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Tranforming business development by offering precise, Early-Stage Sales Intelligence that 

keeps teams ahead of competitors is the new proactive approach to professional Public 

Infrastructure sales.

Insights or Early-Stage Sales Intelligence can enable business development teams to track 

opportunities well before they reach the RFP stage. Citylitics’ Intelligence is gathered from a 

massive network of over 40,000 public entities, including municipalities, counties, utilities, and 

transportation departments. With access to billions of public documents, including meeting 

minutes, agendas, budgets, capital improvement plans and more, our Intelligence reveals 

crucial data points which signal future projects. This intelligence equips companies with the 

tools to build an efficient, strategically-aligned pipeline which helps to improve their win rate.

Business development in the infrastructure industry has evolved rapidly, with many 
professionals realizing that traditional methods—such as industry connections, 
trade shows, and site visits—aren’t enough to identify new projects in their  
early-stages. These practices can also miss critical opportunities with allocated 
budgets that don’t make it onto the radar until it’s too late. 

As the figure above demonstrates, there are numerous opportunities to leverage Early-Stage 

Sales Intelligence before an RFP is ever released. For companies looking to influence or 

educate municipalities or cities, incorporating Early-Stage Sales Intelligence into your sales 

strategy is essential to improving your ROI. 

51

2

3

4

6
7

1 5 7

2 6

3

4

CITYLITICS INTELLIGENCE FOCUS: INFLUENCE RFPs BID TRACKER FOCUS: RESPOND TO RFPs

Infrastructure Issues 

Project Planning

RFPs Issued

Contracts Awarded

Purchase Orders Pre-Design

Project Funding

VA
LU

E 
O

F 
IN

TE
LL

IG
EN

C
E

INFRASTRUCTURE PROJECT TIMELINE

PROJECT START

Introduction



Guide to Improving Business Development ROI in Public Infrastructure 4

Is Early-Stage Sales Intelligence  
Right For Your Company?

Having the right sales intelligence can be the difference between winning  
big and missing out in most industries, especially in Public Infrastructure.  
There are many existing sales intelligence tools which promise to be the  
key to unlocking your next big opportunity, but which one is the right fit  
for your company’s unique needs?

UNDERSTANDING YOUR NEEDS

Before we dig into the specifics, it’s crucial to identify what you’re looking 

for in a sales intelligence partner:

Proactive vs. Reactive - Influencing RFP Early:  
Are you seeking to influence and educate future projects or simply respond to 

existing RFPs?

Resource Availability:  
How much time and manpower can you dedicate to analyzing data?

Efficient Lead Generation:  
Would leveraging insights to quickly pinpoint the most promising opportunities  

be helpful?

Incumbent Information:  
Do you track existing vendors and contracts or future Infrastructure projects?
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PLATFORM HOW CITYLITICS ADDS VALUE SYNERGY 

ConstructConnect ConstructConnect focuses on 
providing detailed project documents 
and RFPs for immediate opportunities 
for both public and private sectors. 
Citylitics targets future public 
projects long before they reach the 
RFP stage. This allows companies 
to build relationships and influence 
decision-makers early on, helping 
them to be better positioned when 
the RFPs become available through 
ConstructConnect.

Citylitics can serve 
as a “lead generation 
primer” to get ahead of 
upcoming projects that 
will later be detailed 
in ConstructConnect’s 
database.

Dodge Data  
& Analytics

Dodge Data is highly valuable for 
accessing current and historical 
project databases, but Citylitics can 
identify projects in their earliest 
planning stages before they even 
reach Dodge’s radar. This pre-RFP 
insights allows companies to prepare 
and engage with stakeholders in 
advance, increasing their chances  
of winning the future RFPs tracked  
by Dodge.

Citylitics can help users 
target and influence 
projects well before they 
appear in Dodge’s large 
database.

GovSpend GovSpend provides historic spend 
& contracts, RFPs, and meeting 
intelligence. Great to understand 
spending, RFPs and current 
discussions. Combine with Citylitics  
for a full picture

Citylitics sets the  
stage for GovSpend by 
offering intelligence on 
projects years ahead, 
allowing businesses to 
be more effective in their 
later-stage RFP efforts 
tracked by GovSpend. 
A joint solution between 
Citylitics and GovSpend  
is available.

INSIGHTS FROM THE FIELD

Due to our focus on Early-Stage Sales Intelligence in providing opportunities 

1 to 5 years ahead of RFP issuance, Citylitics’ platform can serve as a 

complementary solution to those listed below: 
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PLATFORM HOW CITYLITICS ADDS VALUE SYNERGY 

GovWin GovWin focuses on federal contracts, 
incumbent information, and RFPs. 
Citylitics identifies future projects  
at their conception, providing  
Early-Stage Sales Intelligence on 
municipal infrastructure projects long 
before the RFP. By using Citylitics, 
companies can begin building 
relationships with stakeholders earlier, 
positioning themselves for success once 
these projects enter GovWin’s pipeline.

Citylitics’ Early-Stage  
Sales Intelligence is 
a strong precursor to 
the municipal RFP info 
provided by GovWin, 
offering users a more 
strategic approach to 
winning contracts in an 
environment that may 
otherwise prioritize  
the incumbent.

Curate Solutions Curate provides access to municipal 
meeting data to identify projects, 
and tends to focus on real-time 
discussions. Citylitics forecasts 
projects years in advance, allowing 
businesses to see patterns and  
long-term infrastructure needs.

Citylitics can help users 
monitor long-term 
municipal planning trends 
that align with Curate’s 
real-time meeting data, 
allowing companies to 
follow up on long-term 
initiatives identified 
through Citylitics.

ontopical Like Curate, ontopical specializes 
in municipal meeting minutes for 
identifying active opportunities. 
Citylitics provides insight into projects 
that may not yet be discussed in 
meetings but are in the planning 
stages, offering companies the ability 
to influence the conversation early.

Citylitics can enhance 
the meeting data insights 
of ontopical by flagging 
upcoming projects 
that will eventually be 
discussed, allowing users 
to track the lifecycle from 
early planning to public 
discussions.

ZoomInfo ZoomInfo provides a vast database 
of contact information, but it doesn’t 
provide insight into upcoming 
project opportunities. Citylitics can 
complement ZoomInfo by identifying 
future projects and enabling users 
to find and engage with the right 
contacts (via ZoomInfo) early in the 
planning phase.

While Citylitics can help 
identify projects and 
provide key contacts, 
ZoomInfo has a wider 
database of contacts. 
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Citylitics specializes in delivering long-term foresight, giving companies a distinct advantage by 

providing intelligence that allows for strategic positioning. When combined with other platforms 

that offer more immediate RFP and procurement data, Citylitics enables a full-spectrum 

approach from early engagement to closing deals.

Using Citylitics alongside traditional platforms will transform sales tactics from reactive, 

price-driven approaches to proactive, consultative strategies focused on long-term 

relationship-building and early engagement. Sales teams can adopt a more strategic 

approach in targeting future opportunities with tailored messaging and positioning 

themselves as partners in shaping projects, rather than just bidders. This shift will not  

only increase win rates but also improve long-term business sustainability.

A 100 Year Old Construction Company Unlocks 
$72M In Total Opportunities, Transforming Its 
Project Acquisition Strategy with Citylitics 

Learn how to adapt to the ever evolving Public Infrastructure market.

READ CASE STUDY

https://hubs.la/Q031pXC90
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Benefits of Early-Stage Sales Intelligence

Business development teams who incorporate Early-Stage Sales Intelligence 
into their sales process also benefit from:

Sustained higher project win rates  

of 30-50% more than just using previous approaches

A tailored approach  

aligned with specific business development goals and intelligence needs

Deeper insights and understanding  

of specific customer pain points

Improvements over time  

with iterations made to search criteria

A consultative approach  

that allows for discussion around a bigger picture

Early-Stage Sales Intelligence fills a crucial gap by offering foresight into projects well before 

they reach traditional platforms, giving businesses the chance to shape the narrative and gain 

a competitive advantage. 
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How does Early-Stage Sales Intelligence 
Enhance Sales Practices?

NEW TACTIC: 

Shift the focus from responding to RFPs to engaging early with 

stakeholders, influencing project specifications, and positioning the 

company as a thought leader in the space.

NEW TACTIC: 
Implement long-term nurturing strategies, such as continuous 

touchpoints, educational content, and relationship management, 

ensuring the company stays top of mind throughout the project lifecycle.

Shift from Reactive to Proactive Selling

CURRENT APPROACH: 

Many sales teams rely heavily on platforms which provide information once RFPs 

are already issued. At this stage, competition is fierce, and the window to influence 

the project’s scope is limited.

With Early-Stage Sales Intelligence platforms, teams can identify future projects  

1 to 5 years in advance. This early insight allows them to start building relationships, 

educating potential clients, and influencing project requirements long before 

competitors even see the opportunity. By the time the RFP is issued, sales teams will 

already have a presence and strong influence over the decision-makers, reducing the 

need to compete on price alone.

Longer Sales Cycle Management

CURRENT APPROACH: 

Platforms which focus on active projects with immediate needs lead to shorter 

shorter sales cycles but often more intense competition for the same opportunities.

With Early-Stage Sales Intelligence platforms, sales teams can adopt a longer-term 

perspective, nurturing leads over several years as the projects evolve from  

early-stage concepts to formal RFPs. This extended relationship-building phase 

means staying in touch with prospects over a longer period, as well as offering 

ongoing education and support to help shape the project in favor of their solutions.
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NEW TACTIC: 

Sales teams can use the early intelligence to offer tailored 

recommendations and position themselves as experts in solving the 

specific needs of future projects. This builds trust and improves the 

chances of being selected once the project reaches the RFP stage.

NEW TACTIC: 

Use early project insights to craft highly personalized outreach 

campaigns that demonstrate an understanding of the client’s long-term 

needs and offer solutions well before the formal RFP process begins.

Enhanced Relationship Building and Thought Leadership

CURRENT APPROACH: 

Typically, sales efforts focus on responding to RFPs and competing with other vendors 

based on price and features. Relationship-building often happens in the latter 

stages of the project lifecycle, when the client’s needs are already well-defined.

With Early-Stage Sales Intelligence platforms early access to project intelligence 

enables sales teams to establish relationships with key stakeholders, municipal 

leaders, and decision-makers before they even issue an RFP. Companies can offer 

valuable insights and thought leadership during this critical stage, positioning 

themselves as trusted advisors rather than just another vendor.

Targeted Outreach with Higher Conversion Rates

CURRENT APPROACH: 

Sales teams may rely on platforms to find contact information, but they often 

reach out to prospects after an RFP is issued, making it difficult to differentiate 

from competitors.

By identifying projects in their infancy, sales teams can engage stakeholders long 

before competitors are aware of the opportunity. Providing sales teams with the 

information to contact decision-makers with valuable project insight, leads to more 

meaningful conversations and higher conversion rates.
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5 Improved Forecasting and Sales Pipeline Management

CURRENT APPROACH: 

Forecasting and pipeline management often revolve around short-term opportunities 

identified through RFP-focused platforms. This can lead to fluctuating sales 

pipelines based on the immediate availability of opportunities.

With Early-Stage Sales Intelligence platforms, sales teams can build a stronger, more 

predictable sales pipeline by identifying projects years ahead of time. This allows for 

better forecasting, resource allocation, and a more balanced pipeline that spans 

both near-term and long-term opportunities.

NEW TACTIC: 

Combine Early-Stage Sales Intelligence platforms long-term insights 

with the short-term opportunities from other platforms to maintain a 

consistent and robust sales pipeline. Use data to predict future market 

trends and align resources accordingly.

Shifting Focus from Transactional to Consultative Sales

CURRENT APPROACH: 

Sales often focus on transactional efforts—competing on price, features, and 

immediate project specifications—when responding to RFPs.

With Early-Stage Sales Intelligence platforms, sales tactics will shift to a more 

consultative approach, focusing on educating and advising clients long before they 

even write an RFP. By becoming involved in the early planning stages, sales teams 

can help shape the project requirements to align with their solutions, which reduces 

the likelihood of direct competition based purely on price.

NEW TACTIC: 

Approach prospects from a consultative position, establishing trust while 

the projet details are being fleshed out. This allows companies time to 

create a better value proposition. 
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Initial Considerations

KEY QUESTIONS TO ASK:

	y Which product lines, service offerings, or geographies lack  

new opportunities?

	y What types of projects align with our strengths?

	y Where are the gaps in our market relationships and visibility?

Companies looking to expand their geographical footprint can get a far better view of the 

markets they should move into and when. Understanding the gaps and evaluating the ROI 

from existing programs can inform where early-stage intelligence could have the most 

significant impact.

By using a data-driven approach, you’re able to align your strategy with where your 

competitive strengths lie, identifying potential projects during early discussions, feasibility 

assessments, and pre-design phases—well before your competitors.

Helping businesses address these questions through early-stage project tracking will bring to 

light high-value opportunities often hidden in preliminary stages. This proactive intelligence 

strengthens cross-functional insights, aligning product teams, R&D, account management, and 

business development, to maximize efficiency and pipeline growth.

Before allocating a budget, it’s crucial to assess past successes and current 
goals. For instance, does your organization struggle to find opportunities for 
specific product lines or lack visibility in certain regions?

READ CASE STUDY

Early-Stage Sales Intelligence Secures $13M 
Wastewater Project Years Before RFP Release

Learn how to leverage data-driven strategies to boost public 
infrastructure sales performance.

https://hubs.la/Q031pZbB0
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Budgeting Based on Strategy & Need

Here are key budget considerations based on different objectives:

Getting ahead of the RFP

Focusing on higher potential, profitable opportunities

Identifying niche markets or geographic growth initiatives

READ CASE STUDY

Uncovering A $3.3 Million Opportunity For  
A Leading Construction Services Provider

Learn how Early-Stage Sales Intelligence helps identify relevant 
project opportunities & boosts your sales efficiency.

https://hubs.la/Q031p_fn0
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Getting Ahead of the RFP

When the typical cost to pursue a large infrastructure project is $10,000 or more, improving 

win rates by tracking opportunities earlier can create significant savings. Suppose your win 

rate without Early-Stage Sales Intelligence is 12%, and you respond to 50 bids per year.  

By leveraging Early-Stage Sales Intelligence to boost your win rate to 25%, you could  

achieve around $78,000 in annual savings on bid responses.

Tracking infrastructure project developments through stages like financing and pre-design, 

allows teams to anticipate and prepare for emerging opportunities, strategically positioning 

themselves long before the RFP is publicly released.

Getting ahead of the RFP means identifying potential projects as early as 1 to  
5 years in advance. 

Focusing on Better Opportunities vs. 
More Opportunities

If your sales team currently spends 70% of their time on non-viable opportunities, Early-Stage 

Sales Intelligence can reduce this time by half, supercharging momentum, and potentially 

translating to $400,000 in time savings for a $2 million business development budget.

This focus on quality over quantity translates directly into improved ROI, as the data helps 

pinpoint high-potential projects that align with your organization’s strengths, minimizing time 

and energy spent on projects less likely to materialize.

In a competitive market, the focus is on identifying not just any opportunity 
but those with the highest potential for success. Early-Stage Sales Intelligence 
platforms enable teams to prioritize opportunities based on early indicators of 
project viability. By identifying these prospects earlier, teams can reduce the 
time spent on less promising leads. 
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IDENTIFYING STRATEGIC INITIATIVES FOR NICHE MARKETS OR 

GEOGRAPHIC GROWTH

In infrastructure development, long-term initiatives and opportunities for geographic 

expansion often remain hidden from traditional networks until late in their cycle.  

Early-Stage Sales Intelligence allows organizations to follow these initiatives from their  

earliest stages, tracking strategic project signals in niche markets or high-growth regions.  

By tapping into early-stage insights, business development teams can engage in  

market-specific or geographically-targeted growth strategies with confidence, identifying 

opportunities as they move from planning and feasibility to pre-design and financing.

KEY TAKEAWAYS

	y Save $78,000 annually by improving bid win rates from 12% to 25%

	y Save up to $400,000 annually by reducing time spent on  

low-potential opportunities

	y Capture multimillion-dollar projects that would otherwise be missed 

without Early-Stage Sales Intelligence

By tracking early-stage indicators across a vast array of 

public documents, enables teams to:

Traditional business development tactics such as trade shows, travel, relationships, and 

project trackers can no longer meet the demands of business development professionals in 

infrastructure industries. Industry professionals are now looking for new means to develop 

business relationships and close deals by gaining the right insights. Nothing could be more 

frustrating than hearing about opportunities too late in the RFP process. It forces teams to 

scramble to respond and tends to produce low win rates. Early-Stage Sales Intelligence 

provides increased visibility as well as lead time to thoughtfully and strategically build and 

strengthen relationships and ultimately secure the win.
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Making your Email Outreach Count  
with 5 Proven Strategies

To set your company apart from competitors, your outreach needs to cut through the noise 

with a relevant pitch to grab your prospect’s attention. Early-Stage Sales Intelligence platforms 

already provide insights 1 to 5 years before the release of an RFP along with contact information, 

however, we want to make sure that you have the tools to effectively pitch your solution. 

Use information about your company to create a compelling and actionable outreach email.

It’s difficult to stand out and reach the right decision-makers when their 
inboxes are overflowing with generic pitches. However, incorporating 
prospect-centric tools from an Early-Stage Sales Intelligence platform offers 
a game-changing solution by helping you craft personalized, data-driven 
emails that speak directly to your prospect’s needs.

Complete the Input Form for Personalized Email Generation

*Select Contact

Clayton Tuckfield

*My company specializes in providing products and services related to

[Our company] specializes in cutting-edge solutions for the infrastructure Waste 

Water industry. Our expertise lies in providing comprehensive, sustainable, and 

technologically advanced systems for the treatment and management of wastewater. 

My company’s primary goal is (Optional)

At [Our company] our mission is to pioneer innovative and sustainable solutions for the 

infrastructure Waste Water industry.

*My company has completed similar project(s) in the past such as

Case Study 1: Cityville Wastewater Upgrade (Cityville, USA):

[Our company] successfully executed a major wastewater infrastructure upgrade 

in Cityville, implementing our advanced treatment systems. This project resulted 

in a significant reduction in pollutant levels, improved water quality, and enhanced 

environmental sustainability for the entire Cityville community.
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Get the Right Decision Makers

Reaching the wrong contact can waste valuable time and opportunities. A few 

Early-Stage Sales Intelligence platforms list potential contacts associated with 

each initiative to identify the individuals responsible for the specific issues your 

solution addresses.

AI can assist with gathering insights from sources like municipal budgets and master 

plans to uncover who’s in charge of projects related to your offering. By accurately 

targeting your email to these decision-makers, you maximize your chances of 

starting a meaningful conversation.

Give Details About Your Company’s Products and Services

Once you’ve targeted the right person, it’s essential to clearly explain how your 

solution addresses their unique challenges. AI Email Assistants help integrate your 

offerings into the email in a way that directly relates to the recipient’s needs, ensuring 

your outreach feels relevant and helpful.

Whether your company provides water infrastructure solutions, advanced sensor 

technologies, or operational efficiency improvements, AI can help tailor this 

information to resonate with the specific utility’s pain points, making your value clear.

1

Example:  

“Our innovative monitoring systems can help reduce water loss and 

improve regulatory compliance.”
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3 Highlight Past Projects

Success stories provide critical social proof that helps build trust. You can easily 

plug-in relevant examples from your past projects to include in your emails. 

Highlighting these projects not only demonstrates your expertise but also shows 

that you’ve successfully solved similar challenges before.

Make sure to use examples that resonate most with your prospect’s situation, 

ensuring the examples you provide resonate. AI helps format these success stories 

in a concise and engaging way, leaving the recipient wanting to learn more.

A few examples:

City Power Grid Switchgear Modernization – Metroville, CA

Project Scope:  

The Metroville Power Utility needed to modernize its aging switchgear 

systems to improve grid stability and reduce the risk of outages during 

peak summer demand. The company was tasked with upgrading the 

utility’s 40-year-old medium-voltage switchgear equipment across five 

substations.

Services Provided:  

The team performed comprehensive assessments and designed custom 

retrofits that integrated new vacuum circuit breakers, digital protection 

relays, and advanced arc-flash mitigation technologies. The upgrades 

improved reliability and extended the lifespan of the switchgear by  

20+ years.

Outcome:  

Following the upgrades, Metroville Power Utility reported a 15% increase 

in overall grid reliability and a 25% reduction in maintenance costs due 

to the modernized systems. Outage response times also improved, as 

new monitoring systems enabled faster fault detection and resolution.
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Renewable Energy Integration Switchgear Upgrade –  
Green Valley, CO

Project Scope:  

Green Valley Electric Cooperative needed to upgrade its switchgear 

systems to integrate new solar and wind energy sources into the local 

grid. The existing switchgear was not capable of handling the variability 

and load demands associated with renewable energy integration.

Services Provided:  

The company installed advanced switchgear with real-time adaptive 

load management and power quality control to handle the fluctuating 

input from renewable sources. Additionally, they provided training for 

operators on managing the new system’s interface.

Outcome:  

The project enabled Green Valley to successfully integrate over 50 MW 

of renewable energy into its grid, reducing its reliance on fossil fuels. 

The upgraded switchgear also allowed the utility to minimize power 

fluctuations and maintain consistent voltage levels, supporting a more 

sustainable and stable grid.

Municipal Facility Electrical System Overhaul – Riverbend, IL

Project Scope:  

The Riverbend Municipal Utility wanted to upgrade its electrical distribution 

network to meet the growing energy demands of the city’s expanding 

infrastructure, including schools, hospitals, and government buildings.

Services Provided:  

The project included a full-scale replacement of outdated switchgear 

across multiple critical facilities, installation of protective devices, and the 

introduction of centralized monitoring to oversee the electrical systems 

from a single control room.

Outcome:  

The completed upgrades resulted in a 40% improvement in energy 

efficiency, extended equipment lifespan, and increased system reliability. 

The city now has greater control over its electrical infrastructure, with real-

time diagnostics and preventative maintenance scheduling to minimize 

future disruptions.
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4 List Your Company’s Mission

Including your company’s mission in your outreach can help align your brand 

with the goals and values of the utility. AI can automatically weave your mission 

into your email, ensuring that it resonates with the prospect’s focus on long-term 

sustainability, innovation, or public service.

Create a Compelling Call to Action

The final step is driving action with a clear and compelling call to action (CTA). 

AI can optimize your closing statements by suggesting a short, direct ask that 

increases the likelihood of a positive response. Whether it’s proposing a brief 

meeting or offering additional information, AI helps you craft a CTA that feels easy 

to engage with.

A well-structured CTA might include multiple time options and a brief time 

commitment to make the request feel more feasible. The AI can also adapt the 

CTA to different tones, ensuring it matches the overall voice of your email.

Example:  

“At [Your Company], our mission is to create sustainable, efficient 

infrastructure solutions that empower communities, and we believe this 

aligns with your goals of improving service reliability.”

Example:  

“Could we schedule a quick 10-minute call next Tuesday or Thursday to 

discuss how we can assist with your upcoming infrastructure projects? I’d 

love to share more details.
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Mock Email for Water Treatment

Subject: Innovative Solutions for Capital City's Water Treatment Needs

Dear Mr. Tuckfield,

I hope this email finds you well My name is [Your Name], and I am the Sales Manager at [Your Company]. 
We specialize in cutting-edge solutions for the infrastructure Waste Water industry, offering comprehensive, 
sustainable, and technologically advanced systems for wastewater treatment and management.

As per the information provided in the FY24-28 Proposed-CIP document, Capital City has allocated 
$90,000 for "water treatment plant filter media/upgrading analyzers."

Our state-of-the-art filtration systems, advanced treatment plants, and innovative monitoring 
technologies can be tailored to meet your specific needs. We have successfully implemented these 
solutions in various projects, achieving significant positive outcomes.

For instance, in Cityville, USA, we implemented advanced treatment systems, resulting in reduced pollutant 
levels and enhanced environmental sustainability. In Harbor Heights, USA, we transformed the wastewater 
management system, meeting stringent regulatory standards and optimizing industrial processes.

At [Your Company], our mission is to pioneer innovative and sustainable solutions for the Infrastructure 
Waste Water industry. We are committed to creating a cleaner, healthier, and more sustainable future 
by redefining the standards of wastewater management.

I would be delighted to schedule a meeting to discuss how our solutions can benefit Capital City. 
Please let me know your availability at your earliest convenience.

Thank you for considering [Your Company].

Best regards,

[Your Name] 
Sales Manager 
[Your Company]

1

3

2

4

5

PERSONALIZE THE TONE WITH AI

One of the standout features of AI is its ability to adapt the tone of your email based on your 

preferences. Whether you want to be business persuasive, informative, solutions-oriented, or formal 

professional, AI can help you select the tone that best fits your outreach style and audience.

AI-DRIVEN OUTREACH FOR BETTER RESULTS

By using AI, you can create outreach emails that are hyper-relevant, personalized, and 

actionable. AI helps ensure that your message resonates with your prospect’s immediate 

needs, positions your company as a trusted partner, and motivates them to take the next step.

EXAMPLE OF TONES:

	y Business Persuasive: Engages decision-makers with a focus on driving 

action and outcomes.

	y Informative: Provides detailed information to educate the prospect.

	y Solutions-Oriented: Highlights how your offering solves specific problems.

	y Formal Professional: Maintains a polished and professional tone 

appropriate for high-level contacts.

1

3

2

4

5

Contact

Specialty

Examples Of 
Past Projects

Company’s 
Goal

Compelling 
Call-To-Action
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About Citylitics

Gain Critical Sales Intelligence on Future Infrastructure Projects

TRACK UPCOMING PROJECT OPPORTUNITIES ACROSS NORTH AMERICA

We help power your business with a data-driven competitive advantage by:

Generating Early-Stage Sales Intelligence:  
Identify project opportunities within the earliest stages, including infrastructure 

issues, planning, pre-design, and early design.

Forming Deeper Prospect Relationships:  
Engage in meaningful conversations with prospects with a full understanding 

of pain points and context ahead of time.

Optimizing Sales Priorities:  
Monitor existing opportunities and reengage with prospects at the optimum 

time based on new insights.

Uncovering and Develop High Value Leads:  
Execute strategic marketing campaigns with a shortlist of best fit public entities 

to support market growth and entry initiatives.

READ CASE STUDY

Unlocking $12M in New Opportunities 
for a Leading Public Infrastructure 
Software Company

Learn how to influence decision makers early on  
and be in a pole position to win.

https://hubs.la/Q031pV_30
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By using sophisticated data aggregation and predictive indicators, we take millions of public 

documents from 40,000+ U.S. and Canadian cities to generate precise market intelligence 

that matches your specific business needs. Our Platform gathers intelligence from sources 

such as council meeting minutes, budgets, capital improvement plans, permits, infrastructure 

plans, and more. 

Unparalleled access to upcoming infrastructure projects across: 

Water, 
Wastewater

Bridges

Stormwater

Public Transit

Industrial 
Wastewater

Broadband

ARTIFICIAL INTELLIGENCE POWERED SALES INTELLIGENCE 

Roads and 
Highways

Power and 
Electricity 

Citylitics aggregates 

millions of new public 

documents (e.g., 

meeting minutes, 

Capital Improvement 

Plans) from 40,000+ 

cities, utilities, and 

agencies every week.

AGGREGATION

Citylitics extracts early-

stage opportunities 

using advanced Artificial 

Intelligence algorithms 

and Industry expertise.

EXTRACTION

Citylitics dedicated team 

of 20+ in-house data 

analysts reviews results 

daily to ensure accuracy 

in project indicators, 

tags, and timing.

QUALITY 
ASSURANCE

Citylitics Implementation 

Specialists maintain 

a Digital Search Plan 

(DSP) based on users’ 

project types, sales 

intelligence needs, 

and regional or scope 

requirements.

DIGITAL SEARCH 
PLAN

As users interact 

with Citylitics & 

provide feedback, the 

intelligence becomes 

increasingly tailored to 

their business needs.

PERSONALIZED 
FEEDS
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Enhance Market Intelligence and Sales Activity With the Right Data

FIND THE RIGHT DOCUMENTS AND ISOLATE 

THE KEY INFORMATION THAT YOU NEED

Business Need

•	 Uncover highly targeted, early-stage sales opportunities  

1 to 5 years before RFP

•	 Influence cities & utilities before a project is defined

•	 Proactive rather than reactive sales process

Key Functionality

•	 Priority Insights: Prioritizing insights to review and action based on your 

sales targeting criteria

•	 Personalize Your Feeds: Our Artificial Intelligence technology zeroes  

in on your interests with every like, dislike, and bulls-eye, delivering the 

most relevant insights

•	 Direct CRM Integration: Seamlessly adopt into your existing  

sales workflow

Intelligence Feeds
Track intelligence on 

cities, public agencies, 

and utilities at the earliest 

stage of an opportunity.

TAKE A PRODUCT TOUR

https://hubs.la/Q031q1hG0
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•	 Document Extracts: We pull the most relevant extracts from lengthy documents 

that are hundreds of pages long saving you immeasurable research time

•	 Contact Information: Vetted contacts to increase speed to sales action

•	 Dashboard: Powerful filters and analytics to visualize opportunities

•	 All Insights View: All early-stage insights within your markets

•	 Log Progress: One-click flag for insights that progressed to an opportunity

Value Proposition

•	 Increase win rate by pre-positioning consistently

•	 Increase speed to market for strategic growth initiatives

•	 Increase market visibility

•	 Grow sales pipeline

TYPES OF ENTITIES WE TRACK AND GATHER DATA ON:

	y Municipalities 

	y Counties, Cities, Towns, Villages 

and Boroughs

	y Water/Sewer Districts and 

Authorities 

	y Water and Wastewater Facilities

	y Utilities 

	y Metropolitan Planning 

Organizations (MPOs) 

	y Rural Planning Organizations 

(RPOs) 

	y Port Authorities 

	y Airport Authorities, Boards and 

Commissions 

	y Transit Agencies and 

Transportation Authorities 

	y Departments of Transportation 

(DOTs)

	y Electric Co-ops
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TYPES OF DOCUMENTS FROM WHICH WE EXTRACT 

PROJECT DATA:

	y Agendas and Meeting Minutes

	y Budgets

	y Comprehensive Plans

	y Master Plans

	y Capital Improvement Plans (CIPs)

	y Water Quality Reports

	y Transportation Improvement 

Plans (TIPs)

	y Metropolitan Transportation  

Plans (MTPs)

	y Transportation Planning Work 

Programs (TPWPs)

	y Airport Capital Improvement 

Programs (ACIPs)

	y Statewide Transportation 

Improvement Programs

	y Funding/Grant Applications  

& Awards

	y Feasibility Studies

	y Condition Assessments

	y Economic Impact Studies

	y Monitoring and Evaluation 

Reports (M&Es)

X X X =$500K

Average 
Opportunity Size

10

Number of New 
Opportunities

20%

Win Rate

25%

Gross Margins

5X

ROI

SAMPLE CUSTOMER EXPERIENCE ROI

THE SALES INTELLIGENCE INVESTMENT THAT PAYS FOR ITSELF

Learn How To Uncover, Target, and Influence 
Upcoming Infrastructure Project RFPs.

Contact us at Hello@Citylitics.com or visit our website at  
www.Citylitics.com for a customized ROI for your company.

https://hubs.la/Q031q1DC0
mailto:hello@citylitics.com



