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People choose based on 
feelings, then backfill with logic





Buyers are Overcommunicated



Buyers are Overcommunicated

“I get 30-50 solicitations a week.”

“I receive a dozens pitches a day –
all saying the same thing.”

“I receive 10+ emails a day from suppliers and 
most are just generic sales pitches.”



What is the logistics buyer’s 
biggest frustration with marketing 

and salespeople?



Generic Pitches



“ When someone uses a phone call or email to start selling, I shut 
down. They’re showing me they’ve done no homework and know 
nothing about me.” 

“ I get 30-50 solicitations a week. For those who show me they’ve 
done some homework, I may give them some time.” 

“ It’s not hard to learn, in a couple of minutes online, that we ship 
very large, sensitive equipment from our Florida plant. If you’ve 
done similar flatbed work in this lane, I might talk to you.” 





How do logistics buyers prefer to 
be contacted?



Preferred Contact Methods



Which information sources do you 
rely on to say current on logistics 

strategies and news?



Preferred Information Sources



Think about the last time you reached 
out to a logistics business. What led 

you to reach out?



Top 5 Triggers for Reaching out to 3PL

Recommendation by colleague 27%

Relationship with salesperson 16%

Internet search result 15%

Trade shows/conference meeting 11%

Strong reputation for the service/ 11%
product I needed
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Channels with best lead-to-sales ratio

Referral 10.99%

Partner 4.54%

Inbound 3.82%

Paid marketing 2.98%

Source: Marketo
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Sometimes the worst person 
to tell your story is you



What percent of logistics 
executives prefer to watch a video 

vs read an article/paper?



Prefer to watch video?



What percent of logistics 
executives will NEVER respond to 

email pitches?



Execs who will NEVER respond to email pitch



What percent of logistics executives 
will provide contact info in exchange 

for useful content?



Execs that will exchange contact info for content

https://www.weberlogistics.com/logistics-in-california-stay-compliant-regulations


OK, now what?



Cynical, overcommunicated buyers

Logistics services are bought, not sold

The key: getting found

Smart positioning Content



Empathy

Cynical, overcommunicated buyers

Logistics services are bought, not sold

The key: getting found

Smart positioning Content



Got Empathy?
(Talk to your customers)



Any Questions?

DOWNLOAD THE 
RESEARCH REPORT AT:
logisticsmarketing.com/2020survey

Contact jim@
logisticsmarketing.com

Jim Bierfeldt
President
Logistics Marketing Advisors

http://logisticsmarketing.com/2020-survey
mailto:jim@logisticsmarketing.com


It’s easier to market 
“different” than “better”



















http://www.bulkconnection.com/



