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What buyers value

78% 
Buyers most value suppliers who listen and explain the business impact

47% buyers value solutions tailored to their industry

41% will not buy when benefits are unclear

Data sample: buyers across 573 unique organisations. Confidence level 95%



Buyers do not want more suppliers

They want 
better partners



Understanding must evolve

2024

Cloud modernisation
Infrastructure
Process improvement

2026

Wireless connectivity
AI equipment
Sensors
Analytics

Manufacturing sector

Understanding a sector once is not enough



Verticalisation

INDUSTRY 
+ 

BUYER BEHAVIOUR
Focus on where money is spent 
and how it will be spent



A generic pitch displaces nothing

Understanding the buyer
changes that



The buying environment is changing

Demand remains strong

IT budgets

7-10% of turnover

72% 
prefer to buy from channel partners

Buyers are spending. 
But they are choosing fewer partners.

Supplier consolidation

84% 
say supplier consolidation matters

Suppliers per buyer

5     1-2



Buyers do not want more suppliers

They want 
better partners



Same sector, same problems

The problems stay the same.  

Only the scale changes.

Manufacturing Production continuity

Retail Customer experience

Construction Site connectivity

Legal/ Account Data security

Across  Small  | Mid  |Large  organisations



Verticalisation framework

Industry context
(technology trends, economics, regulations)

More relevant conversations
(clearer value and stronger positioning)

Buyer behaviour
(priorities. Budgets, risk tolerance)



Example vertical: construction



Turning vertical insight into sales productivity

Vertical data
(priorities, blockers, investment intent)

Opportunity qualification
(clearer value and stronger positioning)

Sales engagement
(buyer pain, desire, valued next step)



Sales engagement briefing



Data-driven lead qualification

Commercial opportunity
(consistent, ranked, latest sources)

Strategic fit
(why you)

Budget signals
(affordability evidence)



Lead qualification



Buyers do not want more suppliers

They want 
better partners



The channel does not win by talking to everyone 

It wins by being 
exceptionally relevant to the 
right customers



Verticalisation that wins
Choose the right sector. Understand buyer behaviour. Use data to drive the deal.
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