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Balancing brand 
awareness and 
brand activation
Achieving customer value and brand equity involves a fine 
balance of brand building alongside brand (sales) activation. 
Best-in-class B2B businesses invest in sustaining brand 
awareness into the future while at the same time driving 
short-term pipeline outcomes.



Making your 
brand memorable 
and unmistakable

B2B brand awareness
When we talk about brands, we feel them. The leading brands in the 
world, B2B and B2C, create true customer value by igniting emotions in 
us that we recall when we close our eyes (and, sometimes, even when 
we don’t). Without memorability, brand building can decay. Old or new, 
your B2B brand is the primary driver of long-term growth and share 
of voice. It provides the fundamental foundation for your campaigns 
to ignite action, convert prospects, and grow retention. B2B and 
considered purchase decisions take time, which is why investing in  
brand awareness is critical to support long-term decision making.



B2B brand activation
Brand activation in B2B generates and nurtures sales leads. It’s the campaign 
cannon that shoots prospects into the top of the sales funnel and drives 
opportunities for B2B brands. Without a solid foundation of brand loyalty,  
clarity and memorability, sales activation campaigns will only achieve short-term 
results. The B2B marketer needs to find the right balance of brand building and 
sales activation for their own industry situation. 

Sales activation and brand  
building work over different time scales

Brand building and sales activation work best in synergy. This chart illustrates 
why it is easy to overdo short-term activation measures if you are in a business 
environment that values short-term results. Buyers don’t remember facts and 
information about brands the same way they recall the emotive associations.

The long 
and short of 
activation
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Time Source: Binet & Field 2013

SALES ACTIVATION
Short-term sales uplifts

BRAND BUILDING
Long-term sales & margin growth

Short term effects dominate ~ 6 months



The finely 
tuned funnel

B2B brand, sales  
and marketing alignment
A high-performance B2B funnel has many moving parts. We know 
sustainable lead generation needs memorable brand experiences. The 
customer should be emotionally attracted to the brand and believe in 
the brand’s promise before investing. Sales and marketing teams need 
to be aligned around their brand platform – the positioning, personality 
and messaging. This is the plumbing that underpins the way marketers 
communicate and sales people engage face-to-face with customers.



Time for a fresh  
take on your  
brand strategy?

Take off with a 
creative B2B brand 
partnership

A synergistic brand strategy lies at the very heart of 
successful B2B businesses and provides the north star  
for everything they do.  

With compliments from Green Hat
Check out our complimentary B2B Brand Assessment where we view 
your brand and message through the lens of your customer. We’ll look at 
the big picture – the role of brand in light of your goals, marketplace and 
customer’s path-to-purchase – and make recommendations for setting 
you on the right brand pathway.

You bring the coffee. We bring the expertise. 

Visit: www.green-hat.com.au/b2b-brand-assessment  
Email: hello@green-hat.com.au



Strategy
Brand
Content
Creative
Digital 
Social
Automation
Advertising

green-hat.com.au


