
PROS worked with Hanover Research to survey 71 B2B Buyers who are 
responsible for purchasing from distributors on how they have been 

affected by COVID-19. In B2B, the coronavirus pandemic is accelerating 
digital buying and driving preference for distributors that can provide a 

fast, personalized response.

Distribution Buyers want fast, self-serve, 
personalized options. Is your business delivering?
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Get the full report on changing purchasing trends in the 
COVID-19 B2B Buyer Trends Report

13% have not seen 
COVID-19 impact their 
business’s purchasing

44%Have accelerated 
purchasing 

44%
Have decelerated 

purchasing

The Impact on B2B Purchasing is Mixed

Yes, somewhat

No, not at all

Yes, a great deal

52%

27%

21%

Have your vendor 
preferences changed 

due to current 
conditions?

7 out of 10 Buyers are Shifting Their Wallet Share

Top Reasons for Changing Vendor Preferences

Extremely or 
somewhat 

likely to switch

Neither 
unlikely or 

likely to switch

Somewhat or 
extremely 
unlikely to 

switch

68%

21%

11%

How likely are you  
to switch to a 

vendor offering 
dynamically 
personalized 

pricing?

2 out of 3 Buyers Would Switch for Dynamic Pricing

How Prepared Were Your Vendors to Support You Virtually?

Only 3 Out of 10 Buyers Said Most of Their
Vendors Were Well-Prepared

Most were under-prepared, and we had 
to seek new vendors as a result 4%

Most were under-prepared, but adjusted 
quickly to accommodate the new conditions 24%

About half were well-prepared and had 
already enabled digital purchasing channels 42%

Most were well-prepared and had already
enabled digital purchasing channels 30%
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THE ACCELERATED B2B  
DIGITAL SHIFT IN DISTRIBUTION 

COVID-19 is Accelerating the Shift to Digital Purchasing

% of Businesses Purchasing Primarily Digitally (i.e. >50% of spending through digital self-serve channels)
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30%
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31%

Post COVID-19

39%

26% expected increase 
in digital B2B buyers

Better Digital 
Purchasing Experience

40%

Supply Availability

40%

Competitive Pricing

38%

The Top Challenges in Working with Existing B2B Vendors

35% 32% 31%
Inconsistent, highly 

variable pricing
Slow, inefficient 

responses
Pricing is not competitive 

or market relevant

https://resources.pros.com/ebooks/how-covid-19-change-b2b-buying



