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Ready to move beyond a single unsubscribe link? This guide shows how to build a next-generation
Eloqua preference center with 4Preferences, giving subscribers topic, frequency, and channel control
that syncs in real time.

Oracle’s Redwood experience is transforming Eloqua with a modern UI and enhanced features. Is your
team ready? Learn key updates and how to ensure a smooth transition.

Your preference center holds the richest B2B preference management data you own. Here’s how to stop
treating it as a compliance page and start using it to drive real personalization in Eloqua and Marketo.

The Model Context Protocol is the new standard for connecting AI to live marketing data. Here is what
MCP model context protocol marketing teams need to understand and how to prepare.

Most email unsubscribes are not rejections of your brand. They are a sign that your email subscription
management is giving subscribers an all-or-nothing decision when what they want is a middle ground.

Sales-influenced nurturing connects CRM signals and rep activity to your Eloqua and Marketo
programs, so marketing automation nurture touchpoints support active sales conversations rather than
disrupt them.

A zero-party data strategy gives B2B marketers information they can actually trust. Learn how to
collect, activate, and sustain declared data across your marketing automation platform.
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A practical comparison of progressive profiling vs one-time forms: how both Eloqua and Marketo
support each approach, and which strategy builds better B2B contact data across the funnel.

Your B2B welcome email program should confirm consent, surface preferences, and route new contacts
into the right nurture stream. Here is how to build one that actually works.

Growing your B2B email contact list in 2026 requires more than gated content and CTAs. This guide
covers consent-first strategies, zero-party data, and AI segmentation that scale.

Marketing challenges 2026 are compounding faster than predicted. Here is what is driving the
pressure, how AI fits in, and what to watch for in 2027.

Your lead generation is working. Your routing may not be. This guide covers the B2B lead routing
strategy models, rule-building principles, and automation steps that connect marketing and sales.


