
MODERN
B2B BRAND
MARKETING
A Game Plan for Sustainable Growth 



Brand development and its purpose-built evolution are foundational to the success of both a 
short- and long-term B2B digital marketing program and should be integrated from the very 
beginning. 

Here are the seven stages in this progression:

Tailoring messaging and content 
improves customer engagement  
and response rates

Aligning marketing efforts with key 
purchasing drivers accelerates 
prospects through the sales funnel

Knowing what influences buying 
decisions allows for a greater focus 
on high-impact channels and 
messaging, maximizing ROI

In today’s highly competitive B2B environment, companies must navigate 
an increasingly complex marketplace where traditional marketing 
tactics alone are no longer sufficient for sustainable growth. Modern B2B 
marketing requires a strategic, data-driven approach that builds a strong 
brand presence and engages the right audience at the right time with 
personalized, high-value content. 

This report explores the key components of a successful B2B marketing 
strategy, including brand development and positioning, lead generation, 
marketing automation and personalization, content strategy, and 
performance tracking. By leveraging these elements effectively, a B2B 
business can create a sustainable growth engine that drives long-term 
success and profitability in a rapidly evolving digital ecosystem.

Data-Driven Strategies 
for B2B Growth

1. Determine the audience of decision makers and influencers.

PART ONE: LAYING THE GROUNDWORK  
AND BUILDING THE ESSENTIALS
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2. Clearly define the brand’s personality to drive customer preference.

3

Brand positioning – What makes the 
company unique?

High-quality content that positions 
the company as an industry leader

Mission, vision, and values –  
What does the company stand for?

Consistent messaging and visuals 
across blogs, case studies, and 
whitepapers

Visual identity – Logo, colors, 
typography, and overall design 
language

Brand messaging – Clear value 
propositions and key differentiators

Thought leadership content that 
aligns with the brand’s core expertise 
and values

3. Ensure brand consistency by establishing a strong digital foundation.

4. Reinforce brand authority and thought leadership through a rigorous

All assets should reflect the brand’s tone, voice, and design.

content marketing strategy.

Website(s)

Digital communications Sales materials

Social media presence
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B2B CASE STUDY #1

ESTABLISHING A NORTH AMERICA PRESENCE 
FOR A GLOBAL PACKAGING RESOURCE.

With a pre-marketing awareness of less than 4%, Sunglow Group 
USA is approaching a recognition factor of 30%+ with engaged 
prospects. Future marketing programs to key audiences are 
forecast to increase brand consideration in the 50-60% range.

CLICK TO LEARN MORE >
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Personalization should align 
with brand values and audience 
preferences

As the company gains more 
awareness and traction, brand 
perception should be monitored 
through customer feedback and 
competitive analysis

Use branded email templates and 
messaging that reinforce brand voice

Adjust messaging, positioning, and 
visuals as the company expands into 
new markets or offerings

6. Strengthen brand/customer relationships by implementing

7. Optimize and scale programs to evolve the brand as the

marketing automation and personalization.

company grows.

Support lead generation by ensuring 
that all advertising, social media, 
and outreach efforts align with brand 
identity

Strong brand presence makes lead 
generation campaigns more effective 
by increasing trust and recall

5. Extend brand visibility and recognition via paid and organic lead
generation efforts.
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B2B CASE STUDY #2

TARGETING SALES OPPORTUNITIES FOR 
ENCON, A LEADING COMMERCIAL HVAC 
AND ENERGY SERVICES FIRM.
The result was a “one voice” brand that enables ENCON to 
powerfully tell its story. Among its existing clients, marketing 
efforts are creating a greater awareness and expanding current 
relationships. Activities and leads at industry-specific events has 
seen an increase.

CLICK TO LEARN MORE >
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Leveraging the right tools and methods is critical for effectively marketing and evolving a 
modern B2B brand. Marketing automation platforms, CRM systems, and AI-driven analytics 
enable businesses to streamline campaigns, personalize interactions, and optimize lead 
nurturing. 

This data-driven approach ensures continuous improvement by tracking key performance 
metrics such as conversion rates, customer acquisition cost (CAC), customer lifetime value 
(CLV), and engagement levels. By consistently analyzing these metrics, B2B businesses can 
refine their strategies, enhance brand positioning, and drive sustainable growth. 

Here are six ways to support sustainable growth:

PART TWO: EXECUTING A PLAN WITH 
SMART MARKETING TOOLS AND METRICS

Google Analytics for audience 
insights

Brand awareness (baseline survey, 
website traffic, social media 
engagement)

The Tools & Methods:

The Metrics to Track:

LinkedIn Analytics for industry trends

CRM data analysis (HubSpot, 
Salesforce) to understand customer 
personas

Audience insights (demographics, 
behavior, customer needs) 

1. Track your audience and set baselines for measurement.
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B2B CASE STUDY #3

VIIZ WANTED TO KEEP GROWING.  
OUR HYBRID APPROACH KEEPS IT GOING.
Viiz has made great strides in creating valuable connections with 
key decision-makers and influencers in the targeted 9-1-1 served 
markets. Additionally, Delia Associates’ support activities have 
helped Viiz amplify and extend the impact of its marketing efforts 
throughout North America.

CLICK TO LEARN MORE >
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Google Analytics for website  
and conversion tracking

Google Search Console for organic 
SEO performance

Heatmapping tools to analyze  
user behavior

HubSpot or Pardot for tracking lead 
conversions from content

Lead capture efficiency (conversion 
rate of forms, downloads, demo 
requests)

Blog traffic, time on page, and 
engagement

Social shares, comments, and  
referral traffic

The Tools & Methods:

The Tools & Methods:

The Metrics to Track:

The Metrics to Track:

UTM parameters for tracking traffic 
sources

Social media analytics  
(LinkedIn, X, Facebook Insights)

Website performance (bounce rate, 
session duration, top pages)

Lead generation from gated content 
(whitepapers and webinars)

2. Analytics and conversion tracking establish a strong

3. Build a content marketing strategy to measure engagement

digital foundation.

and lead generation.

B2B CASE STUDY #4

GIVING SOFTWARE INNOVATOR  
GEHTSOFT THE “GO” TO GROW.
GehtSoft gained a stronger brand identity, messaging, and marketing 
tools that highlight its expertise. Its refreshed story engages prospects 
through sales tools, online, and at trade shows, driving future projects 
and growth.

CLICK TO LEARN MORE >
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Google Ads and LinkedIn Campaign 
Manager for paid campaign 

A/B testing in ad creatives, landing 
pages, and email subject lines

Cost per lead (CPL) and cost per 
acquisition (CPA)

Ad performance (click-through rate, 
conversion rate)

The Tools & Methods:

The Metrics to Track:

Marketing automation  
(Marketo, HubSpot) for  
lead scoring

Email open and click-through rates

4. Launch paid and organic lead generation efforts to measure
ROI and CPL.

B2B CASE STUDY #5

GIVING A FRESH FACE AND VOICE TO 
AN EMERGING INDUSTRIAL EQUIPMENT 
RENTAL AND SERVICES COMPANY.

With its new market presence, PER has made significant inroads 
with target audiences. The communications program is forecast 
to generate considerable interest and inquiries.

A select group of Brand Leadership Solution® tools and 
capabilities were chosen and applied to solve PER’s targeted 
objectives, including:

 Logo development 

 Visual identity system 

 Stationery 

 Competitive analysis

 Brand positioning: “PER is there.” 

 Digital sales brochures 

 Website design, development,
and launch

CLICK TO LEARN MORE >
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Multi-touch attribution modeling  
in Google Analytics 4, HubSpot,  
or Marketo

AI-powered insights (Predictive 
analytics tools like Tableau, Power BI)

Marketing attribution (first touch vs. 
multi-touch attribution models)

Overall revenue is influenced by 
marketing

The Tools & Methods:

The Metrics to Track:

Performance dashboards 
consolidating all KPIs

Customer acquisition cost (CAC)  
vs. customer lifetime value (LTV)

6. Optimize, scale, and refine strategies based on the data and insights.

Google Search Console for organic 
SEO performance

HubSpot or Pardot for tracking lead 
conversions from content

Blog traffic, time on page, and 
engagement

Social shares, comments, and  
referral traffic

The Tools & Methods:

The Metrics to Track:

Social media analytics  
(LinkedIn, X, Facebook Insights)

Lead generation from gated content 
(whitepapers and webinars)

5. Implement marketing automation and personalization to optimize
the customer journey.

B2B CASE STUDY #6

EMPIREEMCO REBRANDING: A LITTLE LOVE  
MAKES A BIG DIFFERENCE.

The brand re-positioning and the subsequent communications 
program to customers, prospects, and other stakeholders created 
increased opportunities across a wide range of industries.

CLICK TO LEARN MORE >
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Summary
In the modern B2B landscape, success demands more than 
traditional marketing tactics—it requires a strategic, data-driven 
game plan that continuously adapts to market dynamics. A strong, 
distinctive brand foundation, coupled with effective lead generation, 
marketing automation, and personalized content strategies, enables 
businesses to engage the right audience at the right time. 

B2B companies can strengthen their market position, drive 
sustainable growth, and ensure long-term profitability in an ever-
evolving digital ecosystem by applying a continuous improvement 
methodology to their marketing programs.

Reach out to Ed Delia for smart growth at  
908-534-9044 or email edelia@delianet.com.

A marketing refresh with our proprietary
Brand Leadership Solution® can increase
your ROI by as much as 300% and more.
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