ation that B2B buyers use during the p

inform ]

sit out for

here Reportmap you...
o Th e Buy eYSD
C °
° . ° .
[ ] °
. The type of content most frequently used in the
_ buying process, interviews with company (ie
supplier) experts were used in 32% of purchases.
A 19% of B2B buyers rated external

analyst information 10 out of 10 for
influence during the buying process.
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Although traditionally seen as powerful, customer
testimonials were in fact seen to be less popular and
less influential than content direct from the supplier.

The published opinions of peers were seldom sought P
and had little influence on the buying process.
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Want to know more?
Download the full 2015
Buyersphere Report
The Buyersphere Report asked 211 B2B buyers

about what they do during the buying process
- and why they doiit.
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