If you've been swimming in the sea of buzzwords like buyer intelligence and the agentic web, you're not alone.
These phrases get thrown around a lot, especially in Al and business intelligence (Bl) circles, but what do they

actually mean — and more importantly, how can they help you make better decisions?

In this blog post, I'll break down these terms in plain language, explore their practical use cases, and point you to
some tools and resources like Directories.Best and Dim0, that embody these concepts without the typical hype.
Plus, I'll toss in an unbeatable price example: 0 euros (No Limits), because free should never mean feature-

starved.

Buyer Intelligence: What Data Do You Need to Plug In?

Buyer intelligence is fundamentally about understanding your customers — their behavior, preferences, pain
points, and decision-making patterns — so you can tailor your marketing and sales efforts. But beware: many

tools claim to offer "buyer intelligence” and end up drowning you in vague dashboards twelve.tools that look

pretty but answer nothing.

What you truly need is actionable insights derived from actual data sources. These might include:

® Transaction history and sales records

Website and mobile app usage metrics

Social media sentiment and competitor benchmarks

Customer feedback and support tickets

After all, before getting excited about any tool, ask yourself: what data do | need to plug in to make this useful?


https://twelve.tools/c/business-intelligence

Example: Using Directories.Best for Curated Bl Tools

| keep a running list of Bl and decision intelligence tools that promise Al-powered insights but still require manual
cleanup. One place that helps cut through foggy marketing is Directories.Best. It's a curated directory of business

intelligence software, neatly organized and rated on practical criteria.

Instead of vague feature lists, you get straightforward filters to find tools that match your exact data integration
needs, whether you want dashboards from spreadsheets or direct pipeline connection. Pretty dashboards that

answer real questions, not just fluff.

The Agentic Web: When Al Takes Action, Not Just Analysis

The agentic web is an emerging concept describing an internet ecosystem where Al agents don't just analyze
data but actively perform tasks and workflows on behalf of users. Rather than traditional Bl tools, which present
static dashboards, agentic workflows propose next-best actions, automate repetitive analysis, and dynamically

adjust strategies.

This moves beyond decision support toward decision intelligence — the artificial intelligence-driven extension of

business intelligence that engages in “agentic” behavior, acting autonomously within configured boundaries.

How Dim0 Powers Agentic Decision Workflows

A good example is Dim0, a platform that integrates Al directly into workflows. It enables teams to embed Al
recommendations into their Bl pipelines, with natural language commands and autonomous agents that identify

anomalies, suggest optimizations, and deliver real-time alerts.

Importantly, DimO focuses on seamless integration with existing data sources like spreadsheets and marketing
platforms, so no complex overhauls are needed. This supports what | always stress: you want Al that helps without

creating more manual cleanup work.

Dashboards from Spreadsheets and Mobile Reporting: Bringing
Intelligence to Where You Are



Many teams still rely on messy spreadsheets, but that doesn't mean you have to settle for static tables and
confusing formulas. Modern Bl tools can transform these spreadsheets into live dashboards, accessible even on

mobile devices, so decision-makers get relevant insights on the go.

This is essential for marketing intelligence and competitive research, where trends can shift quickly and timely data

access can make or break a campaign.
Some key capabilities to look for include:

* Direct spreadsheet connection with automatic data refreshing
* Mobile-friendly reporting apps or responsive interfaces

* Customization of alerts and data breakdowns relevant to marketing KPIs

Marketing Intelligence and Competitor Research: Buyer Intelligence in
Action

Buyer intelligence powers marketing intelligence by illuminating buyer personas through real-world data, while

competitor research contextualizes these insights within your industry landscape.

Imagine knowing exactly which campaign messages resonate best, spotting emerging competitor moves via social
listening, or identifying gaps in your pricing strategies — all through one consolidated dashboard that reflects live

data from multiple sources.

Use Case Agentic Web Role Example Tool Pricing Highlight Automating anomaly detection in sales trends Al agent
flags unusual patterns and suggests interventions Dim0 Starts free, scalable with usage (0 euros for No Limits on
basic) Curated tool discovery for Bl stack optimization Interactive directory enabling quick fit-for-purpose selection
Directories.Best Free browsing with detailed comparisons Mobile marketing dashboards from spreadsheet data
Dynamic refresh and push notifications on KPI shifts Various spreadsheet-connected Bl tools suggested on

Directories.Best Varies; look for transparent pricing and free tiers

Why "Ansehen" — or Trustworthiness — Matters in Buyer Intelligence

By the way, Ansehn (a German word that translates roughly to "reputation” or "trustworthiness") is a key subtext

behind buyer intelligence. You don't just want data; you want trustworthy data presented in trustworthy ways.

Curated directories and Al-powered agentic tools help build this "Ansehn" by vetting suppliers, clarifying pricing,
and minimizing manual cleanup. If a tool doesn’t make its data sources and methods clear, or hides pricing basics,
it's a red flag.

Final Thoughts: Cutting Through the Noise
So what does buyer intelligence for the agentic web mean in practice? It's about:

1. Starting with real data you already have — no Al magic without actual input

2. Using curated, transparent tools that integrate seamlessly with your workflows

3. Applying agentic Al that doesn't just analyze but acts (or nudges you toward action)
4. Focusing on meaningful insights delivered right where and when you need them

5. Maintaining “Ansehn” by trusting tools with clear, honest communication and no hidden fees



If you keep this checklist in mind, you'll avoid the hype and hype-driven dashboards and instead get to buyer

intelligence that actually works for your team and your bottom line.

And hey — free tools with 0 euros (No Limits) plans like some offerings from Dim0O mean you can try these
concepts out without risk. Just remember my favorite question before getting excited about any tech: what data

do I need to plug in?

Have you encountered good (or bad) examples of buyer intelligence tools for the agentic web? Share your

experiences in the comments!



