Strategic Account Prospecting Guide
by Matthew Putnam S Flowla
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Every day, thousands of SDRs flood decision-makers' inboxes with generic
pitches that get ignored. Meanwhile, top-performing SDR-AE teams are
achieving 3-5x higher response rates and closing deals significantly

faster. What's their secret? A coordinated, account-based approach that
turns cold outreach into warm conversations.

Matthew Putham
Founder @ Sales Upskill & Head of Growth @ Prospeo.io

1. Laying the groundwork

Think of account-based prospecting as planning a strategic campaign rather than
sending random shots into the dark. Just as a successful campaign requires intelligence,
coordination, and precise execution, your prospecting efforts need the same level of

strategic thinking.

Understanding account-based prospecting

4

Traditional prospecting Account-based prospecting

Relies on volume over precision Focuses on fewer, better-fit accounts
lgnores account context and timing Leverages timing and trigger events
Lacks coordination between SDR and AE Coordinates SDR-AE touchpoints
Uses generic messaging Delivers personalized value
Single-threaded approach Builds multiple relationships

@ flowla.com [ company/flowlacom (O)flowlacom  EBFlowlacom


https://www.linkedin.com/in/matthewrichardputnam/
https://www.linkedin.com/in/matthewrichardputnam/

Strategic Account Prospecting Cheat Sheet by Matthew Putnam

The 3 pillars of success for account-based prospecting

Strategic account selection

Selection Criteria Weight Examples
ICP Fit 5 points Industry, size, tech stack
Pain Points 5 points Urgent needs, clear challenges
Accessibility 5 points Multiple stakeholders reachable
Contract Status 5 points No long-term competitor commitments
Trigger Events 5 points Recent changes, growth, news

SDR-AE synchronization

Arrange SDR-AE synch meetings at regular intervals:

Daily quick syncs for urgent updates and coordination

Weekly strategy sessions to align on account priorities
Bi-weekly account reviews to deep dive into top opportunities
Monthly performance reviews to optimize approach and results

Digital engagement strategy

Content Type Purpose Engagement Indicators
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2. Engagement through value

Today's buyers are more informed than ever. By sharing genuinely valuable resources
that help prospects solve their immediate challenges, you build trust and position
yourself as a thought partner rather than just another vendor.

General business resources

For growth-stage companies

For enterprise organizations

e Growth team KPI template: Shows how e Change management playbook: Helps
fast-growing companies track success with any major initiative

e Hiring plan calculator: Help prospects e Cross-department alignment guide:
plan team scaling Valuable for large projects

e Burnrate assessment tool: Essential for e ROl calculation templates: Useful for any
funded companies business case

e Tech stack evaluation framework: Guide e Risk assessment framework: Critical for
for assessing new tools large organizations

Trigger event resources

Product launch
resources

New role resources Funding resources

e First 90 days planning e Scale-up planning e Go-to-market checklist
template framework e | aunch success metrics
e Department e Hiring plan calculator e Customer feedback
assessment framework e Burnrate optimization templates
e Team alignment guide e Market analysis
workshop guide e Growth metrics framework
dashboard

Role-based quick wins

For C-suite For directors For managers

e Executive dashboard e Team performance e Team productivity tools
templates metrics e Process documentation
e Strategic planning e Project management templates
frameworks templates e Training program
e Board presentation e Resource allocation frameworks
templates tools e Performance review
e Peer benchmarking e Budget planning guides guides
guides
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How Flowla can help?

Flowla is a game-changing platform that transforms how you engage with prospects
throughout the entire sales cycle. Think of it as your virtual sales office where you can
create personalized experiences for each account, from first touch to closed deal.

Sales stage How Flowla helps Impact

Create personalized

Prospecting 47% higher response rates

outreach workspaces
Discover Trackengagement with Better meeting preparation
Y shared materials I Prep
_ , Interactive demos and
Solution Presentation More engaged stakeholders
custom content
_ Monitor stakeholder :
Evaluation . Faster deal progression
involvement
, Simplified collaboration , ,
Closing Higher win rates

tools

Using Flowla to share resources

S0, using Flowla, you can create value-added experiences instead of just sending
resources via email:

1.Create context: | noticed your recent announcement about [specific event], so I've
curated these resources that have helped other [industry| leaders navigate similar
situations successfully.”

2. Enable easy sharing: “Feel free to share this workspace with your team - |'ve
included resources relevant for [specific roles] as well.”

3. Demonstrate understanding: "Based on your focus on [specific initiative], I've
included our framework for [related challenge] that's helped companies like
[reference] achieve [specific outcome].”

® Pro Tip: Keep a running list of which resources generate the most engagement in your

Flowla workspaces. This helps you refine your resource-sharing strategy over time.
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3. Real-world engagement scenarios

Account-based prospecting isn't just theory - it's about daily actions that drive results.
Here's how to put everything into practice and use Flowla effectively throughout your
prospecting journey.

Scenario 1: Multiple stakeholders viewing your workspace

When multiple stakeholders from the same account are engaging with your content:

SDR Action AE Action Flowla Update

Send personalized Addrelevant case

Within 1 hour Prepare account brief _
follow-up studies
oy Connect with initial Research new Update workspace
Within 4 hours :
contact stakeholders analytics
o Share additional Plan multi- Create role-specific
Within 24 hours : :
resources stakeholder meeting sections

Scenario 2: Executive engagement

When a C-level executive spends time in your workspace:

1. Immediate actions: 2. Follow-up strategy: G%W
'Lg

Quickly respond to prospect Personalize your outreach with
activity with real-time alerts, executive-level insights, peer
detailed engagement insights, perspectives, and tailored

and specific interest tracking. suggestions for the next steps.

SDR alerts AE immediately AE sends a personalized

Review the exact content message

viewed Share executive-specific

Check engagement iInsights

duration Offer peer perspective

Note specific interests Suggest brief executive
discussion
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4. Measuring success

Understanding success and how to measure it is crucial for continuous improvement.
Track these metrics to measure your account-based prospecting effectiveness:

Primary metrics

Account penetration 3+ stakeholders Shows multi-threading success
Engagement rate >40% workspace views Indicates content relevance

Response rate >25% Validates personalization effectiveness
Meeting conversion >15% Proves value proposition resonance

Quality metrics

Beyond the numbers, assess the quality of your engagement:

e Seniority of engaged contacts
e Depth of content interaction

e Cross-department involvement
e Follow-up meeting attendance

Setting realistic timelines

Account-based prospecting is a marathon, not a sprint. Here's what to expect:

50-day goals 60-day goals 90-day goals

e Researchand map 10 e Expandto 3+ e Maintain active
priority accounts stakeholders per engagement with 15+

e Create personalized account accounts
workspaces for each e Generate consistent e Achieve consistent

e Achieve initial engagement metrics meeting conversion
engagement with 5 e Convert 2-3 accountsto e Generate predictable
accounts opportunities pipeline

e Schedule 2-3 multi- e Establish regular buying e Establish success
stakeholder meetings committee interactions patterns
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Measuring success in Flowla

Use these Flowla-specific metrics to optimize your approach:

Engagement quality Stakeholder expansion 90-day goals

score rate

e Time spent perresource e New stakeholder e Most viewed resources
e Return visit frequency additions e Highest converting

e Content sharing activity e Cross-department content

e Interactive tool usage reach e Engagement patterns

e Seniority level Feedback and requests

progression
e |nternal sharing metrics

® Pro Tip: Create a weekly scorecard combining these metrics to track progress and

identify areas for optimization.

Success indicators beyond numbers

Look for these qualitative signs of success:

e Stakeholders sharing workspaces internally

e Prospects referencing specific content in conversations
e |ncreased depth of discovery discussions

e Fastertechnical validation processes

e More efficient buying committee alignment

Remember: The goal isn't just to hit numbers - it's to create meaningful engagement
that drives real opportunities forward.

=,

See Flowla in action

(EROPe o

Streamline your sales process with digital sales rooms
designed to move your deals forward.
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