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FOREWARD 

 
 

As a CEO, I understand how hard 2020 has been for                     

everyone. AS LEADERS, WE HAVE been tested through Social                 
Change, Contentious elections in the United States, and the                 
global coronavirus pandemic.   
 
We have witnessed more change in mere weeks as seen in the 
last decade.  

 
● Entire industries have turned upside down 
● Individual behavior has radically shifted 
● Employees are more isolated than ever 

 
After a challenging year, AE MARKETING GROUP asked 100                 
leaders to share their 2021 outlook on revenue forecasts,                 
product growth, sales, and marketing. 
 
And, as we NAVIGATE through COVID-19, we asked a few                   
questions specific to remote work and changing buyer               
behaviors. 
 
WE HOPE THESE ANSWERS PROVIDE YOU INSIGHT, COMFORT, 
and IDEAS TO EFFECTIVELY LEAD INTO 2021.  

  
BRIAN WALKER  

AE MARKETING GROUP CEO 
3X INC.5000 FOUNDER 

BRAND LAB SERIES™ HOST   
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COVID-19 Impact 
 

 
While Coronavirus severely altered buyer behavior, it 
simultaneously forced many companies to shift operations 
remotely in 2020. 
 
What impact has the c-suite seen on sales productivity, 
alignment with marketing, and what is the likelihood 
remote work will continue into 2021?   
 

 
 

2021 AE Marketing Group © | Second Annual C-Suite Outlook Survey | aemarketinggroup.com 
3 



 
 

 
 

2021 AE Marketing Group © | Second Annual C-Suite Outlook Survey | aemarketinggroup.com 
4 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

2021 AE Marketing Group © | Second Annual C-Suite Outlook Survey | aemarketinggroup.com 
5 



2021 Outlook 
 
To meet changing buyer needs and behaviors, Most 
Companies plan to launch new products, services, and/or 
business models in the year ahead.  
 
What does this mean for marketing investments, vendor 
selection, and revenue forecasts in 2021? 
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C-Suite PREFERENCE 
 
C-suite executives have precious time, yet seek out 
information to help them be more effective at their jobs.  
 
Where do c-level executives find this information, how 
often do they check social media, and when do they want 
to receive an email? 
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Takeaways 
 
 
Coronavirus has been a massive change accelerant in 2020.  
 
With individual behavior continuing to shift and evolve,               
executives have a unique, but challenging opportunity             
ahead. 
 
Leaders who can rapidly transform his/her organization to               
meet changing buyers’ needs will be well-positioned in this                 
new (and often virtual) reality.   
 
Now more than ever, looking at your brand through an                   
enterprise lens (pre-purchase, purchase, post-purchase) is           
critical to understanding how to help buyers/consumers.   
 
This will lead to increased value and loyalty after coVID-19. 
 
We hope you enjoyed the 2021 C-Suite Outlook – thank you 

_____________________________________ 
 

Further reading 

 
COVID KILLED YOUR BUYER PERSONA AND CUSTOMER JOURNEY MAP 
 
WHY MARKETING IS A DIRTY WORD IN THE C-SUITE  
 
FUNDRAISING IMMUNITY: NONPROFITS MUST PIVOT DURING COVID19 

 
MEDIA WINNERS AND LOSERS DURING THE CORONAVIRUS  
 
Challenger brands face new challenges amidst coronavirus 
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https://bit.ly/Dirty_Marketing
https://bit.ly/Fundraising_Immunity
https://bit.ly/Media_coronavirus
https://bit.ly/challenger_brand


METHODOLOGY  
 
The 2021 C-Suite Outlook  

respondents to this survey are c-level executives (CEOs, CMOs,                 
CXOs, COOs, CSOs) with whom we have connected over the years,                     
including customers, BRAND LAB SERIES™ podcast guests, and               
more. 

The data set is heavily populated with B2B executives working in                     
the United States. 

Responses were gathered in September – October 2020. 

This is a survey of individuals, not companies. No individual was                     
incentivized for his/her participation. 

Data was captured using a 15-question survey created with                 
Survey Monkey. 

 

ABOUT AE marketing Group 

AE Marketing Group advises businesses around the world on                 
strategy, design, brand, and co-creation. 

We help executives ensure their company’s brand is aligned                 
across enterprise touchpoints (Pre-Purchase, Purchase,         
Post-Purchase), which leads to improved revenue and customer               
loyalty. 

AE Marketing Group is a 3x Inc.5000 winner, has been featured by                       
Forbes, Goldman Sachs, AdAge, and more.  

In 2018, The Academy of Interactive and Visual Arts named AE                     
Marketing Group’s Brand Lab Series™ Podcast, the top business,                 
and technology podcast of the year.   

Learn more at aemarketinggroup.com 
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