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CONVERSION
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The critical challenge: Most
B2B buyers complete up to
80% of their purchase journey
before contacting sales
The modern solution:
Combining journey mapping
with intent data to intercept
prospects earlier
Overview of how journey
mapping + intent data creates
a transformative approach to
campaign effectiveness

Executive
Summary
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SECTION 1: The Evolution of B2B Buyer Behavior

The B2B buying journey has fundamentally transformed. No longer
following predictable linear paths, buyers now navigate a complex
digital landscape before ever reaching out to potential vendors. This
shift has created significant challenges for marketing and sales
leaders trying to influence purchase decisions.

Modern B2B buyers independently research solutions across
multiple channels, consulting peers, review sites, social media, and
analyst reports. They form opinions and create shortlists without
vendor input. By the time they engage with your sales team, they've
typically completed 70-80% of their decision-making process.

This “invisible buyer journey” creates a critical challenge: how do you
influence prospects you can't see? Traditional marketing
approaches struggle to reach these self-directed buyers at
meaningful moments in their journey. Even sophisticated digital
marketing often fails to identify and engage with prospects until
they've already narrowed their options.

The solution lies in combining two powerful approaches: customer
journey mapping and intent data. Journey mapping provides the
framework to understand the complete buyer experience, while
intent data reveals hidden research activity, allowing you to identify
and engage prospects earlier in their process.
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SECTION 2: Understanding Customer Journey Maps
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•

•

•
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Trigger events and entry points: The business problems or
opportunities that initiate the buying process
Actions, decisions, and interactions: Detailed documentation of
every step buyers take
Content consumption patterns: The specific information buyers
seek at each stage
Channels and touchpoints: How and where buyers engage
throughout their journey
Buyer expectations and emotional states: The underlying needs
driving behavior
Decision-making tollgates: Key decision points buyers must pass
through to advance
Persona involvement: Which stakeholders participate at different
stages

Customer Journey Maps are comprehensive frameworks
documenting every action buyers take from initial problem
recognition through purchase and beyond. Unlike traditional
marketing funnels, which reflect an internal sales process, journey
maps capture the buyer's perspective of their own experience.

Effective journey maps are created through the lens of the buyer, not
the seller. They document in detail every action, decision, and
interaction across all touchpoints and channels. This buyer-centric
approach reveals critical insights that internal perspectives miss.

A complete journey map includes several key elements:
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Journey maps provide the essential foundation for campaign
architecture by revealing exactly what information buyers need,
when they need it, and how they prefer to receive it.

Rather than designing campaigns based on internal assumptions,
you can align your marketing efforts with the actual path buyers
follow.
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Why Traditional Campaigns Don't Convert

1.

2.

3.

Invisible research activity: Up to 80% of the buying journey
occurs before prospects contact sales, yet most campaigns
target only the visible portion
Missing intent signals: Traditional campaigns fail to identify
specific buying signals that indicate readiness to advance
Misaligned timing: Content and offers often reach prospects at
the wrong moment in their journey

1.

2.

3.

Campaign elements across channels that mirror actual journey
steps, increasing lead velocity
Offers and calls-to-action aligned to journey tollgates and intent
signals, increasing conversion
Messaging that reflects the target segment, buyer role, and their
current intent, increasing relevance

Traditional campaigns often fall short because they're designed
from an “inside-out” perspective, based on what has worked
historically or what marketers think buyers need. This approach fails
to account for three critical factors:

Intent-enhanced journey mapping solves these problems by
creating campaigns with three defining characteristics:

This approach transforms marketing effectiveness by matching
campaign elements to the buyer's actual needs and behavior at
each stage of their journey.
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SECTION 3: The Power of Intent Data

•

•

•

Explicit intent signals: Direct actions that clearly demonstrate
buying interest, such as demo requests, contact form
submissions, trial sign-ups, whitepaper downloads, and webinar
attendance
Behavioral intent signals: Patterns that reveal serious research
activity, such as multiple pricing page visits, extended time on
product features, consistent website engagement, and specific
content consumption patterns
Firmographic intent signals: Company-level indicators like
multiple stakeholders from the same organization showing
interest in similar topics

Intent data reveals what traditional marketing cannot see: the
digital footprints of buyer research activity. By capturing and
analyzing these signals, marketers can identify prospects actively
researching solutions, even before they visit your website or contact
your company.
Intent data comes in several forms, each providing different insights
into buyer behavior:

These signals vary across buying stages. Early-stage signals might
include industry-related content consumption and general solution
research, while late-stage signals often include pricing page visits,
implementation documentation review, and direct sales inquiries.
Identity resolution technology bridges the gap between anonymous
research and identified prospects. By connecting digital footprints to
actual companies and contacts, this technology unmasks up to 60%
of previously unidentifiable website visitors, transforming
anonymous traffic into actionable leads.
The power of intent data lies in its ability to reveal not just who your
prospects are, but what they're actively interested in right now. This
timing insight is crucial for engaging buyers at the moment they're
most receptive to your message.
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SECTION 4: Creating the Intent-Enhanced Journey Map

1.

2.
3.

4.

5.

6.

Develop a baseline journey map through qualitative research
with actual customers
Identify key intent signals for each journey stage
Map content needs and consumption patterns throughout the
journey
Document critical tollgates where buyers must take specific
actions to advance
Integrate identity resolution to connect anonymous behavior
with known prospects
Validate the model with data from your marketing automation
and CRM systems

An intent-enhanced journey map integrates traditional journey
mapping with intent data to create a comprehensive view of buyer
behavior. This approach connects what buyers do publicly with their
previously invisible research activity.
Creating an effective intent-enhanced journey map involves several
key steps:

The dual approach of mapping both known and anonymous
activities is critical. Traditional journey mapping captures conscious,
visible actions, while intent data reveals unconscious digital
behavior that buyers themselves may not report.
Identity resolution technology plays a crucial role by unmasking
anonymous visitors through sophisticated matching algorithms. This
technology combines deterministic matching (exact data points)
with probabilistic matching for higher accuracy, enabling you to see
the complete picture of prospect activity.
With an intent-enhanced journey map in place, you gain
unprecedented visibility into the previously hidden portions of the
buyer's journey, allowing you to design campaigns that align
perfectly with actual buyer behavior.
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SECTION 5: Building High-Conversion Campaigns

1.

2.

3.
4.

5.

6.

Identify specific tollgates the buyer must address before
proceeding to the next step
Conduct a gap analysis to identify where your current campaign
strategy doesn't match the journey
Define high-value content the buyer seeks at each step
Identify journey steps where you can reach buyers with
outbound or inbound marketing
Define integrated campaign elements and align them to the
journey map
Highlight opportunities for personalization based on intent
signals

To develop high-conversion campaigns from intent-enhanced
journey maps, follow this six-step framework:

Intent data transforms campaign timing and triggering by enabling
you to respond to specific buyer actions. Rather than relying on
predefined sequences, you can deliver content precisely when
buyers demonstrate interest or readiness to advance.
Dynamic content experiences adapt to both journey position and
intent signals. For example, a buyer researching specific technical
capabilities might receive detailed technical documentation, while
another exploring ROI considerations would receive case studies
highlighting financial benefits.
Best practices for aligning offers to journey stages include
developing specific content for each major tollgate, using intent
signals to determine optimal timing, and removing unnecessary
gates for high-intent prospects to accelerate their journey.
The power of this approach lies in its ability to deliver precisely what
buyers need, exactly when they need it, significantly increasing
conversion rates at every stage of the journey.
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Best Practices for Intent-Enhanced Campaigns

•

•

•

•

•

•

•

•

Focus on education over promotion: Help buyers solve problems
rather than pushing products
Time content delivery precisely: Use intent signals to deliver
content when buyers are most receptive
Develop tollgate-specific offers: Create content that directly
addresses the questions and concerns at each decision point
Remove unnecessary friction: Minimize form fields and gates for
high-intent prospects
Connect marketing and sales: Share intent signals and journey
position with sales to improve lead prioritization
Implement progressive profiling: Build prospect profiles over
time rather than requesting all information at once
Leverage identity resolution: Use technology to unmask
anonymous visitors showing high intent
Respect privacy: Maintain transparency about data collection
and use

Implementing intent-enhanced campaigns effectively requires
following several best practices:

The most successful campaigns maintain a balance between
automation and personalization. Use automation to scale your
efforts while implementing personalization at key decision points
where it will have the greatest impact.
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Bottom Line

Intent-enhanced journey mapping transforms your ability to deliver
the right message at the right time through the right channel. By
combining detailed journey understanding with real-time intent
signals, you can create campaigns that consistently convert at
higher rates while building stronger customer relationships.

This approach eliminates the guesswork that currently plagues most
marketing departments, providing a clear roadmap for aligning
activities and investments to meet and influence buyer
expectations. It gives marketing a significant competitive
advantage in identifying and engaging prospects during the critical
early stages of their buying journey.

The place to start is by knowing not just who your buyers are, but
what they're actively looking for right now. With this combined
insight, you can design campaigns that truly connect with prospects
at the moments that matter most.
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1.

2.

3.

Identify your company's
customer touch points using
journey mapping
Learn how to develop content
strategy from journey maps
and intent signals
Implement your intent-
enhanced campaign strategy
with a focus on critical
conversion points

Action Plan
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Ready to Transform Your Marketing Effectiveness?

Strategy Simple helps B2B companies implement intent-enhanced
journey mapping to dramatically improve campaign performance.
Our team of experts can help you unlock the power of intent data
and journey mapping to reach prospects earlier in their buying
journey.

Contact us today to learn how we can help you identify and engage
with prospects actively searching for solutions like yours.

Rob Trube
Strategy Simple
Email: team@strategysimple.com
Phone: 313-626-9200

www.strategysimple.com
www.simpleaudience.io
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