B2B Buyers Don't Live in One Channel.
Why Do Your Ads?
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Omnichannel Simplified.
Omnichannel Amplified.

Buyers Move Seamlessly Across
Channels—Your Ads Should Too

A few years ago, "omnichannel" was a buzzword. Today, it's just reality.

According to McKinsey's 2022 B2B Pulse Survey, B2B buyers now use an average of 10 or more channels
throughout their purchasing journey. They're reading industry newsletters in the morning. Watching webinars
over lunch. Streaming content in the evening. Researching competitors on mobile during commutes.

And yet—most B2B advertising still operates like it's 2015. One or two channels and a prayer that the right
person sees it.

That's not a strategy. That's a lottery ticket.

The Problem Isn't the Channels. It's the Fragmentation.

Running multi-channel campaigns isn't new. But running them well—that's a different story.
Here's what typically happens:

Display lives on one platform, managed by one team.

Native sits in another tool, optimized on a separate schedule.

Connected TV requires yet another vendor with its own reporting.

Email campaigns run through marketing automation, disconnected from paid.

The result? Four versions of "the customer." Four sets of metrics. Zero cohesion.

What Smarter Omnichannel Looks Like

SalesboxAl doesn't add another channel. It connects the ones you already have.
From a single unified GTM platform, you can launch and manage:

Advertising Format What It Does

High-impact banner ads across premium B2B publisher networks, with
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piay contextual targeting, viewability optimization, and brand safety controls.
Native Content-style ads that blend seamlessly with publisher content for higher

engagement, including in-feed placements and sponsored content.

Reach decision-makers on streaming platforms with account-level

Connected TV .. . . o
precision, premium inventory, and cross-device attribution.
Email Al-optimized campaigns with personalized messaging, send-time

optimization, and A/B testing to drive higher engagement.

One login. One budget. One view of performance.
That's not just efficient—it's the only way to actually see how campaigns work together.

The Al Layer That Ties It Together

Connecting channels is step one. Optimizing across them is where it gets interesting.
SalesboxAl's proprietary Al engine doesn't just run your campaigns—it learns from them. Continuously.

e Bids adjust based on real-time signals, not static rules.
e Placements shift toward what's driving engagement.

e Creative rotates based on account-level response.

This happens 24/7.
The outcome? 3x higher engagement compared to traditional B2B advertising tools.

Reaching the Whole Buying Committee—Wherever
They Are

Here's something conventional advertisers conveniently choose to forget: B2B purchases aren't made by one
person.

There's the technical evaluator researching solutions. The finance lead comparing costs. The executive who
signs off. Each one consumes content differently, on different channels, at different times.

SalesboxAl's account-based approach keeps all of them in view. Your campaigns don't just reach ‘an
account'—they reach the people inside it, across the channels where they're actually paying attention.

That's how you stay top-of-mind for an entire buying committee. Not with luck. With infrastructure.

You Don't Need More Channels. You Need One System.

The answer to fragmented advertising isn't more tools. It's fewer—but smarter.

If you're running campaigns across display, native, CTV, and email, but managing them separately, you're
working harder than you need to. And you're probably missing the signal in the noise.

SalesboxAl brings it together: unified campaign management, Al-driven optimization, and account-level
precision across every format.

Learn More about how SalesboxAl makes omnichannel advertising smarter, budget-friendly—and, of course,
easier to manage.
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https://salesbox.ai/products/salesbox-ai-ads/
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-multiplier-effect-how-b2b-winners-grow#:~:text=Over%20the%20life%20of%20this%20research%2C%20we%20have%20seen%20the%20number%20of%20sales%20channels%20people%20use%20across%20the%20entire%20buying%20journey%20double%20from%20five%20channels%20in%202016%20to%20ten%20channels%20in%202022.

