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The State of CRM Data for

SaaS Companies

The good, bad, and the key to unlocking personalization

> Introduction

We wanted to know if revenue leaders from SaaS organizations felt confident
in their ability to personalize their sales and marketing efforts. Here's what we
uncovered, and keys to success from those that were most confident and ahead
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> Quantity Doesn’t Always Mean Quality

When asked what types of data revenue leaders currently have against their target
accounts, nearly all of them selected contacts. However, B2B buyers expect personalized
experiences, which is shifting go-to-market strategies to take account-based marketing
(ABM) approaches.

This shift requires deeper insights at the account level to understand the business need
and intent. However, when asked what type of data they wish they had against their
target accounts, the majority of respondents want data that informs a buyer’s intent,
projected growth, and technology use.

® The majority are not able to access deeper insights.
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> The Keys to Success

What can your team do to improve the quality of your data in order to influence more
revenue? We analyzed those with a higher confidence in their data against those that
don't, and discovered they have:
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With access to deeper insights and the right provider, leaders that have ability to
personalize also had
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with a higher level with a match rate with website URL
of confidence. of over 50%. associated with

target account.

To unlock the promise of personalization for your sales and
marketing teams, start with account intelligence from
BuzzBoard. The largest database for B2SMB solution

providers to launch hyper-personalized marketing campaigns
at scale.

Talk to an SMB intelligence
specialist or start a free trial today

>>>>

www.buzzboard.com
solutions@buzzboard.com



https://modernsaleshq.com/buzzboard-apply
https://www.buzzboard.com/
https://www.buzzboard.com/
https://modernsaleshq.com/
https://www.buzzboard.com/request-a-demo/?utm_source=outbound_email&utm_medium=partner&utm_campaign=request_demo&utm_content=msp_infographic



