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Van content marketing naar digital 
business in B2B 
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WAT MAAKT B2B MARKETING ZO ANDERS?
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• Meerdere beslissers

• Grotere bedragen

• Kleinere aantallen klanten

• Langer koopproces

• Samenwerking sales 

• Carrière risico’s

• Diepere relaties

• Meer customization
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B2B DIGITAL MATURITY MODEL
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Level 1 BASIC

Level 2 DIGITALE MARKETING

Level 3 E-COMMERCE

Level 4 OMNICHANNEL

Level 5 DIGITAL BUSINESS Digitale waarde creatie

Optimaliseren cross channel experience

Website is volwaardig sales kanaal

Website plus digital  en content marketing. 

Website
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62% OF B2B BUYERS SAY THEY CAN NOW
DEVELOP SELECTION CRITERIA OF 
FINALIZE A VENDOR LIST – BASED 
SOLELY ON DIGITAL CONTENT.

- FORRESTER/INTERNET RETAILER Q1 2015 US B2B BUYER CHANNEL PREFERENCES ONLINE SERVEY (N=229) -
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68% of B2B buyers prefer to research 
online on their own – up from 53% in 2015

- Forrester/Internet Retailer Q1 2017 Global B2B Buy-Side Online Servey
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WAT IS E-COMMERCE BINNEN B2B? 
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E-COMMERCE B2B
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Webshop Integratie met 
ERP systemen 

klant

Koppelen aan  
industrie-platformen 

binnen de supply chain

E-facturen
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IMPACT E-COMMERCE B2B

81%

84%

88%

89%

Implementing eCommerce increased our avarage order value

Implementing eCommerce drove lower cost per order

Implementing eXommerce drove higher profitability per order

Implementing eXommerce incrreased our annual company
revenu

Source: MarketingCharts.com | Data Source: Ascend2 / Marketing Matters Inbound

All figures in %

“How much do you agree or disagree with the following statements?”

+55%

+30%

-28%

+31%

Avarage
improvementAgree
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COMMUNICATION CHANNELS B2B

Bron: Walker – B2B Customer 2020



DIGITAL B2B SALES & SERVICE PORTAL
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WE AIN’T SEEN NOTHING YET …
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VAN WEB NAAR …
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Web eBusiness Digital 
Marketing

Digital 
Business

1995 2000 2005 2017 2020

Bron: Gartner



WAT IS DIGITAL BUSINESS IN B2B?
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DIGITAL BUSINESS IN B2B

• Digitalisering bedrijfskolom
• Apps 
• Augmented reality
• Internet of things
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EN BEECKESTIJN DAN?
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CUSTOMER PAINS 
INCOMPANY KLANTEN

• Kennis up to date

• Medewerkers op verschillende locaties

• Nieuwe medewerkers

• Toepassing kennis in de praktijk
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KLIK OM DE TITELSTIJL VAN HET 
MODEL TE BEWERKEN
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DIGITAL CENTER OF EXPERTISE

Online omgeving die continue geüpdate wordt:
- Checklisten
- Best practices
- Templates (Email, Google Analytics, Advertising,etc) 
- Artikelen
- E-learning ‘How to’ (seo, email, crm, facebook ads, etc)
- Live Q&A’s voor coaching en ondersteuning
- Community voor delen kennis



DON’T THINK AD BUT ADD !
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Hans Molenaar
hmolenaar@beeckestijn.org

@hansmolenaar


