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Executive Summary
The CDP category solved a real problem in the 2010s: unify fragmented customer data so teams could activate 
across channels. But the market is shifting fast. Privacy requirements are tightening, AI is changing how 
decisions get made, and the line between MarTech and AdTech is collapsing. The result is a category identity 
crisis. The CDP is no longer the destination. It is a component.
Growth Verticals built the G1 Platform for what comes next: a single, governed Growth Operating System that 
unifies identity, orchestration, and outcomes measurement so organizations can run growth as a repeatable 
discipline, not a collection of disconnected tools.

Why the Category is Breaking
Most organizations still operate paid media and owned engagement as separate engines. They use different 
data definitions, different audiences, different reporting, and different success metrics. This creates three 
predictable failure modes: wasted spend, inconsistent customer experience, and measurement leaders  
do not trust.
At the same time, the market is signaling that convergence is inevitable. Only 22.5% of teams report fully 
unified stacks today, while 78.2% expect full convergence within the next three years. The direction is clear. 
The gap is operational.

The Four Time Periods That Explain the Shift
Time Period 1: 2010–2019
The CDP category emerged as a practical response to a very real operating problem: customer data was 
fragmented across too many systems, with no reliable way to unify identity and make that data usable for 
action. Early CDPs created value by centralizing ingestion, building “golden records,” and enabling activation 
across channels without constant engineering lift. The market signal was clear. Companies did not want more 
dashboards. They wanted fewer steps between customer truth and customer action.
Growth Verticals view: This period validated the need for a single customer foundation, but it also exposed 
the limits of “marketing-owned data infrastructure.” When customer truth becomes mission-critical, it cannot 
sit in a silo, and it cannot be governed as a nice-to-have.

Time Period 2: 2020–2022
The pandemic compressed transformation timelines. Consumer behavior shifted quickly, and the cost of slow 
decision-making became obvious. Organizations that could identify change, react fast, and measure impact 
gained an edge. CDPs accelerated because teams needed faster insight into churn risk, lifetime value, and 
engagement drivers, with less dependence on custom pipelines. This period moved customer data from being  
a marketing initiative to being a business resilience requirement.
Growth Verticals view: This time period forced the market to acknowledge that “growth” is an operating 
discipline. Customer data is only valuable when it can drive decisions that show up in revenue, margin, and 
retention.
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Time Period 3: 2021–present
The rise of modern cloud data warehouses triggered a structural shift. If customer data lives in the warehouse, 
duplicating it into a separate CDP can create latency, governance risk, and cost. The composable model grew 
because it promised flexibility: keep the warehouse as the system of record and add modular tools for identity, 
activation, analytics, and measurement. This reduced lock-in and aligned better with modern data teams.
Growth Verticals view: Composable was a correction to the monolith, but it introduced a new problem: 
fragmentation at the operating layer. When identity, orchestration, and measurement are split across tools, 
leaders lose control of performance, accountability, and speed. The “stack” becomes a coordination tax.

Time Period 4: 2024–forward
AI and automation are shifting how growth work happens. The industry is moving from human-operated 
workflows inside dashboards to automated decisioning that executes continuously. In this environment, the 
“CDP” is not the destination. It becomes a utility that feeds intelligence, orchestration, and measurement 
loops. The category boundary blurs because the requirement changes. Organizations need a governed 
operating system that can sense, decide, act, and learn in near real time.
Growth Verticals view: The market is not looking for a CDP 2.0. It is looking for a growth operating system  
that unifies data, identity, activation, and outcomes into one continuous loop.

What the Next Operating Model Demands
A modern growth system must deliver four outcomes simultaneously.
First, trusted customer truth. Not just data collection, but durable identity resolution that stays stable as 
channels change and identifiers degrade.
Second, built-in governance and security. Privacy is not a compliance checklist. It is the constraint the entire 
system must be designed around. Sensitive data cannot be duplicated across tools without adding risk and 
operational burden.
Third, orchestration across paid and owned channels. Growth cannot be managed as separate channel 
optimizations. It needs one decision layer that coordinates across email and SMS and CTV and display and 
direct mail and onsite, with suppression and sequencing that protect customer experience.
Fourth, closed-loop measurement tied to business outcomes. Not vanity metrics. Leaders need to see how 
spend and engagement translate to real revenue, margin, retention and lifetime value, so investment decisions 
become clearer and faster.

Why G1 Is the Destination
The G1 Platform is built for the post-CDP era because it does not treat data and activation as separate 
problems. It treats growth as a single loop with a unified operating layer.
G1 begins by making internal data usable through hygiene, enrichment, and refresh. It then protects identity 
through privacy-forward linking so organizations can operate without exposing sensitive information. From 
there, G1 unifies orchestration across paid and owned channels using shared decisioning logic that reduces 
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waste and prevents over-contacting. Finally, it closes the loop by connecting every action to measurable 
outcomes so optimization becomes continuous, not episodic.
This is the strategic shift. In the CDP era, the goal was to build profiles. In the G1 era, the goal is to build 
profitable, governed decisions at scale.

What Executives Should Take Away
For the CMO, a unified engine reduces channel conflict and replaces disconnected optimizations with 
coordinated growth programs.

For the CFO, convergence becomes measurable. Marketers report improved attribution and measurement 
(47.1%), stronger targeting and personalization (45.7%), and faster execution (37.0%) when MarTech and AdTech 
are integrated. That translates into clearer accountability and better capital allocation.

For the CIO and security leadership, a consolidated operating layer reduces duplication and simplifies 
governance. This matters because the most-cited blockers to convergence are technology constraints (52.2%) 
and data incompatibility (44.9%). Solving these at the operating layer is the difference between “integration 
projects” and durable capability.

Bottom line
The CDP was a critical bridge. It helped organizations unify customer data for activation. But the market 
is moving to a world where growth must run as one governed loop across paid and owned channels, with 
outcomes measurement that leadership can trust.

G1 is the destination because it was built to replace the coordination tax, unify the operating model, and make 
profitable growth repeatable.

Ready to Lead the Growth Revolution?
We are Growth Revolutionaries—bringing deep expertise and bold innovation to our partners that helps 
modernize growth through precision targeting and personalized engagement. 
Let’s explore how Growth Verticals can partner with your organization to accelerate sustainable growth 
through smarter strategy and real-time insights.
n	Schedule a Personalized Demo. Discover how our G1 Platform equips our partners with the tools to drive 

strategy, conversions, increase retention, and deliver ROI across every channel. 
n	 Explore Bonus Content. Download “Additional Intelligence” and strategic growth materials on our website.
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