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Why the most valuable audience is not the one with the most attributes — it is the one
most likely to take action.

AN ELITE WEALTH NETWORK™ FIELD GUIDE & STRATEGY REPORT

Elite Wealth Network, Inc. - 888-888-4101 - info@webtrafficcam.com

Elite Wealth Network™ - Audience Accelerator™ - Page 1



Contents

Executive summary — The case for intent over attributes

Part | — The attribute trap — why “more columns” is the wrong race
Part Il — The shift to intent-based marketing
Part Il — What Audience Accelerator™ delivers

Part IV — The three audience levels
Part V — Why intent beats attributes

Part VI — Selling outcomes: named audiences
Part VIl — The Elite Wealth Network™ ecosystem
Part VI — The living audience: refresh methodology

Part IX — Pricing & packaging architecture
Part X — The economics of intent

Part XI — Industry applications

Part Xl — Competitive positioning

Part Xl — Compliance & data stewardship
Part XIV — Implementation — getting started

Part XV — The future of audience data
Final thought — The one idea behind it all

Elite Wealth Network™ . Audience Accelerator™ - Page 2



Executive summary

For years, the data industry has sold audiences with a single metric: more attributes equal
better data. Vendors advertise 100, 150, even 200+ attributes per record. The numbers sound
impressive — and they rarely answer the only question that matters to a business owner, advisor,
or sales team:

“Will this data help me create more conversations, appointments, and
revenue?”

Usually the answer is no. The value of an audience is not how many columns sit in a spreadsheet
— it is how accurately the data identifies people actively demonstrating interest in what you
sell, and how easily you can act on them. Audience Accelerator™ is built around three ideas this
report develops in full:

Sell outcomes, not attributes. Audiences are named by intent (*1,000 Retirement-Income
Seekers”), priced on results, and chosen by quality level — not column count.

Intent beats volume. A smaller, verified, in-market audience out-produces a larger “dead”
list every time.

Data is half the job. Audience Accelerator™ is Level One of a complete three-level system
— Find - Reveal - Win — where the whole is far more valuable than any part.

The result

A recurring, high-margin demand engine for any business whose customers research
before they buy — financial advisors, mortgage and real-estate professionals, roofers and
home-services firms, custom builders, and beyond.
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PART I

The attribute trap

Data providers compete on a single number — “100 / 150 / 200+ attributes per record.” At a
glance it looks like value. In practice, a big attribute count hides three persistent problems.

Advertised: “200 attributes.” The reality:

SESEEEEEEE @ ~10 you actually use
SEEEEEEEEE B some verified, rarely used
SEEEEEEEEn

mostly blank — no buying signal

A bigger column count hides unused,
incomplete data — and zero intent.

* Problem 1 — Unused data. Most businesses use a handful of fields: name, address, phone,
email, geography, segment, and an intent indicator. The remaining columns rarely influence
a single marketing decision.

* Problem 2 — Incomplete data. A “200-attribute” database is mostly blanks. Potential
columns are not the same as verified, usable fields — and the average record carries a
fraction of what the headline implies.

* Problem 3 — No buying signal. A large database doesn't tell you who is in-market right
now. Without intent, marketers are guessing who is researching, considering, and close to a
decision — and guessing converts poorly.

PART II
The shift to intent-based marketing

Modern marketers ask a different question: “Who is actively consuming information related to
what | sell?” Intent data answers it by surfacing people through observable behavior rather than
demographics alone:

» Content consumption and topic engagement
* Research and information-seeking activity
» Category interest and comparison behavior

* Recency — how recently the signal fired

This is the move from static marketing (who someone is) to opportunity-
based marketing (what someone is doing right now).

It is the single biggest lever in audience performance — and the foundation of Audience
Accelerator™.
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PART 111
What Audience Accelerator™ delivers

One principle drives the product: better audiences create better outcomes. Instead of
maximizing columns, we deliver highly enriched, actionable audiences — typically 30—-45
populated attributes (Standard) to 45-65 (Enhanced) — with the emphasis on relevance over
volume. A representative record is organized into six layers, with the intent layer doing the heavy
lifting:

IDENTITY

Verified name, also-known-as

CONTACT

Email, phone, mailing address

DEMOGRAPHIC

Age band, household income

HOUSEHOLD & PROPERTY

Home value, ownership, tenure

ntent does
he heavy lifting

We market what matters — 45+ verified attributes plus active intent — not a column ceiling.
Buyers care about match rate, accuracy, contactability, and intent quality, which is exactly where
we focus.

PART 1V
The three audience levels

The progression is built on decision value, not attribute count. Step up when the goal
warrants stronger signal and prioritization.

ENHANCED

45-65 attributes

STANDARD DEPTH

30-45 attributes

FOUNDATION
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» Standard grade (30-45 populated attributes) — identified prospects, contact info when
available, geography, core demographics, audience category.

* Enhanced grade (45-65 populated attributes) — everything in Standard plus expanded
contacts, household & property indicators, business-ownership flags, social matching, and
overlays.

* Premium Intent (45-65+ attributes + advanced intent) — everything in Enhanced plus multi-
source intent signals, intent scoring, recency weighting, audience prioritization, and custom
filtering. Stronger signal, not just more fields.

Premium by default

Elite Wealth Network delivers every audience at the Premium Intent grade. Standard and
Enhanced are described here — and priced in Part X — only so you can see the
difference, and why Premium is the one worth buying.

PART V

Why intent beats attributes

Consider two audiences a business could buy for the same budget.

Same budget. Which audience wins?

ECTTER e

Bigger, generic, “dead” list Smaller, verified, in-market

120 attributes - no intent 40 attributeﬁ + ra‘ctive intent
g

conversions conversions

Intent identifies people already in motion — worth more than dozens of unused fields.

For nearly every organization, Audience B produces more conversations, appointments, and
revenue — despite fewer attributes. Intent identifies people already in motion; that insight is worth
more than dozens of demographic fields sitting unused.

PART VI
Selling outcomes: named audiences

Prospects don’'t wake up wanting 45 attributes. They want more qualified leads, more
appointments, more revenue. So we don'’t sell “1,000 records” — we sell a named, intent-
qualified audience matched to the buyer’s world. A sample of the audiences we build, by vertical:

Vertical Example named audiences

Financial Advisors Retirement-Income Seekers - Roth-Conversion Prospects - 401(k) Rollover
Households - Estate & Legacy Planners
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Any Local Business In-Market {Service} Households - Active {Service} Researchers - “Near-Me”
Searchers - Price-Comparing Prospects

Real Estate Likely Sellers - Move-Up Buyers - Relocating Households - Downsizing
Owners
Mortgage Refi-Ready Homeowners - Pre-Approval Seekers - Cash-Out / Equity

Households - First-Time-Buyer Prospects

Roofing & Home Services  Storm-Impacted Homeowners - Roof-Replacement Researchers - Insurance-
Claim Households - Emergency-Repair Searchers

Builders & Remodelers Remodel-Intent Homeowners - Custom-Build Researchers - Home-Addition
Planners - Kitchen & Bath Remodelers

Each audience is filtered to the subscriber’s geography (ZIP, city, metro, or drive-time) and ideal-customer
profile, then delivered at the chosen quality level.

PART VII
The Elite Wealth Network™ ecosystem

Audience Accelerator™ is Level One of the EWN Growth Ecosystem — a three-level system
where each level answers one question, and together they form a single demand engine: Find -
Reveal - Win.

LEVEL TWO

WebTrafficCAM™

LEVEL ONE REVEAL

Audience Accelerator™

FIND

* Level One - Find — Audience Accelerator™ — builds the ideal-customer profile and
delivers named, intent-qualified audiences modeled on your best customers, refreshed
continuously. (This report.)

* Level Two - Reveal — WebTrafficCAM™ — identifies the previously anonymous visitors
already engaging with your business, ranked every Monday.

* Level Three - Win — TrafficPrint™ — equips you to turn audiences into conversations with
hand-crafted, multi-channel outreach content for your highest-value prospects.

Human-Built Outreach™ is not a separate level — it is the hands-on workup our specialists do directly with
each member to define the ideal customer that powers Level One.

Sold individually, designed to ladder
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Each level stands on its own; the highest-value offer is all three as one recurring
engagement — a demand engine, not a list — which is also the stickiest, highest-margin
revenue for Elite Wealth Network™ and its resellers. This report is the Level One
companion to the EWN Growth Ecosystem master guide.

PART VIII
The living audience: refresh methodology

A purchased list ages the day it ships. The monthly refresh turns a one-time buy into a living
audience — continuously maintained so the pipeline never dries up.

UPDATE

records

4

LIVING APPEND
AUDIENCE new contacts

compounds monthly

N

ADD

fresh in-market

Each cycle updates records, appends new contact points, adds fresh in-market prospects, and
removes the stale — so the audience compounds instead of decaying. The subscriber is no
longer repeatedly buying the same names; they are maintaining an asset that gets more valuable
over time. This is the core of the recurring model — and the reason retention is high.

PART IX
Pricing & packaging architecture

We price on outcomes — audience size, intent quality, and freshness — never on attribute count.
Audiences are sold by name, and Elite Wealth Network delivers every one at the Premium Intent
grade. The table below shows typical market pricing by data grade for reference, so the value of
Premium Intent is clear.

Typical pricing example — intent data by grade (industry reference)

Starter 1,000 $595 $795 $1,295
Growth 2,500 $1,120 $1,495 $2,395
Professional 5,000 $1,870 $2,495 $3,995
Enterprise 10,000 $3,370 $4,495 $7,195
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* Elite Wealth Network delivers Premium Intent only. Standard and Enhanced reflect typical market pricing for lower-
grade data — shown for comparison. Prices are per named audience.

Keep it alive — monthly refresh

Under management Monthly

Up to 1,000 records $299 / mo
Up to 5,000 records $799 / mo
Up to 10,000 records $1,499 / mo

Add-ons: additional intent categories - APl & CRM sync - managed-campaign activation. (Protected-territory exclusivity
— letting a client own their ZIP or metro — is in development.)

The bundile play

Stack the three levels and sell the system: Audience Accelerator™ + refresh (Level One -
Find) —» WebTrafficCAM™ (Level Two - Reveal) - TrafficPrint™ (Level Three - Win). The
client buys a complete engine — far easier to justify than “5,000 names,” and far stickier as
recurring revenue.

PART X
The economics of intent

High-value services evaluate cost per appointment, not cost per lead — because a single
client can be worth $10,000-$100,000+ in lifetime revenue. A Premium-Intent audience of in-
market searchers makes the math work:

From in-market audience to closed clients

1,000

~25 appointments

- ~$2,000 audience
~$30,000 in new client revenue 15x%

The same logic applies across verticals — a single roof, refinance, or custom build is worth
thousands to tens of thousands. When each closed deal dwarfs the cost of the audience, the
conversation shifts from “price per record” to “return on pipeline” — which is what supports
premium, recurring pricing.

PART XI
Industry applications
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Financial advisors & insurance — retirement-income, rollover, Roth-conversion, estate,
and tax-reduction searchers — the highest lifetime value per client of any vertical.

Mortgage — refi-ready, cash-out, and pre-approval households the moment rates move or a
life event hits.

Real estate — likely sellers and relocating buyers identified weeks before they call an agent.

Roofing & home services — storm-impacted and replacement-intent homeowners reached
while the need is urgent.

Builders & remodelers — custom-build and renovation researchers engaged early in a long
planning window.

And beyond — legal, healthcare, automotive, financial services, and any business whose
buyers research first.

For each, Audience Accelerator™ builds the named audiences in Part VI, at the geography and
quality level that fits the operator — then TrafficPrint™ turns them into booked conversations.

Competitive positioning

The market has moved from “how many attributes do you have?” to “who is in-market right
now?” Audience Accelerator™ is built for the second question.

_ Traditional list broker Raw enrichment tool Audience Accelerator™

Sells Columns / records Fields appended to your =~ Named, in-market audiences
CRM

Priced on Per record Per match / seat Outcome, intent quality,
freshness

Freshness Static snapshot On lookup Continuous monthly refresh

Activation None None TrafficPrint™ +
WebTrafficCAM™

You get A list Cleaner data A demand system

Premium by design

Our members earn their reputations by doing premium work for their clients. We hold the
same standard for them — focusing only on premium strategies and offerings, because
that's what premium operators deserve.

Compliance & data stewardship

Intent and enrichment data carry real responsibilities. Audience Accelerator™ is built around
properly licensed, compliant data with clearly defined usage rights, and we recommend the
following standard of care:
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Licensed data — source from licensed, consent-based providers; avoid data elements
restricted by privacy law or contract.

Clear usage rights — define and honor usage rights for every audience delivered.

Subscriber responsibility — subscribers own their outreach and remain responsible for
TCPA, CAN-SPAM, and Do-Not-Call compliance; the TrafficPrint™ kit ships with usage
guidance.

Review first — run new offers through compliance review before commercialization.

This protects Elite Wealth Network™, its resellers, and its clients — and it keeps the product
credible, which is the whole point of leading with verified attributes and real intent.

Implementation — getting started

1. Profile & build (Level One) — Audience Accelerator™ builds your named, intent-qualified
audience, shaped by Human-Built Outreach™: the hands-on workup where EWN
specialists define your ideal customer with you.

2. Choose — pick the named audience, geography, quality level, and monthly volume.
3. Win (Level Three) — launch outreach with TrafficPrint™: drip, mail, phone.

4. Reveal (Level Two) — add WebTrafficCAM™ to surface responders and site visitors, and
prioritize follow-up.

5. Refresh & optimize — keep the audience living with monthly refresh; scale what converts.

Most clients start with one hamed audience plus monthly refresh, then expand into the full three-
level system as pipeline appears.

The future of audience data

The winners will not own the largest databases. They will own the most actionable audiences —
combining data quality, enrichment, intent intelligence, and activation. The objective is not
collecting more information; it is creating more opportunities.

Better audiences create better conversations. Better conversations create
better business outcomes.

Final thought

The most valuable audience is not the one with the most attributes. It is the one most likely to
take action. Audience Accelerator™ was built around that single idea — and packaged, with the
rest of the Elite Wealth Network™ system, to turn it into booked conversations and closed
business.

See where your next customers are already searching.
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Elite Wealth Network, Inc. - 888-888-4101 - info@webtrafficcam.com

About Elite Wealth Network™ — a marketing-data company delivering intent-based audience acquisition through its
three-level Growth Ecosystem: Audience Accelerator™ (Find), WebTrafficCAM™ (Reveal), and TrafficPrint™ (Win) —
supported by Human-Built Outreach™, the hands-on workup between EWN specialists and each member.

Audience Accelerator™ is a trademark of Elite Wealth Network, Inc., along with Human-Built Outreach™, WebTrafficCAM™, and
TrafficPrint™. Audiences are built from properly licensed, compliant intent and enrichment data with defined usage rights. Subscribers

are responsible for compliance with applicable TCPA, CAN-SPAM, and Do-Not-Call rules. Figures, audience names, and examples
are illustrative; pricing subject to change. © 2026 Elite Wealth Network, Inc. All rights reserved.
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