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Do’s & Don’ts in B2B 
Tech Content Creation 

Content is still the fuel of B2B tech marketing — but not all 
content is created equal. Marketers who align with their 
audience’s needs, balance strategy with creativity, and 
avoid common pitfalls are the ones driving leads and 
revenue. This quick guide highlights the top do’s and don’ts 
to sharpen your content approach. 

The Do’s 

• Know Your Audience – Define personas and tailor content 
by role, industry, and buying stage. 

• Map to Buyer Journey – Balance TOFU, MOFU, BOFU 
content to nurture prospects properly. 

• Tell Stories with Data – Use research, case studies, and 
storytelling to engage and build trust. 

• Use Multiple Formats – Blogs, videos, webinars, and 
whitepapers reach different preferences. 

• Promote & Distribute – Don’t just publish; amplify across 
LinkedIn, email, SEO, and syndication. 

• Measure & Improve – Track KPIs, do audits, and optimize 
regularly. 
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Summary 

Great B2B tech content isn’t about producing more—it’s 
about producing the right content, in the right format, for 
the right audience. By focusing on strategy, storytelling, 
and consistency—and avoiding jargon, randomness, and 
neglect—you can turn content into a growth engine. 

The Don’ts 

• Don’t Over-Sell or Use Jargon – Buyers want clarity, not 
hype. 

• Don’t Skip Strategy – Random content wastes time; 
document your plan. 

• Don’t Try to Please Everyone – Broad content dilutes 
impact; focus is key. 

• Don’t Neglect Funnel Stages – Overweighting awareness 
or sales-only content leaves gaps. 

• Don’t Ignore SEO – Skipping discoverability makes great 
content invisible. 

• Don’t Be Inconsistent – Irregular publishing erodes trust 
and momentum. 

Still need help? 
Contact C-Mimmi-O! 
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