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The aim of the thesis was to formulate a digital marketing plan for the Oy Vaasan Vihannes 

from a business-to-business perspective. The thesis's main objective was to discover what type 

of digital marketing tools to acquire more B2B customers and increase sales. The final goal 

was to develop a digital marketing plan for Oy Vaasan Vihannes and give recommendations 

on how to implement digital marketing tools.  

The literature review covered all the aspects such as digital marketing strategy and tools from 

a business-to-business perspective. The author also analyzed Oy Vaasan Vihannes's current 

digital marketing situation. It was essential to analyze the current digital marketing situation of 

the case company. The qualitative research method was used in the thesis, and semi-structured 

interviews were conducted with the participants. The theory from the literature review and its 

current digital marketing situation offered ideas to form the interview's open-ended questions. 

Ultimately, the results demonstrate that the case company should make a website with good 

quality content, as content marketing is a useful tool in this current era. SEO also plays a vital 

role in website optimization, and the ranking of the website can also be enhanced. Furthermore, 

social media platforms were found indispensable in boosting the B2B customers for Oy Vaasan 

Vihannes. 
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1 INTRODUCTION 

A robust digital strategy is considered the backbone of any organization. Without it, a business 

cannot find the foundation against the competition in the region. The organization must develop 

a consistent digital marketing plan when organizing the operations' marketing strategy. A 

digital marketing strategy is efficient for boosting brand visibility, interacting with new 

customers, building a strong foundation, and mounting its revenue. (Wowdigital 2020) 

Social media marketing is an important marketing tool for all sizes to arrive at possibilities and 

reach new clients. Customers are today cooperating with brands online. If companies are not 

talking straightforwardly to their customers through social media like Facebook, Twitter, 

Instagram, and Pinterest then, they miss a significant opportunity! Successful advertising via 

web-based marketing media can lead to positive results for a business, making brand supports, 

and in any event, driving leads. (Word Stream 2020) 

Customarily, organizations have investigated brand positioning and business execution 

independently. To find holes in the market and measure how people feel about their brands, 

advertisers have utilized perceptual situating maps, which generally speak to shoppers' 

impression of brands or items on restricting measurements, such as spending plan versus 

premium fiery versus mellow. (Niraj Dawar 2015) 

The advancement of online media collaborations and innovation is increasing quickly. 

Different associations use web-based digital marketing strategies to get the top position and 

the online opposition surge. Endeavors contribute more to electronic digital marketing 

strategies to contact the correct crowd, draw in possibilities to the site, and change them from 

the mindfulness stage to buy. To effectively execute advanced advertising activities, a web-

based promoting technique is required. (Chaffey & Smith 2017) 

The literature has examined the open doors made by the advanced condition in the period of 

web-based life from the B2C point of view. Therefore, the degree to which B2B organizations 

have effectively misused online media advances stays confused. Against this setting, this 

investigation endeavors to add to the developing B2B online advertising writing by giving an 

outline of advanced marketing tools, targets, estimation arrangements, and barriers to use. 

Oy Vaasan Vihannes company is based in Vaasa. The company was established in 1963 and 

founded by Gunnar Ronnlund. The principal operations of the company include the distribution 
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of vegetables and roots to Vaasa stores. According to the statistics of 2019, the company’s 

turnover reached 8.7 million euros. More than 15 people are working in the company at this 

moment. The operation of the working includes packaging, sorting, and marketing of 

vegetables. The vegetables originate from around 90 harvests, the more significant part of 

which are nursery crops and some open field crops. 

 

1.1 Main research problem & Purpose  

What should digital marketing tools be utilized by the case company to develop a digital 

marketing plan and persuade more B2B customers? 

This thesis's goal and objectives are developing the case company's digital marketing plan to 

persuade more B2B customers. Oy Vaasan Vihannes can enlarge the business operations of the 

company by using different digital marketing channels. The case company´s manager is unsure 

about the right digital marketing tools, increasing B2B customers. My research will be referring 

to the digital marketing case plan, which will include those tools. With this study's help, the 

case company will attract customers nationally and in foreign countries to boost sales. 

 

1.2 Limitation of the thesis 

This thesis covers only the essential digital marketing tools.   Two themes are concentrate 

during the study. There will be no use of any particular software relating to digital marketing. 

The qualitative research method took into consideration instead of the quantitative research 

method. The swot analysis will make for the case company to demonstrate strengths and 

weaknesses. Pestel analysis will not be a part of this thesis. 

 

1.3 Structure of the thesis  

The thesis starts with the introduction part, which is provided background information about 

the topic and plans the motivation for the exploration and its main goals. The following stage 

is a theoretical approach demonstrate with useful digital marketing tools for the case company. 

The next chapter will discuss an overview of the case company, a detailed current digital 

marketing situation, and a SWOT analysis. After that, the next chapter will discuss the research 
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approach, which refers to the qualitative research method and combinations of past research, 

interviews, and sampling. Data analysis, the importance of themes, validity, and reliability 

included in the thesis.  The conclusion and recommendation will involve in the following 

chapter.  The final chapter will suggest a digital marketing plan for the case company. 
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2 THEORETICAL APPROACH 

2.1 Digital marketing 

Digital marketing refers to digital technology-enabled marketing used for directed, interactive, 

and measurable marketing of products or services to persuade the users or viewers to turn them 

into customers. With the advent of new technologies, traditional marketing tools are becoming 

less impactful than digital marketing tools. There are many advantages of using digital 

marketing, including interacting with new customers, low cost, massive return on investment, 

ensuring online business survival, knowing about the competitor, real-time results, and brand 

development. Print media, radio, and business cards are the main components that are used by 

traditional marketing. However, the impact of digital marketing is higher in terms of usage. 

(Tutorialspoint 2020)  

Advanced digital marketing is utilized to getting clients closer and understanding them better, 

increasing the value of items, extending dissemination channels, and boosting deals through 

running computerized promotional efforts exploiting advanced media channels such as search 

advertising, web-based publicizing. Development advertising, including utilizing the site to 

encourage client leads, deals, and overseeing after-deals administrations. (Chaffey and Smith 

2017) 

Internet-based Marketing can be a useful tool in raising brand awareness and increasing a 

company's sales. The results are essential for a company that can be achieved by investing more 

money on the marketing side. An inactive audience does not lead to any budget, growing traffic 

to the website, and encouraging the marketing by using different channels to be confident with 

the prospect of paid advertising. (Digital Marketing Institute 2020) 

However, digital marketing is considered a prominent approach in making small and medium-

sized businesses grow further in their respective business horizons. Sportmore could be an 

exciting instance; a start-up with digital marketing assistance grew as a reliable brand and 

extended to a multi-billion dollar venture within a few years. The organization utilized Google 

campaigns to promote business all over the world and achieve the expected results. (Chaffey 

2019) 

Digital marketing has appeared as a unique approach to developing or orchestrating the 

business landscape. As customers currently spend an ever-increasing number of hours on the 

web, organizations utilize web stages and different gadgets to make their items and 



5 
 

 

administrations noticeable (Jackson and Ahuja, 2016). Additionally, it is simpler for 

organizations to develop and get input from clients with advanced digital marketing than ever 

before. It also facilitates building client maintenance and items that meet client desires. 

In the promotion of products and services, digital marketing is useful. Effective organizations 

benefit from this. Digital marketing tools pave the way for a low cost. Companies can connect 

with customers at the right time and right place. If customers are online, it can be beneficial to 

use the digital marketing platform. Irrespective of business entities' industry and size, digital 

marketing can offer reliable solutions for reaching and retaining customers. Traditional 

marketing is no longer the only option as the emergence of digital marketing is offering a 

greater return on investment. 

Furthermore, digital marketing does not take a long time to adjustments to various business 

processes. In contrast, traditional marketing is complicated in terms of adjustment. The digital 

marketing approach is also highly interactive to build the brand of a company. For instance, 

social media channels, high-quality blogs, and useful articles on the website could generate 

more significant or substantial influence on a company's brand-building initiatives.  

 

2.2 Digital marketing tools 

Advancement digital marketing has a massive impact in this modern era; it has changed many 

things as companies have changed the marketing strategies to advance marketing strategies. In 

B2B marketing, companies have reached their goals by using digital marketing strategies in an 

advanced manner.  

Digital channels must connect with each other to take most of the assistance from digital 

marketing initiatives. There are several prominent digital marketing tools that a company can 

deploy. Content marketing, social media marketing, search engine optimization, e-mail 

marketing, KPIs(Key Performance Indicator), and google analytics are prominent. On the off 

chance that an organization needs to create and improve its automated advertising procedures 

first, they need to locate an appropriate apparatus. It is critical to align the digital marketing 

techniques with the business strategies and processes of an organization. For that reason, the 

organization needs to set the areas for the improvement of the business. (Chaffey and Ellis-

Chadwick, 2012) 
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Figure 1 Digital marketing tools (Peritus 2019) 

 

2.2.1 E-mail marketing 

E-mail marketing refers to a direct marketing approach that depends on e-mail to promote the 

business's product or services.  It can help the customers know the latest products or services 

and play a useful role in giving awareness about brands or engaging them to purchase. 

(Mailchimp 2020)  

E-mail marketing promotes special offers to develop relationships between consumers and a 

company by making the recommendations more personalized. This kind of marketing tool is 

valuable for both business-to-consumer marketing and business-to-business marketing. 

Furthermore, e-mail marketing is inexpensive in many situations and does not require a large 

budget. (Bismo & Putra & Melysa 2019) 

Various businesses around the world use e-mail marketing. It offers a lot of advantages for 

organizations. E-mail marketing has clear merit of low cost as compared to other marketing 

channels. For example, overhead costs for sending e-mails are scarce and, in many cases, 

negligible as against much higher prices for traditional marketing channels. E-mail marketing 
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is highly admirable because it is delivered to the target audience. E-mail newsletters are highly 

effective in boosting the sales of an organization. It does not require to have a large team to 

operate the e-mail marketing channel. An email-based campaign is suitable for deploying a 

small group. E-mail marketing channel's performance follows quickly, and necessary changes 

into place. It is quite demanding nowadays that channels of marketing should be easy to share. 

Hence, the e-mail marketing channel has the properties to impress the customers. (Pure360 

2015) 

 

E-mail marketing is one of the most appropriate channels for an enterprise. When a client visits 

an organization's site, they show their passion for the company on the off chance that they give 

their e-mail address. The organization can send a follow-up e-mail to that customer to build a 

relationship with them. It is significant for an organization to plan the e-mail marketing effort 

appropriately, so a consumer or beneficiary must know when to anticipate an organization's e-

mail. It is an exceptionally proficient strategy for B2B companies, making this technique 

convey suitable affluence to their customers. (Swann, 2016) 

 

2.2.2 Social Media Marketing 

Social media marketing is a well-recognized marketing channel. It helps to reach the prospects 

and possibly new customers. Nowadays, the audience has high interaction through social media 

platforms like Facebook, Twitter, Pinterest, and Instagram. If a company is not using the social 

media channel, it loses social media marketing's advantages. Marketing and branding goals 

help create and share the content on social media networks. It is indispensable to consider the 

business goals before starting a social media campaign. The benefits of social media marketing 

are enormous, which include increasing website traffic, building conversations, increasing 

brand awareness, building brand identity, and improving communication with the audience. 

(Wordstream 2020) 

Social media marketing bases on social media websites and social media networks that a 

company uses to promote the services and products. Social media marketing provides the 

company with significant features, including approaching new customers, developing better 

relations with the existing customers, and persuading their culture and mission. It is also a tool 

for digital marketing or e-marketing. Social media websites are famous for using a fantastic 
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range of tactics and strategies by promoting the content and engaging the people.  Social media 

offers opportunities to make content that increases user attention and thereby enhances 

possibilities to drive customers to purchase a product or service. (Will Kenton 2018) 

Many social networking or media platforms play a significant role in business to attract and 

achieve new customers. In 2020, social media has attracted 3.96 billion people or customers 

globally(Statista, 2020). Companies can get feedback in comments from social networking or 

media sites, which then uses to bring necessary changes in their products or services. In B2B 

organizations, Facebook is well-known social networking or media platform widely used by 

companies to interact with the targeted people (J. Clement, 2020). Another influential social 

media or networking site is Linkedin, mainly an expert medium where companies and clients 

can exchange their information with professional expertise and know-how. Facebook helps 

build a stable expert association with the community and organization, whereas Linkedin is 

evaluated as the best business tool (Baruffaldi & Landoni, 2017). Instagram is a social 

networking or media platform for sharing photos, videos. People can interact by writing the 

comment and liking promotional images and videos for the companies. Instagram is also a 

powerful social medium to build strong relationships with companies and their customers. 

 

Figure 2 Active users in social media as of July 2020 (Statista 2020) 
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As of late, digital marketing experts in business-to-business organizations begin to understand 

the significance and commitment of web-based media marketing. However, some marketing 

experts still confuse online media claiming that they are suitable for B2C businesses and are 

not appropriate for B2B marketing purposes. B2B directly results from the absence of updated 

information and abilities in the online media stage utilization. (Nina Michaelidou 2011) 

 

2.2.3 Content Marketing 

Content marketing is a marketing strategy where marketing focuses on creating and supplying 

consistent, appropriate, and valuable content to the targeted customers by using inbound 

strategies (Josh 2014). Content marketing's fundamental motivation is to create customer's 

concentration, build reliable connections with them, and meet the business goals. By applying 

content-based marketing, an organization focuses on creating excellent and suitable content to 

achieve success in marketing. It is not enough for an organization to be available online; it also 

needs to have excellent contents to connect with consumers (Solomon 2016). 

Productive inbound marketing includes creating encouraging and creative content to connect 

with clients and access the digital channel's activity. These days, content publicities' primary 

goal is to gain customers' attention to the web page and intelligent media, enabling engagement: 

digital broadcasts, analysis, assessments, video recording, etc. The broad scope of digital 

content, such as text, video, and audio recording, rich media, includes content marketing for 

connecting new and imminent customers. Through different types of internet bases like e-mail, 

sites, online media in a long period to obtain business and marketing goals (Chaffey 2015). 

Statistics show that content dispersed through different digital channels plays an essential role 

for B2C customers and B2B clients, increasing importance every year. As indicated by Demand 

Gen Report's most recent discoveries, 75% of B2B purchasers agreed that they impacted their 

purchasing choice to a specific business gave by that selling organization. Besides, 89% of 

members guaranteed that successful sellers' sense effectively demonstrated "showing ROI and 

building business case for the buy." (Halchak 2017) This finding indicates that the content to 

be created should align with the target crowd's desires and needs. B2B marketing experts decide 

three fundamental targets of importance: lead generation, brand awareness, and thought 

leadership (Demandmetric 2020). 

Website 
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The main channel for digital content is the company`s website. We can say that website is the 

home brand image of any company. For the time being, it is quite impossible to build a 

successful company without a good website. People can obtain all the regular information 

about the company´s services or products, necessary company documents, company´s profile, 

latest offer and news, mission and vision, future goal, members and shareholders, and so on.  

A website is a digital platform that allows gaining a large capacity of the business sector within 

a short time and with negligible costs (Eid and El 2013) 

In B2B contexts, establishing the first connection to an expected customer through a website 

is necessary. Statistics show that many B2B purchasers start their search for an appropriate 

seller by checking the website. The study also indicates that B2B customers value those 

organizations that give website content applicable to the purchasers and their industry's needs. 

Furthermore, while investigating B2B vendors’ websites, potential customers favor those 

organizations who can show significant experience and knowledge in their field (Demand gen 

report 2017). 

Blogging 

Wainwright (2013) indicated that business blogging is a marketing strategy developed to 

increase online position. Blogging is the approach to share content and push people to a 

particular website. There are several benefits of doing blogging in the marketing method. First, 

it helps to build up healthy relationships with modern and active customers.  Second, it 

establishes a platform for a business by blogging. Third,  it can help connect people with the 

brand and build brand awareness. Fourth, it helps in generating an opportunity to share 

necessary links through blogs. Fifth, it will use as a mechanism to boost search engine 

optimization. 

Possibly, one of the best devices for B2B businesses to be noticeable on web indexes is 

blogging (Bodnar and Cohen 2012). For the blogging content, it should require that 

discussions, interviews, and ideas are necessary. For the most part, websites can draw in the 

conversations; that is why it is mandatory to add inquiries to encourage online discussions. 

 

2.2.4 Search Engine Optimization 

Web optimization requires a comprehension of how web crawlers work, what individuals look 

for, and why and how individuals search. Fruitful SEO makes engaging site clients and web 
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crawlers. SEO is a mix of specialized and promoting. (Danny Goodwin 2018) SEM(Search 

Engine Marketing) indicates utilizing paid to upgrade to guarantee a business position high on 

a web crawler results page, which occurs using bywords and expressions (HubSpot 2019).  

Brand building is an essential task of any business organization. Search engine optimization 

works precisely to develop the brand for the company. The content of the marketing should 

be adequate. There are significant advantages to the optimized website as it can earn more 

traffic. The ranking of the website is improved with the influence of SEO. Search engine 

optimization is inexpensive to use. It doesn’t require the companies to pay for ad space. Search 

engine optimization is a useful tool as compared with other digital marketing tools.  SEO's 

performance helps a company to find the right audience for its site. As a general rule, achieving 

credibility is one of the essential goals of any business entity. SEO helps an organization 

to gain credibility and authority, which is quite admirable. In this modern age, all companies 

want to perform better than their competitors. SEO can help an organization to stay ahead of 

its competitors. Furthermore, SEO can optimize or improve user experience, which is 

indispensable for an organization aiming for an excellent user experience (Crazyegg 2020).  

 

 

Figure 3 how SEO works (Life marketing 2020) 

 

2.2.5 Analytics and Data  

The actual knowledge and practices can argue that digital marketing has a significant impact 

on business operations. It is considered one of the precise ways to approach and develop new 

customer bases and sales leads. Data collection about marketing campaigns regards as an 
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indispensable factor that can use digital channels to attract more customers. It suggests that 

Google Analytics can gather data about customer's journeys by using websites and digital 

media.   

The main reason to collect the data is to help the company achieve its goals related to marketing 

and business strategies and evaluate its digital marketing campaigns' success.  Google analytics 

has excellent possibilities to trace user activities on a website. 

 

Google Analytics is a tool utilized by well-known sites like Twitter, Facebook, Instagram, the 

New York Times, and Mashable. It has unique features and is free of cost. This administration 

gives extensive insights into how clients connect with a company’s application or site, 

including visitors' geological area, traffic, and other significant measurements. Furthermore, 

Google Analytics has instruments like remarketing promotional capabilities. Google Analytics 

utilizes cookies to offer these types of assistance. It is the primary way Google can assemble 

data, distinguish one of the users, recognize extraordinary meetings, and store data (Cookie 

policy 2020).  

 

2.3 B2B Digital Marketing  

B2B digital marketing has a significant impact on many businesses’ operations. In the ongoing 

digital age, B2B communication approaches have changed, such as how information about 

offerings communicates. As the technology is reshaping the future of B2B digital marketing, 

thus there remain considerable opportunities to apply new or revised digital marketing 

strategies on the part of an organization in its digital marketing plans. The changes in 

technology are not a new thing; it can happen over time. (Digital Marketing Institute 2020) 

The American Marketing Association has defined B2B marketing, which refers to the 

advertisement and sales of commodities, goods, and services businesses to resell, using them 

in their production. (American Marketing Association, 2018). B2B marketing focuses on rising 

sales, customer awareness, and assisting customer journeys in the business environment. 

There remains a significant difference between B2B and B2C marketing. In Business-to-

Business (B2B) marketing, goods, and services are sold directly to other businesses. In other 

words, goods and services sell to members of buying centers in a chief business organization. 

In contrast, in Business-to-Consumer (B2C) marketing, goods and services are sold directly or 

indirectly to the primary consumers or end-users. The decision-making process is crucial in 
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both B2B and B2C marketing. B2B brands rely on rigorous decision-making methods, as they 

usually involve highly professional and complex buying procedures. 

On the other hand, B2C campaigns can approach or target any customer interested in those 

companies’ products or services, even if they are involved not directly as buyers. Hence, B2B 

marketing needs to attract a chief individual or small consortium of people. For instance, the 

case company produces cucumbers and find potential buyers, i.e., K-Market, LIDL, 

MINIMANI, and the seller upper-level purchasing manager, not by the Vaasa K-Market 

manager (Ana Gotter, 2018). 

The interest in B2B marketing does not rely upon cost, but the product or services (Solomon 

2013). Since the B2B customers make purchasing decisions on behalf of their company, digital 

marketing techniques and strategies seem to be more effective by targeting these buyers 

involved with the buying decision. Therefore, an organization needs to build better 

relationships with customers, giving fascinating and useful online substances to connect with 

the customers, including value and offer agreements that address their issues are things 

advertisers in B2B business should consider (Kingsnorth, 2016). 

B2B promotes experiences; the purchasing choice cycle begins with the understanding stage, 

where possibilities understand and experience the issue. At that point, research from various 

sources to discover arrangements that help face the suffering fact. Customers can comprehend 

and characterize the circumstance at that point move to the thinking stage. Then, possibilities 

consider an assortment of items and consider the value, quality, and maintenance assistance to 

give some examples. Regarding settling on the correct decision, depending upon their 

requirements or desires, clients limited down the list of items and, at last, decide on the previous 

buy choice. This stage is called the choice stage. The purchaser's excursion does not finish 

without evaluating the service or product's exhibition as it affects consumer loyalty. (Solomon, 

2013) 

 



14 
 

 

 

Figure 4 The buyer’s journey (Hubspot 2020) 
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3 CASE COMPANY 

This chapter furnishes the information about the case company, Oy Vaasan Vihannnes, a B2B 

company offering products and services to other businesses. The chapter also focuses on the 

current digital marketing situation of the company. An explanation of the company's internal 

and external challenges provides strengths, weaknesses, opportunities, and threats (SWOT) 

analysis. This analysis intends to show how a company can improve its current and future 

marketing situation. 

 

3.1 Overview of the case company 

Oy Vassan Vihannes is chiefly concerned with supplying vegetables and roots to the stores in 

Vaasa. The company is growing in Vaasa, Finland. The company has its vegetable distribution 

in Baltic countries, such as Estonia and Latvia. The company has B2B relations with Lidl and 

S-Market, which operates supermarkets. Vaasan Vihannes employs creative team members 

who always try their best to provide better products and services.   

Oy Vaasan Vihannes has a great range of products to offer to its B2B customers. The vegetables 

are sorted, packaged, and marketed to B2B customers. The company has two types of products: 

first-class and second class. The prices of the first-class products are higher than those for the 

second-class products.  These vegetables include tomatoes, cucumbers, broccoli, cauliflower, 

paprika, and cherry tomatoes.  

 

3.2 Recent digital marketing situation 

Oy Vaasan Vihannes is a small company. Currently, the company is following traditional 

marketing. The company has maintained strong relations with its customers for a long time. 

The company is not looking for innovation and making new customers. However, the company 

plans to increase its investment by using digital marketing tools as options to its current 

practices of using traditional marketing tools. Then the case company can increase its revenue 

and sales. The company is not using digital marketing tools. For instance, how content 

marketing is suitable and how SEO can persuade the company's stability. Digital marketing 

tools like content marketing and e-mail marketing are low cost and effective. The operation of 

these tools does not require high expertise. Therefore, a company like Oy Vaasan Vihannes 
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can get significant advantages by applying these digital marketing tools for their marketing 

activities. 

 

3.3 SWOT Analysis 

Based on the research with Oy Vaasan Vihannes, swot analysis presents the company's current 

and future trends. Swot analysis is beneficial for the case company, and it provides all the 

necessary elements that a company needs to survive better in the present and future. Internal 

analysis and external analysis furnish the company with what is happening in the surroundings 

and overcome them. Swot analysis is an essential tool in tackling competitors nowadays. Swot 

analysis helps maximize its response to opportunities that are available to the company. Swot 

analysis is a precise tool that can be used by the organization to solve the daily routine 

problems. 

 

Strengths  

• Skilled staff 

• Better demand for products 

• Existing customer base 

• The excellent storyline for 

products sale 

 Weaknesses 

• Lack of human resources 

in the digital marketing 

field 

• Limited skills from team 

members 

• The company has no 

website 

• Lack of creative content 

creation 

  

Opportunities 

• The constant increase in 

digitalization 

 Threats 

• Limited marketing budget 

• Competitors are more 

active on social media 
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• Increasing use of digital 

marketing in the B2B 

context 

• More and more user-

friendly marketing tools and 

platforms 

• Big corporations and fast-

growing start-ups 

• Some of Oy Vaasan 

Vihannes customers are 

traditional and prefer the 

original way of doing 

marketing 
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4. RESEARCH APPROACH 

Research is creating new knowledge or using current information interactively and uniquely to 

make new concepts. Understanding and methodology can also be generated by using the 

research approach. It refers to the analytical process and combination of past research, which 

leads to innovative and inspired outcomes. (Jonathan O`Donnell, 2012). 

The researcher chose and analyzed the data by using the qualitative research method. The 

reason for selecting this research method was to get valuable insights from the participating 

parties in interviews. The researcher collected reliable data by using the qualitative research 

method in the B2B context. This data is favorable in the case company's future perspectives, 

which can help the company make better decisions. The researcher found it suitable to 

interview the case company.  

 

4.1 Qualitative research method 

Qualitative research depends on an emotional assessment of the suppositions, conduct, and 

mentalities of the people. The qualitative research approach's motivation is to comprehend the 

members' point of view (Kothari, 2004). Qualitative research technique remembers information 

for the type of open-finished inquiries or perceptions and is not in numerical structure 

(Lichtman, 2006). The qualitative research's principal motivation is to improve the theory or 

thoughts and dive deep into the issue; unlike quantitative, qualitative research is unstructured, 

but it will welcome profound and rich information. 

There is a reason why the author epitomizes a qualitative research approach because the case 

company needs a proper action plan; that is why the author researched the digital marketing 

experts' opinions and suggestions. The author chose a qualitative research approach for the 

thesis project because it needs a proper action plan. Hence, the author studied digital marketing 

experts' opinions and suggestions. The author will follow the qualitative research method, and 

open-ended questions will be part of the interview. Empirical findings will be improved by 

adding some additional questions in the interview. 

The researcher reviewed the Oy Vaasan Vihannes digital marketing activities. Still, the author 

could not sift out enough information to analyze the case company's current situation and reply 
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to the study questions. To get full perceptions of the research topic, the thesis's primary data is 

accumulated by organizing semi-structured meetings. 

 

4.2 Interviews 

Interviews are a term that refers to the qualitative research method. It comprises individual 

interviews with a small group of people to know about their idea about a particular thing or 

program. (Business Research Methodology, 2020). An interview is a talk between two or more 

parties about a specific topic. (Saunders, 2009). 

There are three types of interviews, such as structured, semi-structured, and unstructured 

interviews. (Bryman and Bell, 2011). The researcher chose the semi-structured interviews 

because these interviews are flexible. Another advantage of this type of interview is that 

reliable data can be collected by conducting semi-structured interviews. The interview 

questions prepare before the interview, which furnishes the feasibility of analyzing and 

organizing the items.  

The author formulated a list of questions, which will be taken into account while using the 

semi-structured interviews from the participant. There are some open-ended questions; the 

intention is to gain better insights into the participants. Semi-structured interview data will be 

collected using the audio recording, taking notes, and sending e-mail; it will rely upon the 

respective participant's permission. The anonymity of the participant will be kept confidential. 

(Bryman and Bell, 2011).  

Before conducting interviews, it can be essential for the researcher to get background 

information on related topics. Interviews play a vital role in collecting data about a particular 

topic. By engaging the participant and keeping the interest, the researcher can achieve his 

objective. It is better to evaluate the discussion and preciseness of the data. Interviews are 

indispensable to help the researcher to gain valuable insight into the semi-structured interviews.   

The main reason behind the interview participant's selection is that they have specific 

knowledge about the making of the digital marketing plan as the case company CEO knows 

about the strength and weaknesses of the company. Digital marketing professionals know better 

than digital marketing tools required for the thesis. And B2B customers make better reflect on 

how they find B2B markets for its products and services.  
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All interviews are performed face-to-face, e-mail, and telephone in English, with a total of 9 

participants. 

 

 

 

Designation Place Interview 

condition 

Duration of 

Interview (minute) 

Oy Vaasan 

Vihannes 

A CEO 

 

Vaasa, 

Finland 

Face to face 30 

B Marketing 

manager 

Vaasa, 

Finland 

Face to face 25 

 

 

Digital 

marketing 

professionals 

C Digital 

marketing 

manager 

Helsinki, 

Finland 

Telephone 22 

D Digital 

marketing 

manager 

Germany, 

Berlin 

 

Telephone 

28 

E Digital 

marketing 

executive  

Dhaka, 

Bangladesh 

E-mail - 

F Marketing 

Teacher 

 

Kouvola, 

Finland 

Telephone 19 

 

 

B2B 

customers 

G Digital 

marketing 

manager 

Helsinki, 

Finland 

Telephone 22 

H Digital 

marketing 

manager 

 

Espoo, 

Finland  

E-mail - 

I Digital 

marketing 

executive 

Espoo, 

Finland 

 

Telephone 

22 
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4.3 Sampling 

Sampling values a lot in all types of research. It does not need to influence the research problem 

of the thesis. (Mark Saunders Philip Lewis, 2009). The study's central question chiefly depends 

upon the B2B digital marketing strategies for the case company. This research leads to a precise 

sampling technique. According to Bryman and Bell, participants are not selected randomly in 

purposive sampling. Member's choice bases on a strategic way. And selected members play an 

essential role in persuading the aim of research questions. The author has chosen the 

interviewee who knows B2B digital marketing. In this way, the author will attain the benefit 

of the sampling method. Sampling has been found beneficial in qualitative research.   

In the context of Oy Vaasan Vihannes, there are three groups of interviewees selected for this 

research. The choice of the participant is relevant to digital marketing strategies. The 

participant will bring valuable insight to the research problems. Due to limited time, the sample 

size is limited. Great concentration puts on strengthening the empirical findings of the research. 

To the point, questions asked, and great precautions took to avoid sampling errors.  

The interviewees' group is illustrated as follows: the first group consists of Oy Vaasan 

Vihannes case company's CEO and marketing manager. The research asked different types of 

questions relating to B2B digital marketing, and CEO also explained the current marketing 

situation of the company. Digital marketing experts are the second group of interviewees. The 

researcher asked questions about digital marketing strategies from the second group. Oy 

Vaasan Vihannes B2B customers are the third and last group of interviewees; they shared the 

information about the case company digital marketing situation and how they explore the 

companies like Oy Vaasan Vihannes. 
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Figure 5 Overview of purposive sampling (Vectorstock 2020) 
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5 EMPIRICAL STUDY 

This chapter illustrates the information about the data analysis of interviews and their results. 

 

5.1 Data analysis 

This part deals with the raw data collected for the research and its analysis. The data analysis 

process demonstrates as follows, gathering the data and reviewing it, and analyzing it to form 

a conclusion known as data analysis. (Business Dictionary, 2020).  During this stage, data is 

given the decomposing shape from research questions. It will be useful for the author to use 

the data analysis for decomposing the data into small parts using semi-structured interviews. 

Data will be reviewed using the analytical and systematic approach to provide better results.  

Semi-structured interview data were analyzed by the author using the thematic analysis 

method. Thematic analysis views as a tool for the study of qualitative data. It is the part that 

applies to a setting of texts, for instance, interview transcripts. The author deeply examined the 

data to pinpoint familiar themes (topics), ideas, and meaning patterns. (Jack Caulfield, 2020).  

The researcher explained himself with the collected data by studying it evidently and frequently 

to attain the models' information. After examining the accumulated data, the researcher started 

by generating the appropriate data examples to accurately realize the data. (Virginia and Clarke, 

2006).  

Codes describe the pertinent groups by organizing the data. (Virginia and Clarke, 2006). 

Regulations accurately determine what illustrates in an interview; multiple codes bring multiple 

interviews. But it usually depends on what says in an interview. Hence the author explained 

himself about the data; initial principles can be determined at that given time also. Codes 

provide us indispensable features, which include the connection and adjustment in a variety of 

themes. This phase persuades the combination and examination of data together, and it 

separates significantly. 

A particular theme is given a precise name and should illustrate so that a specific thematic view 

replies to the research question. There is a suggestion that the theme's name should be exact 

and furnish a picture of which type of data discussed under the specific article. It is essential to 

define the theme's aspects, and it is related to the overall research question. (Virginia and 

Clarke, 2006). 
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Now the author will present the data analysis's primary results in the theme analysis method's 

shape. Two reliable themes forms to view for the data analysis of interviews; basically, it 

comprises all the reliable data which can reply to the main research question. Themes are not 

like each other therefore furnish a connected pattern that does not intersect. The author selected 

two ideas because it provides a significant contribution to the research questions. 

 

Figure 6 Data analysis (Best essay 2020) 

 

5.2 Importance of suggested themes 

The author of the thesis sifted out two themes that are appropriate to the main research question. 

These play a significant role in the digital marketing plan. Two themes, which are well 

connected and not similar to each other, were selected by the author to prevent data 

overlapping. For formulating the final digital marketing plan, these two themes provided the 

researcher with a valuable and reliable vision. The suggested themes accomplished the study 

problem well, emphasized the role, and plays an indispensable view of digital marketing in 

B2B. It furnishes a reliable idea about digital marketing tools and how to implement it. The 

author can make a digital marketing plan for Oy Vaasan Vihannes. 

5.3 Theme 1: Impact of digital marketing in B2B 

The researcher reviewed the role of digital marketing in B2B with all the respective 

participants.  The influence of offline marketing activity has been appreciated by all the 
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participants. It is suitable for a company like Oy Vaasan Vihannes because it is indispensable 

in business relationships. The company is taking part in the sorting, packaging, and marketing 

of the vegetables. So, the company can attract new customers with the application of digital 

marketing in B2B. The B2B customers of Oy Vaasan Vihannes prefer to interact with the case 

company through face to face meeting, e-mails, and phone calls. They did not give so much 

preference to digital marketing for connection with the case company. Therefore, the 

importance of face-to-face meetings is higher for the participants instead of digital interaction. 

The competition between companies in B2B business is increasing at a rapid pace day by day. 

Like one of the digital marketing experts, the participants gave more fondness to digital 

marketing tools in the B2B business. The perspective reveals that the B2B enterprise has been 

transforming a lot in the past few years. Companies are now looking forward to modifying the 

digital presence to attract new customers and maintain the existing customers also, and another 

motive is to drive sales leads. The CEO and Digital marketing manager of Oy Vaasan Vihannes 

explained that the digital plan's impact is relatively high for businesses like the case company. 

It is necessary to achieve it reliably to make the vision clear and convincing. It will not be 

beneficial to underestimate the possibility of digital marketing in B2B. 

The use of digital tools for business operations is necessary for the B2B business. Lack of 

knowledge about the campaign's content is due to the lack of skills in digital marketing. Digital 

marketing tools play a vital role in driving the economy of the company in an effective manner.  

One of the customers of the Oy Vaasan Vihannes gave valuable insight that the website should 

be equipped with all the necessary information. It brings a lot of positive aspects for the case 

company to provide certain information about the vision, credibility, attainments, and value on 

the website. If the necessary information is not available on the company website, it can be 

huge to maintain existing customers.  

Online interaction is becoming vital nowadays; B2B customers explained that they usually 

explore the businesses online. Companies can get a competitive advantage and attract new 

customers by making a significant online presence. 

Hence an interviewee described that it is indispensable for the organization's management to 

have a clear vision; what is their preference? That is why companies get fail to apply digital 

marketing tools effectively. In the end, it is essential for the company to have a clear vision or 

goal. From a B2B perspective, a lack of clear vision can be a significant loss for the 

organization. According to Oy Vaasan Vihannes company representative, there should be a 
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specific goal to attract new customers to increase profit, and credibility is needed to survive in 

the business environment. For that objective, Oy Vaasan Vihannes wants to use digital 

marketing tools. A digital marketing plan will not help the case company make new customers 

and maintain a good connection with existing customers. 

 

5.4 Theme 2: Effective digital marketing media and practice for B2B 

The author made a conversation with interviewees and asked the question regarding suitable 

digital marketing tools because the literature review demonstrated that practical digital 

marketing tools for B2B Business are SEO, social media marketing, content marketing, and e-

mail marketing. Digital marketing plays a vital role in boosting the sales of the organization. 

One of the B2B customers illustrated that they tend to visit the company's website before 

getting any services. It means that the content of the website should be attractive enough to 

persuade the buyers. Content marketing has been providing a lot of benefits for websites. 

Creating useful content can be beneficial for the B2B business. The more the content is 

effective more, it will encourage the visitors on the website to buy the specific product or 

service. Traditional marketing is not as reliable as content marketing. Therefore, the company 

should give preference to content marketing while developing a website.  

The author attained a lot of valuable information through the interview’s discussion. It is 

evident that the website of the company brings excellent insights to the audience. There should 

be available all the necessary information on the website of the company. The website 

persuades visitors to follow the data smoothly. The organization needs to put the mission and 

vision and the company’s background details on the website.  

Digital marketing experts have a different opinion about the webpage of the company. They 

say that it should not be too much complicated for the audience. On the other hand, it should 

not be scientific. One of the core features of a good website is that it is responsive, which means 

that it is easily reachable from mobile phones and PC. Sometimes the information provided on 

the website is outdated. Therefore, there is a necessity to update the information on the website 

regularly. 

Digital marketing experts said that FAQ´s section should contain all the queries to general 

questions. The customers can quickly know about the specific terms and conditions by 

following the FAQ of the organization. 
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Digital marketing experts stated that videos and blogs play a significant role in attracting more 

customers for the case company. Videos and blogs are the right digital tools for viewing the 

complex content precisely. B2B business can take advantage of content marketing. It is 

inexpensive for the company to put the concentration on digital tools like videos and blogs. 

Articles on the website can bring a lot of customers closer to the company. Therefore, articles 

should be relevant according to the nature of the business. Creativity effectively leads to the 

company. There is a need to use these digital media accurately, and then the company can 

achieve its mission and vision. 

One of the social media experts stated that social media is considered the backbone of any 

company in leading sales and profit. Organizations can interact actively with their customers 

by using various platforms such as Facebook, Twitter, Instagram, and Linkedin. The ranking 

of the organization can be enhanced by using social media effectively and precisely. Social 

media is a reliable digital tool that can reach a broad audience at one post. It also creates a 

direct link with clients. Feedback provided by the audience on social media can convince the 

company to make real changes. Social networking is also an essential tool for getting the 

outcomes and showing the respective campaign's success. Effective B2B marketing depends 

on the right selection of the social media program. It is essential for the company to look for a 

social media platform where the audience is readily available. 

For this reason, the company should have proper insight into the social media channel. An 

organization should epitomize the right track through it can reach more customers. For 

example, Facebook is a popular social media platform that can be used for posting videos and 

photos. There is a significant number of active users on Facebook. It means the company can 

easily interact with the target customers. When the organization releases new products or 

services, it can approach its customers through Facebook. Nowadays, Linkedin is also a 

popular social media platform for attracting B2B customers. 

 

5.5 Validity and reliability of the study 

It is essential to take the reliability and validity of data into perspective to establish the thesis's 

value. The conclusion of the study should be informative and based on the reliability of the 

results. According to Bryman and Bell, hence the conclusion is derived from the course, there 

must be invalid integrity questions. Validity has four types, internal validity, measurement 
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validity, ecological validity, and external validity. Digital marketing strategies have been 

specified in the literature review of the thesis. Companies’ current digital marketing situation 

persuaded me to form the open-ended question, which the participants asked in the semi-

structured interviews. In relating to the literature review and data collection, the qualitative 

research method plays a useful role.  

The study results belong to the data collected from three different groups. Still, ultimately it is 

related to digital marketing in another way. Data gathered from the research is restricted to one 

single organization which is Oy Vaasan Vihannes. The author's validity increases by not taking 

semi-structured interviews from digital marketing experts only but also taking B2B customers 

into account.  These B2B customers have a relation with the other industries but know about 

digital marketing. 

Reliability refers to a consistent and stable approach to research results. (Bryman and Bell, 

2011). The author tried to maintain the research's reliability as the data was collected using 

semi-structured interviews. The researcher asked the participants questions according to the 

goal and research topic of Oy Vaasan Vihannes. Semi-structured interviews helped the 

researcher in finding the reliability of the data. Results collected from the interviews present 

the situation referring to the collection of data. Therefore, it is not essential for the researcher 

to connect the findings with the other industries. Results that were attained from the data 

analysis furnishes the queries to research questions. 
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6 CONCLUSION AND RECOMMENDATIONS  

The study of this thesis demonstrated how digital marketing is revolutionizing the B2B 

business. It is significantly increasing the sales of the company and how digital marketing tools 

affect B2B companies. Another advantage of digital marketing is that they help companies 

mount new customers and leads. The case study has depicted that the organizations are aware 

of using digital marketing tools in B2B businesses, and the benefits of digital marketing tools 

are high. But still, the case company is not using these digital marketing tools actively. The 

semi-structured interviews show that Oy Vaasan Vihannes focuses on traditional marketing 

channels, which are no more usable. There is an application of offline marketing techniques by 

the case company in persuading the B2B business. The principal reason behind it is the limited 

budget, and the company is also lacking skillful employees and human resources. It is vital for 

the Oy Vaasan Vihannes top management to execute the digital marketing tools effectively. 

The theoretical background of the thesis illustrated the benefits of digital marketing tools. It is 

indispensable for the Oy Vaasan Vihannes to use these tools because these are less in cost. 

Small businesses like case company can easily afford the expenses of digital marketing tools. 

There is a considerable return on investment for using e-mail marketing because it is better to 

increase profitability than traditional marketing. The digital campaign brings a great variety of 

specifications for its company, and it is easy to measure. There can be an adjustment in the ad 

campaign by using the feedback. It is also helpful for the case company to build the brand by 

increasing its credibility.  

Digital marketing has a significant impact on the company; if the company uses digital 

marketing tools precisely, it can increase its profit and boost sales. There are many advantages 

to using digital marketing, for instance, low cost for operations, tracking and measuring the 

results, demographic targeting, global marketing, ability to multitask, data collection for 

personalization, diversified marketing, and advertising and better sales relationship. The 

thesis's objective is to develop the case company's digital marketing plan to enhance sales and 

increase B2B customers by using practical digital marketing tools. Building a better sales 

relationship should be the critical goal of the organization. Digital marketing has become 

popular nowadays, and it is becoming the medium for enhancing services and products online. 

Therefore, it is essential for businesses like Oy Vaasan Vihannes to use digital marketing in 

the B2B industry. 
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The recommendation part gives information about the core findings and theory, which have 

been obtained from the semi-structured interviews. This part furnishes Oy Vaasan Vihannes; 

to attract B2B customers, case companies should consider digital marketing tools.  

There is a need to use the case company's content marketing strategies, which comprises 

developing the official website. Because Oy Vaasan Vihannes has not made any website, the 

case company should consider the right social media content to attract new B2B customers. 

Because the company has maintained a relationship with the existing customers for a long time, 

it should also take new customers into account to increase its profitability and sales level. The 

company should update its digital marketing strategies to increase investment. Oy Vaasan 

Vihannes has not developed any marketing plan; therefore, it will be an excellent opportunity 

for the case company to act on a digital marketing plan. Because a digital marketing plan brings 

efficient digital marketing tools and digital marketing strategies for the organization. 
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7 DIGITAL MARKETING PLAN FOR CASE COMPANY 

In this chapter, the author illustrates a B2B digital marketing plan for Oy Vaasan Vihannes. 

Digital Marketing Plan Objective: 

• Surging sales 

• Persuade more and more B2B customers 

1. Content Marketing Plan 

Under this part, the following aspects will be taken into account. 

Website 

Nowadays, it is essential for B2B businesses to have a website. As the case company, Oy 

Vaasan Vihannes do not have a website. In this modern era, customers always search for the 

company using online platforms such as a website. It plays a valuable role in surging the B2B 

customers and sales of the organization. The case company relies only on existing customers 

but making new customers can lead to various advantages. Therefore, the Oy Vaasan Vihannes 

must develop a reliable website. 

Tips for a good website: 

❖ The website should be informative 

❖ A website should be well designed 

❖ The mission and vision statement about the company  

❖ All the necessary pages should be available, like the service page and product page 

❖ The interface should be easy to use 

❖ FAQ´s and contact information availability 

❖ Availability of Chatbot is indispensable 

Blogging 

Blogging is a valuable tool for any business organization. It is reliable to boost search engine 

optimization. Effective content brings a lot of benefits to the organization. Blogging not only 

strengthens the relationship with the existing customers but also helps make new B2B 

customers. Blogging allows the company to become an industry leader. It increases the 

credibility of the organization and makes the company a leading brand. 
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Blogging tips: 

❖ An attractive headline is preferred 

❖ Compelling information is provided in paragraphs 

❖ Language should be easy to read 

❖ Content should be short and coherent 

❖ The body of the blog post should be informative 

❖ Graphics provided in the post should be appealing 

❖ A relevant internal link  

2. Search Engine Optimization 

SEO is a valuable tool for any corporate organization. The website can be optimized in a better 

way by using SEO. The impact of SEO is high for any business organization. SEO is beneficial 

for improving brand visibility. For instance, if the product is of high quality, but it is not visible 

to the primary audience, there should be search engine optimization. Therefore, the company 

needs to make SEO friendly website for its B2B customers. There are the following practices 

should be taken into consideration:  

➢ For brand reflection, there is a need to focus on keywords. 

a) The case company should take advantage of the Google suggest feature. 

b) Making a list of localized keywords is indispensable 

c) It is essential to find common customer questions 

➢ Integration of social media 

a) Interaction of brand with the audience 

b) Higher search ranking due to social media influence 

c) There should be social media links on the website 

➢ Mobile capability feature on the website 

a) There should be a focus on a mobile-friendly website. 

➢ User experience importance 

a) The website should be fast and efficient, free from Ads 

➢ Use of efficient content 

a) Content on the website should be efficient and of decent quality 
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3. Social Media Marketing Plan 

The role of social media marketing cannot be underestimated. Social media marketing is highly 

effective in brand visibility. Companies can reach their primary audience through social media 

platforms. There are vast numbers of people using social media. The most renowned social 

media channel is Facebook. There are 2.7 billion users of Facebook in 2020. Nowadays, 

companies are also using Linkedin to persuade B2B customers and increase sales leads. There 

are the following things should be taken into consideration: 

❖ Settings SMART goals for social media marketing is important 

❖ It is necessary to determine the KPIs 

❖ Keeping an eye on competitor’s social media strategy 

❖ Case company should focus on sharing its original content to its audience 

❖ There should be the use of multimedia channels, for instance, Facebook, Linkedin, and 

Instagram 

❖ It is crucial to maintain consistency 

❖ Selection of suitable posting time 

❖ Engaging the customers in conversation is vital 
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APPENDICES 
 

Appendix 1: Oy Vaasan Vihannes (case company) Representatives 

A. What are the main objectives which your company plans to attain with the help of 

digital marketing? 

B. How do you usually attract your B2B clients? 

C. Do you prefer digital marketing over traditional marketing? 

D. Do you think that the use of digital marketing tools is essential for your company? 

E. Why do you not make SEO featured website for the case company? 

F. Why is the company giving concentration to offline marketing instead of online 

marketing? 

G. How do you interact with your B2B customers? 

H. How do you test the effectiveness of digital marketing strategies? 

Appendix 2: Digital Marketing Experts 

A. Currently, what are the business to business digital marketing trends? 

B. What role is digital marketing playing in a company to persuade new business to 

business customers? 

C. What are the advantages of using the social media platform for the case company? 

D. What should the case company do to measure its digital marketing success? 

E. What kind of digital marketing tools should a company consider? 

F. How can digital marketing strategies lead to new B2B customers and an increase in 

sales? 

G. How do you evaluate the success of the case company using SEO on the website? 

H. How do you think that content marketing is necessary for the business organization? 

I. Why should a company prefer social media marketing channels in this modern era? 

J. What are the benefits of making an excellent content-oriented website? 

Appendix 3: B2B customers 

A. How do you usually explore the products and services of the company? 

B. Which kind of user interface do you prefer for a company website? 

C. What kind of content do you like to see on the company website? 

D. What kind of social media platform are you using to find B2B sellers? 
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E. Which kind of marketing channels do you prefer, online or offline marketing 

channels? 

F. How would you rate Oy Vaasan Vihannes´s current B2B marketing practices? 

G. How do you think that company can build on good customer service? 

H. What should the company do to make the smooth buying process? 

I. What are your suggestions and feedback about improvements? 

 


