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Agenda

• New Realities of the 
Buying Process
• Explosion of Digital 

Exhaust
• How to Find Buyers
• Engaging with those 

Buyers



The way we use to sell!



Buyer Journey Shifts…

• No longer linear
• Buying Teams have grown from 3 to 6 

people to 8 to 11
• Each member is bringing 4 to 5 Content 

Resources to the Committee
• Can result in 30 to 50 resources that need 

to be merged into a single point of truth
• More turnover à larger teams à more 

backtracking
• Lengthened Buy Cycles



Spaghetti Bowl Buying



Explosion of 
Digital Exhaust

Every piece of 
Content Consumed 
leaves Fingerprints



3rd Party Data Providers

3rd Party Data 
Provider

Packaged
Data

Purchaser



Finding Buyers:  Buyer Intent



Data Co-op

Bombora data is gathered from our proprietary co-op of B2B research centers

White papers Case studies Search

Webinars RegistrationsArticle Reads

Subscriptions

Infographics

Researching
6,900+ B2B topics

Tracking
3.4M businesses

Aggregated to enable unique perspective at unparalleled global scale

Consuming Monthly
27.1B events

Company Surge® Audience Solutions

And distilled into two Bombora data products which align sales with marketing

*Figures for Q1 2020 (average of monthly figures from January to March)

Bombora pioneered B2B intent and Company Surge® leads the now $1B industry



A Company Surge® Score represents the intensity of research 
spikes compared to the normal behavior of a business and a topic

Features used to identify interest in a topic over a 12-week baseline

# of topic events # of unique users Topic relevancy weight Content engagement
The number of interactions 

between a company and a topic 
The number of people researching 

a topic from a company
The relevancy of the content to 
the topic (i.e. is the topic the 

focus or simply mentioned)

The depth of engagement of the 
interaction (e.g. scroll velocity, 

dwell time, etc.)
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content consumption 
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A Company Surge® Score of 60+ 
indicates a significant spike in 

content consumption
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Embedded Intelligence



Topics Researched by Company



Parent Accounts and Subsidiaries



Finding Contacts



Market Intelligence



Trending Topics



Finding
Relationships



Finding Relationships



Relationship Strength



Conversation Intelligence



•Marketing & Sales tightly integrated
• Artificial Intelligence embedded in everything
• Generative AI (chatGPT) automates low end tasks
• 3rd Party Intelligence readily available to all
• Platforms stitch together intelligence 



Additional Resources

• Adaptive Selling / Relationship Intelligence
• Salesforce Einstein GPT Intro Bloomberg Update
• Bombora Buyer Intent
• ChatGPT
• Satya Nedella, Microsoft take on Open AI

https://www.youtube.com/watch?v=uorGRxdxGY8
https://www.youtube.com/watch?v=YAsKRxXdyj0
https://www.youtube.com/watch?v=av_mzdAUIfQ
https://www.youtube.com/watch?v=4_4hSnEMDnc&t=413s
https://chat.openai.com/chat
https://www.youtube.com/watch?v=UNbyT7wPwk4

