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before making a 
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71% of B2B decision-makers
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56% of final B2B purchasing
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The State of B2B Survey: Winning with Emotions
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Digital transformation
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using unique data
and insights

The SaaS model

https://communications.on24.com/rs/848-AHN-047/images/ON24_FastFWD%20B2B%20Marketing%20Trends%20Report-%20Attracting%20New%20Audiences%20with%20Digital%20Honeypots_ON24_20201119.pdf
https://www.bain.com/insights/saas-spurring-next-cycle-of-software-superperformance-tech-report-2021/


digital transformation

https://22458525.fs1.hubspotusercontent-na1.net/hubfs/22458525/How-Digital-Transformation-Changes-the-Game-for-Selling-B2B-SaaS.pdf?hsCtaTracking=29b8b70c-bf69-4b18-817d-40fb2fea10d7%7Cde1d97ab-ee12-4e4e-ade1-01621af42664
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1% of leads

70 percent of marketing's time and efforts are spent on tactical
work
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