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In today’s high-stakes B2B landscape, success demands more than just 
data. It requires precision, speed, and AI. Marketing leaders must fuel 
pipelines, boost ROI, and meet the rising expectations of empowered 
buying committees. 

Datamatics Business Solutions empowers global brands with AI-powered 
data enrichment, advanced demand generation, and smart outsourced 
marketing. Our hybrid approach combines machine learning, analytics, and 
campaign expertise to double pipeline conversion, enhance data accuracy, 
and cut wasted spend. 

From real-time intent to high-impact appointment setting, we deliver 
measurable results—faster, leaner, smarter. 

Partner with Datamatics to turn data into scalable growth and gain a 
competitive edge in a performance-driven world. 

Executive Overview 
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Latest Trends in Data Solutions

Organizations applying machine learning 
algorithms to cleanse data have seen overall 
data accuracy increase by up to 40%, 
significantly improving the reliability of 
downstream analytics and AI models.
Source: Datamatics Business Solutions, McKinsey 

40% In 2025, API-based AI enrichment will 
increase by 25%. NLP and data fusion 
enhance targeting and personalization.
Source: Datamatics Business Solutions, McKinsey  

25%

30% of B2B data becomes outdated annually. 
Cloud-based, real-time models maintain 
accuracy and reduce decay.
Source: Datamatics Business Solutions, McKinsey  

30% Data analytics market to grow from $74.26B 
(2024) to $482.61B (2033) at 23.1% CAGR. 
Source: Precedence Research

23.1%

In today’s fast-evolving digital landscape, data solutions are becoming increasingly sophisticated, 
leveraging advanced technologies to improve the accuracy, relevance, and usability of B2B data. 
Innovations in machine learning, natural language processing, and cloud-based platforms are 
transforming how organizations cleanse, enrich, and manage data.  
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In the fast-paced B2B world, e�ective demand generation is no longer about chasing large 
volumes of leads—it is about precision, quality, and actionable insights. Organizations leveraging 
modern demand generation techniques are engaging the right prospects, at the right time, with 
the right message, leading to measurable pipeline growth. 

Trends in Demand Generation 

Demand Generation: Evolution & Best 
Practices

Organizations leveraging buyer intent insights 
experience up to 47% higher lead conversion 
rates and 38% more deal closures. The buyer 
intent data tools market was valued at 
USD 117.7 B in 2024, projected to reach 
USD 494.2 B by 2033 (CAGR ≈16.9%).
Source: DW Media, Global Growth Insightst

AI-based intent prediction can boost sales 
forecasting accuracy by up to 25% and 
reduce sales cycle length by 30%   
Source: The CMO, SuperAGI 

Over 85% of marketers are employing 
account-based strategies underpinned by 
predictive intent signals, with 70% reporting 
measurably better conversion outcomes.  
Source: The Gutenberg  

B2B marketers implementing AI-powered 
predictive scoring see a 25% increase in 
conversion rates and 30% lower acquisition 
costs compared to traditional models. 
Source: G2, Salesforce, Heinz Marketing 
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Typical conversion uplift for AI scoring is 
around 15–20% with legacy systems, versus 
35–45% when switching to AI models.
Source: G2, Salesforce, Heinz Marketing 

52% of customers expect personalized 
engagement. AI personalizes format, timing, 
and messaging. 
Source: Salesforce State of Marketing Report 

Over 80% of organizations using AI for BANT 
scoring see improvement in lead conversion 
rates.
Source: Demand Gen Report, HubSpot 

Demand gen software expected to grow from 
$5.8B (2023) to $12.82B (2030) at 12% 
CAGR.  
Source: Fortune Business Insights 
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How Account Intelligence and 
Predictive Scoring Accelerate Pipeline 
Growth 
Account intelligence, combined with predictive scoring, ensures marketing and sales teams focus 
on accounts with the highest likelihood of conversion: 

Prioritizes high-fit accounts, 
boosting pipeline 

e�ciency. 

Reduces wasted e�ort, lowering 
acquisition costs by up to

30%

Enhances engagement across buying groups, 
turning clean, enriched data into 2x pipeline 

conversion lift. 



Engaging Buying Groups E�ectively
Modern B2B deals involve 12–15 stakeholders per buying group, making it essential to engage 
the full committee rather than individual contacts. Results from organizations applying these 
methods include: 

faster lead-to-opportunity 
cycles

28-47%
improvement in MQL-to-SQL 

conversion rates

41%

Stronger influence across 
accounts, enabling faster, more 

confident deal closures 
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Datamatics’ Multi-Channel Approach 
• Map buying committees to understand roles, influence, and relationships. 
• Deploy multi-touch campaigns across email, content syndication, webinars, and partner 

programs. 
• Personalize engagement using AI-driven account intelligence, tailoring messages, formats, 

and timing to each stakeholder. 
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Multi-Channel Strategies & 
Optimization 

Companies leveraging multi-channel 
strategies achieve this average annual 

revenue increase compared to 
single-channel approaches.

9.5%*

AI-driven personalization and BANT-based qualification allow 
campaigns to prioritize quality over quantity, ensuring sales-ready 

leads and predictable pipeline velocity. 

Only this portion of marketers actively 
track campaign performance for demand 

generation, even though continuous 
measurement and optimization are critical. 

49%*

Source: Aberdeen Group & Demand Gen Report  



We provide marketing teams with prioritized 
lists and real-time recommendations for 
outreach. 

Actionable Insights 
Dashboard

Predictive models are constantly refined 
using campaign performance data, keeping 
lead scoring accurate and relevant across 
regions and sectors.

Continuous Optimization

Data from account intelligence and scoring 
flows directly into campaigns, multi-touch 
email programs, content syndication, and 
webinar outreach. 

Seamless Campaign 
Integration By integrating predictive insights into 

campaigns, teams can engage the right 
stakeholders faster, maintain a healthy 
sales-ready pipeline, and increase pipeline 
velocity with measurable ROI. 
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How Datamatics Does It 

We identify all decision-makers and 
influencers within target accounts, ensuring 
campaigns reach every stakeholder who 
matters. 

Comprehensive Buying 
Group Mapping

We assign dynamic scores to accounts and 
leads based on intent signals, firmographics, 
engagement behavior, and historical 
conversion patterns. 

AI-Powered Predictive 
Scoring



Outsourced Marketing Services

Agencies using AI-powered segmentation 
and targeting report a 10–15% increase in 
revenue compared to those relying on 
traditional methods. 
Source: Datamatics Business Solutions, McKinsey 

Outsourcing can reduce operational 
marketing costs by up to 60%. 
Source: Datamatics Business Solutions, McKinsey  

AI-driven appointment funnels improve 
lead-to-meeting conversion by 50%.
Source: Datamatics Business Solutions, McKinsey  

Outsourced marketing services are evolving rapidly as businesses seek flexible, scalable, and 
expert-driven solutions to meet growing market demands. The trend toward strategic 
partnerships with outsourced providers is reshaping how marketing functions are delivered, 
enabling faster time-to-market and higher ROI through integrated, data-driven, and AI-empowered 
marketing approaches. 
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Market Trends & Growth Metrics

Segment 2024/2025
Market Size 

Projected
Value 

CAGR AI Adoption
Trends 

Data Analytics/
Data Solutions

$74.26B $482.61B
(2033)

23.1% AI-led cleansing, enrichment,
quality assurance 

Data Analytics
Software 

$45.5B $103.5B
(2033)

9.8% Embedded AI tools for
ROI tracking 

Demand Generation
Software

$5.8B
(2023)

$12.82B
(2030)

12% Predictive lead scoring,
omnichannel orchestration

Outsourced Marketing
Services

60% cost savings, higher
campaign agility 

$25.4B $74.76B
(2034)

11.4%

Sources: Precedence Research, Fortune Business Insights, Deloitte, Martal Group 

10www.datamaticsbpm.com



Why Datamatics Business Solutions?

Capability Benefit

AI-Powered Data Cleansing & Enrichment Accurate ICP segmentation and improved 
personalization

Predictive Lead Scoring & Intent Data Prioritized targeting of high-fit accounts 

Buying Group Targeting
Ensures all decision-makers and 
influencers in target accounts are 
engaged, accelerating deal closure 

Account Intelligence
Provides actionable insights on account 
activity, intent signals, and engagement 
trends to optimize campaigns 

Content Syndication & Buying Group 
Mapping 

Engagement across digital channels & 
buying committees 

Outsourced SDR & Appointment Setting Predictable pipeline velocity through 
quality conversations 

Partner Marketing Enablement Increased reach and co-branded activation 
with strategic partners 

AI-driven lead scoring boosts 
conversion by up to

50%
Fewer stale records reduce 

wasted spend by up to

40%
Clean data and intent 

enrichment yield 2x pipeline 
conversion lift. 
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Data & Demand Generation: Creating 
Di�erences Where It Matters

Partnering with Datamatics transformed our marketing operations. Their AI-powered 
data enrichment and precision targeting helped us reach the right decision-makers 
faster, boosting our lead conversion rates by over 40%. The seamless integration with 
our CRM and marketing platforms made scaling global campaigns e�ortless. Datamatics 
is truly a trusted extension of our team driving measurable pipeline growth.

— Senior Vice President, Global Marketing, Leading SaaS Provider

Case Study 1

How We Used AI Data Solutions to Deliver 2M B2B Data Records for the World’s 
Largest CRM Company 

Challenges Faced

• Managing millions of outdated and 
fragmented records 

• Slow data refresh cycles that limited global 
campaign agility 

• Gaps in reliable C-suite and senior 
decision-maker contacts 

• Excessive manual e�ort spent on data 
validation rather than usage 

AI-Driven Solution

Datamatics deployed an innovative hybrid 
model that blended AI-powered enrichment 
and cleansing with meticulous manual 
verification. Key elements included

• Machine learning accelerating data 
accuracy by 40% and automating bulk 
updates 

• Multi-source AI data fusion from websites, 
financial reports, social media, and news 
to create trusted records 

• Role-based targeting that mapped true 
buying committees, not just titles 

• Real-time, cloud-enabled pipelines 
combating 30% annual B2B data decay 

• Global coverage with AI-tailored, 
multi-lingual processes respecting 
regional nuances 

12www.datamaticsbpm.com



Impact Delivered

high-quality, 
campaign-ready records 
delivered in 18 months

2Mn+
contacts enriched initially, 
scaling to over 10 million 
since partnership inception

650k+

dedicated FTEs supporting 
speed and quality globally

100+
with CRM, ABM, & marketing 
automation platforms across 
6 continents

Seamless integration

Client Outcomes

• Unlocking greater value from CRM with 
fresh, accurate data 

• Reducing internal list-building costs and 
manual research time dramatically 

• Reaching key decision-makers faster with 
confidence and precision 

• Expanding global campaigns through 
segmented, up-to-date contact intelligence 

• Streamlining marketing operations with 
continuous, AI-powered data refinement

This AI-first approach empowered the client to 
turn raw data into a dynamic, reliable engine 
for marketing success, fueling pipeline growth 
and maximizing ROI at global scale. 
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Case Study 2

A SaaS Giant Accelerates Pipeline with Datamatics' Demand Engine

Challenges Faced

• High-quality, sales-ready leads beyond 
basic MQLs 

• Struggling with long sales cycles and 
unqualified top-funnel interest 

• Lacking scalable workflows to engage 
buying groups 

The Datamatics Solution

Full-Funnel Demand Generation Program 
leveraging

• Content Syndication across niche tech 
platforms to engage ICPs 

• Multi-touch Email Campaigns powered by 
AI and behavior scoring 

• BANT-Based Lead Qualification for 
sales-readiness validation 

• Buying Group Mapping to influence 
multiple decision-makers

Client Outcome

• Hyper-targeted ABM campaigns with 
industry-specific messaging 

• AI-powered segmentation enabled 
real-time intent qualification 

• Integration with client CRM & MAP 
ensured seamless lead hando� 

• Follow-ups backed by content intelligence 
and persona-driven storytelling 

BANT-qualified leads 
in 6 months

3400+
faster lead - to - 
opportunity time

28%
increase in MQL - to - 
SQL conversion rate

41%

stakeholders per 
opportunity 

2.6Engaged 
joint campaigns with 
ecosystem partners 

9Delivered
increase in marketing 
ROI

45%

Key Results
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Datamatics
Business Solutions

Let’s Accelerate Pipeline.
Book Your Strategy Call Now.
Datamatics o�ers a proven framework for pipeline acceleration through 
AI-powered data services, modern demand generation, and high-performance 
outsourced marketing. Whether you're building a new ABM engine or 
revitalizing a campaign, our services deliver scalable, transparent, and 
results-driven growth. 

For custom metrics, vertical-specific insights, or a tailored strategy discussion, write to us at
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