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The Age of Intelligent Automation

80% of what marketers do every day will 
be intelligently automated to some 
degree in the next 3 - 5 years. 

www.MarketingAIinstitute.com





Our Mission

Make AI approachable and actionable for marketers. 

 
www.MarketingAIinstitute.com



AGENDA 

01 ABOUT THE REPORT

02 KEY FINDINGS + USE CASES

03 THE RISE OF CONVO AI AND Q+A



ABOUT THE 
REPORT



METHODOLOGY
FOR STATE OF MARKETING AND SALES AI PRELIMINARY ANALYSIS 

751 responses 

Gathered between 
June 1, 2021 and 

June 1, 2022

49% identified their 
roles as 

Director-level+

59% are involved in 
content marketing

Areas of Marketing

RolesIndustry

20% work in 
Professional Services

79% work in B2B

68% work at 
organizations with $10M 

or less in revenue

62% work at organizations 
with < 50 employees

41% live in the 
United States

Across 14 different 
survey questions

Employees

Revenue

B2B vs. B2CQuestionsResponses

Date Location



6 Key Marketing AI 
Findings 



Marketers recognize the 
transformative impact AI will 
have on the marketing industry

Finding #1



AI is critical to success in 2022



Marketers are highly focused on 
using AI in the near term in three 
key areas

Finding #2



41%
Creating personalized 

consumer experiences at 

scale

40%
Accelerating revenue

40%
Getting more actionable 

insights from marketing 

data

#1 #2 #3 



Conversations 
Without 
Limitations



The industry still faces a significant 
lack of confidence in adopting and 
implementing AI

Finding #3



45%50%
Of marketers classify themselves as AI 
beginners in 2022

Of marketers classified themselves as AI 
beginners in 2021

Marketers are slowly edging out of the 
beginner phase of AI understanding



But are still lacking confidence 



Most marketers lack adequate AI 
education and training

Finding #4



Q: Which stage of AI transformation best 
describes your marketing team?



Barriers to AI Adoption



Education and Training 



Ownership of AI adoption and 
integration is highly fragmented 
across departments and roles 
with competing priorities

Finding #5



Ownership



CMOs and other C-suite roles have a 
major duty — and opportunity — to 
work together to deploy AI and 
achieve lasting competitive 
advantage

Finding #6



Use of intelligent automation today vs. 
5 years from now

Marketers remain 

unchanged in their 

conviction that 

AI-powered automation 

will have a major 

impact on marketing 

work



Will AI take our jobs? 
Marketers remain confident year-over-year in AI’s positive impact on employment



IDENTIFYING USE 
CASES



THE 5 Ps OF MARKETING AI
A framework to help visualize and organize the marketing AI technology landscape

Planning
Building intelligent strategies

Production
Creating intelligent content

Personalization
Powering intelligent consumer 

experiences

Promotion
Managing intelligent cross-channel 

promotions

Performance
Turning data into intelligence



1. Measure return on investment (ROI) by channel, campaign, and 
overall. (3.95)

2. Discover insights into top-performing content and campaigns. 
(3.87)

3. Recommend highly targeted content to users in real-time. (3.81)
4. Adapt audience targeting based on behavior and lookalike 

analysis. (3.79)
5. Optimize website content for search engines. (3.77)

Top 10 Marketing AI Use Cases



6. Create data-driven content. (3.77)
7. Forecast campaign results based on predictive analysis. (3.73)
8. Predict winning creative (e.g. digital ads, landing pages, CTAs) 
before launch without A/B testing. (3.72)
9. Create performance reports based on marketing data and 
analytics. (3.71)
10. Construct buyer personas based on needs, goals, intent, and 
behavior. (3.68)

Top 10 Marketing AI Use Cases 



USE CASE: TARGETING 
ACCOUNT EXPERIENCE

Offering a customized 
experience to high-value 
accounts without losing the 
human touch

#OKTACUSTOMERSTORY



White glove approach on high 
intent pages to help realize the 
highest conversion rates

#OKTACUSTOMERSTORY

USE CASE: HIGH 
INTENT PAGES



Results 
Driving Marketing & Sales Alignment and Revenue at Okta

#1 
fastest channel to 

convert MQL to pipeline

30%
Q/Q increase in pipeline 
influenced in the first 6 

quarters

2x
higher conversion rate 

from MQL to SQL 
with AI 

3k
support conversations 
deflected every quarter

#OKTACUSTOMERSTORY



USE CASE: GET BUYERS TO RELEVANT INFO QUICKLY



USE CASE: DRIVE MORE FOLKS TO THE COMMUNITY



3X
Faster delivering SDR qualified 
leads in the past year

30%
Improved conversation quality 
and length in the past year

20%
Conversion rate on AI leads

1 FTE Saved in operational overhead through AI

Results 



The State of Sales AI 



Understanding and confidence



● Save time
● Unlock new lead generation 

channels

● Amplify sales team capabilities
● Create new opportunities from 

otherwise dormant leads

● Create a more human and 
personal brand

● Make personalized 
recommendations

AI Chatbots on 
Websites

AI Email 
Assistants

AI Messenger 
Assistants

THE ICON LIBRARY IS AT THE END OF THIS TEMPLATE AND CHANGE FILL COLOR!

THE RISE OF CONVERSATIONAL AI
1-to-1 conversations at scale, 24/7/365



Final Thoughts 
Marketers are desperately trying to understand, adopt, 
and scale AI. But corporate leaders need to take charge 
and rise to the occasion to provide guidance and 
training



Aug. 3-5
Cleveland, OH

www.MAICON.ai

Early bird ends July 1! Code REPORT22 saves an extra $500 



QUESTIONS? 
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THANK YOU.


