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Growth Marketing vs. Demand Generation in B2B
Strategies

Growth marketing and demand generation in B2B are two independent but connected
concepts in B2B strategy. Growth marketing focuses on achieving long-term growth through
gaining customers and optimizing the complete marketing funnel. It includes efforts that go
beyond typical marketing, such as product feature experimentation and user involvement to
increase retention. In contrast, demand generation focuses on raising awareness and interest
in a product or service, to produce leads that may be nurtured through the sales process. Both
models use the customer acquisition funnel, but they have different overall goals and
techniques.

Defining Growth Marketing and Demand Generation

Growth Marketing

Growth marketing is a holistic approach that focuses not just on acquiring new customers, but
also on retaining and engaging existing ones. It employs a combination of data analysis,
creative marketing tactics, and user feedback to optimize every stage of the customer journey.
Growth marketers leverage multiple channels like social media, content marketing, SEO, and
email marketing to drive growth. The key to growth marketing is experimentation and
scalability, allowing teams to quickly pivot based on performance metrics.

Demand Generation

Demand generation, on the other hand, aims to raise interest and awareness about a
company’s products or services. This strategic marketing initiative encompasses a wide range
of activities that educate potential clients and nurture leads through the sales funnel. Demand
generation focuses on building relationships through targeted marketing campaigns that
engage potential customers and convert them into qualified leads.

Key Differences: Growth Marketing vs. Demand Generation

1. Objective:
Growth Marketing aims to increase 
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overall business growth by focusing on customer acquisition, retention, and upsell
opportunities.
Demand Generation seeks to create awareness and interest in a product or service,
generating leads that are nurtured until they are sales-ready.

2. Approach:
Growth Marketing uses a continuous cycle of testing and optimization to improve
conversions at every touchpoint.
Demand Generation utilizes targeted campaigns and content to engage audiences
and push them through the sales funnel.

3. Metrics:
Growth Marketing measures success through key performance indicators (KPIs)
such as customer lifetime value (CLV), churn rate, and overall revenue growth.
Demand Generation often tracks metrics like lead quality, engagement rates, and
conversion rates from marketing-qualified leads (MQLs) to sales-qualified leads
(SQLs).

Examples of Growth Marketing and Demand Generation in B2B

Growth Marketing in Action

A prime example of growth marketing can be seen with Dropbox. This cloud storage company
utilized a referral program that incentivized existing users to invite others by offering additional
storage space. By promoting this program through multiple channels, Dropbox experienced a
significant acceleration in user acquisition, leading to rapid growth.
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Demand Generation Success Story

HubSpot, a leading inbound marketing software provider, exemplifies effective demand
generation. Through the creation of valuable content such as eBooks, webinars, and blogs,
HubSpot educates potential customers about inbound marketing strategies. This content
generates interest and helps in nurturing leads through targeted email campaigns, turning
them into paying customers.

The Role of Technology and Data

Leveraging Technology for Better Results

In the age of digital marketing, leveraging technology is critical. B2B firms increasingly rely on
marketing automation technologies like Marketo and Pardot to streamline their demand
generation initiatives. These platforms allow businesses to segment audiences, create
personalized marketing campaigns, and track user behavior efficiently.

Data-Driven Decisions

Data plays an integral role in both growth marketing and demand generation. According to a
recent Epsilon poll, 80% of customers are more inclined to purchase when brands provide
individualized experiences. B2B companies can harness analytics tools such as Google
Analytics and LinkedIn Insights to gather valuable customer data, optimize campaigns, and
enhance engagement strategies.

Upcoming Trends in Demand Generation for B2B

As the marketing landscape continues to evolve, several trends are shaping the future of
demand generation in B2B:

1. Account-Based Marketing (ABM): ABM focuses on personalized marketing efforts that
target specific accounts identified as high-value prospects, proving effective for B2B
companies.

2. Artificial Intelligence (AI): AI-powered tools can analyze vast amounts of data to predict
customer behavior, enabling more personalized content and targeted campaigns.

3. Interactive Content: Engaging prospects through quizzes, assessments, and
calculators can enhance user experience and drive leads, making it a powerful addition
to demand generation strategies.



4. Video Marketing: With 86% of businesses using video as a marketing tool, integrating
video into demand generation campaigns can significantly boost engagement and
conversion.

Conclusion

In summary, while both growth marketing and demand generation are critical to a B2B
company’s success, they serve distinct purposes. Growth marketing is more comprehensive,
focusing on the long-term relationship with customers, whereas demand generation zeroes in
on creating initial interest and leads. By understanding these differences and employing
effective strategies, businesses can enhance their marketing efforts, drive conversion, and
ultimately achieve sustainable growth.


