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ADOPTION OF AI IN B2B MARKETING AND SALES

THE WORLD OF 
SALES TECH

Types of AI applications that marketing/sales professionals are 
evaluating, implementing or using

Global survey of B2B marketing and sales professionals

HOW AI IS BEING USED IN MARKETING AND SALES

TOP EXPECTED BENEFITS OF AI IN MARKETING AND SALES

LinkedIn 2018

73%
of salespeople use sales 
technology to close more deals

89%
say data quality is important to 
guiding their sales and marketing 
decisions, up from 80 per cent in 
2017 and 75 per cent in 2016

Hubspot 2017

72%
spend up to an hour a day on data 
entry and connecting records 
from different sales tools

Dun & Bradstreet 2018

49%
are not confident in the 
current quality of sales and 
marketing data

Demandbase/Salesforce 2019

Demandbase/Salesforce 2019

50%Higher conversion rates

50%Higher quantity leads/opportunities

67%Higher quality leads/opportunities

40%More efficient ad spend

56%Better engagement with prospects & customers

38%Pipeline acceleration

52%Better understanding of buyer intent

27%Better omni-channel attribution

72% 
Improve the 

reach or 
efficiency 
of digital 

advertising

66% 
Identify the 

right accounts 
or individuals 

to target

42% 
Capture intent 
signals from accounts or 
individuals

51% 
Personalise the 
website in real time

38%
Automated sales 

assistants

Percentage of sales professionals who consider the 
following important or very important 

IMPORTANCE OF SALES TECH PLATFORMS IN CLOSING DEALS

Miller Heiman Group 2018

Global survey of sales leaders

TOP SALES TOOLS AND TECHNOLOGIES IN USE Currently in use Planned in next 12 months

From social selling to predictive lead scoring, technology is transforming the sales function, 
and is increasingly vital to closing deals and improving customer understanding

LinkedIn 2018

Email tracking tools 91%92%

18%

57%

38%

31%
35%

35%

17%

57%

50%

20%

48%
21%

50% 37%19%

56%
12%

44%

22% 43%

21%
45%

19%

40%

40%

35%

45%

41%

17%
12%47%

14%

51%

12%

Social selling

Lead  
generation / 
lead intelligence

Online training 
and coaching 
delivery

Sales 
methodology /
workflow

Activity 
management 
and tracking

Account and 
opportunity 
planning

Content 
management

Content sharing

Revenue 
management 
and sales 
forecasting

Pricing

Sales intelligence solutions 94%98%

Networking platforms 79%89%

Collaboration tools 91%94%

CRM data 
clean-up and 
de-duplication

Account 
management / 
qualification scoring

Sales call 
recording and 
video selling

Contact 
management 
(excluding CRM)

Contract delivery 
and management

Sales 
compensation 
management

Presentation 
creation

Predictive lead 
scoring

Automated account research

Proposal /  
request for 
proposal

Analytic platform 
solutions

Gamification/
motivation

Prospect 
engagement 
management

Customer success 
management

23%23%
29%

18% 19%
14%

11%

19%

17%

18%

17%

15%

21%

16%

Top sales professionals

Other

22% 24% 24%18% 11% 5%

Using Implementing No plans 
to adopt

Don’t know

PlanningEvaluating

Dun & Bradstreet 2018


