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What we do

Bombora tells you which
businesses are researching
your products and services.
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|ldentify businesses in an active buying cycle for your products

e

i
L ]
3
i,
1

MThroforto o SPACE < a
) ‘:‘____‘_ Base \ — Registration Search
CIOINS!GM:OS ’ ? l \ / &
—
828 Ecosystem . - Fubalizsiers Webinars ~ Articles
g;.a fres Forbes / White papers Case StudiJeS
Bombora Data Cooperative of Data science models classify Companies are identified and content
~4000 B2B websites captures website content into Intent consumption baselines established
business buying activity or topics related to B2B products, against each Intent topic. Company
Intent data services or industries. research spikes against a topic is

called Company Surge®.
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Company Surge® data
can be activated across
multiple sales and
marketing use cases.

@ Accessible through
‘ 75 integration

partners




A Company Surge® Score represents the intensity of research spikes
compared to the normal behavior of a business and a topic
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Reach a community of engaged business
professionals on LinkediIn
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Directly integrated with
Linkedin Campaign Manager

Activate Company Surge®in
L] E LinkedIln Campaign Manager

E_f to refine audience targeting

and messages*

*Audience automatically refreshes weekly in an always-on fashion

Optimizing Account-Based Marketing (ABM)
strategies using Company Surge®
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Create audiences that Segment ABM lists and send

correspond with product lines to relevant content based on

reach ‘in-market’ companies a target company’s topics
with relevant messages of interest

| A Increase campaign efficiency and response rates by
focusing on businesses in active research mode and
tailoring messages based on their topics of interest




Supported ad formats for Company Surge® for
Linkedln Matched Audiences
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Veronica, follow TechCore for trends
shaping the future of B2B technology.

Follow
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Sponsored content

Dynamic ads

Video ads




How to activate the Company Surge® integration for LinkedIn

Completed on the Bombora interface
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Intent topics with
your Account Manager
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(i.e. ‘cloud computing’, ‘marketing automation’, etc.)

Create a Company Surge®
report and input your
LinkedIn Account ID
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Completed on LinkedIn
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Log into Linkedin and

your Company Surge®
audience will appear
under ‘Matched Audiences’
within 48 hours

Create campaigns using your
Company Surge® audience



Creating a campaign using Company Surge® audiences in LinkedIn
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Measure the impact of Company Surge® data through A/B analysis

Measure performance between these
groups based on key performance indicators

Create a Company Surge® and
a standard B2B audience: '
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Winner of the Linkedln Marketing Partners Customer Value Award for
EMEA + LATAM

Recognized for helping customers drive business impact on LinkedIn including 8x8 and Hushly!

Compared to LinkedIn targeting alone HUShly
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4980/ 4 1 40/ Improvement in lead-
O Jumpin CTR O conversion rate

Adding Company Surge® to native LinkedIn targeting facets

Improvement in website

7X engagement (better than 1 8 Overall ROI from
any other traffic source) closed business

Sponsored Content on LinkedIn 8x8
0) using Company Surge® compared to
(0) prior average click-thru rates
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