
Is Your B2B Marketing 
on the Right Track?  

66 stats that will tell 
you what everybody 
else is up to, and why!



B2B companies tend to be so focused on product development and 
sales that they forget to develop a proper marketing strategy. Many 
companies implement a few one-off marketing tactics, but then see 
disappointing results. The key is to build your marketing strategy, or 
roadmap, and then support it with tactics that will help you reach your 
goals. There are dozens of tactical options for companies to choose 
from. The challenge is to select the right ones for your business.

Below is a roundup (in no particular order) of tactics with which B2B 
companies are having success, whether their goal is to generate leads, 
expand their reach, grow their sales, or all of the above. Some of the 
tactics we discuss might look very familiar to you, but we think that the 
accompanying stats will give you some surprising insights.

“ Champions
 are brilliant
        at the basics.”

– Coach John Wooden
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WEBSITES

You Are  
Your Website!

There is no hard and fast rule on how often you need to update your website, but you do need to 
keep it current both from a content and a design perspective. Your website is an essential source 
for generating new leads and it’s often the first point of contact a prospect has with your brand – so, 
you need to think about what your site is communicating about you. 

•  Make it attractive and user-friendly: According to a Stanford University study, 75% of people 
judge the credibility of a company based on the design of its website, alone.1

•  Ensure it’s fast and optimized for mobile: Mobile now accounts for 65% of digital  
time2 and if your website takes more than 3 seconds to load, 57% of mobile users will 
abandon it entirely.3 

•  Keep it fresh by continually adding new content (blogs, articles, whitepapers, webinars): 
72% of marketers say that relevant content creation is their top SEO strategy.4

EMAIL MARKETING

 Never Underestimate 
Email!

Email is a tried and true marketing tactic that is still important for businesses of every size. When 
properly targeted, it’s a great way to make announcements and keep customers informed, it reaches 
mobile customers effectively and it’s action oriented. All that, and it  delivers fantastic ROI!

•  The average return on email marketing is $44 for every $1 spent.5

•  59% of Canadian retail messages are opened by consumers on their smartphones, so email 
marketing is also mobile marketing.6

• Email is the #1 channel that B2B marketers use to distribute content.7
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WORK EXISTING CLIENTS

Return To 
The Well!

So many B2B companies spend the lion’s share of their marketing dollars trying to attract new 
clients. But the best way to maximize your budget is by selling to the people who already know you, 
trust you and like what you do.

• The cost of acquiring new clients is 6 to 7 times higher than the cost of keeping your  
existing ones.8 

•  According to thinkJar research, 65% of companies are able to successfully upsell or cross-
sell to existing customers.9

• Only 12% of companies are able to successfully upsell or cross-sell to new customers.9

BLOGS

Blog On!
Blogs are an easy way to promote your company’s expertise, raise brand awareness and generate 
leads. And when compared to other tactics, blogs are relatively inexpensive and deliver great bang 
for your buck.

•  86% of B2B companies are blogging10 because blogs help generate qualified, interested 
buyers.

• 60% of marketers say that blogs are their top inbound marketing priority.11  

•  Small businesses with blogs generate 126% more leads.12

•  Over 409 million people view more than 22.2 billion blog pages each month.13   
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SOCIAL MEDIA

Get Social!
Social media has the power to influence prospective buyers, both on the clock and off. Platforms 
like Facebook, which were once considered consumer platforms, now offer highly targeted business 
services that can reach specific job titles, seniority levels, company sizes, companies, as well as 
your own CRM list. Don’t dismiss social media for B2B marketing. It’s a valuable tool for customer 
acquisitions, lead generation, driving brand loyalty and expanding your reach in a big way. In fact:

•  Facebook reaches a whopping 71% of adult internet users in the US, 
58% of their entire adult population. 

•  Twitter reaches 23% of adult internet users in the US, 19% of their entire 
adult population. 

•  LinkedIn reaches 28% of adult internet users in the US, 23% of their 
entire adult population.14

• Social media has a 100% higher lead-to-close rate than outbound marketing.15

•  84% of B2B marketers in the US use social media for customer acquisitions.16

•  83% of B2B marketers claim that social media is an important part of their business.17

VIDEOS

And… Action!
Video marketing is one of the most effective B2B tactics. YouTube, which is now the second largest 
search engine on the web, reports that mobile video consumption rises by 100% every year.18   

•  People love videos and 96% of organizations use video in their marketing.19

• Overall, 73% of businesses report positive ROI from using video.19

•  75% of executives watch work-related videos on business websites at least once a week.18

• After viewing a video, 50% of executives will look for more information about the company; 
65% will visit the website and 39% will call the vendor.18

•  74% of B2B marketers say that video converts better than other content types.20

•  With videos expected to represent 80% of all global internet traffic by 2020, they should play 
an integral role in any B2B marketing strategy.21
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INFOGRAPHICS

Gotta See It  
To Believe It!

Infographics have exploded as a form of shareable content that provides measurable results, 
making them a must for any B2B marketing strategy. When they first became popular, in just the 
two years between 2010 to 2012, infographic search volumes experienced an 800% increase and 
they show no signs of slowing down.22

• 62% of content marketers use infographics and a further 26% intend to use them.23

•  Infographics are ‘liked’ and shared on social media 3 times more than any other type  
of content.24

•  Infographics even help people better grasp information because 90% of information that is 
transmitted to the brain is visual in nature.25 

•  And visuals are processed 60,000 times faster in the brain than text.26 

WEBINARS

Now Presenting..!
Webinars should be geared towards thought leadership and not advertorial or a product push. 
They are cheaper than in-person events and can bring in good quality leads long after the webinar 
has occurred. How? Webinars can be recorded and added to the resources of your website, which 
makes them an everlasting, gated asset. Use them at any time in your social media and link them to 
your blogs or other content to generate leads. 

• Over 65% of B2B marketers consistently rank webinars as one of their top content marketing 
tools.27

•  Email is the best way to drive webinar registrations, representing 35% of all sign ups.28

• 17% of registrants sign up 15 days before a webinar and a whopping 29% register on the 
day of the event.29 
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PRODUCT LAUNCHES

Don’t Fail 
To Launch!

A product launch has far reaching effects. A poorly executed launch could leave customers confused 
and drive away business, while a successful product launch should produce happy customers, more 
sales and a better bottom line.

•  You may be surprised to hear that only 69% of marketers believe that understanding buyer 
needs and pain points is the most important go-to-market strategy for a product launch.30

• 89% of B2B marketers say that new customer acquisition is the metric they use to measure 
the success of a product launch.30

• 70% of B2B marketers say they look at revenue generated to measure the success of a 
product launch.30

PUBLIC RELATIONS

PR Makes 
Perfect!

PR is one of the most powerful tools in the marketing toolkit. It’s an amazing way to raise awareness 
and even generate leads. It lends credibility to niche and small B2B players and puts them on the 
radar of decision makers who may have never before heard of their company or solutions. 

•  80% of business decision-makers prefer to get their information via articles rather  
than ads.31

• 47% of B2B buyers viewed 3-5 pieces of content before engaging with a sales rep.32 

• 96% of B2B buyers want content with more input from thought leaders32, so target your 
media and contribute!  
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EVENT MARKETING

Get Up Close  
& Personal!

Marketplace competition, coupled with email marketing regulations, has made it increasingly 
difficult for B2B businesses to reach new prospects. Get creative. Running a targeted event, followed 
up by campaigns to market to your new leads, is a great way to grow your business. But make sure 
you set specific business goals for your event and stick to your budget.

•  75% of B2B marketers say holding in-person events is their most effective marketing tactic.33 

•  The most commonly used lead generation tactics are email marketing at 78%, followed 
closely by event marketing at 73%.34

• However, 40% say they will decrease their investment in event marketing.34 

REFERRAL PROGRAMS

Pass It On!
Referrals are among the most effective ways to increase sales. After all, most referrals are done 
for people who are already looking for a particular product or service, so they are highly qualified 
opportunities.

•  Companies with referral programs report 71% higher conversion rates.35

• 59% of those companies reported that referrals deliver more value over a lifetime.35 

• Yet only 30% of B2B companies have some sort of formal referral program in place.35
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84% of B2B marketers in  
the U.S. use social media for 
customer acquisitions.8

TRADESHOWS

On With The Show!
Tradeshows provide a great opportunity to meet new contacts, move leads through the pipeline, 
and keep your brand top of mind. It’s important to set goals for each show, including how many new 
contacts you hope to make and the amount of new business you expect as a result of leads made 
at the show, so that you can measure your return on investment.

•  81% of tradeshow attendees have buying authority,36 but marketers still have difficulty 
justifying attendance.

• Almost 50% of organizations don’t measure the ROI of their tradeshow activity.37

•  The #1 reason visitors said they attend trade shows is to see new products, yet only 13% of 
companies introduce new products and services at trade shows.38

WHITE PAPERS

Be A Thought 
Leader!

Whitepapers are authoritative thought-leadership pieces that serve to generate more credibility 
and trust for your business. Their purpose is to make readers more curious about what you have 
to offer and thereby increase your sales. Problem solving information always has high conversion 
rates with readers. Provide the solutions to those problems in a white paper and customers and 
online users will be drawn to your website through your whitepaper!

• Of content that B2B buyers are most likely to share, whitepapers rate the highest at 79%.32 

• B2B organizations use whitepapers to make 82% of their purchasing decisions, followed by 
webinars (78%); case studies (73%); eBooks (67%); blog posts (66%); infographics (66%).39

• Yet only 55% of businesses are using white papers in their content marketing.39



 
 

MARKETING AUTOMATION

Don’t Wait 
To Automate!

Marketing automation software gives you rich insights into how your customers are finding you, 
whether through organic search, paid search, email, direct traffic or social media. It also shows you 
what content they’re interested in. Understanding your visitors, contacts and customers will help you 
better tailor your marketing efforts to improve the quality of your leads and ultimately convert more.  

• B2B marketers who implement marketing automation software increase their sales pipeline 
contribution by an average of 10%.40

• 79% of B2B marketers, globally, have a marketing automation solution in place.41

• 91% of the most successful users agree that marketing automation is very important to the 
overall success of their marketing across channels.42
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SUMMARY
Now that you’ve seen what everyone else has been up to, it’s time to 
take this information and develop a clear B2B marketing strategy of 
your own – then support it with the best tactics to reach your goals. 
We can help. The Mezzanine Group delivers 30-100% more leads for 
clients. We grow client revenues by creating custom strategies using 
marketing tactics that work. Contact us today.

And if you want to learn more about putting some  
of these tactics into practice, read Lisa’s book,  
Walking on the Moon, a gripping fable about a 
company that’s struggling to find its way in the 
new business landscape. Lisa shares 8 important 
lessons as well as specific tips on how to build a 
strategic marketing plan. Find the book here!
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The Mezzanine Group works with B2B companies every day and 
we know which tactics are needed to match different strategies 
and goals. Collectively, we have experience in every type of  
B2B marketing tactic and strategy, the experience of helping over 
250 companies, and decades of knowledge. We lead the pack in 
strategy because we’re experts at hands-on implementation.

About Us
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“ Everyone
       you will ever meet

knows  
         something 
        you don’t.”
             – Bill Nye

LET’S CHAT


