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“2025 is the
Year to
Watch India.”
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India is experiencing incredible
momentum and B2B marketers are right
at the center of it. The Current named
India as the “market to watch” in 2025,
and our research backs it up.

India stood out across all the regions in
Anteriad’s 2025 B2B Marketing Edge
survey for its rapid growth, innovative
use of Al and data, and forward-
thinking marketing practices. The
message is clear: B2B marketers in
India aren’t just keeping up with
change, they are leading it.
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Survey
Results:
Snapshot of
B2B Marketers
in India

Despite being the youngest
talent pool in our study, India’s
B2B marketers are operating at
the same level as their more
experienced counterparts in the
US and UK, managing similar-
sized organizations and
regional portfolios.
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India’s B2B
Marketers are in
Growth Mode

While similarities exist across markets, India’s
marketers are outpacing their peers when it comes
to growth. Over half (57%) reported a significant
increase in revenue, compared to 34% for the US
and 24% for the UK.

They are also stepping up in scale. Nearly all B2B
marketers in India (93%) have taken on new
responsibilities in the last year, far surpassing 74%
in the US and 73% in the UK. Top new
responsibilities include “managing, optimizing and
adopting marketing technology” and “driving

revenue growth through marketing initiatives,” proof

that this community is both strategic and hands-on.

Even as B2B marketers in India have taken on new
responsibilities, they are more likely than their peers
in the US and UK to be marketing specialists (50%
of respondents) compared to those in the US (40%)
and the UK (30%)).

B2B marketers in India were also most likely to say
that they significantly exceeded their pipeline goals.

Which best describes the change in revenue at your organization
in the last year?

Increased significantly

57%

Increased moderatel

38%

Stayed the same

4%

Decreased moderately

Il%

To what extent were you able to achieve pipeline growth goals in
the last year?

Significantly exceeded goals
Met or slightly exceeded goals

Came close to meeting goals

7%

1%
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Ready for
Success with
Data, Al, and
Strategy

B2B marketers in India are not taking
their positive momentum for granted.
They’re doubling down on data-driven
strategies, Al-powered efficiency, and
strategic experimentation to sustain
growth.

Data: Turning Insight
into Action

When it comes to data, India’s
marketers are going deeper. They're
more likely to leverage advanced data
types like intent and behavioral data.
B2B survey respondents from India also
use data across multiple channels,
especially search and social, not just
their websites.

Which of the following are you currently utilizing when
targeting audiences?

Intent data
48%

Firmographic data
38%

Technographic data
58%

Demographic data
60%

Psychographic data
40%

Content and campaign data
59%

Behavioral data

Other
B
MNone of the above
N 1%
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Al: Powering Productivity and Precision

Al isn’t just a buzzword in India, it's a productivity engine. More B2B marketers here report
measurable benefits from time savings to helping them grow as a marketer compared to
their counterparts in the US or UK.

If given extra budget, most would invest further in Al, automation, or martech tools,
signaling a commitment to building sustainable, tech-enabled growth

How has Al affected your day-to-day responsibilities?

Al is saving me time and making my work more efficient

75%

Al is helping me grow as a marketer and improve my skills

69%

Al creates challenges that outweigh its benefits

37%

| see Al's potential and am working to apply it more effectively
42%

Al hasn't changed my role much yet, but I'm open to exploring its benefits
5%

Other

Il%
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Strategy:
Testing,
Partnering,
and Scaling

With so much change and
innovation in B2B marketing, it’s
important for marketers to have a
strategic plan for testing new things
so they can be agile, stay ahead of
the competition, and find ways to
improve business outcomes. A
testing culture is more common for
B2B marketers in India, where 56%
said that a large or significant
portion of their budget and time was
dedicated to testing compared to
30% in the UK and 40% in the US.
This culture of experimentation fuels
continuous improvement.

They also recognize the power of
partnership. Indian marketers are
more likely to work with external
experts across key capabilities like
search and social media, two
channels ranked as most impactful
for achieving goals.

Do you outsource or partner with a vendor for any of the following?

Email marketing campaigns

Website and landing page personalization

Search engine marketing

Programmoatic advertisin

Content syndication programs

Account-based marketing (ABM) campaigns

Social media (organic or paid posts)

Event marketing (virtual or in-person)

Content marketin

Sales outreach or enablement tools
11%
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Building a B2B Marketing Machine

India’s B2B marketers are doing more than just riding a
growth wave, they are engineering it. Their ability to
embrace innovation, harness data and Al, and test
continuously is fueling sustained success.

By combining strategic focus with smart partnerships,
they’re creating a true B2B marketing machine, one built
for resilience, adaptability, and measurable impact.

Marketers worldwide can learn from India’s example: move
fast, trust your data, and make innovation your advantage.

Start your growth today!

Based on The 202 Mordey of 466 B2B marketers, this India Edition focuses on the 115 India- An-l-eriod

based respondents and how their approaches to data, Al, and agility compare with global peers. Research was
conducted by Anteriad 'and Ascend?2 in February 2025 among companies with 250+ employees.
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