
Audience segmentation and journey orchestration are time-consuming and complex for business-to-business (B2B) 
brands. Without controlled business access to customer data, they’re also impossible to scale. Enable business 
teams to gain visibility into prospects and customers, hyper-segment audiences and launch both real-time and 
orchestrated customer experiences across channels based on the full customer profile.

Integrate with existing data infrastructure and 
augment as necessary to centralize account and 
contact information.

Empower business teams to discover, build, 
iterate and action on granular, multidimensional 
audiences.

Give business teams controlled access to data 
while maintaining security and governance.

Activate hyper-segmented audiences in real 
time or via sophisticated, multi-step omni-
channel journeys.

Break Down Data Silos Improve Audience Segmentation

Eliminate Inefficient Processes Optimize Customer Engagement

WHY ACTIONIQ

WHAT CAN ACTIONIQ DO FOR YOU

Every touchpoint is an opportunity to engage your customers. ActionIQ enables organizations to uncover 
actionable insights and deliver what modern B2B customers demand: truly personalized experiences. 

KEY CAPABILITIES

SELF-SERVE AUDIENCE DISCOVERY AND ORCHESTRATION AT SCALE

ActionIQ B2B CX Hub

Complete account and contact history

Multidimensional targeting

Identity resolution and enrichment

Self-service audience management

Real-time insights 

Predictive analytics and next best action

Real-time omnichannel journeys

A/B testing and measurement



Contact ActionIQ for a consultation with one of our expert team members and discover how our industry-lead-
ing CDP can help you create exceptional customer experiences across all brand touchpoints.
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TZVETANA DUFFY
SENIOR DIRECTOR OF ENTERPRISE 
ENGAGEMENT

“We have the ability to create very 
detailed customer segmentation and the 
agility to quickly pivot and address what 
needs improvement.”

Optimize Engagement Across the B2B Buyer’s Journey

35%

Engage High Propensity Contacts 
Segment high-value audiences to prioritize outreach.

Understand Intent Signals 
Pinpoint accounts and personas actively showing 
interest in products and services. 
 
Convert Trial Users to Paid Customers 
Target trial users with personalized content, offers and 
sales conversations.

Develop High-Value Lookalike Audiences 
Spotlight audiences that share similar characteristics 
with VIP customers.

Improve user onboarding and adoption 
Customize individual onboarding journeys and identify 
product power users to increase customer advocacy.

Identify new cross-sell and upsell opportunities 
Determine ideal channels and times to shorten sales 
cycles or present cross-sell and upsell opportunities.

Prevent Churn 
Recognize behaviors that indicate customer attrition and 
target at-risk customers with tailored campaigns.

Winback churned accounts 
Automatically re-engage churned customers with 
customized winback campaigns.

USE CASES

PROOF POINTS
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