
Having good B2B marketing strategies are not enough. It is a mere attempt to 

influence people to think about your product or service. What you need is something 

striking so that you can focus on creating a favorable marketing framework.

Did you know that only 11% of B2B marketing professionals 

say they have extensive strategies with them?  

For B2B companies, traditional marketing techniques such as cold calling potential 

customers have been put into trash cans. Instead, B2B companies are fast 

implementing technologies and practices that enhance productivity level. Instead of 

the traditional marketing funnel they are opting for:

 effective social media strategies
 engaging and informative content for prospects
 web meetings and presentations

Change from B2C to B2B Marketing

In today’s competitive world there are many different types of marketing strategies 

which are popular and have yielded results. These may be traditional and use 

traditional means of reaching the customer. Print media,television and other niche 

avenues such as events,mobile marketing and telemarketing.

For big companies to indulge in these marketing methods is no longer considered 

profitable now. The shift from the more traditional means of reaching the customer to 

newer avenues of B2B marketing is due to the fact customers are based in different 

B2B Marketing 101

01 White Paper

https://www.btobglobal.com/index.asp


places across the globe.immense amount of information, get recognized and make a 

deal happen is a herculean task in itself.

One of the main reasons why communicating with customers has become difficult is 

because the sheer volume of calls and emails, which have to be sent. To sift through 

B2C marketing- Business to Customer B2B marketing- Business to Business this 

immense amount of information, get recognized and make a deal happen is a 

herculean task in itself.

Core differences between B2B and B2C sales process

B2C Marketing - Business to Customer  |  B2B Marketing - Business to Business

 Margins are usually large

 Contract size will be on a large

 scale

 Decision makers will usually be

 multiple

 Companies have separate sales

 wings for B2B marketing as most

 companies depend a lot on it for

 business.

B2B B2C

 Margins are on the smaller side

 It is a simple business transaction

 most of the times

 Decision making is individual or

 maybe in a group

 Number of sales is more but the 

   revenue generated is low. Hence 

   requires a lot more in terms of 

   investment of resources.
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B2B Marketing Techniques

B2B marketing is one of the main sources of business for big companies because of 

the massive per sale volume. Most companies have their own marketing wings, which 

deal with selling products full time and also finding vendors for their operations. These 

marketing experts specialize in finding out industry players who deal with the same 

kind of product, try to find customers for their products through various means.

The average customer today is bombarded with advertisements of various types. 

This makes it increasingly difficult to stand out, get noticed and make a difference. 

When it comes to B2B marketing, the dynamics are a little different. The number of 

people who are involved in the decision making process vary and need to do research 

is of utmost importance here. Understanding the client, their needs, and also 

understanding their business process will help the marketer in delivering much more.

Direct Marketing

This involves directly contacting a prospect and hard selling the product. One of the 

main features of direct marketing is finding leads. Leads are prospects that may be 

willing to purchase the product at
some stage.

Acquiring a lead is one of the first steps of direct marketing. This can be done through 

many different ways. Some of the common avenues that one uses are cold calling, 

contact collection through various web sites, events which they sponsor and so on. 

Sometimes the technique used depends on the industry with which the company is 

associated.

Online Marketing

With social media increasingly becoming an active part of everyday life, finding 
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customers on the internet has become much easier. Everyone has a profile on social 

media sites, where they connect with like-minded people, voice their concerns, 

participate in discussions and also make business decisions online. Businesses have 

come to realize that investing time online in building a brand has a lot of potential. 

Many of the popular networking sites such as Facebook and twitter have major mass 

appeal.

How to stay on top of the game:

Social media optimization has become a buzz word today and it makes sense to 

invest in it while it is growing. Today’s customer invests a lot more time in 

understanding the company and its products from websites than from conventional 

means of communication. To reach these customers you need to:

 Create a compelling online profile
 Update it regularly with news, information
 Stay connected to customers through pools, interactive sessions and surveys
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