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In B2B Purchasing, Less May Be More

Buying decisions are increasingly complex
in today’s B2B solutions purchases. More
stakeholders are becoming involved in the
process, and a growing surplus of infor-
mation could be overwhelming to buyers.
It’s important to arm B2B customers with
information and options to make the best
decisions, but how much is too much?
Research by CEB Global, an Arlington,
Va.-based best practices insight and technol-
ogy company that works with businesses
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worldwide, has found that most sales profes-
sionals believe that the more information a
consumer has, the simpler their decision-
making process will be.

However, having a lot of data and many
possibilities can muddle the buying process.
And it can be further complicated if the num-
ber of decision-makers rises. On average,
about seven people are involved in a B2B
purchase, according to CEB and, while this
can be helpful in studying options, it can also
add complexity — a company’s purchasing
manager may want to perform additional,
lengthy competitive analysis, while a CFO
might meticulously examine the ROI. Such
in-depth review can add time to the process
and, subsequently, delay the purchase. It’s an
obstacle that an increasing number of buyers
are facing, and one that B2B suppliers and
sellers may want to help eliminate.
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THE FULRE OF THE INDUSTARY

The responsiveness of B2B suppliers and
sellers to the needs of their customers can be
crucial. Based on those needs, information
and possible options can guide decision-
making, but too much of it can have a nega-
tive effect. In a 2015 CEB report (including
a survey of more than 600 B2B buyers), in-
formation overload was driving an 18 percent
decrease in purchase ease. “Piling on more
information and options just makes things
harder,” according to CEB.

Too much information can trigger addi-
tional searches for even more information to
sort through; it could also magnify perceived
risks and stakes, and prompt buyers to ques-
tion the importance of a purchasing decision.
Similarly, presenting too many options could
raise the opportunity and cost of making a

Continued on Page 2

Photonics Media IS Photonics Spectra, BioPhotonics, EuroPhotonics, Industrial Photonics, Photonics Showcase, Photonics Buyers’ Guide and Photonics.com.



Continued from Page 1

decision, and heighten anxiety and expecta-
tions for finding an ideal solution.

Guiding Decisions

A prescriptive approach to customer needs
can be more effective, the CEB report states,
thus making the entire purchasing process
simpler. About 86 percent of companies it

surveyed experienced an increase in purchase

ease with a guided approach. Deciphering
for customers the most pertinent information

amid a vast sea of data, as well as determin-
ing the most viable options, allows the devel-
opment of effective buyer strategies.

Many companies are expressing insecurity
when it comes to their purchasing decisions.
Purchase regret is leading buyers to question
their choices, due largely to excess informa-
tion and too many options. This is where a
prescriptive approach by the seller/supplier
is key.

A report by Salesforce — a customer

relationship management platform that
provides cloud-based applications for sales,
service and marketing — says that buyers
who are overwhelmed are much more likely
to question their selections. Some purchas-
ing decisions are deferred because of that
uncertainty.

Guiding buyers toward clear, optimal
choices can reduce insecurity and potential
regret, ultimately bolstering confidence in
their decisions.
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Knowledge: A Tool for Sales Success

If you haven’t done so lately, please take your sales staff out to a nice lunch. Overall, technology has
made life easier — both personally and professionally. Now everyone has a personal assistant, of
sorts, in their pocket to take care of their scheduling. Businesses can communicate with customers
across the world at the speed of light. But there has been one task that has become immensely dif-
ficult across the board, and that’s selling.

Over the past 20 years, there has been a massive knowledge shift from the salesperson to the cus-
tomer. Now to be clear, this is not a bad thing; it's just something that has made your sales staff’'s
job harder.

Customers have most (but not always all) of the knowledge available to them now before they even
reach out to a company to purchase something. That sliver of knowledge that the customer doesn’t
have can be anything from the financial stability of your company, commitment to delivery times, or
any one of the technical facets of your product or service. Today, a sales staff must be well-versed in
all aspects of a company’s dealings.

The increasing number of decision-makers involved in a sale can complicate the process and poten-
tially hinder fully educating the buyers. So you can understand why, at times, your sales staff may be
sweating.

Here’s how you can help: Take them out to the best lunch place in town and let them know that you
understand what they’re up against. You can take that one step further and also support them with
a sound marketing campaign to help their job of growing your company’s revenue — when a compa-
ny has a strong brand presence and/or a series of educational advertisements, it can make things

easier.

Get your future customers the information they need now, prior to a customer ever talking to your

salespeople. This, in turn, can accelerate the buying process.

Ryan F. Laurin
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Guiding Buyers to Success

It's no secret that the complexity of B2B decisions can be overwhelming. Buy-
ers must sort through massive amounts of information and data, and a plethora
of purchase options. It can be confusing. But there are things to consider while
working to make the process easier and more beneficial.

First, it’s critical to understand what the B2B buyers’ needs are, according to the
American Marketing Association, and also how decisions are being made based
on those needs.

Determine the buyers’ level of knowledge about a product or service. Under-
standing what the customers know will help you understand how to guide them
toward the best decisions. Based on that, dive into your own information search
and consider all possible options and alternatives. Presenting only the most
relevant information can simplify the entire B2B buying process.

It can also be beneficial to take advantage of sales and marketing services such
as those offered by Photonics Media. The company is now partnering with B2B
sellers and suppliers to reach the best buyer prospect pools, including with key
decision-makers at various organizations worldwide — among them are 3M, BAE
Systems, Johns Hopkins University, Mayo Clinic, Lawrence Livermore National
Laboratory, MIT, NASA, NIST, Sandia National Labs, Thermo Fisher Scientific,
Fraunhofer, and the University of California. And with such wide reach, partner-
ing with Photonics Media gets your message to multiple decision-makers indus-
trywide at one time.

Visit www.photonics.com/mediakit to learn how such a partnership
can benefit your company.
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The Next Level of Marketing: Webinars

Let Photonics Media bring your leadership and know-how to the next level with
webinars! Put your expertise in the spotlight, while drawing highly qualified attendees
from our large global audience and building leads.

Custom webinars allow you to be the sole sponsor. You develop the topic; we promote it,
gather the audience and produce a successful presentation. Photonics Media helps you
personally connect with attendees who are interested in your work and products. Sponsor-
ship of Photonics Media editorial webinars is another option, helping to associate compa-
nies with specific fields and technologies.

Photonics Media webinars ...

...are a popular web series meant to educate the industry.

...feature cutting-edge technology and products.

...tout more than 3,600 attendees in the past 12 months,
with consistently high registration-to-attendance ratio.

...offer full-contact lead generation.
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For more information, to register for a webinar,
and to access on-demand webinars,
visit www.photonics.com/webinars.

of technologies, applications and markets.

The Photonics Media Bookstore... Check it out!

The new Photonics Media Bookstore is open, and now adding new books, digital webinars and other
educational resources such as compilation books that draw from Photonics Media magazines. Among
such books is Optical Biomedical Imaging — a reference work that offers in one place a broad survey

Others include Lasers in Industry and Optical Fabrication, both designed to be reference tools
. and resources for learning. Additional compilations will be available soon.

Visit store.photonics.com!
And while you're there, check out other books, posters, courses and

Lazers in Industry webinars covering research, applications and business development.
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