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1. The 2026 Planning Mindset

If 2025 was about adapting, 2026 is about anticipating. The pace, pressure, and precision
required of B2B marketers have shifted again. This year, speed alone doesn't create
the edge — clarity does.

Planning now moves with the market. Cycles are shorter, expectations higher, and margins
tighter. Budgets shift each quarter, but the demand for measurable impact stays constant.
The strongest teams build their plans around verified intent: real engagement that signals
movement long before a form fill.

Modern planning is evidence-driven. Winning teams connect engagement data to
campaign strategy, replacing assumptions with verified buyer intent.

Macro Forces Reshaping Planning:

Economic Pressure
[? Budgets turn over faster than ever. CFOs expect quarterly validation, not annual justification.

Every channel must earn its place through performance data that stands up to scrutiny.

o Resource Constraints
@ Teams are leaner, goals are larger, and ROl rules every conversation. Efficiency and
attribution drive the planning table.

Al-Driven Noise
Generative tools have amplified content velocity. Feeds and inboxes overflow with generic
000/ messaging while genuine relevance becomes scarce. Real engagement stands out, and that'’s
what buyers now reward.

Al has also rewritten discovery. Generative search and summary tools reroute research
before buyers ever reach your site. Visibility now depends on the credibility of your
presence across trusted ecosystems, professional networks, and content hubs where
research happens in real time.
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In 2026, influence lives in the
environments buyers already trust.

Privacy and Signal Loss Retention Mindset

Data visibility continues to shrink. Retention isn't just post-sale.
Cookie deprecation, inbox protections, In 2026, it starts at the first impression,

and compliance rules have reduced access to S . .
third-party insight. The most effective marketers Slel s earIY, keep'”g atte'ntlon
longer, and turning relationships

build first-party frameworks rooted in declared, .
permission-based interactions. into growth.

Focus on Quality Pipeline Velocity
Quantity no longer correlates with Signal-to-opportunity speed has
success. Verified, self-declared buyer become a leading health indicator. The
intent from professionals who faster verified engagement converts to
show genuine interest defines opportunity, the stronger your go-to-
value and direction. market motion performs.
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Questions to Refine Your 2026 Planning

Raise the bar on your 2026 plan. Use these questions to test your assumptions.

Can you identify account movement before a form fill?

Track verified engagement and early intent surges across content ecosystems.
Real signals often appear long before a CRM record.

High-performing teams read the data behind every interaction, using declared
engagement from verified professionals to spot buying behavior earlier.

Which buying signals matter most?

Revisit your scoring model. Replace surface metrics with meaningful content
interactions across channels. Combine CRM data with syndication insights to create
a unified view of interest.

Modern scoring frameworks highlight authentic research behavior, not passive clicks.

Does content act as a revenue driver?

Treat every content interaction as signal data. Each download, view, or benchmark
request opens a window for nurture and retargeting.

These verified engagements reveal curiosity that can accelerate pipeline momentum.

Is retention defined within your funnel?

‘ Map the touchpoints that drive renewals and expansion conversations. Track separate
signals from dormant or former customers showing new intent to re-engage.

Does your media plan effectively measure attribution?

Build media frameworks that prioritize insight. Link verified engagement to account
progression to pinpoint the moments that progress buying journeys.

Attribution should validate which campaigns drive revenue and which stall progress.
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What Most Teams Miss

Many teams focus on producing more campaigns. Leaders build systems that detect
verified intent, interpret it, and turn it into an advantage.

2026 rewards marketers who:

« Identify early buying indicators across verified data sources
« Connect media and content around those signals
« Link every movement to measurable revenue impact

Precision starts with disciplined planning. The best teams apply it across data, creative,
and reporting. They create feedback loops that surface intent early, sustain relevance, and
maintain consistent visibility across trusted channels.

Consistency is its own differentiator. Momentum builds from frequent, credible exposure
across the places where decisions are made: industry outlets, peer-driven hubs, and
syndication networks that shape what buyers believe.
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2. Media Buying Essentials

The smartest media plans don't run in silos. Modern marketers treat cross-channel
orchestration as the foundation of every plan. Each channel, placement, and message
contributes to measurable outcomes from day one.

The average B2B journey now involves multiple stakeholders, dozens of interactions, and
an unpredictable mix of devices. Last-click reporting and siloed planning can’t capture the
full story. The best strategies connect every signal, every channel, and every touchpoint
into one accountable system.

2026 media strategies prioritize:

®q e

Spend aligned Creative Measurement
with funnel matched focused on influence,
velocity to context not impressions

What Moves the Needle

Channel orchestration

Running ads across multiple platforms no longer sets you apart. High-performing teams
design deliberate order where CTV, display, native, and social echo each other with
purpose. Every impression contributes to reach, recognition, and recall.

Buyers move through Al-curated feeds that change daily. Orchestration creates
consistency in that movement. Coordinated timing and aligned creative turn scattered
impressions into structured influence.

What to ask:
Do your ads tell a single, connected story or are they competing for attention across screens?
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CTV and Display integration Creative renewal
CTV has matured into a prime environment  Creative fatigue is a silent performance

for B2B attention. Paired with display, killer. Refreshing static and video assets
it amplifies recall and accelerates every 30-60 days keeps engagement
momentum through the funnel. active and data fresh. Match tone and

call-to-action strength to the buyer’s

. Start with precision: . .
. stage in the journey:

Serve CTV ads directly to your ideal
customer list or key accounts to build
top-funnel awareness within your target
audience. - Stronger CTAs for retargeting and conversion

. Softer CTAs for CTV and awareness

- Reinforce with retargeting:
Use display to re-engage viewers who've
seen your CTV ads, driving them toward site
visits, conversions, or meetings.

Pro-Tip:
Extend ABM personalization into your
ad creative. Tailor messaging and visuals

- Connect your data: o to each industry, challenge, or account tier.
Combine CTV and display insights for a

unified view of the buyer journey.

Pro-Tip: Attribution built in
AdRoll ABM links household-level CTV Accurate measurement starts at launch.
impressions to site visits and downstream
activity, revealing the direct connection + Use UTMs, conversion APIs, and CRM
between awareness and performance. integrations early.
= - Track assisted conversions to identify all
contributing interactions.
F Aesf « Measure lift at the account level to
Retargetlng pladelleln understand real influence.

Relevance determines effectiveness.
Stale retargeting audiences drain spend

and weaken perception.

Pro Insight:
Attribution should uncover the full chain
of influence — from first impression to

In 2026, retargeting should be: closed deal — across every platform.

. Time-bound: 7-30 days maximum

. Action-based: Triggered from meaningful
interactions

. Audience-excluded: Converted users
removed immediately

Pro-Tip:
Tight targeting protects ROl and strengthens
brand experience.
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Audience intelligence and signal alignment

Smart media execution starts with smart audience data. Teams connecting AdRoll ABM
with NetLine intent signals create a direct link between what buyers consume and how
they convert.

These insights turn visibility into verified engagement, closing the loop between content
performance and media outcomes. Consistent messaging across every surface builds
familiarity and keeps your brand top of mind throughout the buying process.

Media Readiness for 2026

@ Have you aligned CTV, display, and native within
a unified funnel strategy?

Are you retargeting audiences across devices and
households (not just site visitors)?

Is your creative refresh cycle active every quarter
or faster?

Does your attribution model track assisted
conversions and account-level lift?

AdRoll ABM synchronizes cross-channel performance from first exposure to
conversion, giving marketers clarity across streaming, social, and display activity.

NJNetlLine 9 AdRoll 7



3. Content Syndication That
CO nve rts Reach active buyers before they reveal intent.

In 2026, research starts long before
website visits or form fills. The modern B2B
journey runs across peer networks, private
communities, and Al-curated content
ecosystems. Buyers evaluate, compare, and
decide long before their activity becomes
visible in your analytics.

Content syndication closes that visibility
gap. It places your expertise where
decisions begin: within trusted publications,
professional groups, and content networks
already shaping perception.

Al summaries and aggregated results
dominate early stages of discovery.
Organic visibility can no longer stand alone.
Syndication builds presence across the
environments buyers trust most, keeping
your message active even as discovery
becomes fragmented.

Syndication creates verified buying signals.
When aligned with your ABM and media
strategy, it highlights accounts in active
research, exposes priority topics, and
connects engagement data directly to
pipeline outcomes.

NetLine distributes content to verified
professionals based on authentic,
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declared engagement. Each interaction
represents a real action from a real buyer.
Those verified signals give revenue teams a
reliable foundation for targeting, nurturing,
and prioritization.

Top-performing marketers use syndication
as part of an always-on engine that drives
visibility, intelligence, and activation across
the full funnel. They use it to:

o Enrich ABM lists with verified
intent data

« Activate nurture tracks tied to
specific engagement signals

« Uncover in-market accounts that
traditional funnels miss

« Spot re-engagement and
expansion signals within existing
accounts, turning syndication into a
retention and growth driver
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What Most Teams Miss

« Treating syndication as a volume driver instead of an intent engine

« Failing to match content type to buyer stage

« Allowing verified leads to sit idle without activation

« Equating every download with equal intent

« Overlooking how verified data can refine ABM, targeting, and personalization

Pro-Tip:
Always-on syndication sustains visibility, deepens account intelligence,
and drives timely activation across every stage of the buyer journey.

Map content to the funnel stage.
« Thought leadership and benchmarks - early-stage research
« Whitepapers and explainers > mid-funnel education
. Case studies and comparisons - purchase-stage validation

Pro-Tip:

Discovery-oriented content performs
best when it teaches, informs,
or challenges convention.

Balance gated and ungated formats.

. Gated assets capture intent data
. Ungated assets extend reach and brand presence
« Both generate signals across awareness and consideration

Passive engagement still counts. Many top accounts consume
multiple assets before raising their hand.

Target through verified precision.

Pro-Tip:

D AdRoll

Syndication success depends on audience accuracy. Merge first-
party CRM and ABM data with NetLine intent audiences to reach
the right mix of decision-makers and influencers.

Personalize nurture and retargeting sequences.

Generic nurture paths waste intent. Build triggers that respond to
specific engagement patterns, including content type, topic, and role.

Example:
A VP of Finance downloading an ROl benchmark should see follow-up ads
emphasizing cost impact and financial value.

A smaller group of verified, ICP-
aligned professionals consistently
outperforms large, unqualified lists.

Pro-Tip:

Personalized sequencing accelerates
pipeline velocity and strengthens
buyer relevance.
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[Ask Yourself:] Measuring Real Impact

B

What story does your
syndication data tell?

If verified engagement doesn't lead to

action, the opportunity is lost. Every
interaction should spark a next step.

Can sales use syndication
signals effectively?

o=

Is syndication operating as
a strategy or a channel?

Its real power lies in generating
account-level insight, activating movement,
and feeding nurture programs.

Are you tracking
engagement at the

account level?
When an account downloads a

mid-funnel asset, it's an active
buying cue. Sales needs that
visibility in real time.

Contact-level metrics only tell part of
the story. Account mapping reveals true
influence, reach, and deal progression.

The Shift That Matters

Your buyers are already in motion — researching, comparing, and forming opinions well
before outreach begins.

The marketers leading in 2026 show up early and stay present. They position content
where real research happens. They turn verified signals into actionable intelligence.
Every interaction fuels movement. Every engagement builds advantage.

First impressions happen in your content — long before your website. Make that
moment count.
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4. Metrics to Watch in 2026

Measure what moves accounts, not what inflates dashboards

Legacy KPIs can't capture how modern influence builds or how revenue grows. Real
performance in 2026 depends on tracking verified engagement, maintaining sustained
visibility, and understanding the relationships between signals that drive momentum —
not just surface activity.

Outdated Metrics to Drop

o Click-through rates viewed in isolation
« Impressions without follow-up engagement
« Traffic spikes without verified participation

These metrics show reach, not readiness. They measure attention, not progress.

Metrics That Matter Now

« Multi-touch attribution: « Engagement frequency in
Track every meaningful interaction that credible environments:
contributes to pipeline creation Evaluate how often your brand appears
or acceleration. in trusted, research-focused spaces

. . where buyers spend attention.
« Assisted conversions:

Recognize the complete set of channels « Quality of engagement:
influencing opportunity movement, Differentiate between declared,
not just the last touch. intentional participation and

. passive exposure.
« Account progression:

Measure which accounts display steady
increases in verified engagement and
intent signals.

Pro-Tip:
Reporting that can’t identify which accounts are advancing — and why —
isn't ready for 2026.
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Progression grows through consistent, credible exposure. It takes shape across multiple
channels, assets, and interactions that collectively move buyers forward.

Your metrics should capture verified engagement, repeated presence, and measurable
contribution to pipeline health.

When reporting reflects momentum instead of vanity metrics, marketing demonstrates
tangible impact at every stage of the funnel.

5. Channel Prep Sheet

A quick-scan guide to make sure you're future-fit across key channels.
Every channel shapes a different stage of the buyer journey. In 2026, effectiveness

depends on how tightly those environments connect — sharing audiences, signals,
and data to create one unified account experience.

Channel 2026-Ready Criteria

Connected TV Account-based targeting activated? Retargeting sequences
in place?

Email Personalized by segment or account? Deliverability
verified?

Display Ads Frequency caps active? ABM audiences synced?

Social Ads Paid and organic aligned? Content matched to the
buying stage?

Content Audience targeting refined? Lead follow-up automated

Syndication and mapped to CRM?
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[Ask Yourself:]
Future-Fit Channel Execution

Is every dollar working
together or operating alone?

Aligned CTV, display, and native channels
boost visibility and build recognition.
Fragmented targeting weakens
performance and confuses audiences.

Telt

How quickly can we pivot?

Agility separates high-performing teams
from static ones. The ability to adjust
creative, budget, or channel mix within
48 hours keeps momentum intact.

o4

=

Are we optimizing for
efficiency or progression?

Lower CPMs or CPLs mean little without
account movement. Prioritize results that
advance buyers through their journey, not

just those that look efficient on paper.

Can we prove revenue
impact for each channel?

Every program must connect to pipeline
value, whether it creates, accelerates,
or expands opportunities. Attribution

should clarify how each effort contributes
to measurable outcomes.

Pro-Tip:

Cross-channel alignment turns attention into advancement. With AdRoll
ABM, marketers unify targeting, messaging, and measurement across every
screen, building precision and performance into each investment.

NJNetline D AdRoll
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The Takeaway: Precision Is the
New Performance

Effective media buying and content
syndication in 2026 run on precision.
The strongest teams refine signals,
connect engagement to the pipeline,
and adapt their mix in real time. Every
action creates movement, clarity, and
measurable progress.

AdRoll ABM and NetLine give marketers
the tools to plan, activate, and scale with
accuracy. This checklist is your foundation
— adapt it for your audiences, campaigns,
and revenue goals.

Together, AdRoll and NetLine enable
marketers to:

« Flight ads in a strategic order
on CTV, display, and native for a
connected, full-funnel journey

- Build and activate audiences
from verified syndication data

« Track account movement and
visualize performance across
every channel

Precision scales through verified data,
disciplined execution, and meaningful
engagement.

NJNetline D AdRoll

Al continues to reshape discovery,

but human connection drives trust and
conversion. Precision marketing aligns
every campaign, message, and channel
with verified human intent, turning
complex buyer behavior into clear,
measurable outcomes.

AdRoll unifies your message across every
channel.

NetLine connects those messages to real
buyers with verified intent.

Together, they convert visibility into
engagement and engagement into
measurable momentum, building a
marketing engine that learns, scales,
and proves its value every quarter.

Growth in 2026 belongs to teams that
plan with accuracy, act with focus,
and measure what advances accounts.

Build with precision. Fuel performance.
Make every dollar move the pipeline.

Plan like revenue depends on it —
because it does.

The 2026 Media Planning & Content Syndication Readiness Checklist

14



	Check Box1: Off
	Check Box2: Off
	Check Box3: Off
	Check Box4: Off
	Check Box5: Off
	Check Box6: Off
	Check Box7: Off
	Check Box8: Off


