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The top IT products and services that IT buyers decide to  
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WHAT ARE THE STAGES OF THE IT BUYING PROCESS
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and then Renewal. 

 

 

 

Renewal stage.  
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WHAT ARE THE TYPICAL BEHAVIORS OF AN IT BUYER?
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DIFFERENT ROLES OF THE IT BUYER 
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SNAPSHOT OF THE CHALLENGES FACED BY THE  
IT BUYERS AND THE ACTIONS THAT SHOULD  
BE TAKEN BY THE IT MARKETERS

CHALLENGES ACTION

-

 
decision alone

-
 

-

 
relationships
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WHO IS AN IT MARKETER? 

-

-
 

-
ship and Lead Generation. 

 

 

Types of Content Consumed by IT Marketers 
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WHAT DO IT MARKETERS REQUIRE  
TO REACH OUT TO IT BUYERS? 

comparison charts -
 

make their product Data sheets attractive -

 

3. White papers and business cases

-
 

 

respect the buying process of their IT buyers. As per a recent Gart-
-

 

 

Cost of the product
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WHO ARE THE TOP IT VENDORS? 

As per Gartner, some of the top IT vendors of 2016 in Tech Go-to-Market

1. Datanyze (www.datanyze.com) - 

 

2. Demandbase (www.demandbase.com) - 

and segment level. 

-

-
tions. 

 

5. Showpad -

IT Vendors in Data-Driven Marketing 

1. Everstring (www.everstring.com) 

 

2. Radius (www.radius.com) -
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WHAT IS IT SPENDING? 

 
 

-

 

-

-
est-growing categories. 

-
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WHAT ARE THE TECHNOLOGIES THAT ARE OF INTEREST TO 
THE IT MARKETERS AND IT BUYERS? 

-
 

 

 » The innovative toys
 »

behind.
 » The Pocket VR

 »

 » The Withings Thermo,

 » -

 »
 »
 »
 » The Lumo Run shorts and capris,

 » The PetBot

treat.
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WHAT ARE THE TOP B2B MARKETING PRIORITIES FOR THE 
IT MARKETERS AND IT BUYERS? 

-

-
ing their campaign priorities.

WHAT IT BUYERS USE VS. WHAT TECH  
MARKETERS PRODUCE? 
 

-

investments.

WHAT IS THE GAP IN PROVIDING INFORMATION BY THE IT 
MARKETERS?

-

WHAT IS TRUST FACTOR OF THE IT BUYERS? 

-
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CONCLUSION

-
-
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