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At a glance

EVIDENCE SNAPSHOT SOURCE-DEFINED MEASURE

52.3 Census BTOS future-demand index as of September 6, 2026

51% Salesforce-surveyed sales leaders with Al who said disconnected systems slow initiatives
4 layers Market, account, human and operating evidence in Delta Arc's qualification model

10 sources Government records, standards guidance and disclosed vendor surveys

Metrics use different populations and definitions. The BTOS figure is a national business index; Salesforce figures are vendor-sponsored survey
results and are not national economic estimates.

Executive finding

Demand intelligence is not a larger pile of leads. It is the disciplined conversion of observable market change into a
known opportunity with an identifiable organization, credible reason to act, accountable owner and next action.
Entering 2027, the competitive gap is increasingly between systems that can collect activity and systems that can
explain why an activity matters now.

The public data show why timing remains difficult. The Census Bureau's Business Trends and Outlook Survey
reported a national future-demand index of 52.3 for the period ending September 6, 2026, while its future-input-price
index stood at 76.3. Those indexes describe broad employer-business expectations, not the probability that any
named account will buy. They are valuable environmental evidence; they are not account qualification.

The operational conclusion is simple: market evidence and account evidence must meet before outreach becomes
intelligence-led. Macro demand, industrial orders, hiring, financing, product launches, technical change and public
buying signals can narrow the field. They do not replace identity, provenance, relevance, timing or human review.

Demand intelligence versus lead generation

Lead generation typically optimizes for records captured, responses, meetings or form fills. Demand intelligence
starts one layer earlier and continues one layer later. It asks which conditions create an opportunity, which
organizations are exposed to those conditions, which people can verify the need, and what evidence should travel
with the opportunity into the operating system.

This distinction matters because activity can be real without being useful. A page view may represent research, a
competitor, a student, a vendor or an automated agent. A funding announcement may create capacity without
creating near-term demand for a specific product. A plant expansion may require equipment, software, services,
labor and power, but the addressable window and decision owners will differ. Qualification is the work of resolving
those ambiguities rather than hiding them behind a score.

A strong demand record therefore preserves the claim, source, observation time, entity match, reason the signal
matters, confidence boundary, owner and next review. The record is not valuable because it looks complete. It is
valuable because another person can inspect the reasoning and decide whether to act.
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The four evidence layers

Market evidence establishes the environment: demand indexes, orders, capacity, hiring, input prices, regulatory
change and investment. The Census M3 survey, for example, reported July 2026 manufactured-goods orders of
$663.6 billion and unfilled orders of $1.6003 trillion. Those figures describe a large aggregate pipeline but do not
identify a buyer for a particular supplier.

Account evidence connects the environment to an organization through public plans, facilities, job postings, permits,
technology changes, installed assets, supplier events and other attributable records. Human evidence tests whether
the inferred need is current and correctly understood. Operating evidence shows whether the organization can act:
budget process, ownership, technical fit, timing, constraints and an agreed next step.

The layers should not be collapsed. A market trend cannot prove an account need. A contact cannot prove authority.
A CRM stage cannot prove buyer commitment. A meeting cannot prove qualified demand. Each artifact can
strengthen a conclusion when its scope is explicit and its time is preserved.

Known, qualified opportunity

Known means the entity match is defensible: the organization, relevant location or business unit, and people or roles
are not merely guessed from a domain name. Qualified means the evidence supports a plausible need, fit and
timing, and exposes what remains unknown. Opportunity means there is a decision that Delta Arc or its client can
help improve—not simply an audience member who can be contacted.

Qualification should be reversible. If the evidence changes, the status changes. A facility project can be delayed, a
leadership role can turn over, a supplier problem can resolve, or a public signal can be corrected. Systems that
preserve source time and reasoning can downgrade an opportunity without erasing the history. Systems that
preserve only the current score cannot explain why yesterday's priority disappeared.

The goal is not false certainty. It is a smaller, better-defined set of organizations where a conversation has a reason
to exist. That is the difference between demand intelligence and mass prospecting.

Why more intent data is not enough

Intent data can be useful when its collection, identity resolution, topic definition, time horizon and coverage are
understood. It becomes dangerous when a proprietary score is treated as a fact without visibility into who generated
the activity, how the account was matched, or whether the topic maps to a real buying decision.

Vendor surveys illustrate the broader systems problem. Salesforce's 2026 State of Sales release says 51 percent of
sales leaders with Al reported disconnected systems slowing Al initiatives and 74 percent of sales professionals
were focusing on data cleansing. Salesforce disclosed a double-anonymous survey of 4,050 sales professionals
across 21 countries, conducted in August and September 2025. It is useful directional vendor research, not an
independent census of every sales organization.

HubSpot's 2026 State of Sales describes surveys and interviews with more than 1,000 sales and revenue
professionals. It similarly reports widespread Al use and foundational-system constraints. The two studies reinforce
a practical hypothesis—automation exposes weak data and process design—but their sponsor, sample and
methodology should travel with every statistic.
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CRM and communication as the operating layer

Demand intelligence becomes useful when the qualified signal survives handoff. The CRM should hold the durable
revenue record: entity, evidence, owner, stage, next action, and outcome. Communication tools such as email,
Slack or Teams can accelerate coordination, but a message thread is not a durable ownership model unless the
decision and evidence return to the system of record.

This is an overlay problem rather than a replacement problem. Organizations already have CRM, marketing
automation, messaging, file storage and analytics. The demand layer should reconcile those systems around a
shared entity and decision without pretending every source carries equal authority. NIST defines data governance
as processes that formally manage data assets and establish authority and decision parameters.

NIST's joint Data Governance and Management Profile concept paper names accuracy, timeliness, completeness,
relevance, consistency, provenance and lineage among the factors that make data fit for purpose. That framing is
directly applicable to a demand record: a correct company hame attached to an obsolete event is still low-quality
decision data.

FOUNDER OF DELTA ARC — PRACTITIONER OBSERVATION

Across practical revenue and operating work, the recurring failure is rarely a total absence of activity. It is the loss of
context between the signal, the responsible owner and the next decision. This observation is intentionally
generalized,; it identifies an operating pattern without naming an employer, client, person, transaction, industry event
or distinctive chronology.

Privacy, minimization and trust

A system that can collect more information is not automatically entitled to keep it. The FTC's business guidance
says organizations should keep sensitive data only while they have a business reason, collect only what is integral,
limit access and establish written retention practices. Demand systems should apply the same principle: retain the
evidence needed to support a legitimate decision, not an unlimited personal dossier.

NIST's Privacy Framework treats privacy risk across the full data lifecycle, from collection through disposal, and
encourages profiles aligned to business purpose, ecosystem role, processing type and individual needs. For
demand intelligence, that means defining sources, permissible uses, access, retention, correction and deletion
before scale makes the gaps harder to repair.

Trust also requires visible evidence boundaries. Public-source fact, licensed data, first-party observation, human
assertion and model inference should not be blended into one unlabeled field. A user should be able to distinguish
what was observed from what the system inferred.

An operating model for 2027

A practical demand-intelligence loop has seven stages: define the decision; monitor relevant change; resolve the
entity; test fit and timing; preserve evidence; route to an accountable owner; and capture the outcome. The outcome
then improves the rules used for future qualification. This is not a one-time enrichment project. It is an evidence and
feedback system.
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Measurement should distinguish coverage from usefulness. Useful controls include source freshness, entity-match
confidence, percentage of routed signals reviewed on time, opportunity acceptance, reasons for rejection, time from
qualified change to owner action, conversion by signal class, and false-positive cost. Response rate alone can
reward noisy outreach. Qualified opportunity yield is a better test.

The strongest 2027 systems will probably be neither fully manual nor fully autonomous. Machines can monitor,
normalize and surface change; humans remain responsible for context, claims, permissions and consequential
action. The advantage comes from shortening the distance between a defensible signal and the person equipped to
use it.

Scenarios entering 2027

Base case—more signal, stricter qualification. Al lowers the cost of collecting and summarizing market activity,
which increases the amount of plausible evidence available to every team. Differentiation moves toward identity
resolution, provenance, business context and measured outcomes.

Acceleration case—demand and operating data converge. CRM, communications, market research and workflow
telemetry become easier to query together. Organizations that establish shared identifiers and ownership rules gain
leverage; organizations that skip governance automate contradiction.

Constraint case—privacy, platform access and data quality limit the feed. Changes to third-party access, consent
expectations or source reliability reduce the usable signal set. Systems built around source diversity, retention
discipline and explicit evidence boundaries adapt more easily than systems dependent on one opaque provider.
These are scenarios, not forecasts.

What to measure next

Delta Arc will monitor whether business-demand indexes translate into observable account activity, whether
vendor-reported Al adoption produces cleaner revenue records, and whether organizations disclose outcome-based
evidence rather than deployment counts. Public indicators will be time-stamped and updated; vendor claims will
remain attributed.

The research program should also publish non-results. A signal class that produces no better qualification than a
simpler rule is not made valuable by a more complex model. A transparent record of what failed is part of an
authoritative demand-intelligence practice.
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Methodology and evidence boundary

Prepared from public statistical releases, government and standards guidance, research programs, industry records
and explicitly identified vendor evidence available through September 29, 2026. Source classes remain visible.
Delta Arc received no compensation from any named source. Practitioner observations are intentionally generalized
and are not market-wide empirical estimates.

Source register

1. U.S. Census Bureau. Business Trends and Outlook Survey data. updated September 10, 2026 - Government statistical program.
https://www.census.gov/hfp/btos/data
National employer-business indexes and Al-use views; survey definitions and revisions matter.

2. U.S. Census Bureau. Manufacturers' Shipments, Inventories, and Orders — July 2026. September 2, 2026 - Government statistical release.
https://www.census.gov/manufacturing/m3/current/index.html
Aggregate manufacturing-demand context; not account-level evidence.

3. Salesforce. State of Sales Report for 2026. February 3, 2026 - Vendor-sponsored survey.
https://www.salesforce.com/news/stories/state-of-sales-report-announcement-2026/
Double-anonymous survey of 4,050 sales professionals in 21 countries; directional, not a government estimate.

4. HubSpot. The State of Sales in 2026. accessed September 29, 2026 - Vendor-sponsored survey.
https://offers.hubspot.com/sales-trends-report
Surveys and interviews with 1,000+ sales and revenue professionals; sponsor and sample remain material context.

5. NIST CSRC. Data governance — glossary definition. accessed September 29, 2026 - Standards terminology.
https://csrc.nist.gov/glossary/term/data_governance
Defines formal management, authority and decision parameters for enterprise data.

6. NIST. Joint Frameworks Data Governance and Management Profile Concept Paper. 2026 - Government standards guidance.
https://www.nist.gov/document/dgm-profile-concept-paper
Connects data quality, ethics and lifecycle activities with privacy, cybersecurity and Al risk.

7. Federal Trade Commission. Protecting Personal Information: A Guide for Business. accessed September 29, 2026 - Government business guidance.
https:/iwww.ftc.gov/business-guidance/resources/protecting-personal-information-guide-business
Data minimization, access and retention guidance; not individualized legal advice.

8. NIST. Privacy Framework. accessed September 29, 2026 - Government risk framework.
https://www.nist.gov/privacy-framework/privacy-framework
Voluntary enterprise privacy-risk framework.

9. U.S. Government Accountability Office. Data Governance: Agencies Made Progress.... December 2020 - Government oversight report.
https://www.gao.gov/products/gao-21-152
Evidence that governance structures, maturity and data literacy affect data quality and use.

10. Federal Reserve. Beige Book — August 2026 National Summary. September 2, 2026 - Central-bank qualitative record.
https://www.federalreserve.gov/monetarypolicy/beigebook202608-summary.htm
District-contact evidence; qualitative and explicitly not a statement of Federal Reserve views.
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