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Executive Summary
An increasing number of information technology 
companies are working to form ecosystems, which 
engage in partner marketing to target Business to 
Business (B2B) buyers who are increasingly moving their 
buying journey online. This insight research aimed to 
understand how digital partner marketing impacts the 
buyers’ intent to purchase at the different stages of their 
buying journey, using academic research and in-person 
qualitative interviews with B2B technology buyers. 
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Introduction 
Information technology’s global spend is forecast to 
total $3.8 trillion in 2021 (Gartner, 2020) and is becoming 
more interconnected with a rising number of companies 
working together. In a report by McKinsey (2020) discussing 
ecosystem 2.0, they predict that technology businesses 
collaborating and working together will only increase. 
The result is that leading technology businesses are 
increasingly offering a combined set of IT solutions and 
services targeting business to business (B2B) buyers. These 
buyers go through a purchasing process (Kotler, 2008) 
covering: awareness, interest, evaluation, trial, and adoption. 
Increasingly, parts of this process are happening online. 

• 

• partner company’s lack of joint marketing engagement 
through the RACE (Dave Chaffey, Smart Insights) online buying journey
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• There’s also the lack of quality joint content

• the complexity of the B2B buying journey is also an issue
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Does digital 
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impact the B2B 
buyers’ intent to 

Is Systems 
Integrator digital 
marketing more 
effective with or 
without partner 
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Where in the B2B 
tech buying journey 

should I focus partner 
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#1.  Why are B2B marketers not 

“ The sum is stronger than the individual part. It means 

you have got access to a guaranteed level of knowledge 

B2B Technology Buyer

B2B Technology Buyer

of the partnership. It feels like it’s coming far stronger from 

B2B Technology Buyer
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#2.  Partner marketing creates the 
greatest impact at the start 
of the buying journey

“ I think probably more likely in the earlier 
stages of understanding what people have 
done before. I think it will probably have 
less impact in terms of partner marketing 
towards the latter stages because you 

B2B Technology Buyer

“ I think you want updates. General product 
updates of what is coming further down 
the line? Yeah, it is interesting, especially 
if the technology is relevant to what you 

B2B Technology Buyer
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#3.  Joint digital presence 

“ They have got a product on their 
website which is mentioned in four 
different guises doing six different 
scenarios. Is that four products, is 

B2B Technology Buyer

“ I’m often a little wary about 
websites because most 
organisations wouldn’t dream of 
putting a case study up on their 

B2B Technology Buyer
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#4.  A missed opportunity to 

bottom of the funnel

“ The hook for me is that they’ll give 
me insight. They’re always looking 
to offer me and tell me things that 
they think I do not know. They are 
sort of quite tantalising.“ 
B2B Technology Buyer

“ Getting a demo of the tool, then 
YouTube can be a quite useful tool 
to sort of getting somebody to walk 
you through how it works or use 
it as a starter for ten on how this 

B2B Technology Buyer
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“ About how these companies 
work together. Person-to-person, 
organisation-to-organisation, 
versus just how their products 

B2B Technology Buyer

“ Do not just sell me product and 
walk away from it. Be incentivised 
such that it delivers an outcome 

B2B Technology Buyer
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“ That they start with a solution brief, sort 
of like a general objective and aim, and 
you would sort of break that down into 
technology components and service 
management components. It may be a 
technical architect’s job, probably potentially 

B2B Technology Buyer

“ It is the sponsor that’s looking to do 
something, and that could be virtually 
anybody in the organisation from one of 
the prominent areas such as operations, 

B2B Technology Buyer
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“ Word of mouth tends to be exceptionally useful 

the players are, knowing who the vendors are, 

B2B Technology Buyer

“ Traditionally, it would have been a phone call 
or email followed up by a face-to-face meeting, 
usually. But nowadays, I would say it’d probably 

B2B Technology Buyer

#7.  Peer to peer the most trusted 
source of recommendation
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The following framework is designed to assist B2B partner 
marketers to conduct digital partner marketing in a best 
practice manner.

The foundation for effective B2B partner marketing focuses 

• 

• 

• 

• 

The foundations: B2B Technology Partner Marketing

The engagement: The role of social media marketing in the B2B Partner marketing buying process

 The execution: The B2B buying process and the role of partner marketing

Pillar 2: Delivering relevance

System integrator digital marketing is more effective when all the partners are included because 

Focus execution on delivering relevant partner marketing content and stories to the B2B buyer through their preferred digital channels. 

ecosystem story augment
disconnected  

it creates doubt credible solutions/people. 

trusted peer group
C-levels on the value 

to their business 
Word of mouth 

eWOM
Technical buyers 

educational insight. 

REACH 
Google, LinkedIn, Analysts  

and 
ACT Tech Talks and  

Self service

CONVERT and ENGAGE 

human aspects 

relevant industry case  
studies 

skin in the game
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Delivering relevance
The execution focuses on delivering relevant content 
and stories to the B2B buyer. 

• 

• 

At the Act stage of the journey, it is advised to:

• 

• 

At the Convert and Engage stages it is important to:

• 

• 

•

• 
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The engagement phase concentrates on the complex 

peer group for a target B2B buyer and utilising this for 
B2B partner marketing. It requires:

•

• 
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