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Audit pressure, vendor sprawl, and stricter privacy rules continue to overwhelm B2B buyers, 
compelling them to examine every purchase as a potential liability. 

While many professionals are reacting to this new reality, innovative marketing and sales 
professionals are taking a proactive approach: demand generation. 

With the right strategies in place, marketers can engage and nurture buyers by making  
the right content and resources accessible to prospects. Professionals can also build desire  
and preference for their solutions across the entire journey (from unaware to problem-aware  
to ready to talk), creating new demand and amplifying current interest.

Yet, even with thoughtful engagement strategies, a large part of buyer behavior remains hidden 
in what is known as the “dark funnel.” What often appears as “direct traffic” to assets like blog 
posts is actually unattributed activity from this unseen buyer’s journey.

•	 Why personalized content is essential for engaging buyers
•	 How to address each stakeholder’s needs
•	 What’s needed to improve demand generation outcomes

B2B Buyers Are Becoming More Defensive

To help you make the most of demand generation, 
TechnologyCommand’s whitepaper explores
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Your competitors aim to reach your buying group first, so you must prioritize roles and deliver 
personalized content. Each piece must align with a single stakeholder, tie to that role’s priorities, 
and move easily across the committee through executive summaries, shareable snippets,  
and decision aids.

To Each Stakeholder, Their Own

Your created content must address two imperatives:

Value narrative Proof of fit

Translate outcomes into the buyer’s 
language (risk removed, performance 
gained, cost avoided, time recovered) 

and place the solution inside  
the customer's mission.

Show a closer match to requirements 
than alternatives through side-by-side 
comparisons, reference architectures, 

security and compliance notes, 
customer evidence, and ROI models.

https://technologycommand.com/
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Address each stakeholder’s unique challenge

STAKEHOLDER NEED

Influencer

Manager

Operations and IT

C-Level

Financial Manager

Pain-point clarity, solution framing, 
proof of fit

Cost, quality, implementation plan, ROI

Usability, risk controls, ease  
of integration, and reliability

Risk exposure, ROI, tech-stack alignment, 
and contribution to strategic goals

Total cost, ROI, efficiency gains,  
and budget predictability

Your content must align with the priorities of multiple members as they progress 
through the buyer journey. Research shows that this approach increases engagement. 
Focus on specific challenges and provide tailored educational content  
to increase engagement.

Marketing and sales professionals must address the unique needs of each  
decision-maker to gain attention, initiate a conversation, and advance  
the buying journey.

https://technologycommand.com/
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Strengthen your demand generation strategy by applying buyer engagement best practices  
prior to creating persona-specific initiatives. This helps you address the precise requirements  
of today’s B2B buyers.

TechnologyCommand recommends taking the following best practices into mind to make  
the most of your demand generation strategies.

Improve Your Demand Generation Outcomes

1.	 CREATE BETTER 
EXPERIENCES

2.	 VALUE ABOVE 
ALL ELSE

3.	 BRING 
INTELLIGENCE 
INTO THE 
EQUATION

4.	 FOCUS ON 
OUTPERFORMING 
THE COMPETITION

Use an omnichannel approach that maps the buyer’s journey, selects 
the most relevant channels, and delivers consistent brand value  
and messaging. Additionally, present each asset effectively on  
the platforms where your buyers are most active to reach  
and influence dark funnel prospects.

Build authority through thought leadership articles that establish 
your brand as a domain leader and optimize your website for search 
to capture and measure interest. Take it a step further and publish 
reports or whitepapers with industry-backed statistics that showcase 
insight and credibility.

Use account intelligence from high-value clients, combined with lead 
insights and psychographic data from past campaigns, to shape  
your strategies. Professionals will be able to design strategies  
and personalize content that reflects each buyer's distinct priorities.

In the consideration stage, prospects evaluate and compare 
competing solutions. To understand how competitor offerings meet 
customer needs, take a client-centered view, then highlight where 
your solution delivers greater value and outcomes.

https://technologycommand.com/
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Demand generation has evolved into a discipline that requires personalization and a clear 
focus on value. Buyers today are cautious, informed, and operating in a landscape of greater 
complexity, which means every piece of content must serve a purpose. 

By addressing the needs of each stakeholder, amplifying reach with omnichannel strategies, 
and grounding every engagement in intelligence and measurable outcomes, marketers can rise 
above the noise and earn trust across buying groups. 

Organizations that adopt these practices will generate stronger demand, build lasting 
relationships, and secure a competitive edge in the market.

OUR TEAM OF EXPERTS AREA READY TO HEAR FROM YOU

Conclusion

Visit TechnologyCommand’s website to discover how you can improve 
the efficiency of your demand generation programs and ultimately 
increase sales conversion.

GET IN TOUCH

technologycommand.com

https://technologycommand.com/
https://technologycommand.com/contact-us/

