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“The Future State of Sales” - Mercuri International, 2021
“The Future of B2B Buying Journey” - Gartner, 2021
“Smart Content” - IDC, 2022

“B2B Sales Benchmark Research” - Salesforce, 2020
“Research Study” - ValueSelling Associates, 2021

XY ARRBHER®RETA
EATRE - IR B E RS,
“DERIFTHE, NERIMEEN, ~

B LD R AR & S — B S A9 R
“EPHATRENRHA? 7

ARRMEL T 4

O

ZoMERSFEZ PERENFF LI EBRVHE, FTEIE R RS =TT AR 2
MEREFPRMERS . BAEIHEERTRKIEIIAE, RETAMMERNIHERHED .

BTHREZER, 1\H:






