BEST USE CASES

SPARK

Spark centralizes pipeline management and accelerates revenue with predictive
insights, automated follow-ups, and accurate forecasting.

1 Campaign Automation

@~ Centralized Pipeline Management

©~ Provide a single source of truth for sales
teams.

& Improve collaboration and visibility across

the pipeline. . .
4 Real-Time Revenue Forecasting

2 Predictive Deal Scoring
Generate accurate revenue forecasts based
on live data.

" Use Al to score deals based on likelihood to

Provide leadership with forward-looking
close.

sales insights.

© Prioritize high-probability opportunities. Adjust strategies proactively to hit revenue

=~ Focus sales resources on the most valuable targets.
leads.

CRM & Marketing Syst
3 Automated Follow-Ups 5 Integratio; eting System

" Automate reminders and outreach tasks for

sales reps.

" Reduce missed opportunities from delayed

responses.

£ Maintain consistent communication with

prospects.

Sync seamlessly with CRM and marketing
platforms.

Enable smooth data flow across sales and
marketing teams.

Ensure alignment of campaigns and pipeline
management.

©® Before SPARK, my reps were buried in admin work. Now, they’re back in front of customers
where they belong. We’ve shortened our quote cycle, improved win rates, and increased
revenue without adding headcount. It feels like hiring five more reps, but without the payroll

burden. 99

- Vice President of Sales
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