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B2B BUYERS HAVE CHANGED
More than half the sales Business buyers are more
process has disappeared. connected than ever before.
B2B buyers are 57% of the 75% B2B buyers use social
way through their purchasing media to make purchasing

decision before they engage sales decisions
Source: Corporate Executive Board Source: IDC
B2B SELLERS NEED TO CHANGE
Cold Calling Social selling
doesn’t work leaders create 45%
97% of the time more opportunities
Source: IBM Buyer Preference Study Source: Linkedin
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SOCIAL SELLERS ACHIEVE HIGHER QUOTA ATTAINMENT

Source: Aberdeen Group
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https://twitter.com/home?status=B2B%20buyers%20have%20changed.%20Find%20out%20how%20great%20sellers%20respond.%20Download%20the%20infographic%20now%20bit.ly/1vs3TPi%20via%20@artesianS%20%23socialselling
https://www.facebook.com/sharer/sharer.php?u=www.artesiansolutions.com/resources/b2bbuyers
https://www.linkedin.com/shareArticle?mini=true&url=www.artesiansolutions.com/resources/b2bbuyers&title=Infographic:%20B2B%20Buyer%20Behaviour&summary=B2B%20buyers%20have%20changed.%20Find%20out%20how%20great%20sellers%20respond.%20View%20the%20infographic%20now.&source=

