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For B2B companies, it is not enough to establish a sales funnel 
and identify its different stages. Optimization is also a priority 
that produces desirable results in the long term. By improving 
certain parts of your funnel, you can gain better insight on 
your customer base, enhance your relationship with them, and 
generate more revenue — perhaps the most important of them 
all.

B2B funnels can be complex and vary from organization to 
organization. Regardless, here are some tips to help with 
funnel optimization:



To help visualize optimization, marketers can draw the 
funnel and map it out. You can better picture your 
strengths as well as your weak spots. You can also 
determine how your efforts, such as ads are performing 
and translating into sales. 

Defining the funnel Mapping out the funnel
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In order to commence optimization, it is important for 
marketers to define each stage of the funnel. It is 
imperative to understand what each stage means for 
a potential customer and how it contributes to their 
progress on the funnel. At least 68% of organizations 
still need to define their sales funnel, which makes 
them miss out on the benefits of completing this 
stage.

Typically, the stages include lead generation, 
marketing efforts, sales efforts, evaluation of leads 
and customer acquisition and retention. Defining the 
funnel also gives insight on web traffic drivers, 
relevance of company products and services, as well 
as online indicators of a lead’s interest.
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Building brand awareness
Let customers know about your brand and the value 
that it will bring to their own companies. With more 
awareness, you can have more sales opportunities in 
your current and future funnel because you are 
increasing your reach. You are also instilling trust in 
your company so that customers will think of your 
brand when it comes to certain services.

You can increase brand awareness by planning your 
creative content on your official online spaces with 
the purpose of giving more information about your 
company. Blogging on a regular basis and sharing 
brand content are important to connect to your target 
audience.
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Qualifying leads
Finding high-qualtiy leads and creating conversions are any 
company’s main priority. This is why it is important to 
determine how fit your leads are for your company’s products 
and services, a stage we will call the Marketing Qualified 
Lead (MQL) stage. It also highlights behaviors that indicate a 
lead’s interest level online. This way, you can spend your time 
and efforts on those who are more likely to purchase.

Companies can determine a lead’s fit by identifying their 
target market. Ideally, they will have problems that need 
solving. This is where your products should come in. But 
marketers should also consider potential customers’ interest 
level before they are categorized as MQL. Some indicators 
include engagement with your company website, visits to 
multiple pages, downloading of resources, and interaction 
with social media. 

Research is vital to this part of your funnel 
optimization. Marketers should be able to 
collate information across multiple channels to 
better profile their customers based on their 
buying history, major problems, etc. 
Companies can use lead scoring to quantify a 
lead’s value.



6

Generating KPIs
To measure the success of your sales funnel, it is important 
to include key performance indicators (KPIs). There are 
various data points that can help make sense of your funnel’s 
strengths and weaknesses. These include customer 
acquisition, client retention, response time, customer churn 
values, among others. 

For one, customer acquisition cost is among the more 
important KPIs. It helps customers compute their spending 
on acquiring new customers from marketing to conversion. It 
can be measured against another KPI, which is customer 
lifetime value. Doing this also factors in time spent on 
converting customers.

Marketing analytics should be able to shed light on the 
performance of your B2B sales funnel based on various KPIs.
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Identifying and resolving bottlenecks
By visualizing and determining the performance of your 
B2B sales funnel, you can also find weak spots or 
so-called bottlenecks where you experience drop in 
leads. This can occur when you are receiving just a 
handful of customer inquiries, converting fewer 
customers, having difficulty with customer retention.

Funnel bottlenecks can be unique to each company, but 
there are solutions you can apply to help ease friction. 
Depending on the problem, you can resolve by creating 
customer loyalty programs, allowing feedback on any 
point of the buying experience, and providing topnotch 
customer service. These can better set expectations 
among prospects so they know what exactly they are 
getting from you.
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Marketers will be missing on half the battle if they stop at 
the initial purchase. For B2Bs, significant revenue is gained 
from upgrades and renewals. This only emphasizes the 
need for long-term selling plans to maximize the value of 
the customer base and retain their business. Nurturing 
relationships with existing customers not only leads to 
more business from them but also from their network, 
thanks to referrals.

Companies may have similar problems, but their solutions 
can still vary. However, understanding your funnel, and  
consequently knowing your standing, will help determine 
the steps you should take for optimization.

Determining customer concerns Prioritizing the post-sales process
Knowing customer intent and possible concerns 
helps brands sell their products and services more 
effectively. It can also help brands identify behavior 
that signifies customers are ready for a sale. You can 
promote your products as the ideal solution to by 
tailoring your content to customer concerns and 
showing previous testimonials from satisfied clients. 
Otherwise, your team can devote their time to 
prospects that are more likely to convert.



Learn more at

www.dealtale.com


