
The B2B Revenue 
Attribution Platform

$



B2Bs are moving towards a holistic, 
data-driven and automated approach to sales 
and marketing

“80% of B2B Sales Interactions 
Between Suppliers and Buyers 
Will Occur in Digital Channels by 
2025” - Gartner



Leading to a huge growth in B2B products and 
tech stacks
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Full visibility of the customer journey



All your commercial data in one place. 
Clean. Ready for action. 

All data stored in the EU. GDPR compliant out-of-the-box.

Illustration: Dreamdata solution flow



Our Value Proposition

Plan, budget and experiment based on 
metrics from real deals and revenue

Instant snapshot of all your revenue metrics. 

Including your total revenue generated, revenue per pipeline stage, total 
number of deals, and average deal length.

Transparent B2B customer journeys Inspect every touch along your customer journeys

Dreamdata’s Journeys feature reveals the complete picture of each 
customer journey. Better than ever Sales and Marketing alignment.

$cale what works Optimise performance across all your revenue-generating activities with 
our Performance feature. 

Maximise effectiveness, improve ROI, and scale success.

Break down Data-silos Dreamdata solves the problem of building out your own tracking, 
transformation, modelling, and orchestration stack. 

You get the final data outcome.The analyst can use time on applying 
the data to business decisions



Our Ideal Customer Profile

Company

Business Type: B2B SaaS 

Employees: 100 - 5000

Geo: North America, Europe and Oceania.

CRM: HubSpot, Salesforce, Pipedrive, 
Microsoft Dynamics, Close

Persona

Function: Marketing and Revenue ops.

Decision Maker: VP / Director / Head of

Product User: Marketing / Growth / Demand 
Specialist / Ops and Do’ers

Tech validator: Rev. Ops. and Data teams



Use Cases
All data stored in the EU. GDPR compliant out-of-the-box.

Marketing

- Scale with confidence

- Knowledge of what works and what doesn’t

Sales

- Focus outreach on the right accounts with 

the right message at the right time

Ops

- Full mapping of your revenue engine

- Easens due diligence process when looking 

for funding



Use Cases
All data stored in the EU. GDPR compliant out-of-the-box.

You’re in great company



Dreamdata product 
screenshots



Shows every sales and marketing 
touch on every account

LinkedIn Ad



So you can understand the contribution of every channel, source and 
campaign



Which campaigns are driving your MQLs?



Pipeline analytics and advanced filtering



Optimise any ad platform directly to pipeline and 
new business



Connect content to revenue



Organic Search Performance



Build your own analytics through BigQuery



POC - Proof of Concept



Don’t just take our word for it. Connect your 
own data to Dreamdata and see for yourself.

Validate:

● CRM: Are we getting accounts and deals 
from your CRM?

● Tracking: Is the script installed, tracking 
form submissions and showing sessions?

● Ad spend: Are we getting spend info from 
ad platforms?

● Customer Journeys: Can we see all your 
accounts in Dreamdata and their journeys?

Dreamdata Technical POC

https://dreamdata.io/sign-up-free


Getting to great 📈
Technical POC Onboarding Continuous Improvement

When completed: You’re on the road to great 

data. Data will now improve every day.

When completed: All your available data is put 

into the right buckets. You can soon start to 

make decisions from it. 

You have started acting with Dreamdata. 

Questions pop up. You get smarter on the 

data. You scale your activities. We help you.

● Track visitors

● Track form-submits

● Connect Ad platforms

● See CRM accounts in Journeys.

● See deals in each automatic revenue 

stage; Sign-up, Deal Created and Deal 

Won.

● Align revenue and deals per pipeline 

stage.

● Connect all data sources

● Map all UTMs to the right 

channels/sources.

● Fix tracking gaps.

● Team training sessions

● Integrate historical data

● Dedicated account management

● Optimization and best practice

● Map out Internal Usage and Reporting

● Feedback sessions

● Deep data analysis

● Connect with BI team if available



Onboarding Timeline

1. Introduction and Planning ● Present Teams and Roles
● Review Implementation Process and Steps
● Assign responsibilities for each task
● Set-up regular meeting schedule and communication flow to track progress 

Week 1

2. Technical Implementation ● Installing scripts ✅ 
● Adding integrations ✅ 
● CRM & Revenue Setup
● UTMs

Week 1-4

3. Data Validation ● Data to be validated: Website Traffic, Form Submissions, UTMs , CRM Data, Paid Marketing 
Data, Revenue Data, Other Integrations Data, Clarify definitions, data structure

Week 2-5

4. Product Onboarding ● Establish overview of users, their roles and use cases
● Define reports and processes to be used in Dreamdata
● Schedule Training sessions and follow up Q&A’s

Week 3-6

5. Feedback and 
Optimisation

● Analyze usage
● Receive Feedback
● Interviews
● Brainstorming sessions
● Custom Report needs

Week 6 and 
onwards



● Product videos: https://dreamdata.io/product-videos

● Dreamdata Blog: https://dreamdata.io/blog

● Pricing & Tiers: https://dreamdata.io/pricing

Additional 
Resources

https://dreamdata.io/product-videos
https://dreamdata.io/blog
https://dreamdata.io/pricing

