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• Size: Estimated at over PKR 3.5 
trillion annually, encompassing 
manufacturing, services, 
wholesale, and imports.

• Growth rate: Around 8–10% 
annually, driven by digitization 
and SMEs.

• Fun fact: More than 80% of 
business transactions in Pakistan 
are B2B in nature, even for 
industries like FMCG or 
agriculture.
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• 65% of B2B buyers in Pakistan
rely on referrals, networking, or 
prior relationships when 
selecting vendors.

• Fun fact: Tea meetings and 
post-lunch office visits still close 
more deals than cold calls or 
emails!
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• More than 70% of B2B 
communication in SMEs
happens through WhatsApp.

• Fun fact: Some distributors close 
multi-million-rupee contracts
entirely on WhatsApp—without a 
single formal quotation!
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• Only 18–20% of B2B sellers in 
Pakistan have a proper online 
presence (website, social media, 
SEO, etc.).

• Fun fact: A local business with a 
basic SEO-optimized website 
gets 4x more leads than those 
relying solely on offline channels.
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• Pakistan has over 7 million 
LinkedIn users, but only 5–8% of 
businesses actively use 
LinkedIn for B2B lead generation.

• Fun fact: A single, well-crafted 
post on LinkedIn can reach 10x 
more qualified leads than a 
costly sales call campaign.
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• The average B2B decision-maker 
age in Pakistan has dropped to 
35–38 years.

• Fun fact: They Google your 
company before they ever reply 
to your sales call.
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• Over 60% of B2B deals are 
delayed or lost due to lack of 
trust, unclear proposals, or
overpromising.

• Fun fact: A sales rep with honest 
communication and realistic 
timelines is 70% more likely to 
get a callback in Pakistani 
markets.
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• B2B training services in Pakistan 
are valued at over PKR 6 billion 
annually, especially in banking, 
textiles, pharma, and telecom.

• Fun fact: A successful training 
engagement often leads to long-
term consulting, tech 
integration, or retainer projects.
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I hope these fun facts inspired new 
thinking, sparked curiosity, and helped you 

look at B2B selling in a whole new way.

Ready to Elevate Your Sales Strategy?
IKTAR offers customized corporate training, 
consulting, and sales enablement solutions 
for high-performing teams across Pakistan 

and beyond.
Whether you're a sales leader, executive, or 
entrepreneur — let’s build your competitive 

edge together.

Email: info@IKTAR.org
Website: https://IKTAR.org

WhatsApp: +92 321 783 5515
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“Transform knowledge into action. Let 
IKTAR help you lead the change.”
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