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Whether you are new to B2B marketing or a seasoned pro, it

is important to understand how this type of marketing works.

In this post, we will explore what this type of marketing is

and how it works. B2B Marketing is far more complex than

simply marketing to businesses. A fist quick definition is,

that B2B Marketing, or Business-to-Business Marketing, is

marketing to another business with the intention of building,

maintaining and expanding relationships with other

businesses.
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WHAT IS THE DEFINITION OF B2B MARKETING? 

Marketing is a very broad topic with a wide range of terminology covering many different

techniques and approaches. All definitions, however, have one core aspect in common. The

Customer. 

If you are to reach your target audience, it is essential that whatever marketing approach you take

is 100% customer-centric. Reaching your target audience is at the heart of all marketing. 

The relationship between a company and its target audience will to a large extent influence all

marketing activities. B2B (business-to-business) relationships are, as the name implies,

relationships between two companies, whereas marketing activities between a company and

consumers are referred to as B2C (business-to-customer) Marketing. 

These two types of marketing highlight a distinct difference between marketing to businesses and

marketing to individual consumers. This is the reason why B2B Marketing exists. B2B marketing is

a specific marketing discipline, defined by the relationship between two different companies. 

This article gives an overview of what B2B Marketing is, helps define the key terminology,including

the difference between B2B and B2C marketing, outlines an effective B2B Marketing strategy, and

showcases different examples of B2B Marketing.

Marketing focuses on people

Marketing is a process

Marketing has a social aspect and is practiced by individuals or groups

Marketing is about creating and offering value

Marketing is about the product or service 

Marketing covers the distribution and price of this product or service 

There are various definitions of the term B2B Marketing in marketing literature. The simplest

definition of B2B Marketing is all activities involved in marketing a product or service to another

company. However, this basic definition lacks multiple important factors. For a more

comprehensive definition, it is necessary to outline what Marketing is and then apply this

definition to the business-to-business environment. 

A very early definition of marketing comes from Kotler (1991):

“Marketing is a social and managerial process by which individuals and groups obtain what they

want and need through creating, offering and exchanging products of value with others.” 

His definition, together with the well known “4P” concept by McCarthy (1991) - Product, Price,

Promotion, and Place - gives a framework for a modern B2B marketing definition. 

B2B Marketing incorporates these fundamental concepts:
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Based on these principles we can define B2B

Marketing as following ->

The strategies and
processes involved in
marketing and
distributing a product or
service to another
company or organization.

The aim of B2B Marketing is to create added value

for people and the business or organization that

implements it. For profit-focussed companies, B2B

Marketing aims to convert this added value into

leads, sales opportunities and turnover.

B2B VS. B2C MARKETING
B2B Marketing and B2C Marketing are very different, although they both share certain

characteristics as well. Due to the crucial distinction between consumers and businesses, and the

different marketing content and channels involved, B2B and B2C marketing each require different

strategies. To get a good understanding of what differences exist, this chart provides an overview.

This basic overview outlines the most important differences between B2B and B2C marketing. In

addition, there are many differences in marketing to a company compared to a consumer.
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B2B MARKETING STRATEGY
A B2B Marketing strategy includes the same basics as non business related marketing strategies.

Where B2B Marketing differs is how to adapt the following framework to business-to-business

needs. A vital point concerns B2B content marketing. Content plays an important role in the

marketing stages we’ll discuss below.

Every B2B Marketing strategy consists of these 6 steps:

1.) Definition of Aims
The starting point is to define what the B2B Marketing strategy aims to achieve. The clear, SMART

definition of goals is an important step to building a successful, long-term strategy. The marketing

objective is often derived from the company’s goals and sales aims.

2.) Analysis
The next step involves an internal and external analysis to understand the current state of

marketing efforts within the company. Market research helps to identify the motivation and needs

of the target group. To help achieve this, advanced marketing organizations use big data from

various sources to combine market, customer and company data for analysis.

3.) Definition of Target Group and Buyer Personas
The target group definition derives from the aims and analysis. The target group will be as

homogenous as possible, and has distinct criteria separate from other target groups. The “Buyer

Persona” concept helps to make the target group more vivid. 

A Buyer Persona is the ideal customer, illustrated by an imagined person with defined behavior,

needs and attributes. In B2B it is often necessary to describe multiple Buying Personas for one

product or service, as the whole buying center needs to be targeted.

4.) Description of the Customer Journey
The Customer Journey is the ideal route the potential customer takes from first contact until a

long-term relationship with the company has been successfully established. It is described in

phases and has multiple touchpoints. Each touchpoint marks an exchange of information between

the company and the targeted customer. Ultimately, the user journey is mapped to actions within a

B2B Marketing plan.
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5.) Creation of a B2B Marketing Plan
The B2B Marketing plan outlines how to reach the target group at each stage of the customer

journey. It incorporates content and channels as well as measures applied during and after the

sales process to establish customer loyalty. The marketing plan describes each touchpoint in

detail, links them together and creates a timeline on when to execute these actions. Further, cost

per action (CPA) defines the overall cost, respective budget, of a B2B Marketing campaign.

6.) Establishment of Key Performance Indicators (KPIs) and Measurements
Each action needs to be measured and reported. Two main categories of data can be differentiated.

There is data which helps optimize campaigns and increase efficiency. KPIs are data used to define

the success of a campaign. A KPI dashboard strongly depends on the aims of the strategy. This last

step is used to adapt aims and these metrics are included in the analysis phase, making a B2B

Marketing strategy a closed process.

B2B MARKETING EXAMPLES
Company: JIRA
Marketing channel: Website 

Jira is a software product from the Sydney-based, global acting company, Atlassian. Landing on

the JIRA website provides a first glance of their proposition: the #1 software tool for teams. A clear

Call-to-action (CTA) aims to convert a visitor to a free trial customer. The four core features are

shown with screenshots from the software providing a first glance at usability. A sub-navigation UI

guides the user to the most important categories; features, product guide, the enterprise version of

the tool, and their pricing model. Interestingly, the top-navigation on all pages reveals that JIRA is

part of Atlassian and allows users to navigate to further products from the company. This approach

aims to cross-sell and create an Atlassian software stack.
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Company: Maersk
Marketing channel: LinkedIn

Maersk is a Danish container logistic company with 88,000 employees. Their LinkedIn company

page has 730,000+ followers (2020) with extremely high engagement rates. Maersk regularly uses

storytelling and strong visual content to market their solutions. They also use paid advertisements

on LinkedIn to further increase the reach of their content.

Company: Animagraffs
Content type: Educational, descriptive content

Animagraffs is a one-man show. Jacob O’Neal showcases how complex topics can be explained

visually. The animated content aims to educate the target audience and to support fact-based

content. This type of content is used to describe the working principle behind a product. Especially

during the search for solutions, customers search for “how to” or “what is” information. Questions

like “how speakers make sound” can be used by a company that produces a unique part of a

loudspeaker to market their solution to a brand like Bose or Sony. 

SUMMARY

Definition of Aims

Analysis

Definition of Target Group and Buyer Personas

Description of the Customer Journey

Creation of a B2B Marketing Plan

Set up of Key Performance Indicators and Measurement

B2B Marketing describes marketing activities aimed at establishing a relationship between two

businesses. Business-to-business marketing has distinct differences from business-to-consumer

(B2C) marketing. Most notably, B2B decisions are made by more than one person, namely the

buying center. The products and services are typically more complex and require a high

explanatory effort. Business-to-business product/service prices are higher, and the distribution of

the goods is more complex and often international or global. Due to the nature of the business,

promotion is less emotional although long-term relationships are key. 

To combine all these aspects in a B2B Marketing strategy, the following 6 steps are required:

Some very good examples of B2B Marketing strategies are JIRA, Maersk and Animagraffs.


