
Brand building 
Companies cannot rely purely on  
innovation to drive awareness and 
preference. We develop brand positioning, 
brand platforms and brand stories,  
working alongside our clients from  
concept stage through to implementation.

Integrated campaigns 
Integrated campaigns create a surround-
sound effect that amplifies a brand. We 
mine data and insights to understand the 
audience’s context, needs and channel 
behaviour, then develop through-the-line 
campaigns to engage them in the right  
place at the right time.

Performance marketing 
Marketeers of today need to prove  
impact and show how they contribute to  
the bottom line. We deliver demand 
generation, lead generation and account-
based marketing campaigns designed to 
drive measureable preference, conversion 
and loyalty.

Creation and development 
In today’s competitive landscape,  
B2B brands need to raise the creative  
bar to earn attention and connection.  
We develop creative concepts that work  
across multiple channels, supported by 
assets such as apps and digital tools. 

Thought leadership 
Quality content builds a bridge of trust 
between a B2B business and its buyers.  
We devise and develop material  
focused on context, insight and  
solutions, bringing it to life across  
paid, owned and earned channels.

Commercial sustainability 
Today B2B brands need to demonstrate  
that they help their customers contribute  
to a more sustainable world. We support 
brands with the necessary strategy  
and communications planning to fulfill  
this ambition.
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In today’s digital-first, transparent and customer-centric world,  
B2B brands need to re-think how they connect to customers,  
deliver value and grow. 
The archetypical B2B customer has changed, with 
over $6.7tn of B2B online transactions forecast by 
20201. In addition, 75% of B2B buyers have ‘little 
to no contact’ with a sales team on their path to 
purchase2. Perhaps the more significant statistic is 
this: 57% of purchase decisions take place before 
any kind of sales meeting occurs3.
B2B buyers respond to a range of rational and 
emotional triggers. According to the World 
Economic Forum, 81% said that they would 
choose a supplier that offers a ‘consumer-like 
experience’ over an equally-priced alternative 
that does not. They also expect B2B companies 
to play an active role in society, and help their 
organisation do the same. All of this means that 
brand, sales and social responsibility must come 
together in the new B2B marketing mix.

Weber Shandwick’s EMEA B2B team has deep 
expertise and a powerful combination of people, 
skills and services to meet this new reality. We 
marry the business understanding and expertise 
of a strategic consultancy with the creative power 
of a global communications agency.
We provide audience mining, sustainability 
advisory, strategic brand building and creative 
and digital content services to B2B clients across 
a range of different industry sectors, enabling us 
to build integrated campaigns founded on deep 
human insights and contextual analysis to drive 
measurable, commercial impact.
We are proud to partner with, among others, DP 
World, Epson, Essity, Ericsson, Experian, Gartner, 
IBM, Splunk, Tetra Pak and Trustly.

Tetra Pak 
Good Packages 
for a Good Life
Tetra Pak was 
founded in 1951 to 
solve a problem; 

package and distribute food in a safe and 
efficient way. Changes in the market, from 
the competitive landscape through to 
consumer behaviour presented a challenge 
and the company was focused on getting 
more customers and consumers to regard 
carton packaging as the more sustainable 
choice. We were asked to drive a B2B and 
B2C shift from other materials, initiate new 
business initiatives and communications 
activity with existing customers and help 
the company take ownership of the growth 
area, ‘on-the go’.
We created a long-term, thought leadership 
platform combining consumer education, 
customer partnerships and opinion leader 
briefings, all centred on the advantages of 
carton packaging. Activity included a trends 
report, social and in-store activation and an 
internal ambassador programme.
The campaign resulted in five new 
innovation-led projects with Tetra Pak 
clients, all of which are making the 
conversion from plastic to carton.
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1    World Economic Forum: http://reports.weforum.org/digital-transformation/wp-content/blogs.dir/94/mp/files/pages/files/dti-digital-
consumption-white-paper.pdf

2    Boston Consulting Group: BCG, https://www.bcg.com/en-nor/publications/2017/marketing-sales-how-digital-leaders-transforming-b2b.aspx
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