
Why Today’s B2B Clients 
Expect a B2C Experience
Client expectations are being shaped by the most intuitive, 

responsive, and personalized experiences available.

We’ve adapted to a world where nearly everything is trackable, personalized, 
and on-demand. These everyday experiences have reshaped what we expect 
from every interaction.

That shift hasn’t been limited to B2C, it’s also shaping what clients demand 
from B2B partnerships, too.

Experience Is the  
New Differentiator

REQUEST A DEMO

What’s Changed in the Client Experience?

THE OLD WAY WHAT CLIENTS EXPECT NOW

Endless  
Email Chains

Real-Time  
Portals

Clients chasing updates,  
again and again.

Accessible status updates 
without the need to ask.

Isolated Teams Seamless  
Handoffs

Departments operating  
without visibility.

Aligned and informed 
every step of the journey.

Reactive 
Support

Proactive 
Support

Issues are addressed only  
after they escalate.

Issues are identified  
and resolved early.

Manual 
Workarounds Integrated 

Systems
Processes run through 
spreadsheets and  
patchwork systems.

Automated, connected, 
and efficient.

Generic Service
Tailored 

Engagement
Every client receives the  
same generic experience.

Customized support and 
communication aligned 

to each clients’ goals.

Why It Matters

80%

of organizations expect 
to compete primarily on 

customer experience.
— Gartner

60%

of customer-centric  
companies are more profitable 

than their competitors.
— Deloitte

96%

of customers say  
experience is important in 

their choice of brand loyalty.
— Forbes

Clients remember how your process made 
them feel, not just what it delivered.

Setuply helps you turn delivery into loyalty 
and expectations into long-term value.

The client experience has evolved. Has yours?

https://www.setuply.com/
https://www.setuply.com/request-a-demo-long-form
https://www.setuply.com/

