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 Eloqua user since 2006 

 

 E9, migrated to E10 Oct, 2012 
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Slide 3 

Demandbase 

 Demandbase provides B2B targeting and personalization.  

 Our Marketing Power Tools: Eloqua 10, Demandbase, SFDC, 
Google Analytics 

 Account-Based Selling Model 

 Strong believers in buyer 2.0 

@shariajohnston @demandbase 
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Marketing and Sales Alignment 
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Buyer 2.0 

Website Engagement Is the Single Biggest Predictor of Buying 
Intent 

 

-CI Insights 
 

 

@shariajohnston @demandbase 
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What about unknown visitors? 

@shariajohnston @demandbase 

 

Silent Majority refers to the 95%+ of contacts who 
engage with our website, never convert to a “known” 
contact, and subsequently, are not marketable.  
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Engaging with the silent majority 
 

@shariajohnston @demandbase 

HotList report 
 

Engaging with the silent majority 
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@shariajohnston @demandbase 

 

 

Uncovering….Account Data 
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Building Quality Account Data - Forms 

@shariajohnston @demandbase 

 

 

 

Building Quality Account Data - Forms 
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Building Quality Account Data - Uploads 

@shariajohnston @demandbase 

 

 

 

Building Quality Account Data - Uploads 
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Results….. 

@shariajohnston @demandbase 

 

 

 

Almost 90% of contact records updated with account 
data 

Phase 1 - 145,015 Contacts Completed Connector Program   

    127,957 Contacts Successfully Updated 

Results….. 
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Results….. 

@shariajohnston @demandbase 

Target Account Marketing Through All 
Engagements  
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Results….. 

@shariajohnston @demandbase 

Target Account Marketing Through All 
Engagements  
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   Awareness 

 

 

  Engagement 

 

 

      Demand 

 

 

  Pipeline Acceleration 

 

 

“Connecting conversation 

and building touch points 

throughout the entire 

customer lifecycle” 

Integrated Campaign – In Action 

           Customer Marketing 

 

 

@shariajohnston @demandbase 
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Example Campaign: SiriusDecisions 2013 

 

 

Awareness 

Engagement 

Example Campaign: SiriusDecisions 2013 

@shariajohnston @demandbase 
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Example Campaign: SiriusDecisions 2013 

 

 

Engagement: Networking party registration 

Example Campaign: SiriusDecisions 2013 

@shariajohnston @demandbase 
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Example Campaign: SiriusDecisions 2013 

 

 

Onsite >Demand Building Activities 

  
• Booth Presence 

• Case Study Session 

• Networking Reception 

 

• Conversion Analysis Offer 

 

  

Example Campaign: SiriusDecisions 2013 
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Example Campaign: SiriusDecisions 2013 

 

 

Pipeline Acceleration/Customer 

Engagement  

 

Executive Briefing Sessions 

  

@shariajohnston @demandbase 
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Get Started! 

@shariajohnston @demandbase 

 

 Start with a quick win! 

 

 Create a roadmap and expand 

 

 Questions sjohnston@demandbase.com 

 

 

mailto:sjohnston@demandbase.com

