In 87% of cases, B2B buyers - | WISH B2B
870/ your buyers - have decided on WEBSITES
(o] their purchase before they reach WORKED L| KE
the website of the vendor they
intend to buy from. AMAZON

Modern buyer behaviours have changed beyond
comprehension for many marketers. But whilst this shift
presents a challenge for B2B brands to quickly re-align their

thinking, it offers great opportunity for the ones that get it right.
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Once ‘sellers’ accept they can't control the
courtship any longer, attention turns to

influencing buyers throughout

the 87% self-service journey.
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