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Data, Trends, and What’s Next

2024 has been a year of shifting priorities and emerging trends in B2B marketing. As
marketers navigate this evolving landscape, understanding what works—and what
doesn't—has become more crucial than ever.

This report dives into performance data from Metadata’'s customers, covering
campaigns from January to September 2024, with fresh insights from a market survey
to capture where B2B marketing is headed. These findings give you a clear sense of the
trends and strategies shaping 2025, helping you stay ahead of the curve.

Paid Channels Comparison

When reviewing the advertising performance across LinkedIn, Facebook, Google Ads,
and Instagram, it's clear that each channel offers distinct advantages depending on
your marketing goals.

COSTPER COSTPER ROI, ROI,
CHANNEL CPM($) CPC($) CTR(%) IMPACTED TRIGGERED TRIGGERED IMPACTED
OPP ($) OPP ($) OPP OPP
Linkedin $74.42 $7.38 0.92% $190.04 $542.07 $7180 51 187.02
Facebook $15.52 $2.36 0.65%  $160.48 $726.68 $6.920 2.33 201.2
Google Ads $77113 $918 7.8% $580.61 $758.51 $7,510 4.69 100.18
Instagram $22.19 $5.51 0.43% $112.60 $603.12 $7.190 0.71 133.76
Insights:

[ LinkedIn remains the top performer for B2B marketers looking to convert
opportunities.

I Facebook continues to be an excellent choice for driving cost-effective
engagement and nurturing leads through the funnel.

[ Instagram, while offering the lowest cost per lead, excels in early-stage lead
generation and brand awareness.

[ Google Ads, with its high CTR, is ideal for driving immediate engagement but
comes with higher costs per action.
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Audience Types

In B2B marketing, not all audience types are created equal. The right audience

can make or break a campaign, especially when you're looking to move high-value
prospects through the pipeline. For marketers, understanding which audiences are
worth the investment helps shape smarter strategies, where targeting precision
translates to more opportunities and better returns. After all, the right audience means
speaking directly to decision-makers who are ready to act.

ROI, ROI,
Au%l{i:“ CPM (S) CPC($) CPL($) TRIGGERED IMPACTED
OPP OPP
Salesforce Contacts
(Dynamic) $14.72 $14.07 $114.01 17.85 88.21
Retargeting -
LinkedIn $54.64 $7.26 $110.88 1611 1.05K
Firmographic $28.97 $5.15 $119.79 6.46 287.40
Native Criteria -
Linkedin $66.24 $5.28 $130.88 6.39 240.27
CSV Upload -
LinkedIn Native $60.82 $12.01 $431.20 4.65 224.20
MA Contacts
(Dynamic) $128.59 $22.51 $34112 376 59.85
G2 Intent - LinkedIn $228.86 $178 s 082 152K

Native (Dynamic)

Salesforce Contacts (Dynamic) and Retargeting deliver strong ROI for both triggered
and impacted opportunities, making them valuable for demand generation and
nurturing leads. Firmographic and Native Criteria audiences also offer cost-effective
CPL and excellent impact on pipeline opportunities.

Ad Formats

When it comes to ad formats, the choice can significantly impact both cost and
return on investment. In B2B marketing, each ad format—whether it's video, image, or
carousel—serves a different purpose in how it engages audiences and drives pipeline
opportunities. This analysis looks at LinkedIn and Facebook, two powerful platforms
for B2B campaigns, and compares how their ad formats stack up in terms of cost-
efficiency and ROL.
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@ LinkedIin Ad Performance Data

AD FORMAT CPM(3) CPC($) CPL($) TRIGGEglE'D OPP IMPA(?'I?I;'D OPP
Carousel $55.40 $11.96 $413.59 0.81 157.08
Video $58.06 $11.91 $608.97 2.24 108.29
Convo $1.02 $1.71 $329.52 710 329.79
Image $68.58 $11.22 $169.55 4.87 214.47
Document $7117 $15.75 $130.36 14.54 62912

0 Facebook Ad Performance Data

AD FORMAT CPM(3) CPC($) CPL($) TRIGG:gIéD OPP |MPA§T0|;'D OPP
Image $16.12 $2.26 $147.50 3.22 267.66
Video $13.14 $2.53 $220.47 0.64 30112
Carousel $28.47 $4.31 $1.42K 0.03 3118

For B2B marketers, LinkedIn's document ads lead the pack with high ROI, making them
ideal for targeting high-value opportunities. Meanwhile, Facebook’s image ads offer a
more cost-effective option for driving engagement. The right ad format depends on
your goal—whether it's maximizing lead generation or nurturing valuable prospects
through the pipeline.
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What about the rest of 2024 & 20257

As we approach the final months of 2024, the road to 2025 is filled with both challenges
and opportunities. To navigate this shifting landscape, we're using a combination of
hard data and real-world insights to shape our strategy.

In addition to the performance metrics outlined in this report, we've also gathered
survey feedback from marketers on the frontlines of B2B, providing a clear picture of
the trends, hurdles, and innovations that will define the year ahead. The insights we've

gained will help us not only optimize current efforts but also make smarter decisions as
we step into uncharted territory in 2025.

What do you want to see more vs less in 2025?

¥ More [T Less

100%

75%

50%

25%

0%
Gated Gift Cards in Convo Thought Virtual Everything Al Podcasts Short Slack Content
Content  exchange for Ads Leadership Events/ Attribution Content Videos Communi- Repurposing
meetings Webinars ties

In 2025, marketers want to see more quality content such as thought leadership,
attribution, and in-person events, while significantly reducing their reliance on gated
content, gift card exchanges, and Al content.
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Whatis one trend you expect to
dominate B2B Marketing in 2025?

10
5
Al & Thought Attribution Video Personalization & Niche & Content In-Person Intent
Automation Leadership Content Customization Community Strategy & Hybrid Marketing
\ Marketing Events )

While marketers are calling for less reliance on Al content, many still expect Al and

automation to dominate B2B marketing trends in 2025, indicating its continued
importance in driving innovation and efficiency.

Which new channels do you plan to test outin 2025?

Thought

Podcasts Leader Ads

Content
Syndication Al Chatbots

X (Twitter)

Marketers are eager to explore a wide range of new channels in 2025, including TikTok,

CTV, Al chatbots, and live events, as they seek to diversify their strategies and reach
new audiences.
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How will Al fitinto your 2025
marketing efforts?

DATA ANALYSIS
6.6%

Al CHATBOTS &
PERSONALIZATION

131%
CONTENT &
MESSAGE
CREATION
PROCESS 45.9%
IMPROVEMENT &
RESEARCH
19.7%

LIMITED USE
OF Al

14.8%

While marketers want to see less reliance on Al-generated content, they plan to use Al
primarily for scaling content creation and messaging, as well as improving processes
and personalization efforts in 2025.

As we head into 2025, the message is clear: B2B marketing is evolving.
Quality content, thoughtful targeting, and the strategic use of automation
are critical to staying ahead. Armed with insights from both data and real-
world feedback, marketers have the opportunity to shape a more dynamic
and effective marketing strategy in the year ahead.
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