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B2B and Mid-sized Firms Struggling Most At Improving Marketing 
Marketing Performance Advantage Study of 400 companies links performance  

to specific marketing management best practices  
 

 
 
Boston, MA (11/3/2009) – Mid-sized firms and B2B companies are struggling the most at improving the 

effectiveness of their marketing efforts, according to the results of a landmark survey of more than 400 

companies by strategic marketing consultancy CMG Partners and market research firm Chadwick Martin 

Bailey. The recently released study -- entitled The Marketing Performance Advantage -- found that while 

75% of all participants expressed interest in measuring the performance of their marketing initiatives, mid-

sized firms and B2B companies were also more likely to report having no measurement in place or only 

limited measurement. For example: 

• B2B companies and mid-sized firms were both three times as likely as other companies to have no 

measurement system in place 

• 44% of B2B firms report limited or no marketing measurement, twice as many as their B2C 

counterparts 

• Around half of all mid-sized companies reported that they were finding improving the performance 

of marketing initiatives a “huge challenge” – twice as many as their larger brethren   

• One of the biggest challenges? “lack of data” according to 40% 

“The story behind these numbers is slightly different for each of these segments but the barriers to 

improvement they face are remarkably similar,” said Mark Carr, a partner at CMG Partners. “For example, 

both B2B firms and mid-sized companies were much more likely to report struggling in key areas such as 

lack of senior management buy-in, lack of alignment with other function areas, and a lack of established 

processes to utilize measurement data to generate insights and to make better decisions.” 



 
 

 

 
 

The study surveyed more than 400 companies across a variety of industries and company sizes to 

determine the key attributes of successful marketing organizations and to understand what marketing 

practices they employ. In addition to identifying challenges, the study identified five best practices of those 

companies who were seeing the most success in improving their marketing performance. Each of these 

best practices are described in detail in The Marketing Performance Advantage report which can be 

downloaded free of charge from www.marketingperformanceadvantage.com. 

“The study clearly shows that those companies that embrace marketing performance management -- the 

practice of measuring, learning from, and improving upon marketing strategies and tactics over time – are 

reaping the rewards in terms of market share and bottom line results,” said Rich Schreuer, senior vice 

president of Chadwick Martin Bailey. “For mid-sized firms and B2B companies that are struggling in this 

area, the key first steps are to secure senior level buy-in and to obtain the necessary expertise that is so 

critical to setting up and implementing a successful initiative.” 

### 

About CMG Partners: CMG Partners is a strategic marketing consulting firm focused on helping clients get 
more out of their growth opportunities, customer relationships, and marketing investments.  A team of 
seasoned marketing practitioners, CMG Partners combines sharp strategic thinking with high impact 
execution.  Since 1998, CMG Partners has helped a broad range of clients take their businesses farther 
faster – and has worked with start-ups to the Fortune 100 in a variety of industries including telecom, 
technology, consumer packaged goods, insurance and life sciences, among others. (www.cmgpartners.com). 

About Chadwick Martin Bailey: Chadwick Martin Bailey is a Honomichl 50 ranked custom market research 
and consulting firm working with many of the most successful companies and best known brands in the 
world to help them acquire, maintain, and grow their customer base.  Founded in 1984 by John Martin and 
Anne Bailey Berman, the company has corporate headquarters in Boston, Massachusetts, serving clients in 
more than 30 countries around the globe. Chadwick Martin Bailey focuses on using leading-edge research 
techniques to collect and translate the data into simple, business decision-focused deliverables.  
(www.cmbinfo.com) 

Editorial Note: For more information on the study, for graphics and tables of the survey results, or to get a full copy of 
the report, visit www.marketingperformanceadvantage.com or contact Kristen Garvey.  Interviews and additional 
quotes are available from Mark Carr, partner at CMG Partners, or Rich Schreuer, SVP at Chadwick Martin Bailey. 
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