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combine a 360º perspective of your target audience 
with the right specialist knowledge to deliver 
effective B2B demand generation programs. Learn 
how to put these insights into action to drive cut 
through and long-lasting audience engagements.
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IFP is a centralized knowledge platform that 
brings together professionals across multiple 
disciplines and sectors through the common 
goals of professional development and 
knowledge acceleration.
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of marketers consider Organic 
Social and Email to be their most 

underperforming channels.

ONE
THIRD of US marketers plan to invest more

in Paid Social with the UK following
suit at 44%; ahead of Display and
Mobile in the US, and Email and

Direct Marketing in the UK. 

47
of senior marketers consider 

internal, first party data to be more 
reliable than third party data.

75 Building or developing buyer 
personas, identifying early buyer 

interest and lead scoring & 
prioritization are the

uses of intent data among
B2B marketers.

TOP 3

of B2B marketers say it takes up to 
6 months to set a qualified meeting 

with a senior DM, while 78% of 
average sales cycles are between

1-12 months.

58
of marketing VPs believe their 
marketing automation strategy

is only somewhat effective.

71
of marketers consider Intent Data

to be fundamental to their marketing 
and sales journeys.

98
of senior B2B marketers rely on

Action Intent and Search Intent to 
inform audience segmentation criteria, 

closely followed by Customer
Look-a-Likes and Behavior Intent.

61

Lead quality and prioritization 
trumped every other area of focus in 

B2B lead generation according to

of B2B marketers.

40of marketers have seen an 
improvement in conversion rates 
through the application of a data 

driven strategy in their marketing.

88 Cost is the top consideration 
governing channel selection for the

(60%) of US marketers.

MAJORITY

Maximizing the value of data is the 
top pain point for almost

(74%) of Marketing Ops 
professionals.

THREE
QUARTERS

Nearly

(74%) of IT Leaders are extremely 
concerned about the security of 

their cloud-based systems,
data and infrastructure.

THREE
QUARTERS

Marketing Tools is seeing the 
greatest spiking intent for Marketing 

Ops professionals in both

and
NAM

EMEA

+116%

+102%
is the most difficult channel to 

manage according to 31% of US
and 26% of UK marketers.

ORGANIC
SOCIAL

Not producing enough content to 
immerse their target audience is 
a key obstacle in multi channel 

strategy according to 

of senior B2B marketers.
49.5

of senior B2B marketers 
say creating effective buyer 
personas is the top benefit 

of utilizing intent data.

63
(52%) of C-Suite executives 

are prepared to spend between 
$250,000 - $1,000,000 on new 

security solutions 

OVER
HALF

of IT professionals reported 
up to 50 cyberattacks

in 2021-22, with
10% recording over 251.

63
of B2B marketers feel their 

channels are ‘very well’ 
aligned to one another.

67

Where are B2B buyers looking to invest in 
the year ahead?

Drawing on first party research conducted 
among senior professionals within 
our Insights for Professionals (IFP) 
community, discover where resource 
needs to be focused for 2023...

of senior marketers see over 
reliance on sales and lower funnel 
content as a significant challenge 

when planning content.

53
of marketers cite a lack of insight 
as a barrier to crafting messages 

that resonate with their audiences.

ALMOST
HALF of marketing buyers struggle to

find an analytics platform that 
consolidates data from different 
channels for an accurate picture

of their multi channel efforts.

49
of UK marketers consider audience

reach and accessibility more significant 
than cost when choosing a channel in 

support of their multi channel strategy.
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