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The widening gap between leaders and operators

As Al reshapes go-to-market teams,
capabilities and expectations, B2B tech
marketing budgets are seeing increases.
However, a widening K-shaped divide in
revenue growth performance is appearing.
Breakaway leaders are winning big with
20%+ revenue growth over the last year,
while operators experiencing flat or up to
10% growth are at risk of being left behind.
Leaders are making different decisions
than operators, such as investing above the
industry average in marketing, accelerating
agentic Al, prioritizing brand and delivering
on agile planning.

The K-shaped divide: The widening gap between breakaway leaders vs.
left-behind operators
Revenue performance

Breakaway leaders
20%+ growth

9.6%

Marketing
investment

Large-scale momentum
64% of high-investment organizations
exceed $1B in revenue

Historical high
performer
10%+ growth

Left-behind operators
10% or less growth or flat

6.9%

Marketing
investment

Source: Gartner
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Accelerated agentic
Al deployment
40% have deployed Al agents

Agility advantage
44% reallocate resources
Brand budget increase

61% increase brand investment
at least quarterly

Agentic Al neglect

22% are not planning to deploy
agentic Al at all

Less agility

49% update plans annually

Brand budget cuts
25% cut brand budget
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Al influences agency dependence

Technology investment is a priority, driven by
investment in Al, and agency allocation is decreasing Al is driving major shifts in marketing investment; most notably
due to Al increasing spend on technology and programs

Breakaway leaders are investing more in upskilling Impact of Al on marketing organization’s investment

internal teams on Al than their operator counterparts. Scale: 1= significantly decreased investment to 5 = significantly increased investment

M Significantly or somewhat decreased (1,2) M No impact on investment (3) M Significantly or somewhat increased (4,5)

- |

n =239, technology marketers with $100M or more in annual revenue and who believe Al is important in marketing (Q66)

QT12: How, if at all, has Al impacted your marketing organization’s investment in the following categories?

Source: 2026 Gartner Tech Marketing Benchmarks Survey, conducted Jan 26-March 26 among 335 global tech marketers. Fielded by Gartner through
an independent third-party research provider.
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Channels that underperform below expectations

Established channels like pay per click (PPC) and
paid social are under pressure with answer engine Underperforming marketing channels based on expectations in 2025
optimization (AEO) on the rise. As zero-click searches Multiple responses
increase, this could explain the missed expectations

for paid social and pay-per-click advertising. While still

performing, they are falling behind expectations most Paid social advertising
likely based on historical performance.

Third-party in-person events 27%
AEO may now be delivering high-intent referral traffic
and attracting the same quality audiences that PPC Pay-per-click advertising
once captured.

27%

Hosted in-person events 20%

Other %

0,
None of these e

0% 20% 40%

n =260 technology marketers with $100M or more in annual revenue and who have these marketing channels included in their organization’s 2026
marketing plan, excluding “don’t know” answers

Q: Which, if any, of the following marketing channels performed below expectations in 2025?

Source: 2026 Gartner Tech Marketing Benchmarks Survey, conducted Jan 26-March 26 among 335 global tech marketers. Fielded by Gartner through
an independent third-party research provider
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Channels that overperform against expectations

Lower-visibility channels like connected TV and
podcast sponsorships exceeded expectations for Marketing channels that outperformed expectations in 2025
nearly a fifth of tech marketing leaders, which suggests Multiple responses
these emerging platforms hold untapped value.

Nontraditional B2B social media channels like YouTube

and Reddit are outperforming expectations for tech Connected TV
marketing leaders, reflecting an emerging shift in how
demand generation teams engage buyers with content.

Podcast sponsorship 17%

Direct mail 1%
Notably, these channels are also frequently sourced by

answer engines, which increases their relevance in the Broadcast media 9%
evolving channel landscape. . i
Print media 4%
Out-of-home media 3%

Other 13%

None of these 37%

0% 20% 40%

n =182 technology marketers with $100M or more in annual revenue and who have these marketing channels included in their organization’s 2026
marketing plan (Q10), excluding “don’t know” answers
Q: Which of the following marketing channels delivered better results than expected in 2025?

Source: 2026 Gartner Tech Marketing Benchmarks Survey, conducted Jan 26-March 26 among 335 global tech marketers. Fielded by Gartner through
an independent third-party research provider.
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Investment in AEO tools/SEO

Surprisingly, less than a quarter of tech marketers
are decreasing investments in SEO tools despite
the growth in AEO. Fifty-eight percent of marketing
leaders report increasing investments, while most
other SEO-related investments remain flat.

2026 Tech Marketing Benchmarks Survey Data Snapshots

AEO tools stand out with the strongest investment growth (with
58% reporting increasing investments) while most other SEO-related
investments remain largely flat

Investment in AEO/SEO

M Do not have dedicated investments in 2026 M Decreasing investments
B Maintaining investment levels M Increasing investments

Internal SEO 1% 19%
headcount (n=266)
services (n=264)

n varies, technology marketers with $100M or more in annual revenue, excluding “don’t know” answers
Q112: How, if at all, has Al impacted your marketing organization’s investment in the following categories?

Source: 2026 Gartner Tech Marketing Benchmarks Survey, conducted Jan '26-March 26 among 335 global tech marketers. Fielded by Gartner through
an independent third-party research provider.
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Leaders invest more in Al training and upskilling

The average investment in Al training and upskilling is

6.5%. However, as the rise of Al in marketing continues, Average labor investment in Al training and upskilling —
we see breakaway leaders rapidly looking to advance leaders vs. operators

team skills by investing 7.8% in training, as compared to

operators that invest below the overall average.
— Average investment

Leaders (n=57) 7.8%

Operators invest less than
the average of 6.4%

Operators (n =115)

0% 5% 10%

n = varies, technology marketers with $100M or more in annual revenue and marketing budget allocated to labor >0% (Q06New)
Q57: What percentage of your organization’s 2026 marketing labor budget is allocated to training and upskilling existing talent on Al skills?

Source: 2026 Gartner Tech Marketing Benchmarks Survey, conducted Jan 26-March 26 among 335 global tech marketers. Fielded by Gartner through
an independent third-party research provider.
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Actionable, objective insights

Explore these additional complimentary resources and tools on
tech marketing:

_ [>]
Webinar

Tool

Tech CMOs: Use 2026 Benchmarks to Stay Ahead DataHub

Get an exclusive look at the 2026 Tech Marketing Benchmark Survey to

Dive deeper into the benchmarks with tailored insights.
empower your planning decisions for the remainder of 2026 and into 2027.

Already a client? Get access to even more resources in your client portal. Log In /1
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Connect with us

Get actionable, objective business and technology insights Learn more about Gartner for Tech CMOs
that drive smarter decisions and stronger performance on
your mission-critical priorities. Stay connected to the latest insights

U.S.: 1855322 5484

International: +44 (0) 3300 296 946
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