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This unique book comprehensively presents the current state of knowledge, theoretical and practical alike, in
the field of business-to-business (B2B) marketing. More than 30 of the best and most recognized B2B
marketers address the most relevant theoretical foundations, concepts, tried and tested approaches and models
from entrepreneuria practice. Many of those concepts are published for the first time ever in this book. The
book not only builds on the existing classic literature for industrial goods marketing but also & and much more
importantly & finally closes the gap towards the rapidly growing ecosystem of modern B2B marketing terms,
instruments, products, and topics. Technical terms such as Account-Based Marketing, Buyer Journey,
ChatBots, Content Al, Marketing Automation, Marketing Canvas, Social Selling, Touchpoint Sensitivity
Analysis, and Predictive Intelligence are explained and examined in detail, especialy in terms of their
applicability and implementation. The book as a whole reflects the B2B marketing journey so that the readers
can directly connect the content to their own experience and use the book as a guide in their day-to-day work
for yearsto come.

https://rebiunoda. pro.baratznet.cloud: 38443/OpacDiscovery/public/catal og/detail/b2FpOmNIbGVicmF0aw9uOmV zL mhcmF0Oei 5yZW4vM jg4Mjc3M Dg

Titulo: B2B Marketing electronic resource] :A Guidebook for the Classroom to the Boardroom edited by Uwe G.
Seebacher.

Edicion: 1st ed. 2021

Editorial: Cham Springer International Publishing Imprint: Springer 2021.
Descripcion fisica: XXVII, 755 p. 250 illus., Lillus. in color. online resource.
Mencidn de serie: Management for Professionals 2192-8096

Documento fuente: Springer Nature eBook



Contenido: Part |: Basics and Theories. A Good Base Is Half the Rent -- 1. The Big Picture: Why the Going Gets
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3. The B2B Marketing Maturity Model: What the Route to the Goal Looks Like! -- 4. MarTech 8000: How to
Survivein Jurassic Park of Dazzling Marketing Solutions -- Part |1: Practical Concepts and Models: Applied
Science from the Experts -- 5. B2B Marketing Strategy: Finding the Needlein the Haystack -- 6. The Marketing
Canvas: A Template for Powerful Go to Market Strategies-- 7. To Brand or Not to Brand: An Introduction to B2B
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