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The owner knows the names. The sales team knows others.

"Do we have that list somewhere?"

Light

6 | 10 | About 50

" A " Silence.
Who else should we be going after?
23 accounts 41 accounts 116 accounts 1,742 accounts 68 accounts
ACTUAL TARGET MARKET | ?
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The market lives in fragments One qualified market map
Prospecting starts from memory Priorities are visible and shared
CRM volume hides useful accounts Every conversation improves the map
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How scattered knowledge becomes a usable growth map.
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Industry | size | region Plausible company universe Test fit evidence Known exclusions
HUMAN DECISION
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= Would we actually want this company's business?
= The system gathers evidence. A person decides whether the company belongs in the target market.
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FOLLOW THROUGH
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PRIORITIZE FIND RESEARCH START LEARN
Where should sales start? Right people Account context Relevant conversation Sales updates CRM

SHARED COMMERCIAL MEMORY

e THE HUMAN LINE

Let the system Let the people

Source Match Filter Define Judge Prioritize
Research Organize Remember Connect Listen Learn

The system builds the map. People decide where to go.

Know where the next good customer could come from.

BloomBound turns scattered market knowledge into a sales motion your team can run.

% BloomBound | We plant. You grow.




