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GENERATION STRATEGIES FOR
B2B MARKETING IN APAC
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Introduction

The Asia-Pacific (APAC) region, a vibrant tapestry of cultures, languages, and
business practices, stands as a testament to the dynamic nature of the global
business landscape. As digital transformation sweeps across industries,
understanding the intricacies of APAC becomes not just beneficial, but essential
for B2B marketers. Drawing from in-depth market analyses, consumer behaviour
studies, and collaborations with industry frontrunners, this paper offers a
comprehensive guide for global field marketing managers, heads of global

marketing, and APAC field marketing managers in B2B technology companies.



Before we start with any marketing strategy there are two foundational

elements that must exist
1. Sales and Marketing Alignment

The synergy between sales and marketing teams is the bedrock upon which successful strategies are built.
A shared vision ensures streamlined efforts, optimised resource allocation, and a unified brand message.
Regular workshops, joint training sessions, and collaborative tools can further enhance this alignment,
leading to more efficient campaigns and better ROI.

2. Understand Local Markets

Each country within APAC has its unique business landscape, influenced by historical, socio-economic,
and political factors. Comprehensive market research, including competitor analysis, consumer behaviour
studies, and technological trends, can offer invaluable insights. Engaging local experts or consultants can
further enhance understanding and ensure that strategies are culturally sensitive and relevant.
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Now that the foundation is in place here are some examples of pipeline
generation strategies that can rerolled out in Asia-Pacific

1. Content Marketing

Localised Content: Crafting content that resonates with local audiences goes beyond mere translation. It's
about understanding local narratives, celebrating regional successes, and addressing specific challenges.
Incorporating local idioms, stories, and examples can make content more relatable and engaging.

Webinars and Virtual Events: These platforms offer an opportunity to showcase expertise, share industry
insights, and engage with a broad audience. Collaborating with local influencers or industry experts for such
events can enhance credibility and reach.

2. Account-Based Marketing (ABM)

ABM'’s strength lies in its precision. By focusing on high-potential accounts, organisations can offer tailored
solutions, ensuring higher engagement and conversion rates. Detailed account profiling, personalised content
creation, and targeted engagement strategies are essential components of a successful ABM campaign.

3. Digital Advertising

LinkedIn: Beyond basic advertising, LinkedIn offers features like LinkedIn Groups, Pulse articles, and
advanced analytics. Engaging in discussions, publishing thought leadership articles, and leveraging LinkedIn's
rich data can enhance campaign effectiveness.

Programmatic Advertising: Modern programmatic platforms offer advanced segmentation, retargeting, and
personalization features. By leveraging Al and machine learning, these platforms can optimise ad delivery in

real-time, ensuring maximum engagement.

4. Partnerships and Collaborations

Strategic partnerships can offer a fast track to market penetration. Co-hosting events, joint product launches,
or collaborative content creation can amplify reach and enhance brand credibility. Such collaborations also
offer fresh perspectives and insights, leading to more innovative solutions.
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5. Trade Shows and Conferences

Beyond networking, trade shows offer insights into industry trends, competitor strategies, and emerging
technologies. Hosting workshops, participating in panel discussions, or presenting whitepapers can position
an organisation as an industry leader, enhancing brand perception.

6. Email Marketing

With the information overload in the digital age, crafting emails that stand out is crucial. Advanced analytics
tools can offer insights into optimal send times, content preferences, and engagement patterns. A/B testing,
personalised content, and interactive elements can further enhance email effectiveness.

7. SEO and SEM

A robust digital presence is underpinned by visibility. Localised keyword research, optimising for voice
search, and creating region-specific landing pages are essential for effective SEO. SEM campaigns, when
complemented with engaging ad copy and optimised landing pages, can drive targeted traffic and high
conversion rates.

8. Referral Programs

Leveraging the inherent trust in personal recommendations, referral programs can be a goldmine for quality
leads. Offering incentives, creating easy referral processes, and ensuring quick follow-ups can optimise the
effectiveness of such programs.

9. Social Media

Engaging on local platforms offers a direct line to niche audiences. Regular updates, interactive content, and
responsive customer service can enhance brand perception and loyalty. Collaborating with local influencers
or hosting region-specific campaigns can further amplify reach.

10. Customer Testimonials and Case Studies

Detailed case studies, showcasing challenges, solutions, and outcomes, offer tangible proof of an
organisation’s capabilities. Video testimonials, infographics, and interactive case study formats can make this
content more engaging and shareable.

11. Continuous Learning and Adaptation

The APAC market is in a constant state of flux. Regular feedback loops, market research updates, and agility
in strategy implementation are essential to stay relevant and effective.



Conclusion:

The APAC region, with its myriad challenges and opportunities, demands a strategic
approach that is both in-depth and agile. By adopting and adapting the strategies
outlined in this paper, B2B technology companies can not only navigate the
complexities of the region but also establish a dominant presence. As the market
dynamics continue to evolve, a commitment to understanding, innovation, and

alignment will be the guiding lights for organisations aiming for sustained success.
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