e —ﬁh‘"‘\
ya 5,
f L I \)
( S
\\_\ /../
“--.___._.-"/

The Next Evolution of B2B Growth

Why Gartner, Forrester, Bain, McKinsey, and SBI Are
All Pointing Toward Signhal-Led GTM™

Research Brief
June 2026
Lucrum Partners Market Perspectives



A New Growth Divide Is Emerging

Observation

Recent research from Gartner, Forrester, Bain, McKinsey, and SBI points to a common conclusion: The organizations outperforming their markets are not
simply executing better; they are identifying buying opportunities earlier. While each firm examines the challenge through a different lens, their findings
consistently indicate that buying decisions are occurring earlier, becoming more complex, and becoming less visible to traditional go-to-market systemes.

Evidence
The leading research firms agree on several emerging realities:
e Buyers are forming opinions before engaging suppliers.
Buying committees are organizing earlier in the decision process.
Al and personalization are becoming baseline capabilities rather than sustainable differentiators.
Revenue growth increasingly depends on visibility into organizational change before opportunities appear in pipeline.
Market leaders are shifting from reacting to demand toward identifying buying motion before formal evaluation begins.

Strategic Implication
A new growth divide is emerging. Historically, competitive advantage came from generating more leads, building larger pipelines, or improving sales
productivity. Today, those capabilities remain important but are no longer sufficient.

The next generation of growth leaders will be distinguished by their ability to identify organizational change, detect buying motion earlier, and earn
consideration before traditional demand signals appeatr.

Our review of the latest market research suggests that revenue creation follows a progression that begins well before pipeline:
Signals » Buying Motion » Executive Relevance » Day 1 List Position » Revenue

This research brief examines where the world's leading research organizations agree, where their perspectives intersect, and why a new operating model
Is emerging at the center of those findings.

We call that model Signal-Led GTM™., Signal-Led GTM™ Research Brief

Lucrum Partners
www.lucrumpartners.com



Signal-Led GTM™, Key Findings

Research Consensus Strategic Implication

Buying starts earlier Engage before suppliers are invited
Al is becoming baseline Visibility becomes the differentiator
Revenue starts before pipeline Monitor change, not leads

Buying motion matters Timing beats activity

Executive Implication
The next generation of market leaders will not win because they have more sellers, more campaigns, or more technology.

They will win because they can answer one question faster than their competitors: Which accounts are entering buying motion right now?
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THE RESEARCH CONVERGENCE™

The Market's Leading Research Firms Are Converging On The Same Conclusion

Different research. Different perspectives. Same market shift.
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THE NEXT COMPETITIVE BATTLEGROUND

Which accounts
are entering
buying motion
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Buying decisions begin months before
pipeline. The organizations that detect
change first shape the outcome.

O~

Visibility creates options.
Timing creates advantage.
Action creates growth.
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TOTAL MARKET

ACCOUNTS
EXPERIENCING CHANGE

ENTERING BUYING
MOTION

EARNED DAY 1
LIST POSITION

Revenue
Outcomes

Thousands of companies.
Limited visibility.

A smaller subset is
undergoing meaningful
internal or external change.

Even fewer are forming
requirements and aligning
internally.

Only a select group of
vendors are considered
from the start.

The opportunities you win
begin with visibility you
created early.

Organizations that identify buying
motion first win larger deals, faster—
and at a lower cost.
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Buying Decisions Begin Before Pipeline
Most commercial organizations engage after buying decisions have already started.
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" The most important buying decisions often occur before suppliers see opportunities.
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Stage 1:
Signals

Stage 1:
Signals

Executive changes
Funding
Expansion
Al initiatives

Signal-Led GTM™ transforms broad market activity into focused commercial action

From Market Noise To Revenue Visibility

Stage Z:
Detection

Buying motion
identified

Stage 3:
Prioritization

Stage 3:
Prioritization

Highest potential
opportunities isolated

otage 4:
Executive
Relevance

Stage 4:
Executive
Relevance

Business impact

aligned

Stage o
Day 1 List
Position

Stage 5:
Day 1 List
Position

Preferred vendor

status earned

The Signal-Led GTM™ Operating System

Visibility becomes action through continuous refinement.

Stage 6:
Hevenue
Qutcomes

®

Stage 6:
Revenue
QOutcomes

Revenue realized
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Strategic Implications For Leadership Teams
Why Signal-Led GTM™ Matters Beyond Sales

r

CEO CRO
Growth Visibility Opportunity Timing
» |[dentify growth opportunities earlier Y P » Identify buying motion earlier
» Improve capital allocation decisions et 'L Y ® * Prioritize resources before
- Reduce forecasting uncertainty i, i competitors engage

* Improve win probability

Signal-Led GTM™

The Intelligence Layer Of
Modern Revenue Growth

CMO

Market Intelligence
* Improve visibility into emerging demand
* Increase commercial relevance

» Improve market timing

Investor & Board
Portfolio Visibility

* Monitor growth and risk signals
* Improve investment oversight
* Increase confidence in forecasts
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The next competitive advantage is not more activity. It is earlier visibility into buying motion.
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The Next Competitive Battleground

Which Accounts Are Entering Buying Motion Right Now?

The organizations that answer this question first will create
disproportionate growth.
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About Lucrum Partners

Research-Backed Revenue Growth

Lucrum Partners helps B2B organizations improve growth performance through buyer intelligence, sales
effectiveness, commercial strategy, and Signal-Led GTM™ design.

Our work combines research and insights from:
e Gartner
e Forrester
e Corporate Visions
e SBI Growth
e Bain
e McKinsey
® ©bsense
to help executive teams improve visibility into growth opportunities before they become pipeline.

TEDXx Speaker | Partner affiliation through Corporate Visions & ELB Learning | Institute for Excellence in Sales recognition |
Executive leadership events | Buyer intelligence methodology| Signal-Led GTM™ research|
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