a raw TAM is just a list of names. It doesn’t tell 

reps which accounts are worth pursuing right now, which ones are showing buying signals, 

or which ones are the best fit at this specific moment. Without that intelligence layer, SDRs 

default to working accounts alphabetically, by territory, or by gut feel. Hours get burned 

researching companies that were never going to convert, while high-intent accounts 

quietly slip through the cracks.


Account prioritization is the system that closes that gap. Here’s how to build one that 

actually works.

The gap between having an ICP and having a prioritized, actionable account 

list is where most outbound strategies lose their edge.
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Part 3


Buyer committee mapping

B2B buying committees now average 6 to 11 stakeholders, each with different priorities, 

concerns, and levels of influence. Each of these committee members consumes multiple 

pieces of information independently to inform their decisions.


Single-threaded deals – where reps engage only one contact – are one of the most 

common reasons pipeline stalls or falls apart.


Without visibility into the full committee, it becomes difficult to build alignment, navigate 

internal dynamics, or move deals forward with confidence.
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Identify key stakeholders and influencers

Knowing the roles that should be on the committee is one thing. Identifying the specific 

people who fill those roles at each target account is another. This is where most teams get 

stuck, because it requires either manual org chart research or enrichment tools that can 

surface the right contacts at scale.


Using Clay, stakeholder identification can be automated: pulling contacts by title, 

seniority, and department, then cross-referencing against the buyer committee template to 

flag gaps and surface the people who match each defined role. The result is a populated 

committee map for each target account, complete with verified contact information and 

persona classifications.
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