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Are Your Best Ideas 
Stuck in the Past?
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Today

Getting on the same page with 
brands in general

Humanity and B2B brands

3 success stories

 



Brand

Getting on the same page



Product  
or  

service

Reputation

Brand
=



Brand
=

Marketing 



Marketing
= 

The activities that lead 
the customer to buy or 

use the product or 
service



Brand
=

Advertising

(but is often a very good 
manifestation of it)



Product  
or  

service

Reputation

Brand
=



Reputation impacted at scale and pace





Product  
or  

service

Reputation

Brand
=

Lots of 
Emotion 

Good 
brands 

build it in



4ÈÅ ÌÏÃÕÓ ÏÆ ÏÕÒ ÂÒÁÉÎȭÓ ÅÍÏÔÉÏÎÓ ÈÁÓ ÂÅÅÎ 
there  for  150 million years



Product  
or  

service

Reputation

B2B Brands are no different!  
=



Peter Field and Les Binet



Wunderman Thompson 



LinkedIn



Salesforce



3ÏÍÅ ÔÈÉÎÇÓ ÁÒÅ ÈÁÒÄÅÒ ȣȢ

Å/ǳǎǘƻƳŜǊ ƴŜŜŘǎ Ŏŀƴ ōŜ ǾŜǊȅ ǎǇŜŎƛŦƛŎ Χ ǘƘŜ ŘŜŜǇŜǊ ǘƘŜŜ 
emotions, the more commonly held. Find insights that have 
some potential for variation in marketing implementation. 

Å̧ ƻǳΩƭƭ ƴŜŜŘ ŘŜŜǇŜǊ ǊŜǎŜŀǊŎƘ ǘŜŎƘƴƛǉǳŜǎ ǘƻ ƎŜǘ ǘƻ ǘƘŜ ǘǊǳǘƘΗ

ÅInternal stakeholder management more challenging! (heads 
and hearts actually works)



Success stories



Listening harder to find the insight



Great Research and Strategy 

There are no brands in commercial 
vehicles. But people will still pay £30 a 

month more to lease a Mercedes.
 (Ogilvy colleague.)



Great Research and Strategy 

LŦ ȅƻǳΩǾŜ Ǝƻǘ ŀ ƳƛȄŜŘ ŦƭŜŜǘΣ ȅƻǳΩƭƭ ƎƛǾŜ 
the Transit to the Jack-the-lads. 
¢ƘŜȅΩǊŜ gonna thrash it, but it can 

take the beating. 
(Fleet manager in focus group.)



Using the insight flexibly



Strength.
Strong network,  

products, 
history, ethics. 

 

In a sea of 
superficiality, 

we are a brand 
of substance

Supports 
your 

bolder life

Weary and 
wary of big 

corporations

I cannot live, 
love or work 
without my 

phone. 
I depend on it 
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Stakeholder management











1987 -2001: a formula
 Double digit growth YoY

Advertising: testimonials and objective proof. 
 70 countries, five categories. 

2001: No more white space markets 
Growth would have to come from existing markets.
By increasing loyalty and driving cross category use.

BUT
The ads all looked the same and the consumer was bored.



DIVERSITY
Dove believes that beauty comes in 

different 

shapes, sizes, ages and that real beauty 

can be genuinely stunning

Dove - Big Brand Idea



To make more women feel beautiful everyday. 

.ȅ ǿƛŘŜƴƛƴƎ ǘƻŘŀȅΩǎ ǎǘŜǊŜƻǘȅǇƛŎŀƭ ǾƛŜǿ ƻŦ 
beauty 

and inspiring women to take great care of 
themselves.

Mission



7Å ÄÉÓÃÏÖÅÒÅÄ ×Å ÈÁÄ Á ÐÒÏÂÌÅÍȣȢ×ÉÔÈ ÍÅÎ



The stakeholder management plan

Stakeholder Role Current
POV/Position

How to approach Who Material

Niall 
Fitzgerald

UL Chairman. Getting on board will 
encourage 
compliance. 

Personal meeting 
1:1. 

Silvia 
and Mel 
White

Presentation 
with video

Global 
Category 
and 
Regional 
Leaders

Budget 
holders.

Awaiting strategy. 
Mostly male. 

Group 
presentation

Core 
team.

Presentation 
with video

Agency 
teams

Influencers. άbƻǘ ƛƴǾŜƴǘŜŘ ƘŜǊŜέRoadshows with 
key local brand 
teams.

Core 
team.

Presentation 
and 
workshop

Local brand 
teams.

Amplifiers άbƻǘ ƛƴǾŜƴǘŜŘ ƘŜǊŜέRoadshows with 
key local brand 
teams. 

Core 
team.

Presentation 
and 
workshop



%ÍÏÔÉÏÎ ÎÏÔ ÏÎÌÙ ÆÏÒ ÃÏÍÍÕÎÉÃÁÔÉÏÎȣȢȢ
But also in the product and service





Product  
or  

service

Reputation

B2B Brand
=



Emotion is just as big a 
success factor in B2B



B2C                                             B2B



B2H



Business 2 Human



As long as humanity 
remains involved





What You Need to Do to 
Get Your B2B Brand 
Noticed in 2025

NIALL RATCLIFFE
FOUNDER AND CEO

noticed.



n.

How to get noticed.

no
tic

ed
.

(By Not Talking About Yourself)



we exist to help 
companies get  noticed.  
by the prospects that 
matter most.

noticed. 2025



client portfolio

PAUL  M CVEI GH

noticed.



no
tic

ed
.



no
tic

ed
.



no
tic

ed
.



no
tic

ed
.

±ƛǎƛōƛƭƛǘȅ ґ tƛǇŜƭƛƴŜ



no
tic

ed
.



no
tic

ed
.



no
tic

ed
.

{ƻ ƛŦ ǾƛǊŀƭƛǘȅ ŀƴŘ Ǿƛǎƛōƛƭƛǘȅ ŘƻŜǎƴΩǘ ŘǊƛǾŜ 
pipeline and growth...

What does?



no
tic

ed
.



no
tic

ed
.

±ƛǎƛōƛƭƛǘȅ ґ tƛǇŜƭƛƴŜ

Relevance does.



no
tic

ed
.



no
tic

ed
.



no
tic

ed
.

Approach 1: 



no
tic

ed
.

Approach 2: 



no
tic

ed
.

Companies with robust ICPs had 68% higher account win 

rates than companies without them according to research by 

TOPO.

Account-based marketing delivers 208% higher revenue 

than traditional broad marketing

68%
win rate

208%
more rev.



no
tic

ed
.

So how can we make this 

happen as a business?



no
tic

ed
.

The 3-Step Relevance Framework:

1.Mirror your ICP

2.Hang out where they hang out

3.Offer them things they want
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tic

ed
.
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