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What clay is demanddrive.com

What is Clay, and why is it worth the 

investment?

A one-sentence definition for the meeting, and a fuller picture for 

the deck that follows.

Most internal pitches stumble in the first 30 seconds because the answer to “so what is it?” 

is too long. Memorize the line below. Lead with it.

One-sentence answer

Clay is the leading prospecting platform that uses AI to 

automate data enrichment, research, personalization, and 

outreach.

Enrichment. 150+ data sources on 

demand, with waterfall logic for 

coverage and cost.

�esearch. �� a�ents read co
pany 

sites� �lin�s� and ne�s to sur�ace sales	

ready leads and accounts.

Personalization. Enriched account 

intelligence, paired with AI content 

generation, enables truly personalized 

outreach at scale.

;3treach. =ead/ are /cored and 

prioriti1ed with 'ull conte0t in the E:) 

record, /o rep/ #now who to contact 

"r/t and wh59

Clay isnOt a tool you Molt on. ItOs the operating layer your 

prospecting motion runs on top of.

ba_e c
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The pitch structure demanddrive.com

How to frame your internal pitch.
The structure that actually works. Walk through these four moves in order 

and your meeting changes character.

STEP

01
Start with the business problem, not the tool.
Don’t open with “we should buy Clay.” Open with “we’re leaving $X on the table because of 

manual research and prospecting work.” Now it’s a CFO conversation, not a software request.

STEP

02
Show the specific ROI.
Math that maps to your company, your reps, your workflow, your industry. Generic numbers 

don’t convince anyone. Specific numbers tied to what you’re doing today do.

STEP

03
Address the implementation risk head-on.
“Yes, this requires setup. No, we don’t have to do it ourselves. Here’s how we de-risk it.” Name 

the partner, the timeline, and the failure modes you’re designing against.

STEP

04
Tie it to a single business outcome.
More pipeline. Faster cycles. Lower CAC. Higher rep productivity. Pick the one that resonates 

with the leader in the room and build the case around it.

The pitch that gets approved sounds like a finance memo with 
software inside it, not a software memo with finance attached.
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Successful rollouts demanddrive.com

The three ingredients of a 
successful rollout.
The difference between a failed implementation and a wildly successful one 

almost always comes down to three things.

Industry expertise.

Clay can surface the buying signals that actually matter in your vertical, provided it’s 

set up by an expert who can tell it what to look for.

Creative problem-solving.

The data sources and workflows that produce real signal are rarely the obvious ones. 

Discovery work up front saves rework later.

Implementation rigor.

Adoption, governance, and measurement built in from day one. If reps don’t use it 

consistently, none of the rest matters.

Without these

Workflows burn credits inefficiently

ROI stays misaligned with what you 
promised

Wins can’t be articulated clearly

	eadership reads it as a failed bet

�rogram gets defunded after a few 
�uarters

With T%��

Workflows optimi*ed from day one

ROI targets hit reliably and :isibly

Impact reported in QnanceNfriendly terms

ulay becomes the backbone of your cT� 
engine

�rogram earns e�pansion| not e�tinction
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