Why Your Go-to-Market Needs to Change

Executive Summary:
The B2B tech market is undergoing a significant shift as customers increasingly prioritize

accessible information and autonomous decision-making. To stay competitive, B2B tech
companies must adapt by focusing on discoverability, speed, agility, and data-driven marketing,
moving away from traditional gated content and sales tactics. Implementing a tailored customer
journey that addresses customers' needs at each stage of the buying process is essential for
providing a seamless experience and maximizing marketing ROIl. Emphasizing speed and
adaptability is crucial for capturing prospects' attention and highlighting product value, while
transactional selling streamlines the sales process, reduces costs, and boosts profitability. By
leveraging data-driven marketing with rigorous testing and performance tracking, businesses
can refine strategies and remain agile amidst market changes, ultimately optimizing their

efforts, maintaining agility, and securing continued growth in this dynamic market.

Key Takeaways:

1. Customers are in control: In the evolving B2B tech market, customers have taken control
of the buying process as they increasingly rely on self-research and readily available
information. Companies that fail to adapt to this shift and prioritize making themselves
more discoverable while delivering what customers want, instead of dictating their actions,
risk facing significant challenges. These challenges include loss of market share, dwindling
customer base, and difficulty maintaining competitiveness and relevance in the industry.

2. Embracing speed and agility: In the face of growing competition and rapidly changing
expectations, B2B tech companies need to emphasize speed and adaptability by crafting
impactful go-to-market messages and adopting transactional selling strategies. This
approach enables swift deal closures, cost-effective sales processes, and nurturing
customer relationships for long-term growth.

3. Leveraging data-driven marketing: Transforming marketing into a data science and
analytics-driven organization is vital for B2B tech businesses. By focusing on large
datasets, rigorous testing, and continuous improvement, companies can optimize their
marketing strategies, maximize the impact of their campaigns, and stay ahead of the curve
in the competitive B2B tech market.
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Introduction
The Changing Landscape of B2B Tech Marketing

As the traditional approach to marketing, characterized by gated content and sales-driven
tactics, becomes increasingly obsolete, it is crucial for B2B tech companies to adapt to the shift
in customer behavior and expectations. Emphasizing the importance of prioritizing
discoverability, embracing speed and agility, and leveraging data-driven marketing, this
discussion highlights strategies such as enhancing online presence, content marketing, and
customer engagement to remain competitive and relevant in the industry. By understanding and
addressing the unique needs of customers at each stage of the buying process, businesses
can create a seamless and engaging experience that drives long-term success and maximizes
marketing ROI. Furthermore, by harnessing the power of data-driven marketing and adopting
transactional selling strategies, B2B tech companies can optimize their efforts, maintain agility,

and ensure their continued growth in this dynamic market.
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Strategies for Success

Navigating the Shift in B2B Tech Marketing

The Evolution of B2B Tech Marketing Strategies

B2B Tech's Turning Point
Customers Act Independently, Leaving Unprepared Businesses Behind

In the past, B2B tech companies assumed they held power in the buyer-seller relationship,
controlling information and relying on gated content and lead capture forms. Sales teams
nurtured leads and closed deals, but modern customer behavior and expectations have
changed, making this traditional approach less effective.

Today's customers prefer making decisions based on easily accessible information, acting
independently of companies. Businesses that don't provide necessary resources and data risk
losing potential customers to more discoverable competitors with readily available information.
The consequences of not adapting can be dire, including losing market share and loyal
customers as competitors invest in marketing and product development.

As competitors gain traction, businesses continuing with the traditional approach will struggle to
regain their market position.

Adapt or Perish
Embracing Change or Falling Behind in B2B Tech Marketing

The traditional B2B tech marketing approach is struggling as customer behavior shifts towards
self-reliance and research-driven decision-making. Today's customers avoid aggressive sales
tactics and seek valuable information as ungated content. To remain competitive, companies
must prioritize discoverability.

Modern buyers are skeptical of gated content, fearing relentless follow-up sales attempts. They
often abandon websites with gated content, searching for alternative, ungated information
sources. This evolution underscores the need for B2B tech companies to focus on strong online
presence and ungated content.

Businesses that don't adapt to this customer-driven market face significant consequences,
including losing market share to competitors that cater to customers' information needs.
Companies that fail to prioritize discoverability and adjust to the self-reliant customer risk being
overshadowed by competitors with stronger online presence and content marketing strategies.
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Embracing a Customer-Centric Approach

Adapting the Customer Journey
Emphasizing Clear Steps and Single Goals

In the ever-changing B2B tech sector, businesses must adapt by tailoring customer
experiences to enhance marketing ROI. This involves understanding and guiding prospects
through various stages, acknowledging that companies no longer control their actions.
Delivering positive experiences at each stage caters to the evolving needs and preferences of
modern buyers.

By focusing on a single, clear goal for each stage of the customer journey, businesses can
eliminate distractions and concentrate their efforts on exactly what most impacts the desired
outcome. This targeted approach ensures that only the intended audience receives
personalized messages at each stage, optimizing the process.

Mapping the Customer Experience:
Key Goals for Each Stage in B2B Marketing

It is crucial for businesses to understand and cater to the unique needs of their customers at
every stage of the buying process. The tailored customer experience journey focuses on
guiding prospects through five key stages: Discover, Try, Buy, Use, and Renew.

e Discover: Attract and engage potential customers; success is measured by increased
brand awareness and the number of free trial signups.

e Try: Encourage prospects to recognize the value of the product; success is measured by
increased content engagement and the conversion rate from MQLs to SQLSs.

e Buy: Efficiently convert prospects into customers; success is measured by improved
closure rates and reduced time to closure.

e Use: Ensure customer satisfaction and loyalty; success is measured by increased product
or service usage and maintained relationships with all contacts within the customer
account.

e Renew: Delight customers to ensure continued satisfaction and loyalty; success is
measured by improved closure rates for renewal business and streamlined touchpoints.

By addressing the unique needs and preferences of customers at each stage, businesses can
create a seamless and engaging experience that not only heightens the chances of converting
prospects but also promotes enduring customer satisfaction and loyalty. This approach
ultimately optimizes marketing ROI and contributes to the long-term success of the company.
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The Impact of a Customer-Centric Approach in B2B Tech
Marketing

Speed and Adaptability
Accelerating Sales with a Customer-Centric Approach

Businesses must emphasize speed and agility to seize every opportunity. Part of this involves
accepting that not all prospects will transact immediately. It is crucial to quickly identify those
who will and give them the attention they need to ensure swift closures. At the same time,
implementing automated processes can help convert those initially hesitant to transact into
customers.

To maximize the return on efforts, businesses should prioritize retention first and expansion
second. By focusing on renewals, companies can create a solid foundation for growth while
keeping the competition at bay. Effective adaptation involves crafting impactful go-to-market
messages that resonate with the target audience, enabling swift decision-making.

Developing successful go-to-market messages requires a customer-centric approach based on
personas, needs, desires, challenges, and product features. By understanding their target
audience's unique pain points and aspirations, companies can tailor messages that drive action.

Transforming B2B Tech Sales
Reducing Cost of Sale and Boosting Efficiency with Transactional Selling

Traditional sales motions can be slow and costly. Adopting transactional selling strategies
allows for a more cost-effective and agile sales process in this dynamic environment.
Transactional selling focuses on securing initial deals through a simplified buying process,
emphasizing swift deal closures and nurturing customer relationships for long-term growth.

This approach aims to expand accounts and increase profitability after the initial transaction.
Streamlining the sales process and leveraging marketing automation enables businesses to
reduce the cost of sale and quickly engage with emerging market players. Efficiency in sales
operations is vital for reducing the cost of sales, and using the latest sales enablement and
marketing automation tools helps effectively manage leads and opportunities while minimizing
administrative overhead.

By prioritizing speed and efficiency in the sales process, businesses can significantly reduce
costs and increase profitability, setting the stage for long-term success in the ever-changing
B2B landscape.
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No Opinions
The Crucial Role of Data in Shaping B2B Tech Marketing Success

Transforming marketing into a data science and analytics-driven organization is crucial for
businesses in the B2B tech sector. By focusing on large datasets and aggregates, rather than
specific accounts, marketing decisions are rooted in data, ensuring that outdated methods and
seniority no longer dictate strategy.

Rigorous testing and performance tracking are vital components of data-driven marketing.
Techniques such as A/B testing and managing data enable businesses to fine-tune their
marketing efforts, ensuring they maximize the impact of their campaigns. Identifying messages
that resonate with the target audience is crucial for fostering interest and engagement,
ultimately leading to increased sales and revenue. Monitoring key performance metrics, such
as user engagement, time on page, scroll depth, and page clicks, empowers businesses to
understand the effectiveness of their strategies and make necessary adjustments.

Continuous improvement and adaptation are essential in today's rapidly evolving B2B tech
marketing landscape. By refining marketing strategies based on data-driven insights,
businesses can stay ahead of the curve and consistently address customer needs. Embracing
a growth mindset focused on continuous learning and adaptation enables companies to remain
agile and responsive to changing market conditions. Investment in marketing technology and
training not only enhances a company's marketing capabilities but also nurtures a culture of
innovation and excellence.

By leveraging data-driven marketing, businesses in the B2B tech sector can optimize their
marketing strategies for maximum impact. Employing large volumes of data, conducting
rigorous testing, and emphasizing continuous improvement are all crucial components of this
approach. Ultimately, incorporating data-driven decision-making into marketing efforts will result
in more effective campaigns, increased customer engagement, and long-term success in the
competitive B2B tech market.

Conclusion

Customer-Centricity as the Key to B2B Tech
Marketing Triumph

The shift in B2B tech marketing necessitates a customer-centric approach to stay competitive
and relevant in the industry. Companies that adapt to these changes and prioritize customer
needs can create a tailored customer journey, emphasizing accessible information, and utilizing
data-driven strategies. By adopting transactional selling, focusing on speed and agility, and
leveraging data to drive marketing decisions, businesses can maximize their marketing ROI,
optimize sales processes, and ensure lasting success in the B2B tech market. As customer
behaviors and expectations continue to evolve, it is crucial for B2B tech companies to remain
vigilant and proactive in embracing new strategies and maintaining a strong commitment to
innovation and excellence.
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