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WHO AM I

Clara Flaherty
Co-founder & Head of Growth, CarrierSource

Previously 6 years at G2.com — the world's largest B2B software review platform.
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Intent data isn't the differentiator 
anymore.

Execution is.
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What's inside
TODAY'S ROADMAP

01 Opening 

02 Foundation: intent data in 5 minutes

03 Not all signals are created equal

04 The response framework

05 Workflows in action

06 Common mistakes

07 Q&A
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94%
of buyers turn to online research when looking for new 
partners.
~ ACQUITY GROUP
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HOW SHIPPERS SEARCH NOW

The channels have multiplied.
Search engines Google, Bing

AI answer engines ChatGPT, Perplexity, Gemini, Claude — the new battleground (AEO)

Customer reviews CarrierSource, Google reviews

Educational content Blog posts, guides, whitepapers

Social media LinkedIn, YouTube

Industry events Conferences, webinars, podcasts

→   AEO is what SEO was 10 years ago. Start paying attention now.

Press releases/earned media FreightWaves, Transport Topics
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Intent data is not contact 
information.
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Intent Data captures “Signals” that reveal where a 
shipper is in their buying journey, what they need, 
when they need it, and who else they're considering.
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Three types of intent data.
YOU NEED A MIX. MOST TEAMS PICK ONE AND IGNORE THE REST.

FIRST-PARTY

Your own data

Collected from your website, email, 
social. You own it entirely.

Ex: Website analytics, email opens, CRM 
activity

SECOND-PARTY

Partner's data

Another company's first-party data, 
shared with you. High signal, 
compliant.

Ex: CarrierSource, G2

THIRD-PARTY

Aggregated data

Sourced from many places. Broader 
but noisier. Watch privacy 
compliance.

Ex: 6sense, ZoomInfo
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BEFORE YOU START

Nail your ICP first.
SIGNALS FROM THE WRONG ACCOUNTS ARE JUST NOISE.

—   Your best customers
Who gets the most value, renews, expands, and refers others?

—   Company demographics
Industry, size, location, revenue, business model, tech stack

—   Buying triggers
New warehouses, new lanes, M&A, funding, regulation changes

—   Behavioral signals
How do good-fit customers actually behave before they buy?



Get your house in order.
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• Search Engines

• Answer Engines

• Your Website

• Social Media

• Your Sales Team

• Your Contact Database

• Find a Provider

• Define your Goals

• Align your Team
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Not all signals are created equal
NAIL ONE TIER BEFORE ADDING THE NEXT

TIER 1

HOT
In-market

"They're shopping right now"

Quote or contact form submitted · Your brand or competitor name 
searched · Service + geo search ("drayage California") · Website view

MINUTES – HOURS

TIER 2

WARM
Problem-aware

"They're researching the problem"

Educational content engagement · Trigger events (new lane, new 
warehouse, M&A) · Comparing service types (LTL vs FTL)

DAYS

TIER 3

COLD
Awareness

"They're just browsing"

Podcast or newsletter subscribes · Social follows · General industry 
content engagement

NURTURE SEQUENCE
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TIER 1 · HOT · IN-MARKET

Hot signals have a shelf life.
RESPOND IN MINUTES — NOT DAYS

WHAT COUNTS AS TIER 1

—   Quote or contact form submitted

—   Your brand name searched

—   Direct competitor name searched

—   Service + geography search ("drayage California")

—   Multi-person visits from the same shipper

—   Pricing + case study in one session

THE DECAY

Under 5 min
21× more likely to qualify

Within 30 min
conversion drops sharply

Over 1 hour
effectively cold again
Source: Oldroyd / HBR

→   Watch out: not every site visit is hot. It's the signal + the shipper that make it Tier 1.
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TIER 2 · WARM · PROBLEM-AWARE

Most of your pipeline lives here.
TREAT IT LIKE PIPELINE — NOT LIKE LEADS

WHAT COUNTS AS TIER 2

—   Downloaded a problem-specific guide or whitepaper

—   Trigger event (new warehouse, new lane, M&A, funding)

—   Category research (LTL vs FTL, drayage vs intermodal)

—   Repeat visits to services pages over 2-4 weeks

—   Webinar or podcast engagement on the topic

—   Multiple stakeholders researching the topic

WHEN TIER 2 BECOMES TIER 1

CLUSTER
3+ signals, same account, 2 weeks

COMBINATION
Trigger event + any engagement

COMMITTEE
Multiple buyers from same shipper

→   Watch out: a whitepaper download isn't a quote. Marketing works these — not sales.
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TIER 3 · COLD · AWARENESS

Tier 3 is the long game.
DON'T SKIP IT — DON'T LIVE IN IT

WHAT COUNTS AS TIER 3

—   Podcast listens or episode downloads

—   Newsletter subscribers

—   Social follows (LinkedIn, etc.)

—   Liking or sharing industry content

—   Conference or event attendance (no meeting)

—   Downloaded a general industry report

WHEN TIER 3 BECOMES TIER 2

RETURN
Same person, 4+ weeks of engagement

TOPIC
Shifts from broad to problem-specific

SPREAD
New people from the same account

→   Watch out: Tier 3 pays you back in recognition — not this quarter's pipeline.
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THE DISCIPLINE

Master Tier 1.
Then 
earn the right to Tier 2.
—   Tier 1 is the highest ROI  —  Small volume, enormous conversion. This is where revenue gets won fastest.

—   Tier 1 is the lowest complexity  —  One signal → one alert → one rep. Weeks to stand up, not months.

—   Tier 2 & 3 compound later  —  Once you've nailed Tier 1, the bandwidth to invest in nurture pays real 
returns.
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Every signal has three questions.
WHO OWNS IT.   HOW FAST THEY RESPOND.   WHAT THEY DO.
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Who, how fast, what — by tier.
TIER 1 · HOT TIER 2 · WARM TIER 3 · COLD

WHO

HOW FAST

WHAT

Named sales rep

(within SLA)

5-15 minutes

max 1 hour

Personalized 1:1

referencing their signal

Marketing

+ light SDR touches

Next business day

weekly cadence

Problem-specific sequence

+ retargeting

Marketing

(brand & content)

Monthly nurture

quarterly review

Educational content

retargeting, patience
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WHO OWNS IT

Clear ownership. No gray zones.
TIER 1 · HOT

Sales Named rep or SDR. Dedicated queue. SLA tracked. If no one owns it, it's not a 
system.

TIER 2 · WARM

Marketing Marketing runs nurture workflows. SDR does light touch-points when promotion 
rules trigger.

TIER 3 · COLD

Marketing Pure marketing. Brand, content, retargeting. Sales doesn't touch these until they 
promote.

→   The handoff moments are the hardest part. When Tier 2 promotes, sales has to already know the account.
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WHO OWNS IT

Speed by tier
TIER 1 · HOT

5 minutes ideal. 1 hour max Alerts route instantly. SDR has a dedicated hot-signal queue. SLA is tracked 
weekly.

TIER 2 · WARM

Next Business day, weekly cadence Enrolled in a sequence within 24 hours. Reviewed weekly for promotion signals.

TIER 3 · COLD

Monthly nurture, quarterly review Content cadence runs on a monthly rhythm. Promotion patterns reviewed 
quarterly.

→   If you miss your Tier 1 SLA three weeks in a row, you have an ops problem — not a data problem.
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WHAT YOU DO

The action looks different at every tier.

TIER 1 · HOT

1:1 personalized
—  Reference the exact signal (what they 
searched, what they downloaded)

—  LinkedIn connect + intro message

—  Personal phone call within the SLA

—  Relevant case study as follow-up

TIER 2 · WARM

Sequence + retarget
—  Auto-enroll in a problem-specific email 
sequence (not a brand nurture)

—  LinkedIn retargeting with relevant case 
studies

—  Watch for promotion signals (Cluster, 
Combination, Committee)

TIER 3 · COLD

Educate + stay present
—  Educational content — not sales 
content

—  Light retargeting to reinforce brand

—  Track for Tier 2 promotion signals 
(Return, Topic, Spread)
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SALES WORKFLOW · TIER 1

A real hot-signal response.
TRIGGER

A shipper in your ICP searches for reefer capacity going from Chicago to Seattle

THE RESPONSE

5 min Alert routes to named SDR for that service/lane. Notification fires on phone + Slack.

15 min
SDR sources most likely 2-3 people who conducted search, sends personalized LinkedIn connect + intro message referencing 
their specific service need.

30 min Phone call. References open capacity in and expertise in exactly what was searched. Keep it magical, not creepy.

Day 2 Follow-up email with a case study from a similar-sized shipper in their region.

Day 5 Second phone attempt + voicemail. Reference the first touch.

Day 7 Break. Move account to retargeting + warm nurture sequence.
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MARKETING WORKFLOW · TIER 2

A real warm-signal nurture.
TRIGGER

An ICP shipper searches for “drayage” services

THE RESPONSE

Day 0 Auto-enrolled in a 5-email sequence specific to drayage selection. First email hits inbox within 24 hours.

Day 2 LinkedIn retargeting begins: case studies of similar shippers + review snippets.

Week 1 Email #2: common pitfalls in the drayage vendor selection process.

Weeks 2-4 Emails #3-5 at weekly cadence. Progressively more specific.

Ongoing Account tagged for promotion monitoring. SDR alerted if Cluster, Combination, or Committee triggers fire.

Week 6 Review: has the account shown Tier 1 signals? If yes → promote. If no → move to long-term nurture.
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ACCOUNT MANAGEMENT · RETENTION RISK

A real retention alert.
TRIGGER

An existing customer shows intent for a direct competitor — or researches a service you already 
provide.

THE RESPONSE

Same day AM gets alert. Before reacting, they review recent service history for any known issues.

24 hours Soft check-in. Tone is curious, not defensive: "Wanted to check in — anything we could be doing better?"

48 hours Schedule a longer meeting. Invite leadership to signal the account matters to the whole company.

Meeting Root-cause conversation. Listen. Do NOT pitch. The goal is to surface the real issue.

Week 2 Proposal or action plan based on what you heard. Follow through visibly.

Ongoing Monitor for resolution signals — does intent for competitors stop? That's the measure.
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Where teams go wrong.
THREE MISTAKES I SEE OVER AND OVER.
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MISTAKE 1

Every signal is urgent.
WHAT IT LOOKS LIKE

SDRs get a dashboard with every visitor to the site, every content download, every social follow — all treated 
the same. They call everyone. They convert almost nobody.

THE FIX

Tier before you touch. Only Tier 1 goes to sales. Everything else goes to marketing — and that's a feature, 
not a bug.
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MISTAKE 2

Sales pounces on Tier 2.
WHAT IT LOOKS LIKE

A shipper downloads a whitepaper. An SDR calls them that afternoon asking if they're ready to go. The 
shipper hangs up. They don't come back.

THE FIX

Marketing nurtures the researcher. Sales engages when promotion rules trigger (cluster, combination, 
committee). Earn the call.
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MISTAKE 3

You only count what closes.
WHAT IT LOOKS LIKE

The first month using intent data comes around. Leadership asks: is intent data working? Someone runs a 
report on closed-won deals tied to intent signals. The number looks underwhelming. Budget gets cut.

THE FIX

Measure by tier. Tier 1 = closed deals. Tier 2 = pipeline influenced. Tier 3 = brand recognition and inbound 
growth. Different jobs, different metrics.
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TAKE THESE HOME

Three things.

01 Tier your signals.
Hot, warm, cold. The framework is the foundation for everything else.

02 Clear ownership + clear speed.
Who owns each tier. How fast they respond. No gray zones.

03 Workflows — not spreadsheets.
The teams that win have a system. Start with Tier 1. Earn the right to Tier 2.

Start Monday. Start with one Tier 1 signal and one workflow. Everything else follows from there.
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Questions?
Let's talk signals, workflows, or anything in between.
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Thank you.
Clara Flaherty
Co-founder & Head of Growth, CarrierSource

Email: clara@carriersource.io

LinkedIn: linkedin.com/in/clarakflaherty


