
Introduction

Welcome to the art of efficient lead scoring (with Clay). This guide will take you on a journey 

to master the identification of highly qualified leads, utilizing a streamlined workflow. Our 

objective is to provide a consistent and effective process, enabling your team to qualify leads 

with precision and make the outreach process more targeted and successful.

Building a Dynamic Lead Scoring System

Define Scoring Criteria

The cornerstone of our lead scoring system is the criteria we use to assess and qualify each 

lead. We start with three fundamental signals, keeping it simple as an introduction to lead 

scoring:

These basic criteria provide a total score of 10 points for each lead, offering an initial 

qualification filter. However, as you become more adept at lead scoring, you can expand these 

criteria. For instance, you might consider product reviews, certifications, website visits, tech 
stack choices, or even social media engagement as additional signals.

*Prioritize Valuable Buying Signals: Assign value to each buying signal based on its 

importance to your company or client. In the case study, "Recent Funding News" was given 

the highest points, indicating that companies with recent funding are more likely ready to 

buy.

Lead Scoring
Excellence

Recent Funding News: We assign a score of 5 points if a company has recently secured 
funding. This indicates a healthy business with potential expansion plans.
Hiring Status: We give 3 points if a company is in hiring mode. This suggests growth and a 
possible need for your product or service.
Recent News: We award 2 points for any notable mentions, such as product launches or 
awards, indicating positive momentum.
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*Filtering and Enriching Data: This step ensures that the most relevant leads are identified 

and enriched for outreach, improving the quality of your lead qualification process.

After assigning scores, we filter our extensive list of companies based on these initial scores. 

We start with the highest scorers, working our way down. This tiered approach ensures we 

prioritize our efforts on the most promising leads first.

We then employ enrichment tools to uncover key contacts within these companies. This step 

is crucial as it provides us with specific individuals to target for outreach. We can also apply 

location filters to focus on specific regions, like Chicago, for a more tailored approach. To 

maintain a diverse lead pool, we generally limit contacts to three per company.

Elevate with Keyword Enrichment

To further refine our lead quality, we introduce keyword enrichment. We strategically append 

relevant keywords to contact names, enhancing our understanding of their roles and 

departments. For this project, we might use keywords such as "Economic Development," 

"Innovation," "Technology," "Digital Transformation," "Socially Conscious," or "Startup."

By filtering contacts based on these keywords, we pinpoint highly qualified leads. For 

instance, we could target the "Head of Innovation," "Chief Digital Officer," or "Regional 

President of Chicago" within an organization, depending on your offering's target audience.

Final Filtering and Refinement

We perform additional filtering to fine-tune our list, ensuring a highly qualified pool of leads. 

This could include targeting specific job titles, such as "C-suite executives," "Heads of 

Departments," or "Directors." We might also filter based on engagement signals, such as 

product reviews or website visits, to further qualify these leads.

Moreover, we can consider your unique value proposition and target leads that align with it. 

For example, if your product focuses on digital transformation, we could prioritize leads with 

"Digital" in their job titles or those working in IT or innovation departments.

Embracing Dynamic Signals

It's important to recognize that lead scoring is a dynamic process, and as you become more 

proficient, you can incorporate more advanced signals. For instance, you might consider 

product reviews, certifications, or even the tech stack used by these companies. By analyzing 

their technology choices, you can gain insights into their potential needs and pain points, 

making your outreach even more tailored and effective.

Cautions and Tips for Success



Troubleshooting and QA: Reproducing Workflow

Lead Scoring Workflow Reproduction

Bug Identification and Troubleshooting

The potential bug may surface during the intricate steps of filtering, enrichment, or keyword 

matching. This could lead to inaccuracies in lead scoring results, impacting the efficiency and 

reliability of the workflow.

To address this, carefully scrutinize each step, ensuring data integrity and consistent 

application of filtering and enrichment criteria. Pay close attention to keyword matching, as 

the accuracy of this step is crucial to the overall success of lead qualification.

By diligently following this guide and performing thorough checks, your team will be well-

prepared to handle any issues that may arise, ensuring a seamless and effective lead scoring 

process.

Ensure scoring criteria are clearly defined, relevant, and consistently applied by the 
entire team.
Regularly review and evolve these criteria to maintain their effectiveness and adapt to 
market changes.
Be cautious when applying filters to avoid inadvertently excluding potential leads. 
Consider using a combination of criteria to capture a diverse range of leads.
Monitor the enrichment process for any errors, especially when working with large data 
sets and keywords.
Limit leads per company to maintain a balanced portfolio, allowing for a broader reach.
Use location filters strategically to target specific regions and tailor your messaging 
accordingly.

1.  Start with a list of 75 companies and score them based on the defined criteria: recent 
funding news, hiring status, and recent news.

2.  Filter this list to select companies with a top score of 10, indicating strong initial 
potential.

3.  Utilize enrichment tools to uncover contacts within these companies, focusing on a 
specific location and limiting results to a manageable number, such as three contacts per 
company.

4.  Apply strategic keyword enrichment to contact names, using relevant terms like 
"Innovation" or "Digital Transformation."

5.  Filter the keyword-enriched list to identify qualified leads, focusing on those with 
keywords that align with your target audience.

6.  Perform additional filtering to further refine your list, targeting specific job titles or 
departments that match your ideal customer profile.

7.  Check for errors or discrepancies during this process, ensuring the accuracy and integrity 
of the lead scoring workflow.



Conclusion

By mastering the strategies in this guide, your team will excel at identifying and prioritizing high-

quality leads (using Clay), transforming your sales outreach into a more focused and effective process. 

You’ll be able to sift through vast pools of prospects to pinpoint the most promising opportunities, 

significantly boosting your sales success.
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Take Action Now

Don’t miss the opportunity to enhance your lead-scoring capabilities and see immediate 
improvements in your sales results.  Connect with us for a FREE 30-minute Strategy Session where 

we assess your outbound strategies: 

Connect with Justin E. Morgan on LinkedIn | Follow Justin on X Account

Follow xBoundAI on LinkedIn | Follow xBoundAI on X Account

xBoundAI's Website | Subscribe for More Insights

Happy scoring, and may your leads be abundant and qualified! ⛳
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