Key Challenges Facing B2B Marketers
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The Decline of
Lead-Based Models

Only 3% of B2B web visitors fill out lead
forms, and email response rates hover
at 1-3%. Instead of focusing on MQLs,
companies must shift to signal-based
marketing that prioritizes intent data and
real-time engagement.

An Increasingly Complex
Buyer's Journey

With 640+ touchpoints and an
11.5-month buying cycle, B2B buyers
are more informed than ever.
Omnichannel engagement is critical.
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Buyers Are Not
Blank Slates

70% of buyers identify their top
vendors before engaging with sales. If
you're not on their radar early, you're out
of the game.

The Shift to Value-Based
Marketing

60% of software buyers regret their
purchases, leading to high churn.
Companies must focus on customer
retention and lifetime value, not just
acquisition.



https://6sense.com/newsroom/6sense-launches-2024-buyer-experience-report-unveiling-global-b2b-buyer-trends/
https://www.edelman.com/expertise/Business-Marketing/2024-b2b-thought-leadership-report
https://6sense.com/newsroom/6sense-launches-2024-buyer-experience-report-unveiling-global-b2b-buyer-trends/
https://www.gartner.com/en/digital-markets/insights/customer-retention-strategies
https://imm.com/

000
Y,
GNP

V7
V7

N

- N ~
AN N

° c u m
R =% o
0| o 4] o Q
e e .
D) N £
= o O § o 78S
c = 1] %.m.ﬂ £
® ar=Ers c 2 9L -
= 0l ol & < tgw - —
= © c| 0.5 Q£ 7]
c o 8E e >3 0 >
= 9 O & = Qo
=/ e O = e
E £E§528 e s .
og mmad [7) .W.nlvt:
Qe < 95 < o 29 %€
_= c£cl50 i
QO © 3235 €O oo
m = o omm omm Re) Q
- = E 00 - 0= §
o . o <| Tl te > 0 5
rm.m“n (] O.m-n
02 O olEls X2 =55

¥
”

ey
o c )
" 5 g5
@ =0
] o 210 Sl=e Hw
o8 ® 5 & Qoo LER Z
i ) gl E AR
w @ 3T o T 5| 0 £ A ol B
Q P < pr e (0] N
= & 0 oS o g o2 e 3 9 E
Q o D% Q []] em.e nl..b..dy
7)) E= =238 = S c £ 2 23 8<
> S 5 s c o7 - o9
hm omm x @ © v S = = <(r o
ez oMM =g 0 a9 ocEoQ o LEO =
(] Og 2 o2 e e 1 < 2m e
ww 0 O E 5T — N Phams (2 ol olo =
< o <N 5|< T E €l E€lo =
s- g c O c omm b.n.l P u.m;nd
Q OE TS5 OF oldls s 2 g & 2
o o= a9 c o8 0| £ EE€ 58co0
omm =5 w99 ' 5 =g gl .2
Qo = o m mn <l n B - q O| ¢l € <
Q) = MK S EN Q9 =ooE Nw oo @2
LT e = Q6 9OEE e oe g 500
(== S i /oelh Vol ®
2 > ES o578 00 3 gc= 20 35 R4
ma we <25 0 KNOGT® S0 adeod
)
hE wn VN .



https://www.scribd.com/document/480114993/Accenture-Strategy-B2B-Customer-Experience-Inforgraphic-US
https://martech.org/b2b-buyers-consume-an-average-of-13-content-pieces-before-deciding-on-a-vendor/
https://passivesecrets.com/omnichannel-marketing-statistics-data/
https://imm.com/



