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Executive Summary

For a decade, B2B marketing and sales teams have chased a moving target: knowing which
accounts are actually ready to buy before a competitor gets there first. Third-party intent
data helped, but it works at the level of a company, not a piece of content — it tells you an
account is ‘in-market’, not what they actually care about. Generic page views help too, but
they capture a single click, not a considered decision to open or download something.

A more precise signal sits inside an Asset Hub: the engagement itself. Every time a buyer
views or downloads a whitepaper, ebook, or guide from your published content library, they
are handing you something no cookie, pixel, or firmographic filter ever could — a direct,
first-party statement of what they care about, at the exact moment they care about it.

This paper lays out a practical framework for putting that engagement to work. It also
considers how the same model extends to an Al-guided discovery layer — a Research Hub or
Knowledge Hub — that could make the Asset Hub's content even easier for buyers to find.
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Buyers Are Researching Alone
— Long Before Sales Hears
From Them

The B2B buying journey has been self-directed for years, but the gap between how much
buyers research and how much of it revenue teams can actually see keeps widening.

17% 27%

of buying time spent of buying time spent
in direct contact with researching
vendors independently online

61% 87%

of buying time spent say independent
researching research beats
independently online talking to sales

Sources: Gartner B2B Buying Journey research; Gartner Sales Survey 2024-25; TrustRadius 2023 B2B Buying Disconnect Report

Buyers aren't hiding out of spite — they're optimizing their research process before they
close in on a vendor. Gartner's research also found that 73% of B2B buyers actively avoid
suppliers who send irrelevant outreach*, and Forrester's most recent buyer research found
that generative Al tools are now among the most cited research methods B2B buyers use to
evaluate vendors’. Buyers increasingly expect to educate themselves on a vendor's own site,
in a vendor's own content library, without a call or a canned demo.

A well-built Asset Hub is exactly what that expectation is built for. But it only matters to a
revenue team if what buyers view and download inside it can be captured, understood, and
acted on — which is where most companies are still leaving value on the table.
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Why the Old Intent Signals
Are Running Out of Road

Most GTM stacks already lean on some combination of the following signals. Each is useful.

None, on its own, tells you what a buyer actually wants to know.

| Third-party intent data

Aggregated from content consumption across a network of publisher sites, third-party
intent surfaces which accounts are ‘showing intent’ on a topic — but it operates at the
account or topic-category level, is inherently noisy, and doesn’t say in totality which specific
problem, use case, or objection a buyer is working through right now.

| Page views and anonymous visits
Identity-resolved website traffic tells you someone from a target account looked at your

pricing page. It doesn't tell you why, or what question they were trying to answer when they
got there.

| Gated content downloads

A form-filled asset download is a strong signal, but it only fires after a buyer clears a friction
barrier — and it captures one topic, one moment, with no visibility into the follow-up
questions a buyer had next.
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A well-instrumented Asset Hub changes the dynamics of this problem. Instead of
inferring intent from indirect behavior, it captures buyer intent directly — which asset a
buyer opened or downloaded, and how deeply they engaged with it — at the exact
moment the buyer acts and what queries they came up with in the middle of their
search.

THE SHIFT

Not All Intent Signals Are Equal

Third-party intent tells you an account might be interested somewhere on the web. Your
own Asset Hub tells you exactly which asset they engaged with, and how deeply.

THIRD-PARTY / GENERIC SIGNALS ASSET HUB ENGAGEMENT
% Account-level, not asset-level —  Asset-level — you know exactly
tells you "interested," not "in what" which whitepaper, ebook, or guide

they engaged with

% Sourced from a network you don't
control or fully trust  First-party — captured directly on
your own published content library

¥ Delayed — sometimes a batch

update, not always a real-time v Real time — the signal exists the

event instant a view or download happens
% Says nothing about which specific  Revealsdepth — a complete

asset or content format resonates download from a gate outweighs a

view, a repeat visit outweighs a
one-off
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What an Asset Hub
Interaction Actually Captures

SalesboxAl's Asset Hub is the published home for a company's whitepapers, ebooks,
infographics or guides — the place prospects go to browse, search, and self-serve their own
education. A buyer doesn't need to talk to anyone to use it: they browse by category, may
search by keyword, and open or download whatever answers their question.

Each one of those interactions — a view, an open, a download — generates structured data
most teams never fully use:

» The specific asset engaged with — the clearest statement of interest a marketing
team will get without a sales call.

» The topic and category it belongs to — e.g., demand generation, ABM, lead scoring,
MAP replacement.

» The depth of engagement — a download signals stronger intent than a view; a
returning visit to the same asset signals stronger intent than a single pass.

» The content format—whitepaper, ebook, or guide—offers another layer of insight
into buyer intent. While infographics may reflect early-stage exploration, ebooks and
whitepapers often suggest a prospect is investing more time in evaluating solutions.

» The sequence of assets opened across a session or account — a single visitor opening
three related assets in one sitting looks very different from a one-off view.

» The pattern across an account — multiple contacts engaging with different-but-
related assets over time.
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None of this requires a form for ungated content, and even gated downloads capture far
more once that activity is tied back to the account and content taxonomy. It’s evidence that
the buyer already came with enough interest to open and explore further specific topic(s) —
which is why the signal is both higher-volume and higher-fidelity than a generic page view.

WHAT'S INSIDE EVERY INTERACTION

One Asset Interaction. Six Layers of Signal.

A single view or download on the Asset Hub quietly encodes far more than "this account
visited."

The specific asset
Exactly which whitepaper, ebook, or guide was viewed or downloaded.

Topic & category

Maps directly to your content taxonomy and product lines.

Engagement depth

A download signals stronger intent than a view; a full read outweighs a skim.

Format preference
Whitepaper vs. ebook vs. guide can hint at role and buying stage.

Session pattern
Multiple assets opened in one visit outrank a single, isolated view.

Account pattern
Several contacts, several assets — an early view of the buying committee.
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From Engagement to Conversion:
A 4-Step Framework

Capturing the engagement is only step one. SalesboxAl's Unified Al GTM Platform is built to

carry every Asset Hub interaction all the way through to a revenue action, using the same

intelligence that already powers its demand generation, omnichannel execution, and pipeline

acceleration programs.

Page 09

Capture

Every question, every citation clicked, and every
recommended asset opened is logged against the
visitor and, where identity is resolved, against the
account and contact.

Classify

Determine where to find valuable insights, from
customer surveys and online analytics to social
media listening and trends.

Score

Conversation-based signals are combined with
SalesboxAl's existing first- and third-party intent sources
— engagement depth, company fit, and buying-group
coverage — to prioritize which accounts and which

buying-committee members deserve attention right now.

Activate

High-scoring accounts flow directly into the ABM
motions SalesboxAl already runs: personalized content
syndication to the rest of the buying group, targeted
email and LinkedIn sequences built around the exact
topic the buyer asked about, and real-time sales alerts
so a rep can open a conversation already knowing what
the buyer wants to understand.

Elg
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Why This Matters: The Benefits

Treating Asset Hub engagement as a first-class intent signal changes what a content library
can do for a revenue team.

It sees further into the dark funnel

A buyer who never fills out a form and never talks to a rep still leaves a legible trail
the moment they view or download an asset — rendering visibility inside the very
stage of the journey that has historically been invisible.

It's real time and low-friction

There's no waiting for a batch update or a data refresh. The signal exists the
instant a view or download happens, and for ungated content it's captured without
adding a single piece of friction to the buyer's experience.

It's real time and low-friction

There's no waiting for a batch update or a data refresh. The signal exists the
instant a view or download happens, and for ungated content it's captured without
adding a single piece of friction to the buyer's experience.

It puts existing content to work twice

The whitepapers and ebooks marketing teams already create for education can
also become always-on engagement and signal-capture assets—generating richer
buyer data without requiring new content.

How the Asset Hub Turns Content
che 10 Engagement Into Intent Signals

© SalesboxAl



Page 11

# SALESBOXAI

It reveals the buying committee as it forms

When multiple contacts from the same account start engaging with related-but-
different assets — one on ROI, another on implementation, a third on a competitive
comparison — that pattern is an early, reliable indicator that a buying group is
assembling around a decision.

It gives sales a real opening line

A rep who can open with “I saw your team downloaded our piece on demand gen” is
starting from context the buyer already gave, rather than a cold, generic outreach
message — directly addressing the outreach fatigue buyers report today*.
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Extending the Model: Al-Guided
Discovery

The Asset Hub is where this signal starts today, but the model doesn't have to stop there. The
same intent infrastructure extends naturally to an Al-guided discovery layer — a Research
Hub or Knowledge Hub that lets a visitor ask directly for what they're curious about, and pulls
the matching resources out of the library in response, instead of leaving the buyer to browse

and search for them.

A layer like this doesn't introduce a new kind of signal so much as it makes today's signal
easier to generate: any asset it surfaces, and any asset a buyer opens because of it, would
still flow through the same Capture > Classify > Score > Activate pipeline described above.

That's the advantage of getting the Asset Hub model right first — the infrastructure a team
builds around it today is exactly the infrastructure that would make an Al-guided discovery

layer valuable whenever it's built.
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Getting Started: Best Practices
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Publish broadly, tag deeply. The richer and better-tagged the Asset Hub library,
the more precisely engagement can be classified and scored by topic and stage.

Treat engagement logs as a living signal feed, not an archive. Review which assets
are gaining traction weekly to spot content gaps and messaging that isn't landing.

Connect scoring to your existing intent stack. Combine Asset Hub engagement with
first- and third-party intent data to prioritize, don't replace, your current model.

Give sales the asset, not just the score. A rep following up on a hand-raise is far
more effective when they know exactly which whitepaper a prospect engaged with
—not just that they’re ‘high intent’.

Feed buyer engagement back into your content strategy. Use what buyers actually

consume and download—not simply what earns clicks or opens—to inform what
gets created next.
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Conclusion

B2B buyers have made their preference clear: independent research first, vendor
contact only once they're ready. The organizations that win aren't the ones fighting
that preference — they're the ones building the best possible self-serve research
experience, and instrumenting it so every view and download becomes usable
intelligence.

An Asset Hub built for a company's own content library does exactly that. It meets
buyers where they already are, in the format they now prefer, and converts every
interaction into a first-party, real-time, precisely-targeted intent signal — one that
SalesboxAl's Unified Al GTM Platform can act on immediately, across demand
generation, omnichannel engagement, and high-impact programmes like
executive events and webinars.
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Sources

1. Gartner, B2B Buying Journey research — buyers spend approximately 17% of
total purchase time meeting with potential suppliers and 27% of buying time
researching independently online.

2. Gartner Sales Survey, 2024-25 — 61% of B2B buyers prefer a completely rep-
free buying experience.

3. TrustRadius, 2023 B2B Buying Disconnect Report — B2B buyers rely
predominantly on self-serve resources to inform buying decisions; a large majority
find independent research more efficient than conversations with salespeople.

4. Gartner Sales Survey, 2024-25 — 73% of B2B buyers say they actively avoid
suppliers who send irrelevant outreach.

5. Forrester, B2B buyer research — generative Al tools are the most cited research
method used by B2B buyers evaluating vendors.
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