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Myth #1:

B2B online data quality is 
too poor particularly given 
the cost

IRB ‘B2B Myths’ for ICG Lunch & Learn. elena.speer@irbureau.com & david.winter@irbureau.com 20240731

mailto:elena.speer@irbureau.com
mailto:david.winter@irbureau.com


IRB – SME 3 Management Consultancy projects: 

average bad data rate less than 10% - much lower

 than in the industry

Date Amount Billed from
Completes 

Delivered(CD) 

Completes 

Approved(CA) 

Completes 

Rejected(CR)

Bad data/ 

Rejection Rate(RR 

= (CR/CD)*100)

May 18, 2021 EUR 3,400.00 IRBUK 525 500 19 3.66%

Dec 31, 2021 EUR 5,738.03 IRBUK 188 152 36 19.15%

May 5, 2022 EUR 2,238.94 IRBUK 134 90 19 17.43%

Average 9.07%

IRB bad data is10-14% for B2B sample vs 
30-40% industry average.  CPIs average c£16
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Myth #2: 

B2B questionnaires must be in the 

mother tongue
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Insight Engineers - Jeff Deighton– 

IRB Study:  Mechanical Car Care2022

Problem
Get a comprehensive view (both the supply and demand sides) of the car care 
products market for workshops in Europe including market sizing, competitive 
landscape with top vendors, overall value chain, market dynamics etc.

Solution
250 online 12-15 min interviews in DE, ES, PL, SE
With Independent Workshops mechanics.

Output
Completed project in 10 days (20-30 June’22).
“I decided to try IRB after their first ICG Lunch ‘n’ Learn. A positive first experience on a new market opportunity, the category had no 
name at this time, so clarity of descriptions was key in the questionnaire. Good communication from IRB throughout, including 
outside of core UK hours with the wider PM team in India. Final numbers surpassed expectations, by allowing participants to choose 
the language of completion. A new learning at the time. An initial open-ended question verified English capability”. 

Jeff Deighton, Insight Engineers 

Country Interviews
in Total

Conducted
in English

Conducted

in native 
tongue

DE 98 61 35

ES 79 41 38

PL 42 21 21

SE 35 31 4

254 154 98

Jeff’s Deighton case study jeff.deighton@insight-engineers.com

mailto:jeff.deighton@insight-engineers.com


We use Jeff’s trap questions to ensure people 

are not pretending and knows the topic

Typically, what colour is new car engine oil?  
Black  Close Caramel Continue Grey  Close  Milky Brown  Close

How many mechanics work at your garage/workshop, including 
yourself?  
Please type in # Max two integers  Quota watch on single man workshops
On average, how many oil changes would you estimate your workshop 

does a day?  
 Over 50

                                40-49  Continue
 30-39  Continue
 20-29  Continue
 15-19  Continue
 10-14  Continue
 6-9  Continue
 3-5  Continue
 1-2  Continue
 0  Close

=An oil change takes 45 minutes per mechanic. If average number of 
mechanics is 8 and they do 4-5 a day each, then their answer should be >30
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Myth #3:

B2B research projects should be either 
offline or online
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Myth #4:

B2B surveys should be no longer than 
15-20 mins
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Myth #5:

Panel companies have fixed approach to 
incentives
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Myth #6:

B2B = Boring2Boring
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IRB: global online B2B data collection specialist

https://www.irbureau.com
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Industries that we are covering
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IRB B2B SWOT vs Marketplaces*

- IRB B2B panels were built as B2B and 
not derived from B2C

- Low rejection/bad data rate (5-15%)

- Loyal respondents – high re-contact 
rate

-Own B2B panels in 28 markets

-Don’t have automated 
platform/marketplace for buying & selling 
sample

-Relay on own panels and partners

-More expensive but cheaper in the end 
since provide higher quality data and lower 
rejection rate

-Expand B2B panels to other markets

- Offer clients mix mode for cost & time 
optimisation due to having both online 
panels & CATI capabilities 

-Sample aggregators* are recruiting B2B 
panel players to join marketplaces. Although 
none of serious B2B players would accept it.

Strengths Weakness

Opportunities Threats

*Panel aggregators like Cint, PureSpectrum using automated platform - marketplace – where companies can buy & sell sample.

IRB ‘B2B Myths’ for ICG Lunch & Learn. elena.speer@irbureau.com & david.winter@irbureau.com 20240731

mailto:elena.speer@irbureau.com
mailto:david.winter@irbureau.com


Thank You

 elena.speer@irbureau.com  david.winter@irbureau.com

    sales@irbureau.com 

M: Elena : +44 (0) 7967790823  M: David: +44 (0)7714244686
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