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1. Adobe Customer Journey Analytics B2B

Hello Team!

Welcome to the Adobe Customer Journey Analytics B2B Edition Hands-on Lab!

Customer Journey Analytics B2B Edition adds account-based reporting and analysis. In

B2B (business-to-business) sales, the purchase journey involves multiple parties, online

and offline touchpoints, and key stages before closing a deal. B2B companies need to

track all these interactions in a unified journey view to effectively analyze and optimize

their marketing efforts and account experiences.

Typical B2B sales characteristics are:

B2B marketing focuses on optimizing touchpoints and reducing the purchase and

consideration cycle. Since B2B sales cycles rely heavily on in-person meetings, offline

interactions such as live events, and working with buying groups, digital person-based

data alone isn’t enough. B2B organizations supplement this with data from CRM systems

and specialized solutions. Yet traditional B2C marketing components, likreads, campaigns,

channels, and site visitors still play a crucial role in B2B marketing.

B2B sales and marketing have evolved beyond traditional lead generation funnels to focus

on customer lifecycles and buying groups. This shift reflects the changing nature of B2B

purchasing, where decisions involve multiple stakeholders across various touchpoints.

Today’s B2B buyers follow a complex, non-linear decision-making process. 

B2B marketers face growing pressure to demonstrate how their activities contribute to

revenue generation. While aligning marketing efforts with business goals and measuring

large transaction amounts

long sales cycles

multiple decision makers and influencers, usually forming a “buying group”

more educated buyers

increased importance on customer retention and upsell

millennial B2B buyers expect a more seamless “digital consumer” like buying

experience



revenue impact is crucial, many measurement tools are designed for B2C scenarios. As a

result, B2B marketers are seeking dedicated tools that provide accurate insights and align

with their specific objectives.

Customer Journey Analytics B2B Edition helps B2B companies align their marketing, sales,

and product teams by providing actionable account insights that drive revenue growth.

With the account placed at the center of the data model, all analysis focuses on the

account journey. Adding a new layer of entities (accounts, opportunities, and buying

groups) on top of person and time-based events, creates a complete picture of the B2B

marketing and revenue lifecycle.

Our goal is to help you gain practical knowledge that you can apply to your business, from

data integration to activating experiences. We encourage you to ask questions, participate

in lab exercises, and make the most of this collaborative learning environment.

Let’s get started!



2. Lab Access

Accessing the Experience platform

Adobe Experience Platform URL

Access Credentials: Please use the credentials assigned to you below to log into platform

Everyone has the same Password:  PASSWORD

Use Chrome or Firefox

Sign-out of your Adobe Experience Cloud, or use a private browser window

Do not use your own credentials to access the demo instance for this lab. Instead,

you'll use the credentials provided here

https://platform.adobe.com/

https://platform.adobe.com/


Sr No Attendee Name Username

1

2

3

4

5

6

7

8

9

10





If you're asked to add in any additional data or to add a mobile number as part of your

sign-in, please ignore these prompts and if allowed skip or otherwise ignore or complete

the step with the defaults. If you have problems logging in, alert your presenter

immediately.



3. Post-Lab Resources

Lab Recording, Resources & Survey
Your post-lab page for content, recording, helpful links to product documentation, and our

survey.

Adobe Experience Platform Documentation:

HOL Presentation:

Day 1 Recording:

Day 2 Recording:

HOL Survey:

Experience League Documentation

https://experienceleague.adobe.com/en/docs/analytics-platform/using/cja-overview/cja-b2b/cja-b2b-concepts-features


4.Schema

4.1. Schemas in CJA B2B



5.Connection

5.1. Connections Demo

Connection for B2B Data

Event, Person, and B2B datasets can be ingested in to a connection using matching keys

or containers to join B2B data together. This can contain multiple rows for a single person

identifier. Person-based lookups only match the most recent occurrence of that person

identifier, preventing a proper person id based lookup of accounts, opportunities,

marketing lists or campaigns.

Connections Demo

The CJA B2B Connection will provide information on the datasets that are connected

and how much data is flowing into th connection. 



A connection map will show how all the datasets are joined for what key is used to

join the dataset.

For each dataset you will select values for Key and Matching key. Below is the an

event dataset that will have multiple keys and matching keys that can be configured

for joining account, opportunity, buying groups, and/or person datasets.

The Key is based on the Person ID data type.

The Matching Key is defined as the primary identity field for the event dataset.

For example you will see in the CJA B2B Account ID Lookup Dataset is matching to

Account ID that is the same in the previous event dataset shown that will use Account

ID in the event dataset.



Another example you will see in the CJA B2B SKU Lookup Dataset is matching to

SKU that is the same in the event dataset.



5.2. B2B Containers in Connections

Connections and identifiers

In Customer Journey Analytics, you pick a common identifier, known as Person ID, to

connect your event data with other datasets like profile dataset and lookup datasets. This

type of connection is known as a person-based connection which facilitates person-based

reporting and analysis.

In Customer Journey Analytics B2B Edition, you can select between a person-based

connection or an account-based connection. An account-based connection facilitates

account-based reporting and analysis.

Containers

In Customer Journey Analytics containers are generated as part of the configuration of a

connection and data view, and provide data structure and scope. Containers store groups

of identifiers to sequence all event timestamps by unique identifiers. That storage

facilitates quick and performant execution of functionalities like segmentation, attribution,

and visualizations.

B2B containers

In Customer Journey Analytics B2B Edition, an Account container is added to the list of

generated containers. And you have the option to configure the generation of additional

containers, like Global Account, Buying Group, and Opportunity.

For a person-based connection, you select Person as the primary identifier. You can

then configure and set up your connection, data view and workspace projects for

person-based reporting.

For an account-based connection, you select Account as the primary identifier. You

can then optionally add additional containers for Global Account, Buying Group and

Opportunity. Based on whether you add a Global Account or not, your primary

identifier is an account identifier or a global account identifier.



The hierarchy and relationships between the containers is predetermined. Opportunity,

Buying Group and Person are all sibling containers of the Account container. In that

hierarchy the Session container between the Person container and Event container is

generated based on how you define a session in the Session settings in your data view.

Additional session containers, for example between the Account container and Event

container, are currently not generated and supported. See the table below for a description

and basic usage of the B2B containers.



B2B

container

Description

Basic use case

Account A company that is a customer or potential customer of your business.

The company could be a subsidiary or division of a larger organization.

Account represents the organization that you are selling to and want to

track at that organization level.

Global

Account

(optional)

The top parent company of a group of related companies. A global

account has no parent company, but may have subsidiaries or divisions

belonging to the global account. When you have the Global Account

container configured in your connection, an account that has no parent

or subsidiaries should be listed in both the account field and global

account field.

Opportunity

(optional)

A collection of products and services that are sold together. An

opportunity often involved various stages in the sales cycle up until the

closure of the sale.

You would use data to measure the opportunity progression through the

sales funnel. For example, a report that provides details on the top

opportunities that moved from stage 3 to stage 4.

Buying group

(optional)

A collection of people within an organization that is involved in the

decision-making process to purchase a product or service.

You would use buying group data to track buying groups through

campaign management. For example, build an audience segment of key

buying groups.

You most likely want a lookup from the buying group to profile data, so

you can report on the people in a buying group.

Person An individual, often identified by a unique e-mail address that has

interacted with the company.

You would use the profile data to identify people who work for an

account. For example: target all the people at an account that have

signed-up for a conference.



6.Data Views

6.1. Data Views

A data view is a virtualized container of the data in the Connection that allows you to

decide what metrics and demonsions should be included. You can also create Derived

Fields to modify data as needed without making anychange to the raw data. You can also

configure dimensions and metrics as needed and for reporting purposes. 

Data Views Demo

Review the capabilities in the Metric Settings:

Formating Data

Behavior Definition 

Include or Exclude Values

Metric Deduplication

Attribution





Review the capabilities of Dimension Settings:

Substring Data

Behavior Definition

No Value Options

Include or Exclude Values

Persistence







7.Workspace Project

7.1. Completed Project

Click below to download a PDF of the Workspace with all the exercises completed:




