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Fundamentals of Social Media Lead Generation; 1: Why B2B |s Better at
Social Media Than B2C; The Marketing Status Quo; What Your
Marketing Could Be; Five Reasons B2B Companies Are a Better Fit for
Social Media Marketing Than B2C Companies; When Social Media Isn't
Right for B2B; B2B Social Media as an Annuity; Results Independent of
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Annuities Facilitate Scale Social Media Is Only One Piece; Building a
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B2B Social Media Steps to Superstardom; 2: Five-Step Social Media Lead
Generation Process; Step 1: Getting the Basics Right; Step 2: Maximize
Content Discovery; Step 3: Create Conversion Ubiquity; Step 4: Test and
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The Nuts and Bolts Part of Setting Up Your Blog

Advance your B2B marketing plans with proven social media strategies
Learn social media's specific application to B2B companies and how it
can be leveraged to drive leads and revenue. B2B marketers are
undervalued and under appreciated in many companies. Social media
and online marketing provide the right mix of rich data and reduction

in marketing expenses to help transform a marketer into a superstar.
The B2B Social Media Book provides B2B marketers with actionable
advice on leveraging blogging, LinkedIn, Twitter, Facebook and more,
combined with key strategic imperatives tha



