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Today's B2B
decision-making
process has grown
more complex

necessitating new
sales & marketing
strategies

are projected

Source: 6Sense, G2, Corporatevisions, iSpot.tv, Mintel, NBCU Proprietary
Research (BDMs), LinkedIn B2R Institute, eMarketer 2025



https://www.warc.com/content/feed/why-b2b-marketing-needs-the-human-touch/10338

Determining the right
“Business Decision
Maker” targets

In this changing landscape,
decision-making stakeholders
are moving targets consisting of
different types of employees
coming together in a matrix

10-11

Stakeholders involved in
the decision-making process

Decision-Making Stakeholder Matrix
[llustrative Example

| c

Gatekeepers [ =- Procurement

)
Influencers 39 (@] Product
Final Decision [<»]) Users

Maker
IT %



NBCUNIVERSAL

Today’s business leaders are younger and more diverse -
B2B marketing must evolve accordingly to effectively reach them

: Female
AVId SpOI’tS Fan 41% of Business Leaders Mluennlal
are Female 71% of Business Leaders are

48% of Business Leaders under the age of 44
watch Sports on TV

Diverse

+50% increase in multicultural

Rea llt TV Fan business owners
y (over last 10 years) Gamer
52% of Business Leaders 36% of Business Leaders
watch Reality TV enjoy gaming
RN
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Reaching Strategic B2B
Audiences with NBCUniversal
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NBCUniversal
continues to

be the right
partner to reach
decision makers

Source: Based on NBCU'’s in-house audience insights using 1P and
3P data; date range: Nov 2025; base: HH

HHs per month

30.5M

Business Decision Maker

33.4M

IT Decision Makers

Each month, our content reaches

that includes the 3 3 . 5 M

audiences that Small Business Owners
matter to you

N 4 8M

C-Suite Executives
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BDMS Spending $10K+ Annually

EheNew HorkTimes [N 25
/2 20%
And NBCU reaches more CNBC o

h Ig h value THE WALL STREET JOURNAL - 20%

b usiness The Washington Post . 11%

targets

monthly than traditional Bloomberg . 11%
B2B powerhouses

woar [
The
Economist I 5%

FORTUNE l 5%

Source: 2025 MRI Custom Video Study. U.S. P18+ population. Cross Platform
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NBCUn e
Ehe New Hork Cimes - 30%

And NBCU reaches more THE WALL STREET JOURNAL. - 22%

high value .
business

22%
CNBC

ta rgets Bloomberg . 15%

monthly than traditional The ll]nﬁl]inutnn 1]05! . 13%
B2B powerhouses .

&2 GOLF . 10%
roRTuNE [l 7

The "
Economist I 7%

Source: 2025 MRI Custom Video Study. U.S. P18+ population. Cross Platform.
C-Suite = C-suite 1 or C-suite 2
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A data-driven approach allows B2B partners find key
audiences wherever & whatever they are watching

Business

Decision Makers Owners

Small Business C-Suite
Executives

Sales &
Marketers

What Are \_

Fernacys 2
THANKSGIVING DAY

PARADE

NBC' N!’ﬁ
NOW.

N
1AW & ORDER o i lo elsiorc] S
LAWE ORDER Eg%ngu:é loveisiana @ 1.MSNBC
[ i'c""l"{"n' SPECIAL VICTIMS UNIT EET o
L e M l ‘ I) AHCOE‘HeUJSOOSD THE P R“EEN § §
Kol MONEY F

They

Watching? 4

“SNF peacock: BlG

NEWS TODAY

[orave]
: fReal
the office  HiiSewives

BELOW DECK

® morning

joa

YELLOWSTONE

J

ce insights using 1P and 3P data; pulled as of 3.14.25, 12 month lookback, base P18+, HMID, based on index of target audience vs.

base

line
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Data-driven,
audience strategies
have already

maximized reach &
impact for our B2B
partners

mart advanced audience campaign performance vs. standard demo campaign performanc

More Target Audience
Impressions

+36%

Higher Target
Audience Index

+9%

Greater Target
Audience Reach

+39%

Better Cost Efficiency
& Lower CPM

-20%

e; B2B category average 2022-2023 YTD
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B2B IT Company Case Study

Optimizing for B2B

Audience Reach &
Engagement

Challenge

A leading IT company wanted to make
the most of their linear ad spend to
drive search engagement

Solution

Data-driven optimization resulted in expanding number of linear properties
purchased, while also increasing CNBC, and still including Golf

UNOPTIMIZED OPTIMIZED

Number of Properties: 3 Number of Properties: 7
N

MGOLF Uvd DBC. E
AR —

TODAY CNBC

Results: EDO Search Engagement

+32% +17%

lift in search engagement lift in search engagement
compared to non-NBCU linear compared to NBCU non-DDL

Power of E!, Oxygen, Bravo

New non-endemic networks outperformed endemic networks and drove
some of the strongest search engagement lifts
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NBCU B2B Category Strategy Team
Dominique Folacci, Nicole Lee, & Savannah Stephens
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