
MOBILE AND THE B2B BUYER

56% of B2B customers read reviews via mobile

55% read product details

50% compare features 

48% compare prices

 of executives use 
smartphones on a 

day-to-day basis, but more 
and more they’re switching 

to tablets for their 
business-related tasks 

of executives say that they've 
purchased a product or service for 
their business directly from their 
mobile device over the past six 
months. The same number of 

executives say that they have used 
mobile to research purchases 

exceeding $100,000 

of executives are comfortable 
making business-related 

purchases on a mobile device 

 of executives use 
smartphones and tablets 

to look up product or 
service information upon 

first learning of an o�ering. 

say they are still 
referencing information 

from their mobile devices 
when a purchase decision 

needs to be made 

90% 70% 33%

52%25%

a purchase
under $1,000

a purchase between
$1,000 and $4,999 

a purchase between
$5,000 and $9,999

 a purchase between
$10,000 and 

a purchase over
$100,000

New record for total

online video consumption

of mobile internet users say 
that they’ve encountered a 
website that was too slow 

to load. 

percentage of users who 
have turned to a 

competitor’s site a�er a bad 
mobile experience. 

of users say they won’t 
recommend a business 
with a poorly designed 

mobile site. 

is the amount conversions can 
be reduced as a result of a 1 

second delay in page response.

in lost sales could potentially 
result from a 1 second page 

delay on an e-commerce site 
making $100,000 per day

of people abandon a web-
site that takes more than 3 

seconds to load. 

of mobile web users say 
they’ve encountered a 

site that crashed, froze, or 
showed an error. 

of mobile internet users say 
that they’ve encountered a 

website that wasn’t available.

MOBILE MATTERS IN B2B

EXECS LOVE MOBILE

USER EXPERIENCE IS CRITICAL

SOURCES

MOBILE VIDEO GROWING FAST!

consumers 
expect a web 

page to load in 2 
seconds or less.

More than 85% of B2B buyers
in 2014 say they strongly or somewhat 
agree that they require mobile opti-
mized content, compared to almost 
69% in last year's survey

55.8% of B2B buyers
frequently use smartphones and 

frequently use tablets42%
to access web based content

of videos videos viewed 
on a mobile device
reach 75% completion

growth in the consumption of 
video on mobile - overtaking 
tablets (Q2 '13 vs Q2 '14)

16%

56% of B2B professionals view
videos on their mobile devices

59%

of video views now occur
on mobile devices>26%

The number of times more likely 
a video at 25% completion is to 
reach 75% completion on a 
desktop vs a mobile device

3x

 of executives will use mobile devices as 
their primary business platform over the 

next three years 

of executives say they did not make a purchase 
because mobile website or app was hard to see, 

read or navigate on a mobile device 37%
of executives confirm that a bad mobile 

experience makes them less likely to engage 
with a company 73%

 of executives say a bad mobile experience 
makes them more likely to go to a 
competitor’s site or use their app 

 of executives say a mobile-friendly site 
makes them more likely to buy from or 

engage with a vendor

of executives want mobile sites to o�er the 
functionality of a full website, comparable 

to PC experiences 

61%

66%
63%

51%

47%

38% 40% 

51% 

73% 

GO MOBILE OR GO HOME
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7%
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32% 27% 23% 14% 4%

Percentage of executives who made purchases of 
varying amounts on mobile devices in the past six months

http://www.actuanglobal.com/?utm_source=pdf&utm_medium=infographic&utm_content=logolink&utm_campaign=b2bmobile

