Business value
VS

Personal value




of B2B customers

say they have wanted to buy
a new solution but haven’t
spoken up for fear of risks

of B2B buyers
see a business value

But just of
B2B buyers perceive a
real difference in B2B
supplier offerings

Only of prospective
customers think B2B brands
provide a personal value

m ‘ Business value vs Personal value

-

, emotions matter even more then logic and reason

VS

.

Personal vale has as
much impact as a business
vale does

of buyers who
see a personal value will pay
a higher price for a service

Only of buyers
who see NO personal value
will pay a higher price for a
product

of buyers who
see a personal value will
purchase a product
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