
SOLUTION: 
Enhancing products / services

■  How do we better address the challenges
faced by customers, e.g. health & safety, 
productivity, etc.?

■  How can our off ering better serve a more 
remote, virtual b2b audience?

■  How can our off ering help customers
become more effi  cient and successful?

■  How are diff erent user needs and behaviors
(as a result of the new normal) impacting 
expectations of our solutions?

■  How could we expand our service off ering to 
capture more value given changing market 
dynamics, e.g. online learning / training?

■  How do concerns around the likes of social 
distancing transform our sales / support and 
product delivery?

■  How can we better prepare for demand post 
COVID-19, based on anticipated market needs 
and extended purchase cycles?

Preparing For The New Normal 
Business Insight Audit
The COVID-19 pandemic has confronted every type of business with unprecedented challenges. However,
as we adapt to the new reality, we fi nd comfort in knowing that we are all in this together, and that we can
get through it with strategy, agility and courage.

At B2B International, we are committed to enabling B2B brands to succeed through the power of insights. 
Based on our multi-industry experience, we have identifi ed the questions marketing, strategy and research 
professionals must be asking of their business right now, to better prepare for what lies ahead.

This Business Insight Audit serves as a self-assessment checklist, enabling you to determine knowledge gaps 
and critical topics to address with your leadership across the SAVE framework (based on the 4 Ps):  

ACCESS: 
Strengthening the route to market

■   How do we become the go-to brand in
the path to purchase over other providers?

■  How do we optimize the customer
experience with our ecommerce off ering?

■   How can we reach prospective buyers
through additional digital channels?

■  How can we strengthen the supply chain
e.g. through alternative suppliers,
component substitutes, etc.?

VALUE: 
Optimizing pricing

EDUCATION: 
Improving communications

■  How do we instill confi dence in our customers 
that we are a safe bet for the long-term?  What 
do they need to hear in terms of our fi nancial 
stability, operational stability, supply chain 
stability, etc.?

■  How has decision-making changed in view of 
the pandemic?  How does this infl uence who we 
reach, how we communicate to them, what we 
say, when we approach them, etc.?

■  How could our brand help inspire a more 
positive outlook?  How do we ensure we are 
seen as forward-thinking, helping markets 
prepare for the post COVID-19 era?

■  How do we position ourselves as thought leaders 
with the latest information of relevance on the 
coronavirus, and as business partners to help 
our customers get through these tough times?

Our B2B research consultants are available to discuss any knowledge gaps and the most
appropriate insight method for your business and specifi c needs. 

Contact us at info@b2binternational.com to fi nd out more.

a company

■   How do we ensure we sell on value versus
get caught in a commodity trap?

■  How can we optimize our pricing strategy
or model, to better adjust to current
market conditions?

■   How can we off er more attractive
payment terms?


