
The 2025 Marketing 
Objectives Playbook
WINNING STRATEGIES FOR B2B SUCCESS



In football, success starts with a strong game plan—and marketing is no different. 
To win in a competitive B2B landscape, whatever your industry, you need 
a playbook with clear offensive and defensive formations. The top objectives 
identified in the 2025 B2B Marketing Mix Report can serve as this playbook, 
helping you run aggressive campaigns and defend your market position.

Each marketing goal brings you closer to the end zone.

By following the tactics outlined here, executing every play with precision,  
you’ll be ready to tackle big challenges and run your business toward  
victory in the year ahead.

https://www.sagefrog.com/2025-b2b-marketing-mix-report/
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THE GAME PLAN

Brand awareness is your offensive line. It continues to be the top objective identified in the 2024 
and 2025 B2B Marketing Mix Reports. A strong brand—especially one that resonates emotionally 
with customers—can enhance marketing efficiency, attract top talent, and support business 
growth. Leverage multi-channel campaigns to expand your reach across the field to create 
openings and gain a competitive advantage.

   TACTIC 1: Invest in consistency across your messaging and visual identity to increase recall.  
Ensure audiences are seeing the same name, logo, phrasing, services names, etc.

   TACTIC 2: Utilize storytelling to reinforce what makes your business unique. Highlight aspects  
of your history, leadership, and innovation to humanize your brand.

    TACTIC 3: Produce thought leadership to establish authority in your space. Write whitepapers  
on trending topics and secure speaking engagements at industry events.

Objective 1: Brand Awareness

THE GAME PLAN

Lead generation is like the well-timed, strong offensive drive that can push your team to the red 
zone. Success depends on engaging high-quality leads with personalized campaigns that directly 
address their pain points. Treat leads like yards gained—every small step matters, so prioritize 
targeting high-quality decision-makers with continual engagement. Focus on creating memorable 
touchpoints that build trust.

   TACTIC 1: Create personalized campaigns to target high-quality leads. Explore ABM via 
LinkedIn ads, custom landing pages, emails, and other tailored outreach tools.

    TACTIC 2: Drive high conversion rates by offering more valuable gated content. Reduce 
required fields in contact forms to encourage resource downloads.

   TACTIC 3: Launch retargeting ads to keep your company top of mind. Nudge warmer  
leads to finally take action or set limited-time offers that peak their interest.

Objective 2: Lead Generation
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THE GAME PLAN

Client retention is about playing strong defense—keeping your customers satisfied and loyal. 
With rising customer acquisition costs, maintaining and nurturing existing relationships is critical. 
Happy clients make repeat purchases, but they also become brand advocates, spreading 
the word about your services. Stay ahead of customer needs by delivering value before your 
competitors even step on the field.

   TACTIC 1: Construct customer loyalty programs that reward long-term partnerships.  
Offer perks like discounts, early previews of new software features, or special event invites.

   TACTIC 2: Conduct customer satisfaction surveys and respond proactively to feedback.  
Ask if you can pull quotes to feature them on webpages, case studies, and pitches.

    TACTIC 3: Provide ongoing educational resources to empower clients maximize the value  
of your solutions. Share webinars and guides on your offerings or on industry trends.

Objective 3: Client Retention

THE GAME PLAN

Sales support is your quarterback, converting scoring opportunities into touchdowns. When 
equipped with the right players from marketers, your salespeople can close deals faster and 
more effectively. From detailed case studies to attractive sell sheets, it’s your duty to step up with 
the resources they need to move confidently toward the finish line.

    TACTIC 1: Create a content library of case studies, ROI calculators, and data sheets to help 
sales show real-world applications and better answer technical questions.

   TACTIC 2: Record product demos or help sales improve the way they perform free 
consultations to strengthen your value propositions.

   TACTIC 3: Align sales and marketing with regular communication that closes the loop on goals, 
tactics, and results. Identify areas for improvement or mutual support.

Objective 4: Sales Support
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THE GAME PLAN

Demand generation is your blitz, blending brand awareness, lead gen, client retention,  
and sales support into one cohesive strategy. By nurturing prospects through the entire buyer’s 
journey, you create a steady pipeline of educated leads ready to act when the time is right.  
This play combines targeted inbound and outbound efforts, including content marketing,  
SEO, social media, and paid media.

   TACTIC 1: Make buyer personas that outline stakeholder pain points and needs to shape 
targeted demand generation messaging for maximum resonance.

   TACTIC 2: Curate targeted lists for contacts and desired accounts, leveraging premium tools 
like LeadLander and ZoomInfo for more insights.

   TACTIC 3: Employ data-driven insights from CRM systems to launch smarter SEM, LinkedIn 
Sponsored Content, and ABM efforts.

Bonus Play: Demand Generation

The plays outlined in this playbook are more than just tactics—
they’re your path to consistent progress. As you put them  
into action with the new year, remember that flexibility and  
adaptation are as important in marketing as they are on the field.

With the right approach, you’ll be prepared to lead the pack  
and claim victory.

Stay sharp, pivot when needed,  
and watch your team score big in 2025!

From Kickoff to Victory Formation



Need a Coach?
Behind every great team is a trusted coach, guiding the strategy from  

the sidelines. Whether you need help outplaying obstacles or developing  

a fresh approach, we’re ready to jump in whenever you need us.

Let’s huddle!
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