Prove Return on Ad Spend (ROAS) with Analytics

Connecting the dots from ad campaigns to brand engagement to revenue
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» This can be interpreted as data-driven intent to
engage and potentially purchase, since these
companies are actively interested in your brand
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« These companies have seen your ads, Ad ':
engaged with your website, and spent with you vantage.
. Use insights to score leads as cold, warm, or \ J

hot and strategize on next steps

. Connect the dots to see how advertising
touchpoints contribute to sales revenue
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Smarter B2B Advertising
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