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Intent Data

Educating consumers is hard work - especially now, when information is more available than ever before. 
Prospects could be anywhere in their buying cycle - it's a bit of a gamble when you reach out. By engaging 
with prospects as they start their research process you have the chance to not only be the first company they 

interact with, but you also become an authoritative and consultative leader. 

Intent Data gives you the chance to be that first point of contact, skipping the arduous task of educating the 
prospect and jumping right into consulting them on why you're the best at what you do.

Intent Data is information collected from Intent Marketing Efforts:

"Data collected about a web user...possibly indicating some intent or future action. 
Activity like page visits, clicked links, product mentions, time spent on page, etc..."

Realize Research Retarget

Times are changing. With the massive amount of product and user information available 
online, organizations are taking the education process into their own hands. Upon 
realizing a need for a new product/solution, companies will assemble in-house research 
teams for evaluation purposes and allow you to skip the preliminary education process.

These teams are going to scour the internet looking for information. They'll check user 
ratings and social data sites that lay out the pros and cons of solutions in your space. 
They'll take to social media to learn as much as they can from both happy and disgruntled 
users. These comparisons and reviews are the most valuable pieces of information a 
company can have while evaluating new technology. 

This is where you come in. You can extract Intent Data from these sources to paint a 
picture of what accounts are looking at your (and your competitors) solution. Visitor and 
end-user behavior along with online behavior tracking will compile a list of accounts (and 
the actions they took) to target with your consultative sell. 

Prospects recognize a need 
within their organization

They begin to research 
potential solutions

Reach out as a consultant, 
guide them through the sell

Interested in seeing how Intent Data can 
improve your sales and marketing pipeline?


