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The Tree of Orchestration Plays

What is B2B orchestration?

With Demandbase Orchestration, a play is a series of steps that coordinates interactions across
departments and channels to achieve a common, unified plan.

Plays are a great way to effectively ensure that everyone in the company works off of the same,
up-to-date account information and that everyone at the target account is getting the same
messaging at the right time.

You can create all kinds of plays with different levels of complexity. This tree showcases popular
plays aligned to milestones in the buyer's path to purchase, and how you can use Demandbase
Orchestration to accomplish many of the moving parts automatically.

You can link the plays together, using each play to move the account across their brand experience.
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Once you identify the parameters of your audiences (step 1 of each play), you can
maintain the audiences dynamically through Demandbase Orchestration.

Reengagement
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As you build your confidence, you can link plays together

for more sophisticated orchestration across your teams.
If the account doesn't show
engagement for 30 days, consider a
reengagement play with a private
event invitation and/or direct mail.

Closed/Lost
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Just Add Water

With so many automated processes available with Demandbase Orchestration,
just sprinkle in some strategic one-on-one nurtures and watch your revenue grow.

Want more plays? We've got 20 of them in our free eBook,
The B2B Marketing and Sales Orchestration Playbook.

Click here to download it now!


https://www.demandbase.com/ebook/marketing-sales-orchestration-playbook/



