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Executive Summary

In industries ranging from automotive lubricants to paints, from building materials to electrical
fittings, a hidden class of decision-makers drives brand preference: trade influencers. Mechanics
choose which oil brand goes into your car. Painters choose which paint goes on your walls.
Electricians choose which wiring goes into your home. Plumbers choose which pipes connect
your water supply. These influencers collectively determine billions of dollars in revenue, yet
manufacturers have no direct relationship with most of them.

This whitepaper examines the B2B influencer economy -- the ecosystem of trade professionals who
influence purchasing decisions in distribution-heavy industries. We present a framework for influencer
digitization, loyalty, certification, and engagement, and demonstrate how direct influencer relationships
create measurable revenue attribution at scale.
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The Problem: The Influence Gap

A consumer walks into an auto service center for an oil change. They rarely specify a brand. The
mechanic chooses. That mechanic's preference is shaped by product quality, availability, relationships
with salespeople, and any loyalty rewards they receive. The manufacturer who wins the mechanic's
preference wins the sale -- without the consumer ever being part of the decision.

The Scale of Influencer-Driven Revenue

Across multiple industries, influencer-driven purchasing represents a significant portion of total revenue:

Industry Influencer Type Estimated Influence on Revenue

Automotive Lubricants  Mechanics, workshop owners 60-75%
Decorative Paints Painters, contractors 50-65%
Building Materials Masons, contractors, architects 55-70%
Electrical Fittings Electricians, contractors 45-60%
Plumbing Plumbers, contractors 50-65%
Agricultural Inputs Agronomists, progressive farmers = 40-55%

The Manufacturer's Blind Spot

Despite influencers controlling 40-75% of purchasing decisions, most manufacturers have no digital
relationship with them. Influencer engagement is typically managed through field sales representatives
who visit influencers periodically, distribute promotional materials, and occasionally administer loyalty
programs through manual paper-based processes. The manufacturer has no database of who these
influencers are, no understanding of their preferences and behaviors, no way to communicate with them
directly, and no ability to attribute revenue to specific influencer relationships.

"The mechanic who chooses your lubricant brand is more important to your revenue than the
consumer who pays for the oil change. Yet you probably do not know his name."
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The Framework: Influencer Digitization

Step 1: Identification and Registration

The first step is building a comprehensive database of trade influencers. This requires systematic
identification through field force surveys, retailer referrals, and industry association databases, followed
by digital registration that captures identity, location, specialization, and current brand preferences. The
registration process must be mobile-first (most influencers are smartphone users but not desktop users)
and incentivized (the influencer needs a reason to register).

Step 2: Engagement Platform

Once registered, influencers need an engagement platform that provides ongoing value. Training content
(product knowledge, application techniques, safety procedures) builds capability and brand affinity.
Certification programs (verified training completion, skill assessment) provide professional credentials
that influencers can showcase to their customers. Community features (forums, peer recognition, expert
access) create belonging and brand identification.

Step 3: Loyalty and Rewards

Digital loyalty for influencers works differently from distributor or retailer loyalty. Influencers earn through
recommendation activity (verified through purchase data), training completion, certification achievement,
and peer mentoring. Redemption options must match their preferences: mobile recharges, bank
transfers, gift cards, and premium products are typically more appealing than corporate merchandise or
trip rewards.

Step 4: Revenue Attribution

The ultimate goal is connecting influencer engagement with revenue outcomes. When a mechanic is
registered in the system and the workshop's purchases are tracked through secondary sales data, the
platform can attribute revenue to influencer relationships. This enables precise ROI calculation for
influencer programs and continuous optimization of engagement strategies.
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The BizGaze Approach

BizGaze treats influencer management as a first-class capability within its LAOBP platform, providing
integrated tools for identification, engagement, loyalty, and attribution.

Mobile-First Influencer App

BizGaze provides a dedicated mobile application designed for trade influencer engagement. The app
includes QR-code-based product scanning for authenticity verification and loyalty earning, video-based
training modules with completion tracking, digital certification with shareable credentials, loyalty wallet
with instant redemption options, and a community feed for peer interaction and brand updates.

Influencer-Revenue Graph

BizGaze maps the relationship between influencers and the retail outlets they influence. When secondary
sales data flows through the platform, purchases by outlets associated with registered influencers are
attributed to those relationships. This creates an influencer revenue graph that shows which influencers
drive the most volume, which engagement activities correlate with revenue growth, and where influencer
coverage gaps represent untapped revenue potential.
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Key Takeaways

* Trade influencers (mechanics, painters, masons, electricians, plumbers) control 40-75% of
purchasing decisions in their respective industries yet most manufacturers lack any digital
relationship with them

» The influencer digitization framework spans four steps: Identification and Registration,
Engagement Platform, Loyalty and Rewards, and Revenue Attribution

» Mobile-first engagement (training, certification, community, loyalty) creates ongoing value that
sustains influencer participation and brand affinity

» Wallet-linked loyalty with relevant redemption options (mobile recharges, bank transfers) provides
tangible incentive for brand advocacy

* Revenue attribution through influencer-outlet mapping enables precise ROl measurement for
influencer engagement programs

 Organizations that digitize influencer relationships first gain a structural advantage -- influencer
loyalty, once established, creates switching costs that protect market share

"In the B2B influencer economy, the manufacturer who owns the relationship with the mechanic,
the painter, and the mason owns the market. Everything else is a consequence."
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About BizGaze

BizGaze is a pioneering enterprise technology company that has created the world's first Large Audience
On-Boarding Platform (LAOBP). Our platform enables manufacturers, distributors, and brands to digitize
their entire ecosystem of external stakeholders -- from distributors and retailers to field sales
representatives, influencers, and end consumers -- on a single, unified platform.

Unlike traditional enterprise software that focuses on internal operations, BizGaze extends the digital
boundary of the enterprise to encompass every participant in the value chain. Our zero-code architecture
allows rapid deployment and customization without traditional development cycles, enabling
organizations to go live in weeks rather than months.

With customers spanning FMCG, pharmaceuticals, automotive, building materials, consumer electronics,
and industrial sectors, BizGaze processes millions of transactions daily across complex multi-tier
distribution networks. Our Al-native capabilities provide real-time intelligence on secondary sales,
inventory movement, credit health, and field force productivity.

Key Capabilities:
* Large Audience On-Boarding Platform (LAOBP) for ecosystem-wide digitization
 Zero-code application builder with Al-native workflow engine
» Secondary sales intelligence with real-time visibility
» Serialized supply chain with unit-level traceability
* Field force optimization with Al-driven route and visit planning
 Enterprise loyalty infrastructure spanning all stakeholder classes
* Credit health monitoring and financial intelligence

» Network stock exchange for cross-distributor inventory optimization

Contact Us

Email: sales@bizgaze.com | Phone: +91 7676 562 222 | Web: www.bizgaze.com

BizGaze Limited, Hyderabad, India
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