How do B2B companies use

social media?

“Does your company use
social media marketing?”
64%

36%

No

Yes

It does not

It does

Nearly 40% of companies surveyed aren’t yet tapping into the full
marketing potential of social media.

Who ‘owns’ social media?
Although many departments contribute, Social Media
is most often managed by the PR department.

PR/Communications (26%)
Shared between different departments (23%)
Website team (11%)

Some 23% answered that social media is not under control of any
one department.

TOP 3 REASONS FOR SOCIAL MEDIA USE*
Creating
awareness
(83%)

Encouraging
social sharing
(56%)

Gaining trust
& followers
(55%)
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Half of companies using social media marketing are not using it as part
of demand generation.

Is your company using social media for demand generation?
35%

53%

yes

No

Don’t know

12%

WHY IS THIS?
Most companies admitted they had no strategy in place for
incorporating social media into demand generation.
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About 20% said a lack of tools prevented them from using social
media for lead generation.

BUT THEY WANT TO....
“How does your company plan to use social media
marketing in the future?”

17%

Better understand
market perception

14%

To create
company/brand
awareness

16%

As an outbound
channel for demand
generation

13%

To segment or score
leads through
social activities and
demographics

11%

Broaden reach
by encouraging
social sharing

However, 25% of respondents say they don’t know how their
company plans to use social media marketing

Companies expect these benefits from social media demand
generation*

Increased reach and
brand awareness

(50%)

Driving inbound leads
to increase revenue

Measurable impact on
demand or revenue

(35%)

(28%)

We asked B2B marketers which social media tool they find the
most intriguing...

Social sharing buttons (29%)
Social activity widgets (22%)
Social sign-on (10%)

WHICH SOCIAL PLATFORMS DO
BUSINESSES CURRENTLY USE
FOR DEMAND GENERATION?*

Facebook (80%)

Twitter (78%)

linkedin (51%)

Although figures suggest LinkedIn is almost 3x as effective as
Facebook and Twitter for lead generation, it trails behind.

TAKE-AWAY MESSAGES FOR
B2B MARKETERS
Don’t departmentalise your social media strategy

Like over 20% of businesses surveyed, encourage everyone in the
organisation to work together on a cohesive strategy

Build a plan for converting social identities
Find out which social channels are driving the most activity
and focus there
Use social media tools strategically:

Twitter and
Facebook for
awareness

Facebook
comments for
engagement

Social sign-on for
conversion

Measure the impact
various social
networks have on
driving demand.

*(Percentages add up to more than 100% as respondents could select more than one option)

Thank you for reading!
Return to the map

to continue exploring this world or tweet your
opinions at #modernmarketer.
www.eloqua.com/modernmarketer

