
B2B Digital Marketing 
5 Cost-Conscious Ways to Improve Your
Demand Generation



The success of your content strategy hinges on aligning with the dynamic needs of your
audience. As we step into 2024, it’s crucial to reassess and optimize your approach. Here are
five overarching themes to make your B2B content more successful in the coming year:

1. Replace the Nonlinear Marketing Funnel
Bid farewell to the traditional marketing funnel. Marketers and sales teams today aren’t just
talking with one buyer but with an entire buying cohort. Within an organization, over a dozen
individuals may express distinct needs, driven by their respective tasks to be accomplished.
Historically, sales and marketing adhered to a linear model—the funnel. However, the paradigm
has shifted away from the progression of a lone individual through a linear journey. The funnel,
once standard, lacks customer centricity and may explain the challenges faced by marketing and
sales in nurturing and building relationships across the entire spectrum of the buying committee.
In 2024, it’s essential to move beyond the linear model. Based on extensive research, IDC’s new
Adaptive Customer Experience (ACE) model is a circular and evolving framework and not linear at
all, like its predecessor. This is because engagement with tech buyers is no longer linear.
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“Marketing is the conductor of
orchestrated journey engagement,
with data, automation and
analytics to make this all work.”

Laurie Buczek, Research VP, CMO
Advisory Practices

B2B buyers have B2C experience expectations
today. They expect you, as a vendor, to understand
and provide solutions for their challenges, jobs to
done and business outcomes. ACE is a customer-
centric framework to evolve how you go to market. 

And perhaps most importantly, to fully engage with
a buyer, marketing and sales need to play on the
same field. Put another way, no longer should the
two functional groups be looked at as if they are
running a relay race, where marketing passes a
baton onto sales to finish the race. In fact, it’s not a
race, it’s a customer experience journey.
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2. Fast and Cost-Effective Digital Marketing Content Integration
In the race for B2B leads, content integration emerges as a critical strategy for effective lead
generation. The quest for valuable B2B leads demands a streamlined approach to filling the
content pipeline promptly and economically. One powerful tactic in achieving this goal is the
incorporation of licensed content into your strategy. This approach is twofold in its advantages: it
not only expedites content production but also brings in valuable perspectives from industry
experts. By leveraging curated content, you can maintain a consistent and relevant flow of
information to your target audience. This not only satisfies the thirst for timely insights but also
proves to be a savvy financial move by minimizing production costs, allowing for a more efficient
allocation of resources in the broader spectrum of B2B demand generation.

Content marketing services play a pivotal role in this endeavor. They not only facilitate the
integration of licensed content but also offer expertise in optimizing its impact. The strategic use
of these services ensures that curated content aligns seamlessly with the overarching B2B digital
marketing strategy. In essence, the synergy between fast and cost-effective content integration,
bolstered by licensed content and guided by content marketing services, becomes a key driver in
propelling the efficiency and success of B2B demand generation efforts.

3. Craft a Balanced Thought Leadership Strategy
The role of thought leadership in shaping a compelling narrative and fostering trust cannot be
overstated. A proactive thought leadership strategy stands as a cornerstone in the pursuit of
generating demand. While it may not be the generator of B2B leads, it does serve as a vehicle to
establish authority within the industry, elevating your brand awareness, positioning your business
as a key player and trusted advisor. However, the landscape in 2024 demands a nuanced
approach—it’s not just about the quantity of thought leadership pieces but the delicate balance
achieved through strategic integration. Building a thought leadership strategy that strikes this
equilibrium is essential for navigating the evolving dynamics of B2B demand generation
successfully.

Strategic integration of thought leadership pieces is intertwined with the broader goal of aligning
with the values and preferences of the target audience. This imperative underscores the necessity
for content personalization, a pivotal aspect in crafting a distinctive B2B digital marketing strategy.
Certain content marketing services specialize in the creation of bespoke pieces that delve into
industry pain points while aligning intimately with your brand’s core values. These finely tuned
and tailored creations resonate more profoundly with the audience, amplifying the potential for
meaningful engagement and, consequently, driving successful B2B demand generation efforts.

Engaging research firms and leveraging their content marketing services becomes a strategic
move to gain a topical edge. By delivering sought-after information crucial for decision-making,
along with providing unique insights and high-quality research, you not only establish trust with
your buyer but also elevate awareness, increase media exposure, and generate leads.

https://blogs.idc.com/2022/12/09/licensed-versus-customized-content-and-how-to-choose-which-is-right-for-you/
https://www.idc.com/custom-solutions/licensed-and-customized-marketing-content
https://www.idc.com/custom-solutions/thought-leadership
https://www.idc.com/custom-solutions/thought-leadership
https://www.idc.com/custom-solutions/content-marketing-services
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4. Strategic Decision Mapping and Audience Alignment
What can help you define your customer’s decision stage in their journey? Strategic investment in
a lead generation program that yields measurable results is essential in a landscape where every
dollar counts, emphasizing the efficient allocation crucial for successful B2B demand generation.
Identify programs meticulously aligned with your target audience, recognizing the nuanced
landscape of your market.

Understanding the customer’s decision stage within their journey is paramount for B2B demand
generation. This involves the implementation of a targeted lead generation program rooted in a
comprehensive database of buyer personas that align seamlessly with your overarching
marketing strategy. By pinpointing the specific stage at which your audience is making decisions,
you can tailor your efforts to provide timely and relevant information, optimizing the chances of
conversion.

Audience alignment, as a complementary aspect, takes strategic decision-making a step further. It
requires a nuanced comprehension of the target market, encompassing factors like
demographics, preferences, and pain points. A successful alignment strategy involves crafting
content and engagement tactics that resonate with the unique needs of the audience at different
stages of their journey. This tailored approach not only boosts relevance but also fosters a deeper
connection with the audience. In essence, strategic decision-making and audience alignment
become symbiotic forces, driving the success of B2B demand generation efforts by ensuring that
every interaction is purposeful and resonant with the evolving needs of the target audience.
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Content Marketing Services

5. Seamless Sales-Ready Handoff: Closing the Loop
The transition from marketing to sales marks a crucial juncture in the customer journey, and it’s
at this point that many leads encounter challenges. A seamless handoff is essential to ensure the
continuity of the conversation initiated online. The use of interactive tools in your marketing
toolkit becomes a pivotal strategy in empowering sales teams to seamlessly pick up where online
interactions left off. These tools go beyond mere engagement; they serve as facilitators of value-
selling conversations by providing valuable insights and equipping sales teams with the necessary
resources for meaningful and informed customer interactions.

To determine the right tools for your team, it’s essential to evaluate their compatibility with your
objectives. We provide some insights in a recent article, Evaluating Sales Tools: The Pros and Cons
for Sales Enablement Leaders.

As we step into 2024, the landscape of B2B content marketing continues to evolve. By
incorporating these five key strategies into your approach, you can adapt to the changing
dynamics of the market, enhance lead generation efforts, and foster enduring customer
relationships. Stay agile, stay informed, and let your content lead the way to B2B success in the
years to come.
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