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In the middle of 2015, Google announced that mobile search had officially overtaken desktop search,
meaning that mobile marketing is now a must for any company that wants to remain competitive.
Although mobile marketing has already been adopted by the vast majority of B2C companies, not all
B2B companies have realized the need for it. However, although the buying process is longer, more
complicated, and relies more heavily on relationship-building than in a B2C environment, B2B marketing
will soon be impossible without the use of mobile tactics.
Every marketing professional involved in a B2B industry needs to know the essentials of mobile
marketing. Part of the reason why B2B companies have been less enthusiastic about adopting mobile
marketing is that it yields unconvincing results when a limited amount of effort is put into it. However,
any company can and should allocate resources and effort into mobile marketing, as the future is heading
toward an even more widespread use of mobile devices.
A 2015 study conducted by Eccolo Media shows that B2B buyers are relying more and more on content
to research businesses – most read between two to five pieces of content before making a buying
decision. Much of that reading happens on a mobile device (52 percent of B2B buyers research products
for their business on mobile), meaning that no company can afford not to have a mobile strategy in place.
Since the buying process in B2B is longer, mobile can help bridge some of the gaps in engagement and
speed up the decision-making process. In fact, it can be used with equal success during lead generation,
lead nurturing, and the closing cycle of the sale.

The fact that mobile marketing in B2B is not widely adopted means that those who start now can gain
an advantage. Below are 10 tips that marketers can view as a roadmap when implementing a mobile
marketing strategy for their company or clients.
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#1. Optimize Your Website for Mobile
Whether or not you have a comprehensive mobile marketing strategy, a website that’s optimized for
mobile is an absolute must. In fact, Google will penalize you in its search rankings if your website isn’t
mobile-friendly.
To design a web experience that’s optimized for mobile, you need to put yourself in the shoes of the user:
mobile Internet is slower, so you should focus on building lighter pages that load faster. Therefore...
▪ You can’t use Flash, but you can create similar effects with HTML5.
▪ No pop-ups, either.
▪ Finally, make sure all buttons are easy to press (even by people with large fingers) without the need
to zoom in or out.
You’ll also need a responsive web design, meaning that people on different platforms and devices will be
able to view a version of your website that’s customized for them. This is especially important on landing
pages, where you gather valuable information about your visitors.
Many website builders or templates may not give you the option to create landing pages with responsive
design. In this case, you can use a third-party application such as Unbounce, which builds landing pages that
have the same look and feel as your regular website so that you don’t feel like you’re sacrificing quality.
You can also use Google’s tool to check if your website is optimized for mobile.

A mobile-friendly test for www.hubspot.com
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#2. Make Mobile Content Load Faster
Even though this tactic can be considered part of optimizing your website for mobile, it deserves to be
talked about (and implemented) on its own.
As B2B buyers are increasingly relying on content in the research phase of the buying process, they’re
conducting that research on mobile devices. Yet one study found that a staggering 80 percent of users are
not happy with their experience browsing websites on mobile. So if you want your website to make the
cut, make sure it loads quickly and provides a user-friendly experience. Nobody wants to wait for a page
to load and then be forced to navigate a cluttered layout, only to have to zoom in and scroll horizontally
to read your content.

A PageSpeed analysis of www.hubspot.com

Talk to a developer about what changes they can implement to make your content load faster. These can
include compressing images and text files, caching, keeping JavaScript use to a minimum, and much more.
After you’ve finished implementing changes, check the speed using a different Google tool, and then
perform small tweaks until you get it right.
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#3. Make Video Mobile-Friendly
Mobile is a great format for watching video. Statistics show that 61 percent of B2B users watch mobile
videos related to their industry, with another 57 percent saying they would access work-related content
on a mobile device outside of their working hours.
Experts agree that YouTube should have a place in your video marketing strategy, but ultimately you
want to send people to your website, so you’ll need to build video landing pages optimized for mobile.
Whatever player you choose to integrate videos on your website, confirm that it’s responsive and deviceagnostic, meaning that videos can expand or shrink depending on whether the user is watching on a
smartphone or a tablet.
A good rule of thumb is to create big, easily noticeable splash screens and an enticing CTA. Don’t rely on
your video to serve as a CTA, because only a small proportion of users will watch it till the end. Give them
suggestions to interact with your brand outside of the video box.

#4. How to Design Emails for Mobile
Consider this: 53 percent of all emails are opened on a mobile device, so the design of your emails must
be optimized for mobile. Otherwise you risk losing half of the audience who opens your emails.
Again, your main consideration should be implementing responsive design. But this can sometimes be
tricky for email. For example, the Gmail app does not support responsive design when used on iOS
devices. This is why, for starters, it’s best to design your emails with only a single column. Many email
marketing automation tools provide responsive templates to choose from. An additional way marketing
professionals have been getting around this issue is by using fluid design for their emails. These emails
automatically resize to fit the screen using percentages, rather than pre-determined fixed measurements.
There’s another important goal you should
aim for: keep subject lines clear and concise.
Mobile users are often impatient, and you
don’t want your email to be quickly dismissed
as spam. As for the body, use A/B testing to
find the perfect ratio between text and images.
Finally, always place a clear call-to-action in
each email that instantly draws in the reader
and persuades them to click.
Example of fluid email design. (Source: business2community.com)
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#5. Mobile Paid Search
To most people, paid search is more suitable for B2C companies than B2B. But marketers are increasingly
finding that paid search has a place in B2B mobile marketing strategies, as well. In fact, 18 percent of B2B
buyers find new companies through paid search.
There is, however, an important caveat: whereas B2C paid campaigns focus primarily on specific products,
B2B campaigns focus more on the person doing the search. To avoid irrelevant clicks, use long-tail
keywords with exact match and negative keywords, as well. For example, if you’re offering software
solutions to big enterprises, you might want to include negative keywords such as “small business” or
“startups.” That way you ensure small businesses looking for small business software solutions will not
land on your page. (Here’s a list of 200+ negative keywords you might want to consider for your company.)
Think about also adding a local element, like «mobile marketing agency in Seattle.”
The ad should take users to a mobile-optimized landing page that gives a solution to the issue your ad
copy addresses. To perfect your paid search mobile marketing strategy, check out these 10 common
mistakes B2B companies make when it comes to paid search ads.
When brought to the landing page, mobile users don’t want to spend time filling in boxes, so keep contact
fields to a minimum. Be sure to also include a click-to-call option, as 57 percent of tech buyers say that
being able to call a business during the research phase is of high importance.

#6. Use Geo-Targeted Ads
Geo-targeted ads have quickly become a mainstay for B2B marketers, and for good reason: they allow you
to target users located in places like hotels, airports, and shopping malls, so if your business provides not
just online but local services as well, this is a great way to find potential customers.
In addition, geo-targeted ads have grown progressively more sophisticated. Nowadays, you not only can
adjust targets by location, but also by a variety of demographic categories to make sure your dollars are
well-spent. For even more precisely targeted ads, consider geo-targeting at conferences and events you
would normally attend. In case you’re utilizing geo-targeting at several different locations, you can see
where your ads are performing best and put larger bids there.
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#7. Use Twitter for Mobile
LinkedIn is undoubtedly the most popular social network among B2B marketers. Although Twitter
comes second, when it comes to mobile marketing, it might be a more sensible choice. In 2014, Twitter
users accessed the social network on a mobile device 90 percent of the time, versus just 30 percent for
LinkedIn. Moreover, 93 percent of B2B companies are using Twitter to increase brand awareness, so it’s
an opportunity you can’t afford to pass up.

Social media channels by percentage of mobile vs. desktop users

So how do you utilize Twitter for your B2B mobile marketing? There are many ways to do it, as long as you
understand the specifics of the platform. For example:
▪ It’s a great place to establish yourself as a thought leader by interacting with influencers.
▪ You can employ social media monitoring tools to gauge how your brand is perceived by people who
talk about it – it’s the most honest kind of feedback you can get.
▪ It’s an excellent tool for boosting traffic on your blog.
▪ Posting several times a day won’t be considered “spammy” as long as your posts are varied, and you
can easily reach beyond your followers with hashtags.
▪ Be on the lookout for Twitter chats related to your industry, where you can pitch in with your own
advice and expertise. Hashtags are also a convenient way to connect to people in real-time during
conferences and events.
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#8. Consider Developing a Mobile App
Developing mobile apps is yet another area where B2C companies are comfortably in the lead, as many
brands have been using mobile apps to streamline their customers’ experience. App users are frequently
rewarded for their loyalty with special offers and discounts.
So how does this apply to B2B companies? Again, the process is not so straightforward, but many B2B
companies have managed to launch successful mobile apps.
As with optimizing your website, begin by putting yourself in the shoes of your customers and find out
what their true needs are. Perhaps there’s a communication process that can be made easier through
a mobile app. Or if your business works in such a way that clients often order products, why not create
an app to facilitate the ordering process? A second frequently used idea is an ROI calculator, which can
be beneficial in the consideration stage, as well as an event map (for occasions like conferences) that
attendees can use for orientation, finding information, and networking.
Additionally, a good starting point could be running a quick survey by your loyal customers, since they’re
the best people to ask for tips and feedback on which features of your product or service could benefit
from an app.
Depending on the market you’re targeting and your current customer base, you might consider starting
with apps for either iOS or Android.

#9. Think of Mobile During Your Next Conference/Event
The use of mobile with regards to conferences and events has already been referred to several times,
particularly event apps, Twitter chats, and geo-targeted ads, to name a few. Since a wide array of potential
customers is gathered in one place, the opportunities are endless.
Another thing to consider is how to bridge the gap between offline and online marketing during a
conference. Let’s say you have a booth where you showcase your products. Even a simple gesture such as
handing out brochures and business cards can do the trick. You want attendees to be able to immediately
find out more about your company and its offerings, but if you don’t provide them with that chance right
away, they may forget about who you are and what you do. Consider adding a QR code on each of your
print assets to make it easy for them to scan and load a content offer of some kind on their device.
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Currently, 28 percent of B2B companies use apps as part of their marketing efforts. (Source: citrusbits.com)
ARE

Don’t want to miss out on attendees who don’t have a QR scanner? Get in touch with an SMS provider
and try SMS marketing. According to Hubspot, SMS marketing for B2B companies can be just as effective
as email marketing.

#10. Take Privacy Seriously
In order for any of the previously mentioned B2B mobile marketing strategies to be successful, you need
to get serious about privacy. Research from TRUSTe shows that 91 percent of people won’t do business
with a company if they feel the company is not protecting their sensitive data.
So what can you do? For starters, make your privacy policy mobile-friendly. A surprising number of
businesses don’t optimize their privacy page. You can have a short mobile version that links to the original
version for those who want to take the time to read it.
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In any case, you should always make it clear to your visitors what your privacy policy is in order to give
them the peace of mind to continue using your website. And these can’t be empty words, either. You
might remember the controversy surrounding Snapchat’s privacy leak, which cost them not only a hefty
FTC fine, but also a serious dent in their reputation.
Unfortunately, many websites just copy and paste their privacy policy and never think twice about it.
But you can further reassure your clients by receiving independent privacy certification from a third
party. Some popular options include TRUSTe and the CIPP certificate by the International Association
of Privacy Professionals.

Conclusion
From social media to email marketing, you can take many steps to influence your B2B mobile marketing
efforts. But one thing is clear: the future belongs to mobile, so the earlier you start, the bigger advantage
you’ll have. Use these 10 tips as a starting point, and you’ll soon discover more ways you can attract,
nurture, and convert leads. And never be afraid to experiment – after all, marketing is as much a science
as it is an art.
If you’re ready to take your mobile marketing strategy to the next level but don’t have the resources to do
it in-house, get in touch and let us help you start off on the right foot.
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