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hefore they're ready to close.

Not because 28 is a magic nhumber.
Because trust isn't built by one post.
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The problem:
everyone still thinks
Insingle posts.

el s
SRRV NONNO

Post No Wrong Content
published lead conclusion failed

But maybe it was only
touchpoint numberA.
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Theyused to say:
ahuyerneeds 7 exposures.

That was the "rule of 7".

-28

(+) Today's buyer is more sceptical.

(+) They have more vendors.
(+) They have more content.

(+) And more reasons not to trust.

Today, 7 exposures aren't
the end of the journey.
They're only the start.
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13 pieces of content
hefore adecision

InB28:

According to a FocusVision study,

the average B2B buyer consumes:
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13

pieces of content
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vendorcontent

posts / case studies /
videos / newsletters

iy 4

.

9

calls / reports

third-party content

recommendations / reviews /

J

Soif all youhave s generic posts,

Source: FocusVision, 2020
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Buyers don't want
tohe soldtotoo early

7

61%

of B2B buyers
prefer a rep-
free buying
experience.

W

73%

of B2B buyers
avoid
suppliers who
send irrelevant
outreach.

7

.
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The
takeaway

Another sales
message won't
fix a lack of
trust. Good
content will.

Gartner Sales Survey, 2025
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28 sounds like alot?

In B2B SaaS, HockeyStack research found that in 2024
deals took, on average:
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impressions impressions

266 417
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[4 13 28 266 417
Old rule Content before Trust model Average S100K+
a decision touchpoints deals

Sono, 28isn't excessive.

It just means a buyer needs to see you enough times to feel safe.

HockeyStack, B2B customer journey touchpoints
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