A Look Ar BIB
Executives' Changing
Content Preterences

Demand Gen Report’'s Annual Content Preferences Study has become a critical trend piece
for B2B marketers to gauge shifting consumption patterns. Because content offers are
central to campaign success, marketers are keenly interested in what drives people to click
through and complete contact forms.

Content4Demand found some common threads among changing preferences — including a
growing interest in shorter formats and interactive content.

Here are some of e highlignts:
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Sharing with

The preferred channels for sharing content are:
colleagues
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B2B buyers generally expect quick, ungated suggest vendors package
access to content such as: related content together
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suggest vendors make
content easier to access

via shorter forms
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Learn how Content4dDemand is helping top B2B brands address these
changing trends in content consumption by creating interactive, engaging
content pieces that get prospects to click, engage and convert.
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