
of the time, buyers purchase from sellers who offer 
insights and a clear path to value.
Forrester Research

of B2B buyers believe sellers focus on driving 
“valuable” end results for buyer
Forrester Research

only
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My product 
is amazing!

I have 
business
challenges

I understand
buyers challenges
offering targeted
solutions 

The seller offered
me valuable 
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forward to the 
next meeting 
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