
SOLUTION BRIEF

Solution Brief: Full-Funnel
Demand Generation for
Enterprise Marketing

Enterprise marketing and advertising leaders face a critical challenge: generating

predictable pipeline from a complex mix of channels, regions, and buying

committees. Standard demand generation tactics produce high volumes of low-

quality leads, wasting budget and failing to engage the decision-makers who

matter. This disconnect between activity and revenue impact makes it difficult to

prove ROI and scale growth effectively. Acceligize provides a unified, full-funnel

demand engine built for global B2B enterprises. We replace fragmented, volume-

based approaches with integrated, multichannel campaigns that are orchestrated

through our proprietary data platform. By targeting bespoke audiences with intent-

based programs and compelling content, we connect you directly with qualified

decision-makers inside your target accounts. The result is a predictable flow of

high-quality leads, accelerated sales cycles, and measurable revenue growth.

Connect with
decision-
makers
Accelerated
Revenue Growth
Engage entire buying

committees inside your

target accounts to

Eliminate
wasted spend
Improved
Marketing ROI
Focus investment on

intent-based programs

that target accounts

actively researching

solutions like yours.

Go beyond
volume
Predictable, Quality
Pipeline
Receive a consistent

flow of highly qualified

leads who meet your

exact criteria, ready for

sales engagement.
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shorten sales cycles

and increase deal size.

The Challenge: Disconnected Channels, Diminishing
Returns

Running global marketing campaigns often means managing a disjointed

collection of vendors, platforms, and data sources. This fragmentation leads to

inconsistent execution, poor data quality, and an inability to track performance

from initial touchpoint to closed deal.

Key problems include:

Wasted Spend: Budgets are consumed by broad campaigns that fail to

reach the specific buying committees within target accounts.

Low-Quality Pipeline: A focus on lead volume over quality floods the sales

team with contacts who have no intent or authority to buy.

Lack of Visibility: Siloed channel data makes it impossible to get a clear

picture of marketing ROI or optimize campaign performance.

Global Inefficiency: Scaling campaigns across different languages and

regions creates operational complexity and brand inconsistency.

The Solution: A Unified, Full-Funnel Demand Engine

Acceligize delivers a cohesive marketing engine that connects your strategy to

revenue. Our approach is built on a proprietary data and marketing orchestration

platform that unifies every aspect of your demand programs, from audience

selection to lead delivery.

We combine three core pillars:

1. Proprietary Data & Orchestration

Our platform provides the central intelligence for identifying bespoke audiences,

activating intent data, and coordinating omnichannel execution. It ensures data

accuracy and provides a single source of truth for performance.

2. Full-Funnel Program Architecture

We design and manage interconnected campaigns that guide prospects from

awareness to decision. This includes Account-Based Marketing (ABM), high-
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value content syndication, and intent-driven lead generation.

3. Global, Multilingual Execution

Our operational capabilities support complex campaigns across multiple regions

and languages, ensuring consistent, high-quality engagement with your most

important global accounts.

Use Case: Global SaaS Provider Increases Pipeline
Velocity

A leading enterprise software company struggled with low conversion rates from

its content syndication programs. Leads were plentiful but rarely progressed to

sales-qualified opportunities. The marketing team lacked the ability to target

specific buyer personas within their named accounts or measure engagement

effectively.

By partnering with Acceligize, the company launched an integrated ABM program

targeting 500 strategic accounts. Using our platform, we identified active buying

committees based on intent signals and orchestrated a multi-channel content

journey. Qualified leads were delivered with full contextual history, enabling

immediate and relevant sales follow-up.

The Result: The company achieved a 45% increase in marketing-qualified leads

(MQLs) from target accounts and a 30% reduction in the sales cycle for those

leads. The marketing team gained complete visibility into pipeline contribution and

was able to reallocate budget to its most effective programs.

Schedule a consultation to design your full-funnel demand
strategy.

Structured for premium client presentation, sales enablement, and document export.

NEXT STEP
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