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Tech Industry Analysis Overview

We've analyzed the business priorities of over 200 B2B SaaS Tech Companies

Understand Unique Identify Top Identify Unique and
Business Needs Business Priorities End-to-End Solutions
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Platform

expansion is
replacing point-
solution growth

The core strategic move
across the cohort is
convergence: companies
are trying to become
broader operating
platforms instead of
remaining narrowly defined
tools.

gartner.com

Al is shifting from
feature
differentiation to
revenue
architecture

Tech companies are no
longer using Al only for
product marketing. They
are using Al to reshape
pricing, packaging, buyer
messaging, expansion
plays, and workflow
ownership

forester.com

Enterprise and
regulated
expansion are
now core
growth vectors

Companies are pushing
into financial services,
healthcare, government,
manufacturing, or other
compliance-sensitive
sectors.

artner.com

Commercial
models are
getting more
complicated

Organizations moving
toward multi-product
seats, usage/credit models,
Al consumption, add-ons,
cross-sell bundles, and
platform tiers.

partner.microsoft.com

Growth must now be
efficient,
instrumented, and
board-visible

Tech Companies are
buying for speed,
precision, and ROI.
Gartner's 2026 IT
spending outlook is
strong, but the pressure
is increasingly on
measurable outcomes,
not experimentation
alone.

gartner.com
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https://www.gartner.com/en/documents/6747734?utm_source=openai
https://www.forrester.com/press-newsroom/forresters-top-10-emerging-technologies-for-2026/?utm_source=openai
https://www.gartner.com/en/newsroom/press-releases/2026-05-26-gartner-says-applying-uniform-governance-across-ai-agents-will-lead-to-enterprise-ai-agent-failure?utm_source=openai
https://www.gartner.com/en/newsroom/press-releases/2026-05-26-gartner-says-applying-uniform-governance-across-ai-agents-will-lead-to-enterprise-ai-agent-failure?utm_source=openai
https://www.gartner.com/en/newsroom/press-releases/2026-05-26-gartner-says-applying-uniform-governance-across-ai-agents-will-lead-to-enterprise-ai-agent-failure?utm_source=openai
http://www.partner.microsoft.com/
https://www.gartner.com/en/newsroom/press-releases/2026-04-22-gartner-forecasts-worldwide-it-spending-to-grow-13-point-5-percent-in-2026-totaling-6-point-31-trillion-dollars?utm_source=openai

COmmon BUSiness Drivers Turn product breadth into

simpler buying decisions

Most accounts now span multiple products, SKUs, use
cases, and buyer personas. The goal is to compress
Turn Al momentum that complexity into clearer executive buying stories.
into durable revenue

The market context supports the urgency: Al

agent adoption is accelerating, but many

c ] » 3 - . . _
programs still fail to produce durable value. II ‘Accelerate time to ADA Expand into hlgher

market, cut costs, use . @miimd value verticals without

data-driven decisions, " [ increasing GTM drag
boost customer Regulated and complex industries are

; . : attractive because they carry larger budgets
: engagement, drive -

. : . ) : however require better messaging, proof, and
Increase installed- N innovation, and scale | executive coordination.
base monetization R o efficiently to stay /
Growth depends less on brand-new logo - competitive” Improve revenue
count alone and more on: cross-sell, multi- productivity and forecast
product attach, usage expansion, upsell i 1 ‘ i { : confidence
into higher-governance tiers, partner-led 9 . o
omansion |\ WY Sl Wy e better account selection, less wasted pipeline,
pansion N\ T ( tighter qualification, cleaner forecast hygiene,

more board-ready visibility

1. 2024 US US Computer Software Market Analysis
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Investment Objectives

Create repeatable Al monetization plays by
segment, persona, and use case.

Performance, Scale, and Consistency

Build reusable vertical GTM motions for Increase win rates, boost PCS performance, establish a monthly

regulated and complex industries.

insights-to-offers rhythm, and standardize account planning

Increase multi-product attach and expansion across top accounts to drive measurable business impact and
Improve named-account prioritization so field
effort is concentrated on high-propensity targets.

Strengthen partner-co-sell motions where
workflow standardization or ecosystem leverage
matters.

Shorten time-to-market for new revenue
motions after launches, acquisitions, or
packaging changes.

Improve forecast quality and executive
visibility around pipeline, conversion, product
mix, and Al commercialization.
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Primary Themes

Shift from broad platform messaging to
segment- and buyer-specific commercial
narratives

Shift from opportunistic expansion to
named-account orchestration
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Tanvi
Chief Executive Officer

"As a CEQ, it's frustrating not having real-time insights when critical decisions
need to be made quickly. We're constantly evaluating new market
opportunities, but without up-to-date data, it feels like we're flying blind.
Staying ahead of competitors is another challenge—by the time we react, it

can be too late. We're drowning in data, but it's not always clear or

actionable, making it hard to pinpoint where to focus our efforts for growth."

Lack of Uncertainty in Staying Ahead of
Real-Time Insights Market Expansion Competitors
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Tanvi

Chief Executive Officer

"FusionPro Al solves the biggest challenges | face by delivering real-time

() Corporate Pain Points & Value Drivers Mapping to Apparel Industry

Apparel
CORP THEME Theme PAIN POINT VALUE DRIVERS

0%
[ X-X-]

ST ———

' e e =1 () US Retail Apparel — Aggregate Business Strategy

market insights that help me make faster, more informed decisions. It gives me

the data | need to confidently explore new markets, knowing we're focusing on

the right opportunities. Plus, the constant competitor analysis keeps us ahead,

allowing us to adjust strategies quickly and stay competitive."

. .Faster . Confident Market Competitive Enhanced Reduced
Decision-Making Entry Edge Competitive Positioning Risk
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Primary Themes

- * Shift from product launch activity to
commercialization operating rhythm

Shift from opportunistic expansion to
named-account orchestration
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David
Chief Marketing Officer

"As a CMQ, scaling personalization is tough, especially with fragmented
data across platforms. Our engagement suffers when messaging isn't

tailored, and proving ROl is a constant challenge. Plus, when campaigns
underperform, adjusting them quickly is difficult, and we often miss the

window to make an impact."

Difﬁculty.Sca]ing Fragmented Slow Campaign
Personalization Customer Data Adjustments
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David 0
Chief Marketing Officer

Marcelle Parrish Helen Lee

Jane Nielsen

President of VP,
Executive Vice Global Digital Merchandising &
President, Chief Operations and Merchandise

Operating Officer & Ecommerce for
Chief Financial North America

Officer

one: +

Direct Phe

"FusionPro Al helps me scale personalized marketing effortlessly by

unifying customer data across platforms, allowing us to deliver tailored

messaging to the right audience at the right time. With real-time
insights and automation, | can quickly adjust underperforming

campaigns and boost engagement, all while clearly demonstrating ROL." _‘
Sales 2021 US Home Health Care
= Industry Market Analysis
“CIVa ntage Digital Transformation Trends

Scalable Unified Real-Time Campaign Improved
Personalization Customer View Adjustments ROI
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Primary Themes

Shift from product launch activity to

£
\_/ commercialization operating rhythm

Shift from broad platform messaging to
segment- and buyer-specific commercial
narratives
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John
VP of Sales

“One of the biggest challenges | face is ensuring my team (s targeting the right accounts.
Too often, we waste time on low-potential leads because we lack clear, actionable
(nsights. Building consistent, effective account plans is tough without the right data, and
it slows down our ability to qualify opportunities quickly. With the constant pressure to
hit revenue targets, inefficiencies in account targeting and alignment with business

development can really put us at risk of missing our goals."

Inefficient Account Slow Opportunity Pressure to Meet
Targeting Qualification Revenue Targets
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J o h n Ry
VP of Sales

"FusionPro Al helps my team target the right accounts, saving time
on low-value leads and speeding up opportunity qualification. With

real-time insights and data-driven planning, we stay aligned with our 5

.. Macy's Targeted Roles

revenue goals and can hit our targets more efficiently."

Harry Frenkel Naveen Krishna
Kent Andersan

CFO and Senior Chief Technology
President of VP of Finance, Officer
Innovation Operations &
Corp Phor 513 570 7585 Facilities Direct Phane

Email Corp Phone: +1 212 434 6000

Email: harry frenkel @macys com

Efficient . Faster 0pp°rtunity Alignment with
Account Targeting Qualification Revenue Goals
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