Intelligent Account Qualification™ (IAQ) for Creatio
Transform Creatio into a Revenue Intelligence Engine
Most CRM systems track activity.
Very few help sales organizations identify which accounts will actually buy.
Intelligent Account Qualification™ (IAQ) by E6 Solutions transforms Creatio into a revenue intelligence platform by embedding a structured account qualification framework directly into your CRM environment.
By combining Ideal Customer Profile (ICP) modeling, qualification intelligence, and account prioritization workflows, IAQ enables sales teams to focus on the opportunities most likely to generate revenue.
Instead of chasing every lead, your organization gains a clear system for identifying, qualifying, and advancing high-value accounts.
Organizations implementing IAQ typically experience:
• Higher pipeline quality
• Faster opportunity progression
• Increased sales productivity
• Improved forecast accuracy
• Stronger revenue conversion
IAQ integrates directly within Creatio, enabling organizations to transform their CRM from a system of record into a platform for revenue execution.
CTA
Request an IAQ Executive Briefing

The Problem Most CRM Implementations Never Solve
Despite decades of CRM investment, most sales organizations still struggle with one fundamental issue:
They cannot reliably qualify accounts.
Typical pipeline challenges include:
	Pipeline Issue
	Impact

	Too many unqualified leads
	Sales teams waste time

	Opportunities without real buying authority
	Late-stage deal losses

	Weak qualification standards
	Inconsistent pipeline quality

	Poor opportunity prioritization
	Slow sales cycles

	Limited pipeline visibility
	Unreliable forecasting


The result is a pipeline full of activity but lacking true revenue visibility.
IAQ addresses this problem by introducing structured qualification intelligence directly into Creatio workflows.

What Is Intelligent Account Qualification™ (IAQ)?
Intelligent Account Qualification™ is a revenue intelligence framework designed to help organizations identify and prioritize the accounts most likely to generate revenue.
IAQ combines three critical capabilities:
Ideal Customer Profile (ICP) Alignment
Prospects are evaluated against your organization’s Ideal Customer Profile to identify the accounts that best match your most successful customers.
Qualification Intelligence
Accounts are scored and evaluated using structured qualification criteria to determine opportunity viability and buying readiness.
Opportunity Prioritization
Sales teams receive clear visibility into which accounts deserve immediate attention and which should be nurtured or disqualified.
Together, these capabilities create a disciplined qualification model that improves pipeline quality and sales execution.

How IAQ Works Inside Creatio
The IAQ application extends Creatio’s native sales capabilities by embedding qualification intelligence directly into lead, account, and opportunity workflows.
Key capabilities include:
• ICP-based lead and account scoring
• Intelligent account qualification workflows
• Opportunity prioritization guidance
• Pipeline qualification checkpoints
• Account-based selling support
• Integrated opportunity management
• Sales execution visibility within Creatio
Sales teams gain real-time insights into which opportunities deserve attention, enabling them to allocate time and resources more effectively.

Why IAQ Is Different
A Revenue Intelligence Framework — Not Just Lead Scoring
Traditional lead scoring tools rely on basic demographic or behavioral signals.
IAQ introduces a structured qualification framework that evaluates accounts based on ICP alignment, buying readiness, and opportunity potential.
This ensures sales teams focus on the accounts most likely to generate revenue.

Built for Sales Execution
Many CRM scoring tools are designed primarily for marketing.
IAQ is designed for sales teams operating within Creatio, enabling sellers to prioritize accounts, qualify opportunities, and move deals forward with confidence.

Aligns Sales and Marketing
IAQ provides a shared framework that aligns marketing lead generation with sales qualification standards.
Marketing generates higher-quality leads while sales focuses on opportunities that meet defined qualification criteria.

Turns CRM Data into Actionable Prioritization
Most CRM systems capture activity but offer little guidance on where sales teams should focus.
IAQ introduces predictive prioritization, helping sales teams identify which accounts deserve immediate attention.

Built on Proven Account-Based Sales Methodology
IAQ incorporates best practices from Account-Based Marketing (ABM) and Account-Based Selling (ABS), enabling organizations to execute modern B2B sales strategies directly within Creatio.

Key Use Cases
Identify High-Value Accounts Faster
IAQ analyzes prospects against your Ideal Customer Profile to identify accounts with the highest probability of conversion.

Convert More MQLs to SQLs
IAQ qualification intelligence enables organizations to differentiate marketing leads and accelerate high-value opportunities into the sales pipeline.

Eliminate Low-Quality Pipeline
Automated qualification scoring helps sales teams focus on opportunities that meet defined qualification standards.

Increase Close Rates
By focusing sales effort on the most qualified accounts, organizations improve win rates and accelerate deal progression.

Accelerate New Rep and Territory Success
New sales representatives gain clear qualification insights that help them identify the best opportunities within their territory.

Improve Sales Coaching and Execution
Structured qualification data provides sales leaders with better insights for coaching, pipeline management, and performance improvement.

Implementation & Setup
Fast Deployment Within Creatio
The IAQ application installs directly within the Creatio Sales platform and extends existing lead, account, and opportunity workflows.
Because IAQ leverages native Creatio capabilities, implementation is straightforward and does not disrupt existing CRM environments.

Starter Qualification Framework Included
The IAQ application includes a pre-configured qualification framework designed to provide an immediate foundation for account prioritization and pipeline management.
The starter framework includes:
• ICP scoring structure
• qualification workflow
• opportunity prioritization guidance
• pipeline qualification checkpoints
• account-based selling structure
Organizations can begin using the framework immediately and refine it over time.

Fully Configurable
IAQ is designed to align with your organization’s:
• Ideal Customer Profile
• sales methodology
• qualification standards
• opportunity management processes
CRM administrators can configure scoring models, qualification criteria, and workflows to match their specific go-to-market strategy.

Optional Advisory Services
Organizations seeking to accelerate results can engage E6 Solutions advisory services to:
• define Ideal Customer Profiles
• refine qualification models
• align IAQ with existing sales methodologies
• train sales teams on qualification best practices
This ensures organizations fully realize the revenue performance benefits of IAQ.

Business Outcomes
Organizations implementing Intelligent Account Qualification™ typically experience:
• Cleaner, higher-quality pipelines
• Improved MQL-to-SQL conversion
• Increased win rates
• Stronger forecast accuracy
• More efficient sales execution
• Higher sales productivity

Turn Your CRM Into a Revenue Intelligence Platform
Intelligent Account Qualification™ enables organizations to move beyond CRM activity tracking and adopt a disciplined approach to revenue execution.
By embedding qualification intelligence directly into Creatio, sales teams gain the visibility and prioritization they need to focus on the opportunities that matter most.
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