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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 systems.

Evidence
The leading research firms agree on several emerging realities:

Buyers are forming opinions before engaging suppliers.
Buying committees are organizing earlier in the decision process.
AI 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 appear.

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™.

A New Growth Divide Is Emerging
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Research Consensus Strategic Implication

Buying starts earlier Engage before suppliers are invited

AI is becoming baseline Visibility becomes the differentiator

Revenue starts before pipeline Monitor change, not leads

Buying motion matters Timing beats activity

Signal-Led GTM™. Key Findings

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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Earlier buyer visibility improves commercial precision
and resource allocation.
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Revenue 
Outcomes
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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:
Gartner
Forrester
Corporate Visions
SBI Growth
Bain
McKinsey
6sense

to help executive teams improve visibility into growth opportunities before they become pipeline.

TEDx 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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