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Achieve Your Marketing Target Consolidated Graphic Communications
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Using Content to Seal the B2B Deal
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When se@ the B2B market, content as a marketing hr‘é-'e"go five pieces of content before they are willing
ool has never been more important. It's how you o engage with a salesperson. Only 23% are willing to
ustomers find you. It's how you convince them to take alk to a salesperson after three pieces or less. The type
a closer look. With the right combination of print and of content they are looking for, however, varies by the

digital, you can showcase your value and close the deal.  stage of their buying journey.

According to the 2020 Content Preferences Study l I ) I
rom DemandGen, the plurality of B2B buyers (47%) use S 00K a[ £a
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dle stages of research,
g for something
Listicles' (81%)
Infographics (72%) Assessments (58%) Case studies (39%)
Blogs (66%) ohinare (502 User review (38%)
Video (62%) Analyst reports (36%)
ROI calculators (28%)

Here, too, you can incorporate
printed elements. Include printed
case studies and industry research
in your presentation kits. Follow up
video presentations or webinars
with packets of printed information.
Follow up your assessments with
personalized reports.

If you sell into the B2B market, knowledge of the buyer’s content
Cch journey can be invaluable. Craft the right content and deliver it at
[ |

Consolidated

Grophic the right stage, and you have a winning recipe for success.
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