;3; Al H"’l B2B Marketlng
Stats That Matt

B2B marketers see massive potenhal in AI—bufmes{ {ack ﬂ”redamy and mfra; tructure to act on it.
The h|ghest—value use case isn’t pl‘edlc’[lOH—H S ALt that de{werssxecuttve-rea y narratives.
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The Al Revenue I\/Iarke{'mg Plai'form

8 8 % Say Clarity 3 8 Can’t See What's
= Prediction Driving Pipeline
The top-rated Al use case is generating executive-ready = Marketers struggle to connect execution to
narratives—not forecasting or targeting. ' revenue, despite modern attribution tools.
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# Blocker: 6 %
Disconnected Data Only are Al-Ready

Fragmented systems and manual workflows But 47% want to start now—exposing a
prevent Al from delivering strategic value. major readiness gap.

5 O O Leaders Surveyed

U.S. B2B companies. 17.6% response rate from VP-level and above.

I\/Iperatlv Makes the Data Make Sense

\ Agentic Al turns disconnected GTM data into narratives, attribution; and strategic direction.




