Agency THE FREE BUILDER

® CLIENT ACQUISITION - THE LIST

The 100-Lead
Builder

Your list isn't too small. It's too cold. 100 right-fit, signal-backed leads beat 1,000 random names
every time. This builds you a tight ICP, the exact data to capture, and the signals that tell you who's

ready to buy - so your next batch books calls instead of burning your domain.

The tight-ICP filter One buyer per company The signal stack Where to source leads

The real volume math Your build-100 sprint

A builder from A God siok. The $10,000 Guarantee
e R A Y \ou get the result or you get paid $10,000

agencygod.com



AgencyGocd — THE REFRAME

WHY THE LIST ISN'T WORKING

You don't have a volume problem.
You have a fit problem.

You sent hundreds of cold emails and got almost nothing back. So you did what feels
logical. You scraped more names.

That's the trap. A bigger list of the wrong people doesn't book more calls. It books worse ones. You burn
send volume, you burn your domain reputation, and the few replies you get are garbage-fit prospects

who waste the call. As one owner put it: "My list is huge but the calls that book are garbage-fit."

Across B2B, it takes roughly 306 cold emails to produce a single qualified lead, and cold-
email-to-meeting conversion averages about 0.1%, with "good" sitting above 0.4%. So when
you fire a wide, untargeted list at the inbox, the math is already against you before the first
send.

A 100-lead list is one Not a quarter's pipeline. Treat
it like one.

Here's the lever. The cold-call-to-meeting rate collapsed from about 4.82% in 2024 to 2 to 2.3% in 2025
as raw volume tactics decayed. The agencies still booking calls didn't send more. They sent to a tighter

list, backed by intent signals, with the right contact at each company. Quality is the only edge left.

306 ~0.1% 100

Cold emails to produce one Average cold-email-to- Right-fit leads that out-book
qualified lead, on average meeting rate across B2B 1,000 random names
Sources:
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AgencyGocd — STEP ONE

BUILD THE FILTER FIRST

A tight ICP is a filter, not a marketing persona

A persona describes who you'd like to reach. An ICP defines who actually closes. Build yours on
hard firmographic and technographic criteria that predict a deal, never vague "decision-maker”

language.
o Industry / niche e Size band
One vertical you've closed before, not "small An employee or revenue range you can actually
businesses.” Med-spas. Roofers. Dental groups. serve and that can afford you. Pick a floor and a
Your best past result names your beachhead. ceiling. Too small can't pay, too big won't move fast.
a Growth stage & tech stack n Buying trigger
Funded, hiring, or expanding signals budget. The The recent event that makes the pain urgent right
tools they run (CRM, ad platforms, booking software) now. New marketing hire, funding round, product
tell you they have the problem you fix. launch, store opening. No trigger, no urgency.

Target one economic buyer per company.
Owner, founder, or Head of Marketing.

One decision-maker per company, always. Threading three contacts at the same firm doesn't triple
your odds. It triggers duplicate-sender flags, makes you look like a spray-and-pray bot, and confuses
the buying conversation. Pick the single person who controls the budget for the outcome you sell, and
write to them like a human who already understands their business.

The test: Could a court witness or a stranger read your ICP and point to a real company that fits? If it's
so broad it fits 10,000 firms, it isn't a filter. Tighten it until it stings a little.
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AgencyGocd — STEP TWO

PRIORITIZE BY INTENT, NOT JUST FIT

A company showing intent beats a perfect-fit
company showing nothing

Fit tells you who could buy. Signals tell you who's looking right now. Rank your 100 by signal
strength, and work the hot rows first.

A BEHAVIORAL INTENT - WORK THESE FIRST e STRATEGIC TRIGGERS - THE BUYING EVENT

e Pricing-page visits on your site or a New CMO, CRO, or founder hire in the last 90
competitor's days

e Trial or demo signups they never completed Funding round just announced

e Comparison and review-page views (G2, Active hiring for roles tied to your service
Capterra)

Product or location launch

e Repeat visits to the same doc or service page
Tech-stack change (added a CRM, ad platform,

e Content engagement on the exact problem booking tool)
you solve

Static fit is the floor. Behavioral intent is the strongest layer, because the prospect is already in motion.
Strategic triggers come next, because a new CMO or a fresh funding round resets priorities and frees
budget. A high-intent company that's a B-grade fit will often book faster than an A-grade fit who isn't
thinking about the problem at all.

%

Score every lead Fit (A/B/C) plus Signal (hot / warm / cold). Sort the list so hot-signal rows sit
at the top. Those are the calls worth making this week. Cold-signal A-fits go into nurture, not the
first batch.

Why this order:
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AgencyGocd

WHERE THE LEADS COME FROM

— STEP THREE

Stack four layers of data, in this order

Don't start by buying a list. Start with the leads who already raised a hand, then enrich and layer

signals on top.

LAYER 1 - FREE LAYER 2 - BUILD IT LAYER 3 - ADD INTENT
First-party Enrichment Intent layers

Your CRM, closed-won Apollo, Zoominfo, G2, Bombora, 6sense.
and closed-lost, Cognism. Fill in contact, Flag the accounts
website analytics, role, size, and tech actively researching
inbound replies. The stack against your ICP your category right now.
warmest names you own filter.

and already ignore.

THE EXACT DATA TO CAPTURE

Eight fields per lead. No more, no less.

LAYER 4 - ADD
TRIGGERS

Trigger feeds
Funding, hiring, and news
feeds. Catch the buying
event the day it
happens, not a quarter
late.

1. Company name + website 2. Industry / niche (matches your ICP)

3. Size band (employees or revenue) 4. Decision-maker name + role (one per company)
5. Verified email + LinkedIn URL 6. Buying trigger + the date you spotted it

7. Signal type (behavioral / trigger / none) 8. Fit + signal score (your priority rank)

Capture the trigger and the score, not just the email. The email gets you into the inbox. The trigger
and the score tell you what to say and who to message first. A list without them is just names.

AgencyGod - agencygod.com Resuflts shown are not typical and not guaranteed.
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AgencyGod — THE HONEST MATH

DON'T FOOL YOURSELF

What 100 leads actually does for you

100 leads is a tight first batch to prove your ICP and sharpen your message. It is not your
monthly booking goal. Here's the real math so you plan with eyes open.

o Realistic cold email-to-meeting rate — around 0.4% for a well-targeted list ("good" by 2025
benchmarks).

To book ~10 calls a month from cold email — you need roughly 2,500 well-targeted
contacts a month.

Tighten the ICP — that number drops. Go broad and untargeted — it balloons, and your
domain pays for it.

S0 100 leads is one focused batch: enough to test the ICP, refine the message, and feed a
multichannel cadence, not a quarter of pipeline.

Source: Reachoutly cold-email conversion benchmarks 2025 (~0.4% "good" email-to-meeting rate). Rates are eroding industry
benchmarks, not promises. Your numbers will vary with offer, list, and deliverability.

THE LEVER THAT BEATS VOLUME

Lead temperature changes everything

Cold list ~1.5-2%

Marketing-qualified

Warm intro / referral

A warm intro converts at roughly 10x a cold prospect. One referral is worth about ten names off a

scraped list. So the smartest list-building move isn't more scraping, it's earning more warm intros from

clients you already have. That's the cheapest, highest-converting source there is.

AgencyGod ‘- agencygod.com Results shown are not typical and not guaranteed.
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AgencyGod — YOUR TURN

THE CENTERPIECE

Write your ICP filter

Fill every blank. When you can read this as one sentence and picture five real
companies that fit, your filter is tight enough to build on.

THE ICP STATEMENT
"We target [ industry / niche ] with [ size band ] showing [ buying
trigger ], and we message [ the one decision-maker] when we see

[ the intent signal ] .

1-INDUSTRY / NICHE 2 - SIZE BAND

The vertical where you got your best result. Employee or revenue floor and ceiling.

3 - BUYING TRIGGER 4 - THE ONE DECISION-MAKER

The recent event that makes the pain urgent. Owner, founder, or Head of Marketing. One per company.

5 - THE INTENT SIGNAL YOU'LL WATCH FOR

Pricing-page visit, new CMO, funding, hiring, tech-stack change. The flag that says ‘reach out now."

If your filter fits 10,000 companies, it's a persona, not an ICP. Tighten it until it fits a few hundred you'd be thrilled
to land.



AgencyGocd — DO IT THIS WEEK

THE BUILD-100 SPRINT

Five days to a list that actually books

Block 60 to 90 minutes a day. By Friday you have 100 scored, signal-backed leads ready for a
multichannel cadence of 8 to 12 touches.

DAY Lock the filter

1 Fill in the ICP worksheet from page 7. One niche, one size band, one buyer, one trigger. Don't
source a single name until the filter is written down.

DAY Mine first-party gold

2 Pull every closed-lost, dormant inbound, and warm-but-never-closed name from your CRM
and inbox. Earn warm intros from happy clients before you ever scrape. These convert
highest.

DAY Enrich to the filter

3 Use Apollo, Zoomlnfo, or Cognism to build out to 100 companies that match. Capture all eight
fields. One verified decision-maker per company. Verify every email.

DAY Layer signals and score
4 Add intent and trigger data. Tag each lead hot, warm, or cold, and grade fit A/B/C. Sort so the
hottest rows sit at the top. That's your call-this-week shortlist.

DAY confirm the channel is alive

5 Before you send, make sure the domain is authenticated and warmed (SPF, DKIM, DMARC). A
perfect list dies if your domain isn't ready. Then launch your 8 to 12 touch cadence to the hot
rows first.

One more thing: 100 leads is the test batch, not the finish line. Once the ICP proves out and the
message lands, you scale the same filter and the same scoring, not the noise. Tight in, predictable out.
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® YOUR NEXT MOVE

You can build the list.
We'll build the machine that fills
your calendar.

A scored, signal-backed list is the start. The hard part is everything after: the
authenticated domain, the cadence that actually lands, the calls that show, and the
close. We install that whole system done-with-you, backed by the $10,000
guarantee. You get the result or you get paid $10,000.

Every week you spend scraping more cold names is a week your domain reputation
slips and your calendar stays empty. We cap onboarding at a handful of agencies a
month so we can actually deliver. Apply now while there's a spot open.

‘ You get the result or you get paid $10,000
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The 100-Lead List Builder
Results shown are not typical and not guaranteed.
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