Not sure whether to use the Eloqua campaign canvas or Program Canvas for your next automation?
This guide breaks down the key differences, use cases, and how to choose the right tool every time.

Marketo vs Eloqua is not a feature comparison. It is an operational one. Discover how each platform’s
daily workflow, data structure, and campaign philosophy should shape your MAP decision.

Special guest Bob Sivarajah from Oracle joins us to show how readiness-based sending improves
deliverability in Eloqua.

Your marketing automation strategy — not your platform — determines your results. Learn why most
B2B teams underperform and what to do differently.

Is your marketing tech stack actually earning its keep? Learn how to scrutinize marketing tech stack
ROI, identify underperforming tools, and recover hidden value with a structured Martech audit
approach.

Learn how marketing operations templates free your team from repetitive rebuilding, reduce costly
errors, and create the space needed to do genuinely strategic marketing work at scale.

Comparing Eloqua vs Marketo for your B2B marketing automation platform decision? This guide breaks
down features, email capabilities, CRM integration, and use cases to help enterprise teams choose with
confidence.
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Discover why regular Eloqua health checks prevent technical debt, protect deliverability, and ensure
your marketing automation investment delivers maximum ROI through proactive platform optimization.

Your sales team gets better leads when marketing sends better signals. Response rules are how you
make that happen. In this Eloqua Office Hours session, we’ll show you how to work with sales to define
what actually indicates buying intent, and then deliver on that promise through response rules.

Most B2B marketing teams treat documentation as an afterthought, but strategic B2B marketing
documentation before, during, and after projects reduces cognitive load, accelerates execution, and
preserves institutional knowledge that compounds over time.

Al marketing data hygiene is the foundation that determines whether your Al pilots deliver results or
amplify chaos. Most teams skip data cleanup, chase new tools, and wonder why ROI never materializes.

Account based marketing transforms B2B growth by aligning sales and marketing teams around high-
value target accounts through personalized strategies, comprehensive frameworks, and revenue-
focused metrics that drive measurable business outcomes.
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