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Are you hiring for your team? Or are you eager to enter the 
field of demand generation? Regardless, it does not hurt to 
set your expectations when it comes to salary. To see just 
how competitive the market is, we have surveyed full-time 
professionals from the field. With this salary guide, you can 
realistically gauge how much you should pay as an 
employer or earn as a demand generation employee.

Will you be able to attract top talent with your salary offer? 
Just how competitive is the market you’re trying to enter? 
Learn all that and more next.

In this guide, you can expect to find:
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●   Updated base salaries for demand generation jobs
●   Insights on salary trends
●   Predictions on the future of demand generation 

and marketing technology
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The Purpose of this Guide
Our Demand Generation Salary Survey aims to be the 
one-stop resource for compensation information in 
the field and a source for marketing trends and 
industry insights.

The past years have seen a greater demand for 
digital marketing skills, and the trend continues even 
during a pandemic. However, the pick of talents 
remains to be limited. Professionals possessing the 
skills required of the industry are seeing an increase 
in the demand for them and their value to companies. 
Organizations can benefit from knowing the latest 
salary trends to attract and retain candidates for 
employment that fit the profile.

This guide will also reflect the impact of COVID-19 on 
the range of compensation. Unlike other industries, the 
market for demand generation is even more 
emphasized in a world that relies on the World Wide 
Web to stay connected. Employees and those seeking 
employment alike can benefit from having a realistic 
view of salaries that also shows full appreciation of the 
skills that positions in demand generation bring.

Here are some things to note about our salary guide:

●   Salaries are self-reported.
●   Salaries do not include any bonuses employees 

might receive.
●   We rounded up the averages to the nearest 

thousand dollars.



What is Demand Generation?
Demand generation is a broad term applied to marketing efforts that aim to generate interest in your company, 
products, and services. This entails finding prospects, turning leads into customers, and retaining these clients in the 
long run. It is up to these professionals to prove the need for a product or service and convince prospects that your 
company is the perfect answer to their dilemma. Timing is also pertinent — demand generation targets important 
information to your target audience at the right time.

Demand generation is not limited to select parts of the customer journey. Instead, it is a 
long-term approach that optimizes different sections of the sales funnel. Done right, it 
can boost brand awareness, improve credibility and trust, and establish deep, 
meaningful relationships with your intended market.

Generally, professionals from the field work closely with sales teams. They also employ 
CRM and marketing tools. Moreover, they have extensive knowledge of marketing 
analytics to enhance different sections of the sales funnel and find and qualify leads. 
Therefore, detail-oriented personalities with a deep understanding of marketing 
strategies and automation and CRM systems are desirable for the different demand 
generation roles.
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Demand Generation Roles

VP of Demand Generation Director of Demand Generation

“Attribution Modeling” has become something of a catchword over the past few years. So, what is it? How can it help 
you as a marketer?

An Attribution Model is a strategy for analyzing which marketing touchpoints get credit for a conversion. Each 
attribution model dispenses a conversion value across each touchpoint differently.

The VP of Demand Generation is an executive that 
oversees the creation of a scalable sales pipeline 
that sees prospects turn into customers. The role’s 
responsibilities cover strategy development and 
execution, as well as team management. The position 
is also usually in charge of aligning marketing goals 
with sales. The VP of Demand Generation reports to 
the Chief Marketing Officer (CMO).

Demand generation directors are in charge of 
managing and generating demand through different 
marketing and advertising efforts. They often take 
the lead in developing and implementing demand 
generation programs such as marketing publications 
and search engine optimization. Often working 
closely with sales teams, directors analyze the 
effectiveness of existing campaigns.



Demand Generation Manager
Demand generation managers are often part of 
larger marketing teams. They oversee strategies 
to maintain relationships with clients and promote 
awareness of the brand and its products and 
services. The role also often entails demand 
generation managers developing marketing and 
lead generation campaigns. These strategies are 
following business objectives that should help 
improve ROI and other metrics.

Demand Generation Specialist
Demand generation specialists are tasked with 
executing marketing campaigns that support 
different business initiatives across various 
channels. They determine the right strategies that 
should be implemented to ensure that lead 
generation goals are met. The role also entails 
measuring the success of implemented campaigns. 
They often have experience with content and gain 
specialization with marketing automation tools and 
CRM software.
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Demand Generation Salaries



TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$230K
$130K
$153K

$175K
$144K
$113K

High range

Median

Low range

$130K
$102K
$75K

$80K
$65K
$50K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

National Salary Range in the US
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TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$187K
$182K
$66K

$175K
$132K
$109K

High range

Median

Low range

$104K
$87K
$62K

$60K
$54K
$48K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

Austin, Texas



TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$247K
$172K
$87K

$170K
$127K
$91K

High range

Median

Low range

$120K
$100K
$84K

$69K
$61K
$55K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

Boston, Massachusetts
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TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$220K
$153K
$77K

$137K
$125K
$113K

High range

Median

Low range

$113K
$94K
$79K

$65K
$58K
$52K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

Chicago, Illinois
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TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$244K
$170K
$86K

$172K
$134K
$99K

High range

Median

Low range

$128K
$107K
$90K

$74K
$66K
$60K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

New York, New York
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TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$230K
$191K
$153K

$185K
$159K
$119K

High range

Median

Low range

$133K
$111K
$94K

$80K
$68K
$61K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

San Francisco, California



TITLE EXPERIENCE (YEARS) PAY RANGE

VP of Demand 
Generation

13 years and 
above

$245K
$171K
$87K

$182K
$140K
$108K

High range

Median

Low range

$116K
$97K
$82K

$67K
$60K
$54K

7-12 years

4-7 years

1-3 years

Director of Demand 
Generation

Demand Generation 
Manager

Demand Generation 
Specialist

Seattle, Washington Outsourcing Demand Generation Roles
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Sources: 
Comparably.com
Payscale.com
Salary.com

Versique.com
Ziprecruiter.com

Many companies prefer to outsource talents rather than 
rely on their in-house demand generation experts. 
Should you do the same?

Demand gen requires extensive knowledge of the 
company’s marketing and target audience, working 
closely with marketing and sales. In-house talents have 
the obvious advantage, considering the fact.

However, many companies that have various, complex 
marketing strategies rely on both outsourced and 
in-house experts. The former gives companies a 
cost-effective means of accessing more skill sets and 
broader expertise. 
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Ultimately, the answer will depend on your goals and 
preferences. When your company doesn’t have a complete 
demand gen team or a sturdy foundation of demand gen, 
it pays to augment your group with hires from an agency 
that can do specific tasks. Projects with a timeline that 
requires quick and smooth execution also benefit from the 
outsourcing of roles. 

That might not be necessary with a dedicated, full-time 
team. There’s no need for outside help when you have a 
complete group in charge of targeting leads, maintaining 
your site, and creating content, among others.



Summing Up
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A team of demand generation experts is a worthy investment, especially for long-term 
success. Working with experts can help optimize marketing efforts, discover more insights, 

and drive greater revenue. Forming a group of experts is one thing, and properly 
compensating them is another. This salary guide should be able on the base compensation 

and trends in the industry.



Learn more at

www.dealtale.com


