
Checklist Point Summary

1. Is your Annual Contract Value
(ACV) over $10k?

Ensure your revenue supports this program; an
ACV of $20k+ is ideal, though $10k may suffice in
unsaturated markets / competitive advantage.

2. Is your average Sales Cycle
longer than 5 months?

Long sales cycles benefit most from this strategy,
as it positions you as a solution early in the
buying journey.

3. Does the Buying Process
involve Multiple Stakeholders?

If multiple stakeholders are involved, re-targeting
company-wide accounts builds trust and creates
cross-departmental buy-in, bringing the buyer
group to the same awareness level.

4. Is the Buying Process
Relationship-Intensive?

Relationship-driven processes thrive with this
approach by nurturing accounts and equipping
SDRs with insights for meaningful outreach.

5. Do you already have Content
Channels in place?

Revenue-aligned content channels like blogs or
social posts accelerate demand generation,
reduce acquisition costs,  and provide valuable
insights for SDRs.

6. Do you have SDRs? Do they
have capacity to scale outreach?

SDRs must have tools and plans to act quickly
and meaningfully on real-time engagement
alerts, supported by a seamless tech stack.

7. Do sales and marketing
collaborate on the same goals?

Align sales and marketing under shared
accountability to drive and measure the success
of the Inbound-Led Outbound strategy.
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Curious what this could look like for your team?
We can run a low-pressure, 20-min call to map your current
motion and highlight smart ways to test Inbound-Led Outbound
even if you couldn’t check all the boxes.

https://saassy.agency/calendly-iloreadinesschecklist/?utm_source=ILOReadinessChecklist&utm_medium=PDF
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What is
Inbound-Led Outbound

Inbound-Led Outbound (ILO) is a go-to-market strategy that connects your
marketing signals (like content engagement, ad clicks, or resource downloads)
with sales action - enabling your team to start warm, relevant conversations
instead of cold outreach.

It’s the bridge between marketing’s demand generation and sales’ outbound
efforts.

Why It Matters for EdTech

In EdTech, sales cycles can be long, buying groups can be complex. Timing is
everything.

Most teams struggle with:

SDRs not knowing who to prioritize
Marketing generating leads that go cold fast
Sales only discovering buyers late in the journey
Missed opportunities due to untracked buying signals

What ILO Fixes

Instead of marketing running in isolation and sales reaching out cold...

ILO helps your team:

Identify which accounts are showing intent (even early signals)
Align marketing and sales around the same targets and messages
Engage warm leads with timely, relevant outreach
Personalize contact based on content consumed and journey stage
Shorten sales cycles by reaching the buyer group earlier

How It Works

ILO is a strategy built from three key elements:

Content that attracts and qualifies (e.g., buyer’s guides, evaluation
checklists, implementation guides, webinars)
Signals that show interest or behavior (e.g., demo requests, downloads per
institution, visits per institution, pages visited)
Outreach that’s triggered by those signals (by SDRs or marketing)

It creates a system where outbound doesn’t start cold, and inbound doesn’t
stop at a form fill.

https://saassy.agency/calendly-iloreadinesschecklist/?utm_source=ILOReadinessChecklist&utm_medium=PDF

