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Alastair Kane Search Marketing addressed a critical misconception among B2B technology companies

regarding the true duration of enterprise buying decisions and the corresponding role of search visibility in

these extended purchase cycles.

The consultancy emphasizes that B2B technology companies with complex products, high switching costs,

and multiple stakeholders often underestimate the actual timeline of their customers' decision-making

processes. Research and evaluation frequently occur over months or even years, with potential buyers

conducting discrete searches and building trust gradually through repeated exposure to consistent

information.

This reality fundamentally changes how search marketing for B2B tech should be approached and measured.

Rather than focusing on immediate conversions or rapid lead generation, the most effective strategies

recognize that buyers revisit search results multiple times throughout their journey, seeking validation and

building confidence with each interaction.



"B2B technology purchases involve significant risk and investment, which naturally extends the evaluation

period," stated Alastair Kane, founder and principal consultant. "Decision makers don't simply search once

and buy. They return to search engines repeatedly over time, checking different aspects of solutions,

verifying vendor credibility, and building internal consensus. Success in this environment means being

consistently present and helpful at each of these moments."

The consultancy's approach reflects a deeper understanding of how trust develops in B2B technology

markets. When switching costs are high and implementation affects multiple departments, buyers proceed

cautiously. They conduct research privately, often without revealing themselves as prospects until late in the

process. This invisible evaluation phase can span quarters or longer, during which search visibility serves as

a form of persistent credibility rather than a direct response mechanism.

For technology companies accustomed to measuring marketing effectiveness in weeks or months, this

perspective requires recalibration. The value of search visibility compounds over time through repeated

impressions and interactions, building familiarity and trust that ultimately influences purchase decisions made

far in the future.

"The companies that succeed understand they're playing a different game entirely," added Kane. "They

recognize that being discoverable during early research phases, even when buyers aren't ready to engage,

establishes the foundation for eventual selection. Each search result appearance contributes to a cumulative

impression of reliability and expertise."

This long-term orientation is particularly beneficial for companies selling enterprise software, infrastructure

solutions, or specialized technology services, where implementation risks are substantial. In these markets,

the buying committee typically includes technical evaluators, financial decision-makers, and end-users, each

conducting independent research at different stages of the process.

Alastair Kane Search Marketing specializes in SEO and PPC consulting for B2B technology companies. With

over a decade of experience in search marketing, including previous leadership as Head of Search at a B2B

marketing agency, the consultancy works with select clients to develop search strategies aligned with

extended B2B buying cycles. The practice focuses on building sustainable search visibility that supports

complex, multi-stakeholder purchase decisions in technology markets.

###

For more information about Alastair Kane Search Marketing, contact the company here:Alastair Kane Search

MarketingAlastair Kane07826 325738al@alkane.marketingMerton Rd Southsea PO5 2AEUnited Kingdom



Alastair Kane Search Marketing

Alastair Kane is an experienced B2B search marketing consultant who has been helping B2B businesses with SEO and

PPC since 2011.
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