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Kevin Rooney
Sales Leader | Alignment | Strategy

Kevin has been part of the SDR team at Demandbase
for 8+ years. He started as an SDR and has first hand
knowledge on how to best utilize an account-based
selling strategy. He and his team are customer 0 and
utilize Demandbase in their day to day to drive
pipeline based on the insights they see.
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How Leading Sales Organizations
Leverage Demandbase

& -©

p—

SALES & MARKETING WEEKLY FOCUS OUTBOUND ALIGNMENT
ALIGNMENT Which Accounts & Contacts Aligning with team on where
How engaged & aware are my should | be Focused on this to focus time & energy,

Week?

teams accounts constantly communicating
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Prioritization
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Why Use Engagement Insights?

A Wider Spectrum for Prioritization + Personalization

Known
Demo Other Inbound Known Anonymous
Requests Leads Website Visits Website Visits

1]

Anonymous

~10% of Site Traffic ~90% of Site Traffic

Off-Site
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Inputs Used When Prioritizing Accounts

QUALIFICATION
SCORE
The likelihood of ever
becoming a customer

PIPELINE PREDICT
SCORE
Highest propensity to
become an opportunity
in the next 30 days

ENGAGEMENT
SCORING
Assigned point system
for specific levels of
engagement

19

JOURNEY
STAGES
Specific junctions in
the buying cycle
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SDR Workflow & Efficiencies



Account Based Insights for Sales

Make it Easy with workflows designed to deliver insights in the channels you live in

Email Digests

Demandbase

ied Accounts

Top People 0812372020 083120

led out to these folks yet? The people listed below have the highest engagement minute

start contacting them!

G

Barry Raskin (882 >0y
Director Marketing Operations, Agile A

Responded to Live chat - booked meeting via drift

Responded to Direct Mail - Coffee Gift Card

Responded to Q320-WBN-ABM-Tour-ON24-Session-Live

Elizabeth-Lynn Bertson (82 >ny
Chief Risk Officer, Brand Protector, Sprint-Nexte

Responded to Q120-CON-Playbook-ABM-for-Sales

Responded to Corporate Events - ABM Connected

Responded to Q120-INBOUND-Schedule Demo Request from ABM-Promo.

Christina Lamb (se2 >ny
Field Marketing Manager - ABM, Symantec

Responded to Q120-CON-Playbook-ABM-for-Sales

Responded to G320-WBN-ABM-Tour-Brian-Mimi-Live

Responded to G320-WBN-ABM-Tour-ON24-Session-Live

Salesforce iFrame &

Dashboards

Demandbase Inc + e
[—
Timelne  lmen  Wighlights  Acivfies  Wealmap  Communication History
D Viewin Demancbase
Dot Story Engaement Grou — Morkoting Engagement — Sales Engagement
[sorisensncose ] [sussorosnanatece. ]
TS
S |
—_— 1 [ — - e — A
Expansion ppertunty e
= H
e | .

. < (€]
Demandbase - @
AT

P ichoas o
@ Phiip Warren

&
e
@
”
:

Real-Time
Slack Alerts

Q Search: in@Demandbase uber

® Demandbase -

Messages  About

— traay, may 12an +
Satuday, May 13th ©

Demandbase A% 12:08 AM

Alert: Account Web Traffic

Account:

Uber Technologies, Inc.

‘Web pages read:

= x ol

eanrn

JBER

One-ABX-Platform-and-Add-On-Solutions-Overview

Known Web Visitors:
Arianna Etemadieh, Demand Generation Marketer

Preferences.

Demandbase
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Order of Operations

MQA
PP >70
High Value Pages

Competitive Intent

High Value Keywords

All Page Visits This Week

%

Inquiries by Persona

Multiple engaged people, on the verge of being an opportunity

High predictive score w/ multiple signals, highly likely to be an opp

Case study, product pages, how to guides, etc. strong indicators of interest

Potential eval, don’t let competition be first. Individual reports for each
competitor

Keywords you would pay top dollar for SEO. DB = ABX, Advertising,
Predictive, GTM

Closed lost > 90 days that are re-engaging

1:Few accounts hand selected by sales that are in engaged journey stage

All other pages views this week, organized by persona and engagement
minutes

All other marketing inquiries sorted by persona and engagement minutes
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Email Digest

MAR-01-SDR-MQAs-No-Sales-Touches-Last-1-Month for MAL-SDR-Manager-Accounts-

Sean-and-Carmel

MQAs that have not been touched by Sales in the past 1 month

Account D il

SFDC Owil

Megan MeL|
Devin Rosel
Peter Amad|
Nicholas Rq
Michael Mal
Nicholas Rd
Nicholas Rdq
Carmen Fa
Matthew Be|
Gagan Meh|
419 more 4

MAR-02-SDR-PreMQA-PP-Score-Above-70 for MAL-SDR-Manager-Accounts-Sean-and-

Carmel

Accounts with 70+ PP Score that have yet to hit MQA and no Sales Touches in past 1 month

Account Details

- -

SFDC Owner Id

Matthew Berry
Vincent Matano
Mauri Haviv
Brande Bradshaw
Peter Amador
Matthew Berry
Nicholas Rosa
Matthew Berry
Matthew Berry
Peter Amador

221 more Accounts

MAR-03-SDR-PreSQL-High-Value-Page-Visits for MAL-SDR-Manager-Accounts-Sean-

and-Carmel

Mktg/Sales Personas (Dlrector+) from PreSQL Accounts with High Value Website Visits in past 3 months

Person Details

n People | See Full Report..

MAS-Account-
Tier (Segment)

Name
»arl® | Tier 2 (AE Top 30)

& Nota Target
& Tier 2 (AE Top 30)

ordlien Tier 2 (AE Top 30)

Tier 3 (OB4K with
& | subsidinries)

Difnc Tier 2 (AE Top 30)
c @ Tir 4 (ICP)
@ Tier 1(AE Top 5)
& Ter4 (ICP)
@ Tier 1(AE Top 5)

126 more People

Journey Stage  Full Name

MaA

MaA

MoA

Engaged

MaA

Aware
MaA

Aware

MaA

(0|0 08

'

Marketing
Title Engagement
Minutes (3 mo.)
Director, Business 2
lopment

Head of Demand
Gen L
VP NA Enterprise
Markoting

VP of Marketing &
Demand Sales
VP North America
Marketing. Digital 20
and Marketing

Operations

Head of Global
Dightal Marketing

Director of Global

»
o

Director, Global
Sales Development

VP of Marketing &
Demand Gen

Director Of
Demand

Generation

SFDC Owner Id

Kayla Cullivan

Kayla Cullivan

Kayla Cullivan

Kevin Merrill

Rory Costelio

Nathaniel Hoshal

Patrick Boyle

Amanda Pham

Samuel Maxwell

Kayla Cullivan

e Set-up daily email digest

e Include fields to stack rank
list like account, contact,
title, account priority tier,
engagement minutes, etc.

e Utilize a sales touch filter
to create “zero out” lists >
show me all accounts that
haven't been touched this
week

. Demandbase 11



Create Your Dashboard & Email Digest

ard

the Life - SDR 2.0

Last refreshed 1 day ago. Refresh this dashboard to see the latest data.
As of Mar 5, 2021 2:24 PM-Viewing as Kevin Rooney

+ Follow [ Refresh Edit v

SDR Owner
All v
Accounts by Journey Stage ®
Sum of Account Count: 3.2k
349
301
Journey Stage | 01- Al Other @ 03-Aware W 04-Engaged @ 05 06-sQL @ 07

View Report (Accounts by Joumey Stage)

Competitive Intent

Account Name Sum of Engagement Minutes (3 mo.) +
Lumen

Cisco Systems Inc

18M

Accenture PLC

Tata Communications Ltd

MICROSOFT CORPORATION

Netapp Inc

View Report (Competitive intent by qualification scor)

Top Accounts

Account Name

Arrow Electronics
Infosys

Intuit Inc

SunTrust Banks Inc
Achievers Solutions Inc.
BitTitan, Inc

Blackbaud

View Report (Accts w/ QS PP greater than 70)

Hot Contacts

Account Name

InsideView Technologies
Atos North America

Ogilvy & Mather Inc.

Varian Medical Systems Inc
Elavon Inc.

Cisco Systems Inc

Panasonic

Full Name

Umberto Milletti

Paul Bender
Chandani Rao
Brian Ravenna
Sam Archbold
Yosef Javed

Melissa Ching

View Report (Hot contacts this month)

Sum of Pipeline Predict Score +

Engagement Minutes (1 mo.) ¢

Reengaged Accounts

Account Name
Cisco Systems Inc
Wells Fargo & Co

Outreach.io

Hewlett Packard Enterprise Company

Forrester - Analyst
Snowflake Computing

ServiceTitan, Inc.

Sum of Engagement Minutes (3 mo.) 4

View Report (C/L accounts with 100+ Eng Mins)

Needs Love

Account Name

Wells Fargo & Co
Outreach.io

InsideView Technologies
eviCore

Integrate.com, Inc
Cloudinary

Dynatrace

Pipeline Predict Score Engagement Minutes (1 mo.) ¢

View Report (ABM Intent with high PP Score)

Demandbase.
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View Company Insight on the Account

&

v Demandbase Sales Intelligence Cloud

.e
L1
Overview

|

D e w2153 &
=l Pubiic { NASD: | Global Parent
L. Multimedia and Graphics Software

$16,693 M (TTM, FYE: December )
it 25,988
<
v

: 68
InsideView ID: 724292
EFX ID: 006506341

Sources: & DoaEr

Sub Group

Total Active Technographics @ 1
Sub Group

+ Follow New Opportunity by SDR (Quick Actiol

B Demundbuse ELITE

[ERV S CIYe IVl o Wrong Info?  [3 Download PDF - @ Follow

24,161 Contacts in

Top Job Functions

tion Technology (7,751)

relopment (856)

sh 27,614 family tree contacts

989 Connections

High Intent Keywords
data com email campaign adwords
programmatic advertising

25 Company News

Editing Photo Software and Services Market to

Eyewitness Huge Growth by 2028 | DXO Optic...

l 16 Research & Development

Higher Education Market to Witness Massive
Growth by 2029 | |

e Easy access
company level
details

e Company news,
intent, and common
connections

e Industry section
shares challenges,
trends and even
discovery call
questions
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Check Recent Engagement

= IF% =+ Follow New Opportunity by SDR (Quick Actior

Total Active Personalization @ 0

e Easy access to the
. most recent
engagement

v Demandbase Sales Intelligence Cloud

4 Bloemandouse cre = e Hover over timeline

~” .
- to dive understand
) D View in Demandbase B Jul 16,2022 B Aug 16, 2022 o o o
. A if the activity was
Intent Deal Story Engagement Group == Marketing Engagement - Sales Engagement

" known
your.demandbase.co... demandbase.com & &
- e Deep dive into

intent and specific

400 ’

)
o known & unknown
om activities

v LinkedIn Company Profile

Demandbase 14
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See Specific Intent

e Understand intent
being researched

4 Demcndbuse ELITE =
»”

Timeline D View in Demandbase v B Aug 27,2022 0 Sep 27,2022 o P r| (0] r|t|Ze | nte nt t h at
|"(:1)3“ Top Intent Keywords Competitive Intent Bombora Intent !S t h e m OSt
Important to you

R
Highlights All keyword sets v

+ e Create keyword
Activities total addressable market ® High hubspot ® High data management platform Med S ets fo r d iffe re nt

&
Heslmap display ads Med ad networks Med terminus ® High p ro d u Ct ty p e S ) B U S 1
Q segments, etc.
Comm
History ad tech Med marketing automation Med personalized ads Low

Demandbase 15



Uncover Top Engagements

4 ﬂDemcndbuse EUTE =

~  Highlights e Understand intent
being researched
L D View in Demandbase v B Jul1,2022 B Sep 28,2022

Intent

e Prioritize intent that

— e T e is the most

- Important to you
Activities ... Became Viewed Contentin Q418-CON-PTR-A... -~ Registered for 2022-Q3-EVT-SFMOMA-Wome...

A Visited 2 web pages

e Create keyword
Q sets for different
! product types, BUs,
segments, etc.

Demandbase. 16



Find More Contacts

v Demandbase Sales Intelligence Cloud

People
9 People Reset
Family Tree A
- Al

Demandbase, Inc.
[J DemandMatrix Inc.
[ Engagio Inc.
[0 Demandbase India Private ..
D InsideView Technologies, I...

+ Add Family Tree Nodes

Job Function A

8 Al

Marketing

[ sales

[0 Accounting and Finance

9 Current

@ Engagement 4 Insights v

10 Former

Contacts (9)

Jackie Palmer
Vice President, Product Marketing
4, San Francisco Bay Area, San Mateo, CA

E2 Demandbase, Inc.

Jason Moore
Vice President, Product Design
%, Bozeman, MT

E2 Demandbase, Inc.

Juan Alvarado
VP, Advertising Cloud
2, Greater New York City Area, New York City, NY

E2 Demandbase, Inc.

&

Contact Information

‘s ‘oo Lo

92 Connections

's oo Lo

73 Connections

91 Connections

e Search based on
title, function, level,
location

e Sort for confirmed

email + phone
numbers

e Find connections

within your internal
network

Demandbase 17



Win Story!
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Gather Intel

1.

Journey Stage - MQA

Accounts by Journey Stage

Sum of Account Count: 2.8k

View Report (Accounts by Journey Stage)

Y & X

Journey Stage

01 - All Other
03 - Aware
04 - Engaged
05-MQA

06 - SQL
Other

Demandbase 19



Gather Intel

1. Journey Stage - MQA

2. Pipeline Predict - Highly
Likely

92%

Y e
Highly Likely

Likely

[

Likely

98%

91%

Demandbase. 20



Gather Intel

Journey Stage - MQA

2. Pipeline Predict - Highly
Likely

3. Role Engagement - CX/VP

Marketing Sales -

- Executive Reps

Totals 23

Campaign Response 23

Page Visits (Anonymous) 0
Page View 0

Event 0

Demandbase Keyword Intent 0

Marketing
- Other

Marketing -  Marketing -
DG and Digital and
Field Web

3 3

3 3

0 0

(0] 0

0 0

0 0
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Prospecting on LinkedIn
Sales Navigator

W DN

Company Name
Keyword: “Demand Gen”
Seniority Level: CX/VP
United States

Keywords

"demand gen" x
Filters Clear (2)
Custom Lists +
Past Lead and Account Activity by 1
Geography

ncluded

Within: Region 2

Relationship +

Company

ncluded

Within: Current 2

Total results Connected to people in Posted on Linkedin in
your network past 30 days

] Selectall

I 1 year in role

Boston, Mass.

23 connections can introduce you

Did this search show you the results you were looking for?
Your feedback helps us to improve resuits

1

Share experiences with
you

Message | ==+

Demandbase 22



1:1 Email Example

|:| | recently listened to the B2B Growth show you were recently featured on chatting about the current status of
personalization.

| too ditched a few hobbies during quarantine myself (guilty &% ), but | did however purchase a bicycle back in April.

In the podcast you mentioned personalization is done right when relevant.

One of the ways Demandbase identifies relevance from our target accounts is by intent.

We can use intent data to identify which companies are in-market for | and understand where
these accounts are throughout the funnel, to understand who to reach out to, when to reach out, and what to say.

With 56% of ad performance is based on creative, do you think something like Demandbase that can better influence
Bynder's ad strategy is worth taking a deeper dive?

Either way, loved the podcast! Thanks for dropping gems!

Demandbase 23



Multi-Threaded Outreach

@ Vin Matano

anc ly just listened to your episode on the B2B
Growth show whlch inspired this video below! Bike not
include &

replied to your email. Thanks for the outreach.

1:02 | 36 views
i

E Demandbase



Meeting Booked!

Yeah really enjoyed the capabilities DB had during my time at so curious what you guys have done to improve
the platform since then. Also missed the conferences that our teams would run into each other at!

| want to bring in our lifecycle marketing manager who is leading the global efforts to operationalize the buying
signals out there. Would be interested in just an exploratory call.

Demandbase 25



Thank you!
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