
Where’s the (H)uman in B2B?
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More complex buying process
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70% of the buyer’s journey is 
complete before a buyer ever 

reaches out to your sales team
-SiriusDecisions



Proprietary and confidential, Validity, Inc. 4

55% of buyers rely on word of 
mouth (friends, social media) 
referrals when making a B2B 

purchase decision.
-Hubspot
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67% of a buying group’s time is 
spent researching and meeting 

without you.
-Gartner



Buyer expectations
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68% of B2B customers prefer to 
research independently online

-SiriusDecisions



Why 
Engagement 
Matters
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70% of B2B marketers say that 
Customer expectations for more 
personalized experiences across 
the buyer journey have increased.

-Forrester



Overly Simplified Model
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PURCHASE
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The Customer Lifecycle
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Acronyms

MQL SALSQL
SLA

CPC CPL

CPA

CAC

CRM
CPM

CRO

LTV PPC

PQL



Proprietary and confidential, Validity, Inc. 13

Let’s Not Kid 
Ourselves



Bringing Human Back
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We’ve got to 
bring the 

“Human” back



What Does this Look Like
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You’re Asking for Too Much Information
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Stand Out in 
The Noise
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Infinity
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Data Management Life Cycle
Profiling

Standardization

Deduplication

Verification & Enrichment

Automation

Maintenance
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70% of the buyer’s journey is 
complete before a buyer ever 

reaches out to your sales team
-SiriusDecisions
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70-80% of B2B Decision makers 
prefer remote human interactions 

or digital self-service
-McKinsey
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67% of a buying group’s time is 
spent researching and meeting 

without you.
-Gartner
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