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In the competitive realm of B2B sales, gaining a spot on a potential buyer’s shortlist  

can make all the difference. Surprisingly, research indicates that a significant majority  

of B2B buyers already have a set of preferred vendors in mind even before initiating  

the purchasing process. 

Introduction
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In fact, a staggering

What’s more intriguing is that

of these buyers 
ultimately choose one of the vendors 
from that initial list.

80% 90%
of B2B buyers enter the market  
with a predetermined list of vendors.

In this article, we will explore  
the implications of these statistics  
and uncover strategies for positioning  
your business as a top choice among  
B2B buyers.
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B2B buyers are often faced with complex purchasing decisions that involve careful  

evaluation and consideration. They understand the significance of making informed  

choices, and as a result, they begin their buying journey with a set of preferred vendors. 

 

This behavior stems from factors:

Being on the initial list demonstrates that your business is already perceived  

as credible and trustworthy.

The Importance of Early Vendor Selection

•  Reputation 

•  Referrals

•  Previous experiences

•  Industry research

•  Brand recognition

To increase your chances of making it onto the buyer’s initial list, investing in brand  

awareness and reputation building is paramount. A strong online presence, thought  

leadership content, positive customer reviews, and active participation in industry  

events and communities can elevate your brand’s visibility and reputation. By consistently  

delivering value and showcasing your expertise, you position your business as a trusted 

and reliable solution provider.

Building Brand Awareness and Reputation
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Cultivating Relationships and Referrals

Developing strong relationships with existing customers and leveraging  

those relationships for referrals is a powerful strategy. Satisfied customers  

who have had positive experiences with your products or services can  

become brand advocates, referring your business to others in their network.  

Referrals carry significant weight during the initial vendor selection process,  

as buyers place great trust in recommendations from their peers. By fostering  

a culture of exceptional customer service and actively seeking referrals,  

you increase your chances of being included in the buyer’s list.
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Targeted Marketing and Thought Leadership
To capture the attention of potential buyers early on, your marketing efforts should focus  

on targeted campaigns and thought leadership initiatives. By understanding your target  

audience’s pain points and challenges, you can create valuable content that addresses  

their specific needs. Publish blog posts, eBooks, webinars, and case studies that showcase  

your expertise and highlight your unique value proposition. By positioning your business  

as an industry thought leader, you increase the likelihood of being considered  

in the initial vendor selection process.

Competitive Differentiation and Added Value
In a marketplace where buyers often have multiple options to choose from, it is crucial  

to differentiate your business from the competition. Clearly communicate your unique  

selling points and how your offerings stand out from the rest. Highlight the value your  

solutions bring to the table and emphasize the positive outcomes your customers have 

achieved. By showcasing the added value your business offers, you enhance your chances  

of being shortlisted and ultimately chosen by buyers.
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Conclusion

The statistics speak for themselves: 80% of B2B buyers enter the market with a set  

of preferred vendors, and 90% of them end up selecting one of those initial choices.  

These numbers highlight the importance of positioning your business as one of those  

preferred vendors. By focusing on brand building, cultivating relationships, targeted 

marketing, thought leadership, and competitive differentiation, you can increase 

your chances of making it onto the buyer’s initial list. This early recognition significantly  

enhances your opportunities for success, enabling you to win the battle for B2B buyers  

and secure a competitive edge in the marketplace.
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DEMAND.com is revolutionizing performance marketing 
and demand generation by adding in the missing piece:

We align our success to the success of our leads and our clients.
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