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1. From Observation to Action 

Intent data offers a new take on the B2B playbook for active, engaged selling. A survey 
from Demand Gen Report found that nearly 80% of B2B brands leverage intent data, 
with another 16% planning to do so within the next 12 months.¹

From connecting with in-market prospects appropriately in the funnel, to determining 
what digital sales channels meet buyer needs, intent signals bring actionable insights. 
They take you from observation to action.

But what’s the point of having the “perfect” intent data sourcing solution if it can’t 
integrate with your CRM or marketing automation platform? Unless and until your 
marketing and sales teams can take action on intent data swiftly, you won’t get the 
desired results. 

For success, it’s important to have good processes in place. Data handoffs and 
normalization should be easy, not constant challenges and roadblocks. With the most 
valuable intent data by your side, you can better prioritize time for channels and sales 
activities. This guide will help you avoid the stumbling blocks that keep B2B marketers 
from getting full value from intent intelligence.

 

2. Bring Fresh Intelligence into Existing B2B Operations 

B2B demand generators can bring intent-based intelligence into many programs and 
solutions they already have in place to reach buyers across the funnel:

 •    Marketing automation

 •    Content marketing

 •    Email marketing

 •    Programmatic advertising

 •    Buyer data platforms

 •    Multi-channel marketing
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1. Intent Data’s Expanding Impact, Demand Gen Report survey sponsored by True Influence.

https://trueinfluence.com/wp-content/uploads/2020/02/demand-gen-report_surv_intentdata.pdf


By feeding intent data into a CRM system, sales teams can act on insights it delivers. For 
example, intent intelligence alerts reps via push notification if an account might be ready to 
upgrade, or worse, looking for another provider.

Similarly, by integrating intent signals into marketing automation platforms, you could receive 
spike alerts in application dashboards. This prompts immediate outreach when a prospect’s 
intent to purchase appears high, based on their behavior.

3.  Pump Intent Intelligence into Sales and Marketing

The value intent intelligence brings is quite extensive. Here are a few important areas where 
B2B revenue teams typically see results. 

Prioritize accounts: From observation comes wisdom in this scientific, data-driven approach 
to B2B marketing and sales. For instance, intent data tells you which topics are surging in 
real time. Sales professionals use wisdom from this data to prioritize accounts to call on and 
what ideas to bring.

Automate engagement: You can create automated, relevant campaigns when someone at a 
prospective account begins researching your product. The person will automatically receive 
your email that guides them to the next stage in the sales funnel.

Centralize data activation: Integration with CRM and MAP systems brings a much-needed 
holistic approach to B2B demand generation. This capability triggers intelligent workflows 
and targets engagement at all stages of the funnel. AND it is possible to capture metrics and 
KPIs.

Accelerate revenue: In a Demand Gen Report survey, 73% of the professionals surveyed 
pointed to the ability to accelerate pipeline.²

www.trueinfluence.com©  2021

A holistic approach to B2B demand generation 
supports intelligent workflows and targets 
engagement at all stages of the funnel.

2. Intent Data’s Expanding Impact, Demand Gen Report survey sponsored by True Influence.

https://trueinfluence.com/integrated-marketing-cloud-accelerates-b2b-pipeline/
https://trueinfluence.com/integrated-marketing-cloud-accelerates-b2b-pipeline/
https://trueinfluence.com/wp-content/uploads/2020/02/demand-gen-report_surv_intentdata.pdf


www.trueinfluence.com©  2021

4. Seven Tips to Operationalize Intent Intelligence Across Marketing and Sales

To apply intent data in more use cases, take the whole customer life cycle into account and 
look at various journey access points and analysis views. Consider these seven tips to help 
operationalize intent data intelligence across marketing and sales teams and processes:

Activate data for multiple use cases – 
Though data is often bought, keeping 
in mind what you’ll need for a particular 
use case like demand generation. Can 
you leverage the same data for ABM, 
remarketing/retargeting, paid social 
and display ads, event marketing, 
competitive intelligence, target account 
sales, churn reduction, and other 
purposes? A marketing cloud is one 
solution to help normalize and ready 
data for different purposes. 

Highlight data to the right people 
(and systems) – One of the biggest 
problems today is data overload. The 
value of certain intent data could be 
lost amid too much information. Share 
intent data thoughtfully via reports 
and alerts. Regularly notifying sales 
of target account activity and helping 
success teams with upsell suggestions 
are some examples of getting intent 
data in front of the right people to help 
them do their jobs. 

Treat data as a valuable asset – Data 
is a raw, but valuable asset. Volumes 
of data are difficult to analyze, and at 
times, too much of it can overwhelm 
and conceal essential signals. We 
miss out on important insights at the 
intersection of third-party data with 
first-party data. Fully exploring the 
potential of intent data requires well-
designed and secure data practices. 

Alignment and collaboration around 
data – Make efforts to align teams by 
collaborating around data proactively. 
One of the most overlooked benefits 
of working with data is that it breaks 
the silos and brings departments 
together. Sales teams can share 
insights from their interactions with 
customers with the marketing team 
to create better marketing strategies. 

Find C-suite support – Getting 
C-suite support is critical for 
operationalizing intent data 
intelligence across marketing 
and sales. Having support from 
top leadership who view the full 
potential of data will ensure it’s 
adopted across processes with less 
resistance.

Keep an eye on competitors – You 
can monitor if current customers as 
well as note in-market buyers engage 
with competitors’ content.

Setting the process is not enough 
– Intent data is a valuable asset, but 
it takes motivation to unleash its full 
potential. Intent intelligence activated 
and analyzed via a marketing 
cloud brings B2B sellers closer to 
their goals faster, especially when 
combined with the support of an 
involved intent partner. 
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5. Activating Intent via a Marketing Cloud 

Merging the power of intent data with an integrated marketing cloud makes broader intent 
use possible. If you’re already using an intent data source or just exploring the idea, consider 
leveraging a marketing cloud to get you there.

It puts actionable data in front of users, along with the means to activate it, all in one place, 
leading to better resourcing and campaign decisions. Sales teams will know more about 
behavior at target accounts they’re working, and marketing teams will know when and how 
accounts are engaging.

In short, an integrated marketing cloud brings more value and ROI to your business.

6. Guidelines for Working with a Data Partner to Operationalize Intent 

For most organizations, it’s possible to leverage intent data in more ways than you might 
think. It starts with doing more than just subscribing to data. Will the intent data solution 
integrate with your martech stack? An intent partner who’s experienced in other services can 
be a good route to faster launches of new intent applications.

Of course, the data from an intent monitoring partner must integrate well and easily with 
the most popular digital demand gen channels. Some data providers use customer success 
managers to guide brands as they bring in more and more intent uses. 

Before you set your plan in stone and talk to intent data vendors, have internal discussions 
with your sales and marketing teams. Find out who will need access to the data and for 
what purposes. Based on that, talk to the vendor and share your needs. 

Put actionable data in front of users, along with 
the means to activate it, for better resourcing 
and campaign decisions

https://trueinfluence.com/marketing-cloud-get-a-clear-picture-of-your-audiences-and-opportunities/
https://trueinfluence.com/marketing-cloud/
https://trueinfluence.com/marketing-cloud/
https://trueinfluence.com/marketing-cloud/


Keep in mind the whole revenue generation ecosystem in your organization, which 
could include:

     •   Marketing automation 

     •   Customer relationship management (CRM)

     •   Data management

     •   Demand-side platform (DSP)

     •   Display advertising

     •   Content syndication

     •   Retargeting

7. Your Journey to a Data-driven Future Starts Now

However you expand your use of intent data, don’t hesitate to just get started. Try a 
pilot program for one of your demand generation channels like content syndication or 
programmatic, and then decide where to go next. This piece, “Sales and Marketing Cloud 
for the New World of Digital Engagement” could be a good place to start.

About True Influence: Founded in 2008, True Influence helps you grow your business with 
actionable intent data. We expertly leverage data, technology, and content to drive high-impact 
marketing campaigns and share detailed results and insights to help you win new business. True 
Influence generates revenue across multiple industries, promoting brands and products from 
successful global companies that include well-established blue-chip brands like IBM, Microsoft, 
and Cisco. Our innovation earned us numerous industry awards including the 2019 and 2020 
MarTech Breakthrough Award for Best Influencer Marketing Management Platform, 2020 Business 
Intelligence Group BIG Award for Business for Company of the Year, 2020 CIO Applications Award 
for Top MarTech Solution Providers, 2019 B2B Innovator Awards for C-Suite Strategy and People’s 
Choice, and 2019 RELE Award for Sales Enablement. For more information visit True Influence 
online at www.trueinfluence.com or follow us on Facebook, LinkedIn or Twitter.

To learn more, visit www.trueinfluence.com
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