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YOUNGER B2B BUYERS ARE
ACCELERATING THE DEMAND FOR
MORE DIGITAL COMMERCE

A survey by Digital Commerce 360 and Fo eals tha ty g r B2B buyer p edominantly make up
the teams responsible for corporate pu h Nng o fg ods and s s within the gamzanns
S yd ta eals a fascinating trend: toda y purchasing managers and procurement teams are
gly | d byy g mpl oyees who are dr iving a shift tovvarols greater digital interaction with
|o|o| s. This new ge of B2B buyers is transforming corporate purchasing by prioritizing seamless,

th ylt.

How do business buyers primarily
communicate with sellers?
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“OF BUSINESS BUYERS
USE EMAIL AS THEIR
PRIMARY  MEANS  OF
COMMUNICATING ~ WITH
SELLERS

following Email, the next
oreferred method is
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