
Top tips to do demand
generation right.



Demand generation is one of the trickiest strategies to get right, but why? 

Well, it requires time, energy and a lot of resources. When executed
successfully, this process is comprehensive, holistic and supported by
both sales and marketing. However, without the right approach, attention
to detail and commitment from your internal teams, you’re unlikely to
generate the results you were hoping for. 
 
So, what are the best tools and techniques you can utilise to supercharge
your demand generation? 
 
Here’s what out experts recommend…
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The key to a successful demand gen strategy is knowing
your audience. This means, selecting the right decision-
makers from the right industries, and understanding who
they are and what they want. To ensure you’ve identified
your most valuable prospects, you’ll need to combine a
stack of qualitative and quantitative research
methodologies with macro-economic industry research.

Next, you should delve deeper into your prospects, ensuring
you’ve developed a thorough understanding of their unique
challenges and goals. Beyond job role, research your
prospects’ pain points, values, information sources,
personality types and personal interests using a
combination of desk-based and primary research, like
surveys.

Whilst some B2B marketers favour short-term direct
response tactics, successful demand gen strategies are
long-term and holistic. You should be focusing on how
you can increase the interplay between your different
channels across the entire marketing funnel. It’s also
worth considering how you can use B2C channels to
maximise brand awareness, such as podcasting,
broadcast radio and advertising on social 
channels like Instagram, Reddit or 
Facebook – depending on which of 
these channels is most popular 
with your target audience.

#2. Create a holistic
strategy
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#1. Know your audience



Without sales and marketing alignment, it will prove
incredibly challenging to transform your sales-focused
interactions into actual revenue. With alignment, you can
create a knowledge-sharing relationship between your
teams that strengthens the overall impact of your demand
gen strategy. 

As part of this new alignment, your sales team should
collect insights from calls and meetings with leads, and
feed this back to marketing, giving you a 
comprehensive view of your prospects’ 
challenges, goals and desires. 
In turn, marketing will be able 
to update their messaging with 
these new insights and create 
truly engaging comms.

Great content is informative, relevant, highly engaging and
can work wonders in your demand gen strategy. However,
many businesses fall into the habit of creating blogs for
their website that are more concerned with using as many
SEO keywords as possible than providing prospects with
new, useful and interesting information. If this sounds like
your business, it may be time to reconsider your content
strategy. 

The key is to undertake thorough research into the unique
challenges of your audience, as well as their personality
profiles and the content formats they are most receptive
to. Then, you should implement content calendar curation
to make sure your communications package flows
throughout the sales-cycle, from halo awareness right
through to conversion.

#4. Reconsider your
content strategy
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#3. Align sales and marketing



Intent marketing uses data to target 
prospects who are actively researching 
or are interested in the product/ service 
your business provides, making it a 
fantastic tool to use as a part of your demand
generation strategy. This activity allows you to reach out
with the right message at the right time and effectively
talk to those prospects. 

To begin utilising these insights to strengthen your
activity, you’ll need to partner with an entire B2B
ecosystem to gather intent data from multiple sources.
This will give you access to the broadest global reach of
intent data, enabling you to generate an ‘intent score’
based on weighted interactions, topic relevancy and
engagement metrics (among other factors) to best
target prospects.

At Really B2B, we’re experts in strategizing. Our formula
includes vigorous research, the best buyer personas, a
deep-dive into the data, segmentation, and value
proposition mapping. Not forgetting the power of our in-
house planning hub, Enigma 2.0, which has crunched over
14 million rows of live campaign data to accurately
forecast the results you can expect. We have tried and
tested techniques for each channel, and we know which
channels work best depending on your unique needs, and
which don’t. 
 
Our expert team can also implement intent marketing to
provide detailed intel and actionable insights on your data
that go far beyond job function. Best of all, we know how to
tie all of these insights together into a unified and effective
customer journey that’s designed to carry your prospect
smoothly from their first interaction, to their first
appointment.

Do demand gen right with
Really B2B
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#5. Introduce intent marketing



Want to find out how we can help you? Simply
give us a call on 0845 519 8517 or email
info@reallyb2b.com today.


