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We surveyed nearly 500 B2B marketers 
in the US and UK on: 

The 3 Biggest Challenges

Given these challenges, 
1 out of 2 B2B marketers 
can’t reach their goals for this year

B2B marketers face constant 
challenges—economic factors, 

evolving technologies, and sales 
& marketing alignment. We 

wanted to better understand 
these challenges and explore 

how B2B marketers can navigate 
them to drive pipeline growth. 

Key 
Challenges

Data 
Privacy
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Budget and 
resource constraints

Economic 
slowdown

Sales and 
marketing alignment

48%48% 46%46% 44%44%

When it comes to AI usage…

85%85% 76%76% 51%51%
of B2B 

marketers are 
using genAI

are satisfied or very 
satisfied with their 

gen AI results

say the #1 use case 
for genAI is content 

development 

1 out of 3
are NOT satisfied 

with their lead 
quality. 

Their main quality 
concerns are: 

45%45% Incomplete data

41%41% Invalid emails or
phone numbers

34%34% Duplicate leads

32%32% Leads that don’t match
targeting criteria

65%65%

79%79% 73%73%

are spending
five or more hours per week
manually ensuring data quality. 

The channels that have the 
greatest satisfaction in lead quality are:  

Content syndication Digital display 
advertising

The takeaways?

Sales & marketing alignment is crucial to goal attainment. 

Invest in high-quality lead channels such as display advertising 
and content syndication, taking a Branded Demand approach. 

Leverage AI for content, personalisation, and data accuracy. 

Lean on agencies, partners, and contractors in today’s 
resource-strapped environment for supporting pipeline growth. 

11

22

33

44

Download the full report at 
pipeline-360.co.uk

So, how are B2B 
marketers adapting 
to fewer resources? 

The good news? For those whose 
teams are completely aligned: 

When it comes to 
Sales & Marketing 
alignment only… 

62%62%
are consolidating 
teams and/or job 
responsibilities

of Sales & Marketing teams 
have overlapping KPIs

40%40%Almost half are 
relying on GenAI

39%39%
are relying on 
contractors or 
agencies

75%75%

can reach their goals 
(compared to 50% overall) 

91%91%

can reach buying groups 
(compared to 75% overall)

15%15%

report complete sales & 
marketing alignment 

1/31/3

And taking that alignment one step further, 
teams that are completely aligned AND take on a 

Branded Demand approach enjoy a

60% increase 
 in the ability to reach goals! 

The Top 3
Lead Generation Channels are:
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Email (63%)

Social Media (61%)

Digital Display 
Advertsing (47%)

When it comes to data 
compliance and accuracy… 

76%76%

Data privacy is a concern


