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Foreword

The past year has been like no other in human history.
Marked by ongoing economic challenges, we stand on the
verge of a new era driven by advances in Al technology.
While we're just at the beginning of this Al journey,

we have already witnessed unprecedented innovation with
a new level of accuracy and efficiency that is invaluable

to business growth.

In preparing this year’s Sales and Marketing report,

we surveyed salespeople, founders and CEOs

to understand key sales trends that affect them. Through
these conversations, we’ve gained invaluable insights into
the tools and strategies that enable businesses to thrive.

In the midst of a rapidly changing business environment,
sales professionals from various industries have once again
demonstrated their remarkable resilience, ability to adapt
to change and capacity to achieve their goals, driving
businesses forward.

Despite the strong growth potential of Al-powered
technologies, building and maintaining human relationships,
value-based selling, social selling, smarketing and other
irreplaceable social and technical skills still shape the world

of sales. The ability of sales professionals to connect,
understand and respond to customer needs ensures
that the sales profession remains crucial in driving
business success.

We hope that the findings in this report provide you with
actionable insights and inspire you to harness the power
of technology to drive your own business success.

Dominic Allon, CEO at Pipedrive
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Performance
and ways of
working

Work-life balance and the mental
well-being of employees is strongly
connected to flexible working
models. However, working overtime
is still relatively common.
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What you'll find in this chapter

Key findings

1.  There’s a strong uplift in sales
performance in 2023
71% of salespeople hit their regular sales quota
either always or most of the time in 2023, which
is a 19 percentage point uplift from 2022.

2. Working additional hours is widely spread,
but it does not equal better results
Respondents who worked additional hours were around
10% less likely to reach their sales target.

3. Only every third respondent felt supported
by their manager - and it shows
Those that felt supported by their company were
on average 13 percentage points more likely to reach
their sales target.

4. Work-life balance is influenced
by tool adoption
Respondents who use more automations in their work
and have a CRM tool in place feel happier.
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Salespeople thrive despite economic headwinds

Although the general economic situation has become more
difficult over the past few years, it has not had a significant
impact on sales professionals reaching their sales goals.

61% of respondents reached their personal sales targets
in 2023, a percentage that has been stable over the past
few years.

éé

Smaller companies rely on fewer key accounts and smaller
customer bases. As a result, they’re more likely to be impacted
by economic downturns and budget cuts from their clients.
Keeping this in mind and considering the current economic
challenges, achieving an overall positive sales quota is a
significant success. This is a testament to the hard work of sales
experts at small businesses and their ability to find digital

solutions to deliver results regardless of the circumstances.”

Sean Evers, VP of Sales & Partner at Pipedrive
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Salespeople in smaller companies struggled more. As our
numbers show, the bigger the company gets, the easier

it seems for salespeople to hit their targets. This could

be related to the fact that there is often a stronger support
system within the company in large entities — both from
managers and from colleagues.

Did you reach your personal sales target last year?

2023 61% 39%
2022 60% 40%

2021 64% 38%

2020 58% 42%

Yes HNo)

The state of sales and marketing report



A deep dive according to segments

Company size comparison

S
©

67% of individuals from companies with more
than 100 employees reached their goals.

By comparison, those that worked

in companies with 10 employees or fewer
were 11 percentage points less likely to reach
their goals.

Receiving company support

S

S

Respondents that felt supported by their
manager, colleagues and customers showed
stronger abilities to be successful:

63% of those supported by their company
reached their sales targets in 2023.

On the other hand, respondents who did
not receive professional support were
13 percentage points less likely to meet
their targets.
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Did you reach your personal sales target last year?

TOTAL
Up to 10 employees
11 - 100 employees

More than 100 employees

Supported by manager /
colleagues / customers

Supported by “friends”
but not by “business”

% of respondents in the segment who have answered “yes”

The state of sales and marketing report



More are regularly hitting sales quotas

The vast majority (71%) of salespeople hit their regular The share of respondents who really struggle with hitting
sales quota either always or most of the time. This their sales quota has gone down from 14% in 2022 to 3%
is remarkably higher than in previous years. in 2023.

‘ ‘ How often do you hit your regular sales quota?

In today’s business world, sales success is directly tied to the Most of the time  Sometimes |Rarely (NS

implementation of digital tools. Staying on top of everything,

especially productivity and follow-ups, is crucial. Using digital 2023 I 589 26% 39
tools not only helps to automate repetitive tasks but also allows

for increasingly smart sales processes. Being well-informed 2022 BEELE 1% 34% 12% I2%
about the things that matter and making decisions in the right

order enables prioritization of leads, identification of the best 2021 A44% 30% 1% |1%
times and formats for follow-ups, and management of every

deal in your pipeline. As a result, sales professionals have more 2020 mIe¥s 31% 42% 15% I2%
capacity for building invaluable personal relationships and

effectively closing deals. This is an essential facet of a great

CRM, and Pipedrive excels at this.”

Sean Evers, VP of Sales & Partner at Pipedrive
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Working additional hours does not equal success

Hitting sales quotas and targets doesn’'t come easily
— for some, it means putting in extra hours.

Only every third respondent claims not to work additional

hours, while 10% of respondents do more than 16 additional

hours every week, meaning that for some people, the
work week can be up to 60 hours long, or even longer
in some countries.

CEO/Founder-level professionals tend to work more
additional hours. The same goes for men and people
working in finance or construction. As for countries,
respondents in the US and the UK work additional hours
most often.

However, working extra hours does not necessarily
contribute to hitting sales goals. The results show the
opposite — the share of those who achieved their sales
target is higher among employees who did not work
extra hours.
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How many additional hours do you
usually work each week?

More than
16-20 hours 20 hours
—\ | None, | don’t work
11-15 hours additional hours
-\

Up to 5 hours

Did you reach your personal sales target in 2023?

| don’t work additional hours 34%
More than 15 hours 42%

Yes E\[¢]

The state of sales and marketing report



Although working additional hours is
widely spread, most people rate their
work-life balance good or very good

Most respondents rate their work-life balance good
or even very good (64%). Only every tenth respondent
rates their work-life balance as “poor” or “very poor”.

How would you rate your current work-life balance?

Very
Poor poor

\ Very good

Fair

39%

Good
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As expected, the fewer additional hours, the higher the
satisfaction with work-life balance.

How would you rate your current work-life balance?

very good JEL
TorElele ’ ’
additional hours 42% 36% 18% | k¥4

Up to 15 hours 42% 31% 9%

More than o o o o 0
15 hours 13% 29% 30% 23% 5%

The state of sales and marketing report



Work-life balance: results by segment

Technology also helps workers to increase satisfaction
and achieve balance: respondents who use automation
tools in their work and have a CRM software in place feel
happier on average.

Those that feel supported at the workplace also tend
to experience a better work-life balance.

1

| pipedrive

Average ratings on a 5-points scale

Use personally CRM software 3.8
Don’t use CRM software 3.6

Use automation tools 3.8
Don’t use automation tools 3.5

Supported at the workplace 3.8
Not supported at the workplace 3.7

The state of sales and marketing report



The key to a good work-life balance lies in flexibility

A good work-life balance is supported by remote working Which of the following well-being and work-life
options and flexible working hours. Most companies have balance initiatives does your workplace provide?
adapted to this need and offer employees both options.

Remote working possibilities 78%
In general, bigger companies tend to grant more employee
well-being initiatives, be it access to fitness offers, social Flexible work hours 72%

events or stress management trainings.
Regular team-building

. . _— activities or social events
Smaller companies are slightly more willing to offer

flexible working hours. Access to fitness
facilities or classes

Employee Assistance
Programs (EAP)

Mental health counseling
or therapy sessions

Wellness workshops
or seminars

Stress management training

12 | pipedrive The state of sales and marketing report



Well-being initiative results by company size

% share of respondents in segment VSRR ORIl 11-100 employees ll More than 100 employees

82%

79% 9
77% 78%

Remote working Flexible work hours Regular team- Access to fitness Employee Assistance Mental health Wellness workshops ~ Stress management
possibilities building activities facilities or classes Programs (EAP) counseling or or seminars training
or social events therapy sessions

‘ ‘ To remain or become an attractive employer in today’s working world, offering hybrid work possibilities is essential. Beyond that,
a modern work culture is characterized by a holistic approach that includes psychological, technological and physical factors aimed
at supporting employee satisfaction, fostering a sense of belonging and encouraging both personal and professional development.
Regardless of the company size, embracing these elements allows businesses to create a supportive and dynamic environment that
not only attracts top talent but also enhances overall productivity and engagement.”

Tanya Channing, Chief People & Culture Officer at Pipedrive

13 | pipedrive
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Flexible work models contribute to mental well-being

There is no doubt that higher flexibility in choices improves Since my workplace started providing flexible
mental well-being: 28% of respondents whose workplaces work models and/or remote options, my mental
offer flexible work models even state that their mental well-being has...
well-being has significantly improved since introducing

remote options.

Significantly
Declined |declined
0%
i . Significantly
Remained improved
the same pruccic

40%

N~

Improved

14 | pipedrive The state of sales and marketing report



Improved mental well-being: results by segment

Women have felt the positive change slightly more than On the country level, German respondents claim to feel
men. The positive impact of providing flexible work models the effects the most: 80% of German respondents claim
and/or remote options has also been felt more strongly their mental well-being has improved due to flexible work
in employees of bigger companies. models.

On the other end of the spectrum is the US: Only 58%
of US respondents feel a positive mental effect from it.

% share of “Significantly improved” and “Improved”

80%
74% 74%
72% 9
69% | 66% 69% 69% | 66% 69% /1% 64%
62%
58%
TOTAL Male Female Germany Spain Brazil United United Other Upto10 11-100 More Supported Not supported

Kingdom States employees employees than 100 at the at the
employees  workplace  workplace
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Flexible work models boost employees’ performance

Beside improving mental well-being, flexible and remote
work models have a positive impact also on performance
and productivity.

éé

Fostering a flexible work arrangement boosts organizational
culture and places a strong emphasis on trust in employees. For
such a culture to thrive, leaders within the organization need

to empower employees with the autonomy to make decisions
that enhance their productivity and workday experience. One
option to shape a culture of independence is to find ways

to digitize the majority of processes and tasks in order to support
long-term success. As a result, flexibility fosters a sense

of ownership, accountability and independence, driving higher

levels of engagement and performance.”

Tanya Channing, Chief People & Culture Officer at Pipedrive
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The vast majority (77%) of respondents claim that remote
or flexible work models have supported their performance.

To what extent do you agree with the following
statement: “Remote or flexible work models
have positively impacted my performance”?

Disagree Strongly disagree

\ /

Neither agree
nor disagre
-\

Strongly agree

Agree

The state of sales and marketing report



Impact on performance: results by segment

Interestingly, women were 12 percentage points more On the country level, the strongest increase in professional
likely than men to respond that their job performance had performance can be seen in Brazil (83%), Germany (80%)
improved due to higher flexibility in working. and the UK (73%).

On the other end of the spectrum are Spain (70%) and the
US (68%).

% share of “Strongly agree” and “Agree”

84% 83%
77% 72% 73% 70% 78%
68%
TOTAL Male Female Brazil Germany United Spain United Other
Kingdom States

17 | pipedrive The state of sales and marketing report



The majority of respondents are content
with the level of gender diversity and

inclusivity in their company

The topic of employee well-being and general happiness
at one’s workplace is closely related to feeling
supported at your workplace — especially if you belong
to an underrepresented group.

Luckily, 68% of respondents agree that their company

displays a good level of gender diversity and inclusivity.

18 | pipedrive

To what extent do you agree with the following
statement: “My company has a good level
of gender diversity and inclusivity”?

Disagree Strongly Disagree

Neither agree

nor disagre Strongly agree

The state of sales and marketing report



Gender diversity and inclusivity: results by segment

Companies with more than 100 employees score the There is a strong correlation with the general feeling
highest in this regard with 74% of respondents either of being supported at the workplace and experiencing
strongly agree of agree that their workplace is both a satisfying degree of gender diversity and inclusivity
inclusive and gender diverse to a satisfying degree. in their company.

% share of “Strongly agree” and “Agree”

74% 72%
68% 61% 69%
BN B B D e 59%
TOTAL Up to 10 11-100 More than 100 Supported at Not supported
employees employees employees the workplace at the workplace
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Women are being supported in their careers

Most respondents do not feel that women in their company

are in a disadvantaged position and less supported
compared to men.

Women themselves are even more confident about this
than men: 54% of women feel that they are supported
“to a large extent”, while only 44% men think the same.

However, this is influenced by the fact that 18% of men
actually do not know how and if women'’s career growth
is supported. Unsurprisingly, women who feel supported
in their career growth are 32% more likely to reach

their targets.

20 | pipedrive

To what extent does your organization
support the career growth and advancement
of women in sales and marketing?

| don’'t know

Not at all

To a large extent

To a small extent

To a moderate extent

Women only: Did you reach your personal
sales target last year (in 2023)?

To a large or moderate extent 38%

To a small extent or not at all 47 % 53%

B No

The state of sales and marketing report



Supporting the career growth of women:

results by segment

Although everything seems to be fine at first glance, there
are remarkable differences in how women are supported
and empowered in different countries.

% share of “To a large extent” and “To a moderate extent”

o 78% %
75% 73% 71% 702
70% 67% 63% 63% °

Only 57% of respondents from Australia & Oceania see
their employers supporting women (to a large or moderate
extent), while this share is as high as 77% in North
American countries.

68% 67% 59 70% 70% 68%

TOTAL Male Female = United United Spain Germany Brazil Other North
Kingdom States America

21 | pipedrive

Asia  South Europe  Africa Australia Up to 10 11-100 More than 100
America & Oceania employees employees employees
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Sources of support:

Family and friends make a difference

When asked about the main source of support in their
professional life, more than half of respondents hamed
family and friends.

Although it is clear that workplace support is an important
factor of a balanced and happy life, only a third
of respondents felt supported by their manager.

In the same vein, a remarkable 42% of respondents
didn’t feel supported by either their managers
or by colleagues.

Those who feel supported by managers and colleagues
find it easier to meet their annual goals and sales quotas
and their overall satisfaction with their employer is higher.

In general, managerial support is felt less by those
from European and North American countries, while

respondents from Australia & Oceania and Asia receive the

most support from their managers.
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Who or what supported you most
in your professional life in 2023?

My family and friends 54%

Keeping a positive mindset 52%

My colleagues

Believing in my company’s
vision and mission

My manager

My customers

Professional coaching or
development consulting

42% did not feel any support by their
managers or colleagues.

The state of sales and marketing report



Digitization
In sales and
marketing

While CRM tools are already used to
track sales, Al tools and automated lead
generation tools have high potential.
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What you'll find in this chapter

Key findings

1. Sales departments favour CRM
87% of respondents use CRM software to track sales.

2. Tool adoption enables success
82% of respondents who are “very satisfied” with the
tools available to them are likely to hit their sales quotas.

3. 35% of respondents use Al tools already
This share is even higher among smaller companies
(42%).

4. Mostrespondents (38%) chose Al tools
When we asked them which new or emerging technology
would have the biggest positive impact on their work
when adopted.

24 | pipedrive




CRM software adoption

87% of companies use CRM software to track sales. ‘ ‘
Interestingly, CRM adoption is actually lowest in companies

with more than 100 employees. The digitization of sales processes has

Companies with up to 10 employees are among the most CEMEEE] e USIMESS EEmE ef e

likely to have adopted CRM software, illustrating how much
small businesses value it as a tool.

companies, especially for small ones.

By investing in technology that helps
automate repetitive tasks, boost lead
generation and new customer acquisition,
and provide actionable insights, small
CRM Software businesses can accelerate their scalability.
Additionally, providing ongoing training

for employees to effectively use these
digital tools can enhance productivity and
improve customer relationships. Embracing

More than 100 these technologies not only streamlines

employees employees employees

operations but also positions small

businesses to compete more effectively

in today’s fast-paced market.”

% share of respondents in segment R e, VO ER HpEEie
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Technology helps to solve daily tasks

73% of respondents are either satisfied or very satisfied
with the tools and tech they have in use to complete their
daily tasks.

Having the right tools helps improve performance: 82%
of respondents who are very satisfied with their tools

show a strong likelihood to hit their sales quota always
or most of the time.

On the other hand, unsatisfied respondents are less
successful (62%) in hitting their quota.

26 | pipedrive

How satisfied are you with the tools and
tech available to you for your work?

Very
Unsatisfied unsatisfied

Very satisfied

Neutral

51%

N
Satisfied

The state of sales and marketing report



Smaller companies are leading the Al revolution

The majority of respondents already use some software
with automation capabilities, with CRM tools the
most common.

Surprisingly, Al tools are currently already as popular
as Email marketing automation tools, although the latter
have been on the market for much longer.

27 | pipedrive

Which automation tools or technology
do you use in your role?

CRM software with

o,
automation capabilities Sl

Al tools

Email marketing automation

Activity-based workflow
automation

Automated lead generation

Automated data aggregation (logging
sales data and customer notes)

Quote and proposal automation

Analytics and forecasting
automation

92% of respondents use at least one automation
tool in their job role.

The state of sales and marketing report



Tools and tech usage: results by company size

Al tools are used by every third respondent. Al tools

This share is even higher among smaller companies, which
are likely to be more interested in solutions that would help
them save time, since employees perform many different
roles on a daily basis. Bigger companies seem to need more

time to adopt and onboard new tools. ei%,?ylgs

11 -100
employees

More
than 100
employees

% share of respondents in segment
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Al tool adoption most likely to improve results

When we asked respondents which technologies would
have the biggest positive impact on their work, 38% chose
Al tools.

Although CRM software is already in use in a big share

of companies, its full potential has clearly not yet been
leveraged as every third respondent feels that better

CRM adoption would help them in their work — for example
adopting automation features.

‘ ‘ Al tools hold tremendous potential as sales professionals
see a great positive impact on performance and

results. By leveraging Al for forecasting and supporting
everyday work, salespeople have access to real-time,
data- driven insights that enhance decision-making and
sales strategy development. These solutions can predict
market trends, optimize resource allocation and identify
new opportunities for growth, enabling to achieve higher
levels of efficiency and effectiveness and driving overall

success for the company.”

Agur Jogi, CTO at Pipedrive
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Analytics and forecasting automation is the least desired
feature by many respondents, with only 22% deeming
it impactful.

In your opinion, the adoption of which
technology by your company could have the
biggest positive impact on your work?

Al tools 38%
CRM software with 0
. . 34%
automation capabilities
Automated lead generation 33%

Quote and proposal
automation

Email marketing automation
Activity-based

workflow automation

Automated data aggregation (logging
sales data and customer notes)

Analytics and forecasting
automation

I'm not sure

The state of sales and marketing report



Al tools and automated lead generation and CRM
tools predicted to have the biggest impact

50%
High potential: High impact, but lower usage High impact, wide usage
40%
® Al tools
CRM software with automation capabilities
Automated lead generation ¢
30% Quote and proposal automation
® © Email marketing automation
® Activity-based workflow automation
° Automated data aggregation
< Analytics and forecasting automation
o 20%
2
[
o
°
©
o
£
.g 10%
=
o
o
1]
(] 0 o
g Lower potential: Lower impact, lower usage
=2
0% 25% 50% 75% 100%

Currently using in one’s role
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Sales trends

Al-based technologies have the strongest
growth potential, while value-based selling,
social selling and smarketing will also
continue to shape the world of sales.
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What you'll find in this chapter

Key findings

1. Alisalready present in the sales process
Every fourth respondent has introduced Al-based
approaches to their sales process.

2. 76% of respondents think
Al will support them
The vast majority of respondents were optimistic
about Al's possible impact on their professional life
in the future.

3. Only 8% are afraid that Al
could shrink teams
Only a small percentage of respondents feared
reductions in team size caused by the adoption of Al.

4. Bigchanges are coming
17% of respondents are confident that
Al technologies will affect all business areas in the
upcoming years.
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Hybrid sales and value-based selling

have shaped sales processes

83% of respondents have implemented at least one new
approach or technology in their sales process in the last
couple of years.

Companies from Germany and the UK have been slightly
more conservative, but even in those countries 75%

of respondents have revamped their sales processes within
the past few years. Despite this, German respondents
have put more emphasis on implementing Al into their
sales processes, while UK respondents have tested out
AR/VR possibilities.

Hybrid sales and value-based selling have shaped sales
processes the most, while every fourth respondent has
introduced Al-based approaches.

High tech approaches like blockchain, augmented reality,
virtual reality and internet of things are not widely used

No
N\

Share of respondents who
implemented at least one new
approach/technology in their sales

process in the last two years
Yes
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in sales and most respondents also do not believe these
technologies will have a significant impact on sales
in the future.

— Which sales trends or emerging technologies have

you implemented in your sales process in the last

two years?

Hybrid sales (a mix of remote
and in-person selling)

Value-based Selling
Social Selling

Remote Selling

Smarketing (marketing
and sales alignment)

Al ( artificial intelligence)

Influencer and affiliate
relationships

Multi- and omnichannel sales

IoT (Internet of Things)

AR/VR (Augmented
reality/Virtual Reality)

Blockchain

41%

41%

The state of sales and marketing report



New sales approach implementation:

results in segments

% share of respondents in segment

86%

86%

84% 81% 83% 83% 82%
7e% 75%
Up to 10 11-100 More than 100 Spain Brazil United United Germany Other
employees employees employees States Kingdom
34 | pipedrive The state of sales and marketing report



Al is expected to influence sales

strategies in the future

Although only every fourth respondent has implemented
Al-based approaches into their sales processes, those
who are actively involved in shaping their company’s sales
strategies see great potential in Al technologies (regardless
of company size).

Value-based selling, social selling and smarketing will also
continue to shape the world of sales (especially in the eyes
of micro companies).

Share of respondents who
feel involved in shaping
company'’s sales processes

Yes
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Which sales trends or emerging technologies
do you believe will significantly impact
sales strategies in the near future?

Al ( artificial intelligence)

Social selling

Value-based selling

Smarketing (marketing
and sales alignment)

Hybrid sales (a mix of remote
and in-person selling)

Influencer and affiliate
relationships

Multi- and omnichannel sales

Remote selling

IoT (Internet of Things)

AR/VR (Augmented
Reality/Virtual Reality)

Blockchain

54%

The state of sales and marketing report



Supportive, not disruptive: The impact

of Al on sales teams

Although there’s been plenty of discussion around how

Al might replace workers, the future doesn’t look that bleak
in sales: 76% of respondents have a positive outlook and
are convinced that Al could support teams in their work.

Only 8% of respondents are afraid that Al could reduce the
size of their teams.

14% of respondents think that Al will not significantly
affect their work and their team. This opinion is slightly
more common in the construction sector.

Respondents from the USA and UK are the most likely
to feel that Al won’t impact them.

In all segments Al is overwhelmingly seen as a supportive
force, rather than a disruptive one.
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How do you think Al will impact
your team in the future?

Al will probably have Other,
no impact on my team hard to say

\

Al might reduce the
size of my team

\

Al could support my
team in our work

The state of sales and marketing report



People will continue to build
relationships, rather than Al

17% of respondents are confident that Al technologies will Which areas of your work do you think will remain
affect all business areas in the upcoming years. unaffected by the emergence of Al technology?

The other 83% assume that there are some areas Building relationships with s0%
where Al will play a less important role — for example customers and business partners °
in relationship building, where the human factor is seen Selling

as a key ingredient. Team management

Respondents are least likely to trust Al to manage selling Cold calling
and team management, and would not outsource those Work that requires creativity (e.g.,
areas to Al developing a campaign idea)

Account management
It's interesting to note that smaller companies seem
to have more faith in Al technologies.

Project management
Qualifying leads
Prospecting

Business operations
Administrative support
Marketing

IT/Tech support

None of the above (Al
technology will affect all areas)
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Al isn’t trusted to build relationships,
sell or manage teams

Even though Al might be trusted to prospect for and qualify Lowest Al potential (Al not trusted?)
leads in the future, respondents believe that salespeople
will still play an important role, completing tasks that
require soft skills.

Only 7% would entrust both relationship building and team
management to Al.
34% 33%
Sales professionals will also be required to perform the
7

most important job of all: selling. Just 12% of respondents
12%
% 7%

believe that selling can be outsourced to Al technology.
Building Selling Team

relationships management

WIS EVATELGEERN Would outsource to Al

59%
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Survey
respondent

demographics

TN 948 respondents from 85 countries.
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Job role and gender

Job role
29%
24%
18%
10%
o, o,
6% 6% 59
Salesperson Sales CEO/ Marketer Account Customer Other
manager founder manager success
manager
40 | pipedrive

Gender

Prefer not to say

Female

Male

The state of sales and marketing report



Company size and industry split

Company size (by employee humber)

Medium/Large (more Micro (up to
than 100 employees) 10 employees)

AN /

|
Small (11-100
employees)
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Main industry

Information and communication
(incl IT, software, media)

Other services activities

Professional, scientific and technical
activities (incl consultancy)

Wholesale and retail trade
Financial and insurance activities
Manufacturing

Construction

Education

Real estate activities
Transporting and storage

Human health and social work activities

Administrative and support
service activities
Electricity, gas, steam and
air conditioning supply

Arts, entertainment and recreation

Other

The state of sales and marketing report
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Want to learn more about how Pipedrive works?
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