
Survey findings on marketers’ 
expectations, budgeting, and trends 
for the year ahead.

2022

Work Tech 
Marketing Outlook



2

2022 Work Tech Marketing Outlook

Optimism and 
Opportunities 
Abound for 2022
As the world of work dramatically shifted in the wake 
of the global pandemic, Work Tech companies saw 

fortunes change as well.

Pent-up demand unleashed as an 
unprecedented surge in buying beginning 
in late 2020, which continued into 2021.

Dollars followed trends, investors took notice, and 
from the start of Q4 2020 through the end of 2021, 
more investment flowed in Work Tech companies 
than from 1998 until the end of Q3 2020 combined.

Work Tech Investment: 1998-2021
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Of course, uncertainty continues to cloud the global 
economic outlook as COVID-19 variants continue to 
emerge, supply chains struggle, and talent remains tight.

In spite of any negativity, The Starr Conspiracy’s survey 
of more than 400 Work Tech founders, executives, and 
sales and marketing leaders found a strong sense of 
optimism heading into 2022.

9 out of 10
Respondents expect to grow in 2022 in 
spite of any macroeconomic weakness.
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However, the rising tide did 
not lift all the boats.

A slim majority of respondents (51.8%) 
said in November 2021 that they 
expected to be flat or negative in 
top-line revenue growth for the year.

Which led us to wonder: 
What were the leaders doing 

differently from the laggards? 

 

The data was 
revealing.

Q: What is your company’s expected top-line 
revenue performance?

GROWTH MORE 
THAN 50%:
18.39%
(71)

FLAT:
25.39%
(98)

NEGATIVE:
26.42%
(102)

26.42%

25.39%

29.79%

GROWTH LESS 
THAN 50%:
29.79%
(115)

18.39%
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Leaders vs. Laggards:
KEY DIFFERENCES

32% 250 employees 
or more 10%

31% 58%
Leaders were more likely to be 
running a profit strategy vs. a 
growth strategy.

32% 10%

Seed or 
pre-seed

vs.

LEADERS LAGGARDS

Leaders were more likely to be 
larger and later stage.

LEADERS LAGGARDS



6

2022 Work Tech Marketing Outlook

Leaders vs. Laggards: 
THE KEY DIFFERENCE

Both groups project 
dramatic growth. 52% 57%
However, far more of the 
leaders are increasing 
marketing investment in 2022.

68% 46%What expectations do you 
have for increasing your 

marketing budget in 2022 
compared with 2021?

LEADERS LAGGARDS

What percentage of 
growth is your company 

projecting for 2022?
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This begs the question:

If you aren’t increasing your 
marketing investment, how exactly 
are you expecting to grow?
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Findings 
& Hot 
Takes



Where are leaders investing?
TOP 3 AREAS FOR INCREASED MARKETING BUDGET: 

55.4% content, 51.9% sales enablement, 
51.6% paid media

TOP 3 AREAS FOR DECREASED MARKETING BUDGET:

13.2% research, 9.8% live events, 9.3% website

Where are the laggards investing?
TOP 3 AREAS FOR INCREASED MARKETING BUDGET: 

36.5% paid media, 34.8% content,  
32.2% martech

TOP 3 AREAS FOR DECREASED MARKETING BUDGET:

14.1% PR/AR, 12.1% sales enablement,  
11.6% martech
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Content
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Martech
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INCREASE STAYS THE SAME

55.4% 39.1%

34.8%

DECREASE

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Leader

Laggard

Q: What expectations do you have for your 
marketing budget in 2022 compared with 2021?

5.4%

54.5% 10.6%

51.9% 40.9%

27.7%

7.1%

60.1% 12.1%

51.6% 39.5%

36.5%

8.7%

55.0% 8.5%

50.0% 40.6%

25.6%

9.3%

64.3% 10.0%

46.7% 43.4%

29.4%

9.8%

60.4% 10.1%

46.4% 40.3%

30.4%

13.2%

58.3% 11.1%

41.8% 50.8%

24.7%

7.3%

61.1% 14.1%

40.0% 52.7%

32.2%

7.2%

54.0% 11.6%

38.1% 53.5%

29.1%

8.2%

63.3% 7.5%

Marketing 
Investments
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Our Hot Take: 
MARKETING INVESTMENTS

It’s not a surprise that sales enablement 
is a top area of investment for leaders. 
Leaders are larger, later-stage 
companies that are looking to support 
their sales teams. The laggards are 
earlier stage and are still building out 

inbound marketing engines.

However, there’s 
something more at play. 

Today, there are two kinds of Work Tech marketers:

The ones who are investing in marketing 
to support outbound sales initiatives.

The ones who still believe inbound 
marketing alone is all that is needed.

1

2
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Don’t get us wrong.  
We still believe in  
inbound marketing.

It’s just that the investment money flooding the 
market has increased the noise, driving up CPLs 
and decreasing conversion rates. 

More companies are investing heavily in 
outbound to fuel the growth they need. 

Investments across the board to help sales teams 
not just connect with prospects but engage with 
them will be essential in 2022.



TOP 3 AREAS WHERE LEADERS SEE OPPORTUNITY 
FOR IMPROVEMENT IN 2022:

39% sales enablement 

36% account-based marketing 

35.4% content/thought leadership

TOP 3 AREAS WHERE LAGGARDS SEE OPPORTUNITY 
FOR IMPROVEMENT IN 2022:

34.5% account-based marketing 

34.5% customer experience 

33.5% video marketing
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Account-based
Marketing

Content/Thought
Leadership

Customer
Experience

Video Marketing

Digital/Hybrid
Events

Live Events

PR/AR

Sales Enablement

Social Media
Marketing

Customer
Advocacy

Influencer
Marketing

0% 10% 30%20% 40%

Q: What are the three most important areas for your 
marketing e
orts to show improvement in 2022?

39.0%

36.0%

35.4%

30.6%

30.3%

29.5%

28.4%

25.8%

22.5%

20.0%

17.2%

24.0%

34.5%

31.5%

26.0%

34.5%

29.5%

33.5%

31.0%

27.0%

23.5%

18.0%

LEADERS

LAGGARDS

Areas for 
Improvement 
in 2022
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Our Hot Take: 
AREAS FOR IMPROVEMENT 
IN 2022 

Both groups seem to 
be focused on the 
right things. 
Everybody agrees that account-
based marketing (ABM) is an area of 
opportunity, but what you need to support 
ABM varies depending on your size and 
level of sales and marketing maturity. 

The leaders are bigger, later-stage companies 
with larger sales teams and need to support more 
sophisticated and personalized ABM strategies.

The laggards are smaller and earlier stage. They need 
to be more agile and scrappy to keep up with the 
volume of content needed to support ABM.

Investing in sales enablement and content 
makes sense to support these efforts.

Focusing on customer experience and 
video marketing is a great way to deliver 
on these needs.
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Areas of 
Opportunity 
in 2022 

Customer
Experience

Video Marketing

Personalization

Leveraging Live
Intent Data

AR/VR

AI

Account-based
Marketing

Influencer
Marketing

Customer
Advocacy

Hybrid Events

0% 10% 30%20% 40% 50%

Q: What are the three most important trends for your 
marketing team to capitalize on in 2022?

44.0%

43.0%

41.4%

36.0%

35.4%

34.9%

32.2%

16.6%

16.1%

13.9%

39.5%

39.0%

32.5%

34.0%

32.0%

30.5%

35.0%

27.0%

26.0%

17.0%

LEADERS

LAGGARDS

TOP 3 AREAS WHERE LEADERS SEE AREAS OF 
OPPORTUNITY IN 2022:

44% account-based marketing 

43% customer experience 

41.4% video marketing

TOP 3 AREAS WHERE LAGGARDS SEE AREAS OF 
OPPORTUNITY IN 2022:

39.5% account-based marketing 

39% customer experience 

35% leveraging live intent data
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Our Hot Take: 
AREAS OF OPPORTUNITY  
IN 2022 

There it is again: ABM. 
Sales and marketing has been talking 
about it for years now, but 2022 is 
the year when companies need to 
finally get good at it. Right now, most 
companies are failing because they’re 
still taking a turn-and-burn approach. 

Right now, most companies are failing because they’re 
still taking a turn-and-burn approach.

What’s needed is a more expansive approach — 
like this:

Connect Convert

Connect Engage Convert Expand
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To truly engage prospects in 2022, sales and 
marketing will need to seize on many of these 
opportunities — including video marketing, live-intent 
data, personalization, influencer marketing, and 
customer advocacy — to make ABM effective. You 
create connections by offering valuable content and 
insights — at no cost, and with no strings attached.

To expand opportunities with both prospects and 
customers, delivering a great experience to prospects 
and customers will be essential. Together, all four of these 
motions are a different way of marketing and selling. 
It will take more time and testing to get them right. 

You won’t complete the 
journey in 2022. But you damn 
well better get started.
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Conclusion: 
IT’S TIME TO GET STARTED 

The world of work is changing unlike any time that most of us can remember. 
This whirlwind of change is presenting a unique opportunity to grow companies 
rapidly. However, as important as great and innovative products are, the 
best-marketed products are the ones that capture market categories and the 
imaginations of buyers. 

You don’t need to go it alone. One area where leaders (57%) and laggards 
(58%) were aligned in our survey was in their intent to increase agency spend. 
Whether you need strategic guidance, a turnkey marketing department, a 
specialized project, or just an extra set of hands, drop us a line. We’re ready to 

partner with you to make 2022 a year to remember.
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METHODOLOGY AND DEMOGRAPHICS

This report is based on a market research survey to Work Tech professionals 
across a range of job roles fielded in November 2021. We received 417 responses, 
with 96.6% of these coming from the United States. 

Which functional area best describes
your role or team?

Executive 
Management:
14.63%
(61)

10.79%

29.74%

12.23%

10.07%

Operations/
Administration:
10.79%
(45)

Marketing:
29.74%
(124)

Other:
2.88%

(12)

Human Resources:
10.07%

(42)

Sales:
12.47%

(52)

Product
Development:

12.23%
(51)

Customer Success:
7.19%

(30)

14.63%

7.19%

12.47%

Which of the following best
describes your role?

Founder/Owner:
10.34%
(43)

C-level Executive/
President:
32.21%
(134)

Director/
Senior Director:

5.05%
(21)

Manager/
Supervisor:
24.28%

(101)

Other:
0.48%

(2)

32.21%

11.78%

15.87%
10.34%

24.28%

Vice President/
SVP/EVP:
11.78%
(49)

Sta�/Individual
Contractor:
15.87%

(66)

Pre-seed:
24.93%
(95)

Seed:
19.95%
(76)

Profits from
operations:

9.71%
(37)

Self-funded/
boot-strapped:

11.02%
(42)

Venture capital
funding (A, B, C, D+):

16.80%
(64)

Private equity:
14.44%

(51)

Growth equity:
3.15%

(12)

What best describes how your company is
funding operations and growth?

19.95%

16.80%

11.02%

9.71%

23.93%

14.44%
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You’re busy creating the future of work. You don’t have time to teach an agency what you do. At The Starr Conspiracy, your 
work is our business. Brand or demand. Traction or scale. We accelerate results. If you are creating innovative workplace 
solutions, there’s no better B2B marketing agency to bring your brand to life.

The Starr Conspiracy is co-located in Fort Worth, Texas and San Francisco. Learn more at thestarrconspiracy.com.

About The Starr Conspiracy

Companies selling workplace technology come to us all the time to help them grow 

through building their brands and driving leads. We’d be more than happy to spend 

some time identifying why your leads aren’t converting. We love this stuff.

Let’s Talk

LET’S TALK

https://hubs.ly/H0ljcS30
https://thestarrconspiracy.com/about
https://www.google.com/maps/place/The+Starr+Conspiracy/@32.742746,-97.3282277,17z/data=!3m1!4b1!4m5!3m4!1s0x864e711237b12dcf:0xee12eb6ae54b9c47!8m2!3d32.742746!4d-97.326039
https://www.google.com/maps/place/461+2nd+St+%23102,+San+Francisco,+CA+94107/@37.783797,-122.3959078,17z/data=!3m1!4b1!4m5!3m4!1s0x8085807972bd757f:0xea58af7132b03f8d!8m2!3d37.783797!4d-122.3937191
https://thestarrconspiracy.com/
https://thestarrconspiracy.com/about
https://thestarrconspiracy.com/
https://hubs.ly/H0ljcS30
https://thestarrconspiracy.com/contact
https://hubs.ly/H0ljcS30
https://hubs.ly/H0ljcS30

