Perceptions, not fact, drive the top barriers to purchase. - f-,
Perceptions of higher price and narrower product selection wsmﬂ;m%
2009 S

can be addressed.

__ gasons for Not Purchasing From Independently Owned Office Supply
W\ Company More Often

| believe they are too-high priced - 34%

Their product selection is not as big as the national chains - 32%

No one has ever asked for my business - 30%

26% do not purchase
Do not have a website - 19% p

because of the
| don't like their website - it's hard to find the products | need l 7% website

I don't like their website - it's not as professional as the national chains I 6%

| don't want sales reps coming to my office 25% do not want to be

| don't care to talk with sales reps in-person - 15% contacted in-person
| believe they don't have the resources to serve me - 21%

My management says | need to buy from a national chain . 11%
Shopping at a store is easiest for me . 10%

Their senvice is not as good as the national chains I 6%

| would rather just order via phone
Q.16: Why don't you purchase from a local independently owned supplier more often?

Information collected in Phase 2 of the Vision 2009 Study.

Research conducted by Synovate.



