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Bringing marketing lead scoring into the AI age.
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T H E  P R O B L E M

Lead routing is inefficient. Not all leads are created equal.

T H E  C O S T  O F  I N E F F I C I E N C Y

Wasted sales cycles

Effort spent on unresponsive or low-fit leads instead of closing

deals.

Missed opportunities

Qualified prospects lost to competitors due to delayed

engagement.

High-priority leads get lost in nurture streams.

Resource misalignment — sales chases cold leads while hot ones

wait.

Low-priority leads clog up sales and MDR queues.

AGENTIC LEAD IQ 02



T H E  S O L U T I O N

A system that delivers two critical outputs.

01
Conversion probability

A precise 0–100 score on the likelihood of a lead converting to an

opportunity — grouped and labeled as A1, A2 and A3 leads.

02
Textual surround

The story behind the score — a narrative explanation of why this lead

matters.
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T H E  I M P A C T

Smart, prioritized workflows.
Route leads with confidence.

SEGMENT A · LOW & MEDIUM

Marketing nurtures

Calibrated outreach for this stage — brand presence without

overwhelming cold prospects.

SEGMENT B · HIGH A1·A2·A3

Sales-ready

Highest probability and ideal fit. Route directly to account executives for

immediate, personalized engagement.

PRIORITY RANKING A1 Highest A2 High A3 Normal
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H O W  I T  W O R K S

Synthesize every available signal.

Person Company Historical

Persona — alignment to 100+ buyer

personas

Individual activity — webinars, downloads,

events

Channel interactions — PPC, tradeshows,

email

Demographic fit

ICP fit — propensity to convert

Account activity — buying-group behavior

Firmographics — industry, revenue

External intent — predictive third-party data

Sales conversions — by BU, team, line of

business

Channel conversion — last-touch rates
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T H E  M A T H

Bayes’ Theorem, with a feedback loop.

01 Bayes’ Theorem combines all signals into one probability.

02 Updates probability with each new activity.

03 Applies weights and caps to each factor.

04 Prevents any single factor from skewing results.

05 Accuracy improves over time as new data flows back into the system.
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A I  A G E N T S

CrewAI-powered teams, orchestrated by Prefect.

Person Enrichment

Reviews available info and

enhances the profile with

enrichment tools.

Company Enrichment

Enhances results through

firmographic additions.

Persona Matching

Determines which existing

personas match, and to what

degree.

Report Generator

Creates the story behind each

lead.
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B U I L T  T O  S C A L E

A practical, two-tiered system.
The full agentic process incurs inference and enrichment costs — you can’t run it every time anyone does anything. So

it runs in two tiers.

TIER 1 · ALWAYS-ON TIER 2 · TRIGGERED

Pre-computed ML models

Demographic & firmographic fit

Initial “viability” filter

Runs continuously at scale

Full agentic scoring process

Activated at an activity threshold

Generates final probability

Creates the narrative story
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E X P E C T E D  O U T C O M E S

Faster cycles, higher conversion, better ROI — at scale.
When scoring is this precise, every team spends its effort where it actually pays off.

Sales velocity

Reps focus on the highest-probability

leads, shortening cycles.

Conversion rates

Context-aware outreach drives higher

engagement and success.

Marketing ROI

Smarter nurture and precise resource

allocation maximize return.

A scalable system

Two-tier model applies AI economically

— growth without linear cost.
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I N  P R O D U C T I O N

The Lead Intelligence dashboard
— every lead, score to detail.

AI synopsis feature

The AI-generated summary appears automatically in the Comments section for

every new marketing-sourced lead — instant context for reps on entry.

Automated MQL ranking

The predictive A1/A2/A3 ratings are stored in the MQL Rank field — enabling

efficient prioritization and routing.

Data-science insight, directly actionable inside the CRM.
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I N  P R O D U C T I O N

Inside Salesforce, the synopsis does the briefing.

When a scored lead object lands in Salesforce — or any CRM — the whole record travels

with it.

Every field is right there: contact, interested product, MQL status and A1/A2/A3 rank.

Reps have all the detail they need without leaving the lead record.

The AI synopsis gives them the gist in seconds — who this lead is and why they matter.

It names the play, too: the challenge, the entry point, and the next move.
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G E T  I N  T O U C H

NICK PANAYI.
Veteran 2× CMO with 25+ years building and scaling high-

performance marketing teams. I help organizations bypass the AI

hype and evolve their marketing engines for the AI era.

nickpanayi2@gmail.com

202-867-4001

linkedin.com/in/nickpanayi
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