Intent Data Show Increased Interest in 'Online
Video' Among Both Brands And Agencies:
Bombora Company Surge(R), Merkle
“Online video platform” is experiencing a dramatic rise in interest among brands and agencies,
according to intent data measured by Bombora Company Surge(R)
NEW YORK, NY, UNITED STATES, June 30, 2021 /EINPresswire.com/ -- The continuing rise of video
means it is no longer considered just one piece of the
overall marketing campaign. It has the power to connect
audiences like nothing else can. Within the larger trend of
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consumption habits for the foreseeable future, so brands
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and agencies will want to get on the same page with
regards to “video optimization” and “video transcoding” to ensure they’re making the most out of
their investments – especially with the promise of improved performance and monetization
resulting from 5G on the horizon.
Another area where intent data shows brands and agencies to be at odds is around “lead
routing” and “lead nurturing.” Both appear to be growing areas of interest among brands in
recent weeks. On average, nurtured leads make 47% larger purchases than non-nurtured leads,
which makes the case for aligning more closely with your organization’s sales function to ensure
that leads are being converted into customers. In the B2B space, marketers focused on
nurturing high-quality leads will need to embrace increasingly sophisticated marketing
automation tools to ensure leads are being engaged throughout the entire buying process.
The consensus among marketers is that creating content is the most challenging part —
however, it’s fundamental for increasing customer loyalty. This is where agencies can help
companies stick out amid a sea of sameness. To ensure that content is not only meaningful but

beneficial, it must be tailored to the needs and preferences of today’s B2B buyers. And most B2B
buyers prefer video over static content.
-- Written by Michael McLaren, CEO, Merkle B2B
This column appeared first in MediaPost:
https://www.mediapost.com/publications/article/364600/intent-data-show-increased-interest-inonline-vid.html
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