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DEEP DIVIN
“WITH CRUSADERS

We set out on our most recent B-Side expeﬂltlon.
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THE MISSION: Tracking and examining the purchasing behaviors
of Small Business Crusaders. Let’s dive in.

THE CRUSADER’S
SHARK-LIKE MENTALITY.

w s

Constantly moving forward Actively looking for information Consumes content with
that can help their business a focused mindset
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CRUSADERS FEEL
THE PURCHASE
PROCESS HAS CHANGED.
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Say purchas Say they shop SEVALLY Syt
process has chan g ed more on line more |nfo more digital

in the last decade
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CRUSADERS ARE

CONSTANTLY
ON THE SEARQH.
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~eye out for anything that looks goo
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Of crusaders plan ahead for
critical business purchases

70%

Do online research
before buying

Information
they search for:
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Price
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Comparisons

CHEWING

ON INFORMATION,
BUT NOT READY TO
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7 O/ Of Crusaders do not move from
O research straight to purchase
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83%  29%

smartphone for business purchases

Most important
decision influencers:

65%

Price

33%

History / experience

30%

Brand

READY TO
BUY-T.
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A SUCCESSFUL TRIF

Don’t guide them, attract them

Clearly communicate your value K

Make purchasing easy
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Curious how we got here? Looking for additional insights into the Crusader Small Business owner?

Be realistic with budgets
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We’ve got you covered. Download the full study, B-Side Marketing — Vol. 14 2017 North America
thecargoagency.com/insights. Or better yet, drop us a line at bside@thecargoagency.com



