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INTRODUCTION 
 

  

In the ever-evolving landscape of B2B marketing, the role of digital advertising has become pivotal in 

reaching and engaging with your most valuable prospects. Welcome to our comprehensive playbook, 

meticulously crafted to guide B2B marketers through the maze of paid media strategies and tactics. 

Why This Playbook Matters 

Precision in a Crowded Space: In a world brimming with information, reaching your target audience with 

the right message, at the right time, on the right platforms is crucial. Our playbook dives deep into strategies 

that cut through the noise and deliver meaningful results. 

Navigating the B2B Complexity: B2B marketing involves longer sales cycles, multiple decision-makers, 

and complex buying processes. Our playbook is tailored to address these intricacies, providing insights to 

navigate and excel in the B2B realm. 

Driving Measurable Outcomes: At the heart of our playbook lies a commitment to help you achieve 

tangible results. We focus on strategies that not only generate leads but also nurture them through the sales 

funnel to conversion and beyond. 

What You'll Discover 

 Optimize Growth Levers: Discover the factors driving growth and leverage them for strategic B2B 

success. 

 Harness Data for Precision: Utilize a data-driven approach to fine-tune campaigns and drive 

targeted results. 

 Track ROI Effectively: Uncover the tools and methodologies for tracking and measuring ROI that 

truly matters. 

 Master Customer Retention: Understand the significance of Net Revenue Retention for nurturing 

long-term B2B relationships. 

 Accelerate Sales Cycles: Leverage intent data to expedite sales processes and enhance conversion 

rates. 

How to Use This Playbook 

This playbook is your roadmap to unlocking the potential of paid media in the B2B sphere. Each section 

offers actionable insights, practical tips, and real-world examples to guide you through the intricacies of 

successful B2B paid media strategies.. Let's Begin  



4 
 

 3 GROWTH LEVER 
 

Data Driven Approach      

   
 

 

Traceable ROI 

 

 

 

NRR & Retention 

 

LEVERAGE INTENT DATA FOR SHORT SALES CYCLES 
 

 



5 
 

Intent data is a powerful way for Marketers to shorten the sales cycle and accelerate revenue growth. Intent 

data refers to the online behaviors and activities of potential buyers that indicate an interest in a particular 

solution or topic. 

By leveraging intent data, Marketer scan identify prospects who are actively researching their solution or 

related topics online. This allows them to engage with these prospects while they are in the consideration 

stage, before they have made a decision and potentially before their competitors have even identified them 

as a potential opportunity. 

Marketers use intent data to personalize their messaging and tailor it to the specific interests and needs of 

the prospect. For example, they can use the topics the prospect has searched for online to create highly 

relevant content that addresses their pain points and challenges. 

Additionally, intent data can help Marketers prioritize their sales and marketing efforts. They can focus 

their resources on the prospects who are showing the highest level of engagement and interest, and who are 

most likely to convert into customers. This allows them to work more efficiently and effectively, shortening 

the sales cycle and ultimately driving revenue growth. 

In summary, using intent data is a highly effective way for Marketers to shorten the sales cycle and 

accelerate revenue growth. By identifying prospects who are actively researching their solution and using 

this data to personalize their messaging, Marketers can engage with prospects earlier in the buying cycle 

and increase their chances of converting them into customers. 
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INVEST IN CHANNELS THAT DELIVER MEASURABLE ROI 

 

 
 

Investing in channels that generate convertible MQLs is a critical aspect of a successful paid media 

strategy. However, it's equally important to ensure that these investments are bringing in measurable ROI. 

One way to accomplish this is to focus on channels that are highly measurable, such as programmatic 

advertising and email marketing. By setting up tracking and attribution systems, Marketers can accurately 

measure the impact of these channels on revenue growth and adjust their investments accordingly. 

Another approach is to prioritize channels that have a proven track record of generating high quality 

MQLs that are more likely to convert into revenue. For example, channels such as search engine 

optimization (SEO) and content marketing can be highly effective at driving inbound leads and creating 

awareness among potential buyers. 

In addition to investing in these channels, Marketers can also optimize their lead scoring and qualification 

processes to ensure that they are focusing on the highest quality MQLs. By using data to identify the 

characteristics of their most successful customers, Marketers can create more accurate scoring models that 

prioritize leads with the highest potential to convert into revenue. 

Overall, investing in channels that generate high quality MQLs is a critical component of a successful 

paid media strategy. By prioritizing highly measurable channels and optimizing lead scoring and 

qualification processes, Marketers can ensure that they are investing their resources in the most effective 

way possible and driving clear and traceable ROI. 
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WHY NRR IS THE ULTIMATE METRIC FOR CUSTOMER RETENTION? 
 

 

 

Focusing solely on NRR can be a highly effective strategy for driving sustainable revenue growth in the 

b2b industry. By prioritizing customer retention and expansion, Marketers can cultivate a loyal customer 

base that generates a consistent stream of revenue over time. 

Unlike other growth metrics that prioritize customer acquisition, NRR is a measure of the revenue 

generated from existing customers over a specific period, taking into account revenue expansion and 

churn. By focusing on increasing NRR, Marketers can achieve a more predictable and sustainable revenue 

stream while reducing customer acquisition costs. 

Additionally, by focusing on NRR, Marketers can place a greater emphasis on customer success and 

satisfaction. This can lead to higher NPS (Net Promoter Score) and customer retention rates, both of 

which can contribute to long-term revenue growth. 

While customer acquisition is undoubtedly important for growth, focusing on NRR can provide 

Marketers with a more reliable and sustainable path to revenue growth. By prioritizing customer success 

and retention, Marketers can build a loyal customer base that drives ongoing revenue and contributes to 

overall business success. 
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CONCLUSION 
 

In conclusion, the growth of a B2b Marketers vendor depends on the right strategy that can drive 

revenue growth while maintaining a positive customer experience. Roasoptimized, with its data-

driven approach, can help Marketers in aligning their go-to-market strategies, investing in high-

quality channels that generate MQLs, and boosting their NRR for sustainable growth. 

With our track record of delivering results for B2b Marketers vendors, we are confident that we 

can guide you in the right direction for success. We understand the importance of traceable ROI, 

and our services can help you measure and track it to ensure that your investments lead to the 

expected outcomes. 

As key takeaways from this whitepaper, remember to focus on leveraging data to understand your 

buyer's journey, invest in channels that generate high-quality MQLs, and prioritize boosting your 

NRR for sustained growth. 

 We can help, please schedule a 30-minute discovery session with us today. We look forward to 

discussing your growth goals and developing a customized plan to help you achieve them. 

 

 

https://bit.ly/3M0NGO2

