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European Small and Medium Business Buyer 
Strategies 
AN IDC CONTINUOUS INTELLIGENCE SERVICE 

IDC's European Small and Medium Business Buyer Strategies service focuses on key market dynamics impacting 

ICT buying behavior in organizations with less than 1000 employees in Europe – including traditional SMBs as well as 

digital-native startups. Our analysts provide insight into when and where the most active small and medium business 

(SMB) segments are likely to generate ICT business growth, who they are buying from, how they are responding to 

digital transformation and advises vendors on effective go-to-market strategies to target this segment. 

Markets and Subjects Analyzed 

 Segmenting the SMB sector by industry, geography, size of 

company and digital maturity  

 How the market is evolving and key business priorities and 

challenges  

 The future SMB – an analysis of the technologies required to adapt 

to a shifting technological ecosystem and the opportunities this 

presents  

 How SMB and Startups are adopting 3rd platform and innovation 

accelerator technologies 

 SMB channel – strategies for building an effective SMB channel 

strategy 

 New routes to market – how SMBs are using cloud marketplaces 

and other new routes-to-market 

 SMB skills and future of work 

 SMB digital maturity and the road to digital transformation 

 Digital native versus traditional SMB – how do they differ 

Core Research 

 European SMB IT Spending Forecasts 

 IT Budget Dynamics, Channel Selection, and Vendor Satisfaction  

 Business and IT Priorities for European SMBs 

 3rd Platform and Innovation Accelerators in European SMBs 

 The Future SMB  

 SMB Taxonomy  

 

In addition to the insight provided in this service, IDC may conduct research on specific topics or emerging market segments via research offerings 

that require additional IDC funding and client investment. To learn more about the analysts and published research, please visit: European Small 

and Medium Business Buyer Strategies. 

Key Questions Answered 

1. Who is the SMB? How do you segment the SMB market and how 

is it evolving, how does it vary by industry, geography, size of 

company and digital maturity? 

2. The Future SMB - How is Digital Transformation shaping the way 

SMBs do business, how mature are they and how will the market 

evolve over the next 12 months? What opportunities can 

technology unlock for SMB? 

3. Start-Up versus traditional SMB – how do they differ and how do 

you engage effectively with both? 

4. Effective SMB strategies – how to define go-to-market strategies 

that address key obstacles facing SMBs and leverage the channel 

and cloud marketplaces to effectively engage with this segment? 

Companies Analyzed 

IDC's European Small and Medium Business Buyer Strategies service examines how ICT providers are positioning themselves to compete in the 

European SMB market. This service reviews the strategies, market positioning, and future direction of providers in the European SMB market 

across all technology areas, typically including vendors such as: 

Amazon Web Services, Apple, BT, Capgemini, Cisco, Dell, Deutsche Telekom, Exact, Fujitsu, Google, Hewlett Packard Enterprise, HP Inc., IBM, 

Infor, McAfee, Microsoft, Oracle, Orange, Sage, Salesforce.com, Samsung, SAP, Symantec, Telefónica, Vodafone, and VMware. 
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