OLEADSCALE’

10 Must-Have Features

in a Demand
Generation Platform

In today’s B2B marketing environment, demand generation is no longer just about filling the top of
the funnel — it's about building intelligent, scalable, and measurable systems that move prospects
from awareness to qualified engagement. But not all platforms are created equal.

Whether you're selecting your first demand generation platform or looking to upgrade, these are
the 10 essential features every modern platform should include.

Multi-Channel Campaign Orchestration

You need to meet your prospects where they are — whether that's LinkedIn,
email, events, syndication partners, or your website. A strong platform
should let you design and launch coordinated campaigns across multiple
channels from a single interface, with unified reporting and consistent
messaging.

Why it matters: Prevents channel silos, improves brand consistency, and
drives better attribution.

Real-Time Data Capture & Enrichment

Data is only useful if it's accurate, complete, and actionable. Your platform
should capture leads from all touchpoints in real time, enrich them with
firmographic and behavioural data, and validate the information before it
ever hits your CRM.

Why it matters: You can’t run high-quality campaigns with low-quality data.

Lead Governance & Compliance

With regulations like GDPR, CCPA, and global privacy frameworks,
compliance isn't optional. Look for a platform that supports consent
management, source tracking, audit trails, and geo-specific enforcement of
data laws.

Why it matters: Protects your brand and builds trust with prospects.

Intelligent Lead Routing

Speed matters. The best demand gen platforms don't just collect leads —
they route them instantly based on rules like region, campaign, funnel stage,
or account ownership. Bonus points for Salesforce or Marketo native
integrations.

Why it matters: Faster routing = faster follow-up = higher conversion.

Campaign-Level ROI Tracking

You need more than vanity metrics. Demand generation platforms should
connect each lead to revenue, enabling marketers to see which campaigns
deliver real pipeline and which are just burning budget.

Why it matters: Proves marketing value and enables better budget
allocation.

Support for Third-Party Lead Partners

If you use content syndication, events, or publishers, your platform should
support lead ingestion from external partners — with validation,
deduplication, and QA processes built in.

Why it matters: Eliminates manual spreadsheets and reduces lead waste.

Workflow Automation

Manual processes slow you down. Look for drag-and-drop workflows that
let you automate repetitive steps like notifications, scoring, compliance
checks, and database updates — all without a developer.

Why it matters: Frees your team to focus on strategy, not spreadsheets.

Customisable Taxonomies & Asset Libraries

Demand gen is a team sport. Your platform should allow different users to
access shared libraries of creatives, copy, legal terms, and campaign
templates — structured according to your internal taxonomy (e.g. by brand,
region, buyer journey).

Why it matters: Speeds up campaign launches and ensures consistency
across teams.

Performance Intelligence & Recommendations

Beyond dashboards, leading platforms use Al or analytics to suggest
optimisations — e.g. “This form field is hurting conversions” or “This partner
consistently delivers higher-quality leads.”

Why it matters: Turns raw data into actionable insights, automatically.

Enterprise-Grade Scalability

Your platform should grow with you. Look for multi-tenant support,
role-based access, data separation across business units, and the ability to
support complex campaign hierarchies.

Why it matters: Prevents outgrowing your tech stack as your business
scales.

Final Thought: Platform or Patchwork?
Many marketers today stitch together half a dozen tools to run demand gen — forms, email tools,
landing pages, spreadsheets, lead scoring systems. That's risky and unsustainable.

A true demand generation platform unifies these capabilities into a cohesive system, giving you
control, compliance, and clarity at every stage of the funnel.
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Captures, verifies, and
enriches lead data in real time

Enforces compliance per
World, with full audit trails
and consent logic

Routes leads based on logic
libraries and world rules

Supports unique lead
IDs, source IDs, and
stitched attribution

Core strength of Genb

Configurable libraries and
job automation across
campaign assets

“Libraries” are a Genb
concept: terms, creatives,
sources, logic

Not fully Al-recommendation
based yet, but Genb supports
detailed analytics

Genb’s universe/world
architecture is built for
global scale
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