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Social Media for B2B 

• Fundamentals remain the same 

– B2B relationships are fundamentally not about companies but about people 

– Similar philosophies and processes vs. B2C use of Social Media  

– Shift in information discovery (search) habits 

– B2B companies realise the value in better connecting people 

• However, context is often different 

– Highly targeted audience / purpose 

– Establish and foster expertise within a given industry or niche 
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B2B v. B2C Engagement 
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How B2B companies are using Social Media 

Thought Leadership 

Generate Leads 

Customer Feedback 

Advertising 

Research 

Other 
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Source: BtoB Magazine 

N = 376 

54% of respondents use social media for marketing 

Source: Visible Technologies and SiriusDecisions 

Other 
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Travelport: an online network for travel agents 
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Knowledge sharing … 
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… 
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Peer-to-peer accommodation reviews 




