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Executive Summary

Ambitious B2B Saa$S founders and revenue teams are caught between aggressive growth targets and
the reality of limited headcount and budget. Traditional go-to-market (GTM) execution methods—adding
more people, engaging agencies or stacking disconnected tools—are expensive and slow. At the same
time, the cost of waiting is high; competitors are embedding artificial intelligence (Al) into their products
and processes at an accelerating pace.

[J Gartner forecasts that global spending on Al software will rise from US$124 billion in 2022 to
US$297 billion by 2027.

In sales, sellers who partner with Al tools are 3.7 times more likely to hit quota, yet more than 40% of
agentic Al projects are expected to be cancelled by 2027 due to poor design and unclear value. The
implication is clear: Al must be approached as a strategic teammate, not a gimmick.

This report outlines the GTM execution gap It blends data from Gartner, Reuters, Salesforce
facing lean teams, the macro tailwinds driving Al and other credible sources to provide a balanced
adoption, the signals and noise in agentic Al, and view of opportunity and risk. It also reflects

the practical steps to future-proof your GTM HelixScale's brand promise of Scale with
strategy through 2030. Leverage, Growth You Can Trust and Your

Al-Native Teammate.

Throughout, practical action items and scenarios help leaders translate research into a roadmap for
adoption.



1— The GTM Execution Gap

1.1 Why Growth Stalls

Many B2B teams underperform not because of a lack of vision but because of execution bandwidth.
Sales representatives spend only 28% of their week actually selling, with the rest consumed by
administrative tasks such as data entry and deal management.
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Beyond sales, over 40% of information workers report spending at least a quarter of their work week
on manual, repetitive tasks, and nearly 60% believe they could save six or more hours a week if these
tasks were automated. In this environment, marketing campaigns lapse, prospect follow-ups fall through
and customer success outreach becomes reactive. Lean teams rely on freelancers and agencies, but
coordination overhead erodes ROl and consistency.

1.2 Quota Attainment and Pipeline Pressure

By Q4 2024 the average sales quota attainment was just 43.14%, with fully ramped SaaS
representatives typically achieving only 50-60% of their targets.

Quota attainment metrics underscore the urgency. Only 28% of sales professionals believe their teams
will hit 100% of quota, and 58% of companies intentionally over-assign quotas by 20-30% to
compensate. When sellers feel overwhelmed—72% say they are overloaded with required skills and
50% are overwhelmed by technology—quota attainment suffers. These execution gaps translate directly
into pipeline gaps; small improvements in outreach and follow-up can yield outsized returns.



2 — Macro Tailwinds for AI in GTM

2.1 Investment Surge and Platform Integration

Al investment is no longer niche. Gartner forecasts that global spending on Al software will reach
US$297 billion by 2027, growing at a compound annual rate of 19%. Generative Al (GenAl) software
spending is expected to grow from 8% of Al software spending in 2023 to 35% by 2027.
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Gartner predicts that more than 70% of independent software vendors will embed generative Al
capabilities in their applications by 2026. Such integration signals that Al capabilities will be ubiquitous
in the software stack.



2.2 Pervasive Adoption Across Functions

0 100% of revenue enablement teams are using generative Al to support sales, marketing or
customer success according to a July 2025 survey of 346 leaders.

A July 2025 B2B revenue enablement survey of 346 leaders found that 100% of revenue enablement
teams are using generative Al to support sales, marketing or customer success. The same report noted
that 48% of leaders said Al had already increased revenue, 51% said it shortened sales cycles and
44% reported reduced onboarding time for new reps.

In customer service, a Gartner survey of 187 leaders revealed that 85% plan to explore or pilot
customer-facing conversational GenAl solutions in 2025. Adoption is also expanding beyond pilots:
Gartner notes that 39% of organizations will be in the experimentation phase of Al adoption by 2025,
with 14% in the expansion phase, and that 36% of organizations in experimentation will adopt
high-value, low-time-to-financial-impact use cases by 2027.

2.3 Data-Driven Decision Making and Agentic Al

Al is enabling a shift from intuition-based to data-driven GTM execution. Gartner predicts that by 2026,
65% of B2B sales organizations will transition from intuition-based to data-driven decision making.
Furthermore, Gartner's forecast suggests that by 2028 at least 15% of day-to-day work decisions will
be made autonomously through agentic Al and 33% of enterprise software applications will include
agentic Al. These tailwinds indicate that Al will become a foundational capability for sales, marketing and
customer success.



3 — Signal & Noise in Agentic Al

3.1 Risk Lens: Project Failures and Vendor Hype

Despite the enthusiasm, there is real risk. Gartner reports that
more than 40% of agentic Al projects will be cancelled by 2027
of agentic Al projects will due to escalating costs and unclear business value.

be cancelled by 2027

Analysts warn that many vendors are engaging in "agent washing"—rebranding chatbots as agents
without significant autonomous capabilities. Gartner estimates that only about 130 of the thousands of
agentic Al vendors are real and notes that most agentic Al propositions lack the maturity to
autonomously achieve complex business goals. In other words, the hype cycle can distract from the
substance.

3.2 Cautionary Quotes

The same Reuters report notes that Gartner expects at least 15% of day-to-day work decisions to be
made autonomously by 2028. But for now, most projects are in early-stage proofs of concept and
often misapplied.

Leaders should treat Al adoption as an iterative process; start with narrow, high-value workflows;
measure outcomes; and invest in governance and training. Embracing Al without these guardrails leads
to wasted investment and loss of trust.



4 — Human + Agent Symbiosis

4.1 Complementary Strengths

Al excels at high-frequency, rules-based tasks: drafting emails, publishing content, following up with
prospects, updating CRM records and producing reports. Humans excel at strategy, empathy,
negotiation and creative problem solving. Pairing the two yields better outcomes. Sellers who partner
with Al tools are 3.7 times more likely to meet their sales quota.

Al Strengths Human Strengths

e High-frequency execution e Strategic thinking

e Rules-based tasks e Empathy and judgment

e Data processing e Complex negotiation

e Consistent follow-up e Creative problem solving
e Report generation ¢ Relationship management

At the same time, employees and customers are skeptical of Al acting alone. In a Gartner survey, 72% of
sellers feel overwhelmed by the number of skills required and 50% feel overwhelmed by technology.
Separately, customer research shows that about four in five customers prefer human support over Al
support, even if wait times are the same.

[0 Gartner further predicts that no Fortune 500 company will fully eliminate human agents by
2028, and that half of the organizations that plan to severely reduce contact-center headcount
will abandon those plans by 2027.



4.2 Role Boundaries

The implication is to treat Al as a teammate, not a replacement. Agents should handle execution-heavy,
repetitive tasks while humans own strategy, creative positioning, complex negotiations and relationship
management. Establish clear hand-off points: Al drafts an email; a human personalizes it and approves.
Al publishes weekly blog posts; a content leader sets the narrative and topics. Al schedules and sends
follow-ups; sales reps engage in live calls and tailor offers.
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Al Drafts Human Reviews Collaborative

Creates initial content and Personalizes and approves Execution

outreach messaging Delivers optimal outcomes
together

This collaborative model maximizes the strengths of both and aligns with our message pillar Your
Al-Native Teammate.




5 — Use Cases Across the GTM Funnel

5.1 Content Marketing Agent (CMA)

A Content Marketing Agent can research, draft and publish blogs, LinkedIn posts and email newsletters
on schedule. It repurposes webinars or podcasts into multi-format posts and updates knowledge bases.
According to the 2025 Revenue Enablement report, 81% of enablement teams use Al for sales content
generation. With Al producing first drafts, marketers can focus on messaging, brand voice and audience
insights.

5.2 Sales Development Agent (SDR)

An SDR agent automates outbound sequences, personalizes messages based on prospect data and
ensures timely follow-up. It integrates with CRMs and communication platforms to log interactions and
update pipeline status. Al-assisted sellers are 3.7 times more likely to hit quota, making SDR agents a
high-ROI entry point.

5.3 Customer Success Agent (CSA)

Customer success agents proactively schedule check-ins, send satisfaction surveys and surface churn
risks. They ensure no account goes unattended and free human CS managers to focus on high-touch
conversations. Given that 85% of customer service leaders plan to explore conversational GenAl by
2025, CSAs are poised to become the next frontier.



5.4 Ops & Reporting Agent

Operations agents automate reporting, pipeline analytics and data hygiene. They consolidate metrics
across tools and produce dashboards for leadership. In lean teams where headcount for analytics is
scarce, an ops agent can turn raw data into actionable insights and free leaders to make strategic

decisions.
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Content Marketing Agent Sales Development Agent

Research, draft and publish content across Automate outbound sequences and personalize
channels outreach
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Customer Success Agent Ops & Reporting Agent

Proactive check-ins and churn risk identification Automate analytics and data consolidation



To navigate the next five years, consider three scenarios:

1. Conservative

Al is limited to narrow tasks
with strong human
oversight. Agents assist with
drafting and scheduling but
decisions remain manual.
Organizations adopt slowly,
focusing on privacy and
governance. Human roles
remain largely unchanged
but are augmented by Al
suggestions.

2. Balanced

Multi-agent systems
collaborate across GTM
functions (content, SDR, CS,
ops). Agents negotiate with
each other—e.g., the SDR
agent passes qualified leads
to a CS agent. Humans
provide oversight, set
strategy and handle
exceptions. This scenario
aligns with Gartner's
forecast that 33% of
enterprise software
applications will include
agentic Al by 2028 and that
15% of work decisions will
be autonomous.

3. Hyperscale

Agentic Al becomes deeply
embedded into every layer
of the GTM stack. Agents
learn from context, adapt on
their own and negotiate with
external systems (e.g.,
pricing bots). Teams run
leaner; Al manages 80% of
transactional tasks while
humans focus on account
strategy, product innovation
and relationship building.
This scenario may only
materialize if vendor
maturity and governance
frameworks catch up;
otherwise it risks falling into
the 40% project-failure
statistic.



6.2 Adoption Milestones

Regardless of the scenario, certain milestones seem inevitable. By 2026, 65% of B2B sales
organizations will be data-driven. By 2027, 36% of Al-experimenting organizations will adopt
high-value use cases. By 2028, agentic Al will be built into a third of enterprise applications. These
milestones suggest a tipping point around 2027-2028 when Al shifts from optional to essential. Teams
that delay adoption risk falling behind competitors who have built compounding leverage.

2026 2028
65% of B2B sales organizations 33% of enterprise software
transition to data-driven decision includes agentic Al; 15% of work
making decisions autonomous

T 2 = 7]
L= LTJ Sl LTJ

2027 2030
36% of experimenting Al-native GTM becomes the
organizations adopt high-value Al competitive standard across B2B

use cases SaaS




7 — Action Playbook (with Guardrails)

01

02

Audit before automation

Map your GTM workflows and identify
high-frequency, low-judgment tasks (e.g.,
follow-up reminders, report generation). Quantify
the hours spent on each to prioritize automation
opportunities.

03

Start with narrow scope

Deploy one or two agents where ROl is easiest to
measure (content or SDR). Use pilot programs to
test workflows, gather feedback and refine
prompts or scripts.

04

Measure rigorously

Track time saved, increase in outreach, uplift in
meetings booked and improvements in quota

attainment. Set clear baselines before deployment.

05

Include governance

Establish approval steps, model monitoring and
human fallback. Train users on Al capabilities and
limitations. Draw on lessons from failed projects—
poorly defined objectives and lack of governance
lead to cancellation.

06

Expand gradually

Once ROl is proven, extend agents to customer
success and operations. Build interoperability so
agents can hand off tasks (e.g., SDR agent logs a
qualified lead and notifies the CS agent).

Plan for change management

Address seller and customer concerns early.
Provide training to ensure sellers know how to
collaborate with agents. Reinforce that Al is a
teammate, not a threat.



8 — Implications & Leadership Mindset

8.1 From Tool Buyer to Team Orchestrator

As Al becomes embedded in GTM workflows, the leader's role shifts from purchasing tools to
orchestrating a hybrid human-Al team. Leaders must design workflows where agents and humans
interact seamlessly, set performance metrics for both and ensure trust in Al outputs. Metrics should go
beyond output volume to include adoption rates, error rates, seller satisfaction and customer trust.

Traditional Leadership Al-Native Leadership

e Purchase and deploy tools e Orchestrate human-Al collaboration
e Manage human teams ¢ Design seamless workflows

e Focus on output volume e Measure quality and trust

e Reactive problem solving e Proactive governance

8.2 Building Trust and Capability

Trust is earned through transparency and reliability. Communicate how agent decisions are made and
provide clear opt-outs.

Invest in Al literacy programs so team members understand the capabilities and limits of agents.
Recognize that human empathy, judgment and creativity remain irreplaceable; no Fortune 500 company
is expected to eliminate human agents by 2028. Instead, re-skill employees to work alongside Al and to
focus on high-impact, human-centric work.



9 — Conclusion & Call to Action

The research paints a nuanced picture: Al offers immense leverage, but only when thoughtfully
integrated. Macro tailwinds—soaring Al investment, pervasive adoption and shifts toward data-driven
decisions—make Al-native GTM inevitable. Yet, 40% of agentic projects will fail without clear objectives,
governance and human collaboration. To win the next decade, leaders must embrace Al as a teammate
that scales execution while amplifying human creativity and judgment.




(D HelixScale's mission is to help ambitious B2B teams scale with leverage, grow with trust and
adopt Al-native teammates.

Our agents (Content, SDR, Customer Success and Ops) are built for Slack, HubSpot and Notion
workflows and deliver reliable execution each week. Whether you are in the conservative, balanced or
hyperscale scenario, starting now creates compounding benefits.
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Scale with Leverage Growth You Can Your AI-Native

Multiply your team's output Trust Teammate

without adding headcount Reliable execution backed Agents that work alongside
by governance and humans, not replace them
transparency

At HelixScale, we help ambitious B2B teams scale with confidence—pairing reliable Al teammates with
the strategic intuition only people bring. Whether your goal is to accelerate content velocity, strengthen
pipeline consistency, or build a low-touch GTM engine, our agents work seamlessly inside Slack,
HubSpot and Notion to turn intent into measurable impact.

Learn how HelixScale's Al-Native Agents can transform your GTM execution and
unlock compounding leverage for your team.
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Appendix: Data Reliability &
Limitations

The statistics cited in this report come from publicly available surveys and analyst forecasts conducted
between 2022 and 2025. Many figures—such as the 3.7x quota improvement or the 65% transition to
data-driven selling—are based on surveys of specific populations (1,026 B2B sellers and research notes)
and should be interpreted as directional rather than universal.

Forecasts from Gartner and other analysts represent informed estimates; actual adoption rates and
market sizes may vary. Quotations and commentary extracted from news articles are paraphrased for
readability. Readers are encouraged to review the original sources for further details.

[J Methodological Note

This whitepaper synthesizes data from multiple independent research sources. All statistics
are cited with their original context and sample sizes where available. Projections should be
considered directional indicators rather than precise predictions.



Glossary

Agentic Al Autonomous software agents that can pursue goals and take actions
with minimal human guidance.

Generative Al (GenAl) Al models that produce original content (text, images, code) based
on training data.

GTM (Go-to-Market) The set of sales, marketing and customer success activities used to
reach prospects and customers.

Quota Attainment The percentage of a sales representative's target that is achieved
within a given period.

Revenue Enablement Functions and processes that equip customer-facing teams with the
content, tools and training needed to generate revenue.

Sources

—_—

Gartner forecast on Al software spending and generative Al adoption

Gartner research on seller competencies and quota attainment

Reuters report on agentic Al project cancellations and autonomous decision-making
Gartner survey of customer service leaders and conversational GenAl adoption
Allego/Revenue Enablement report on generative Al adoption and outcomes
Gartner prediction on data-driven sales organizations

Sales productivity and quota attainment statistics

Smartsheet automation study on repetitive tasks
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Yahoo/CX Dive article on human agents in Fortune 500 contact centers



