
Split happens 
Boost your B2B marketing 

results with A/B testing
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In this eBook, we’ll provide you with a quick refresher on A/B 
testing, along with practical strategies tailored specifically for 

B2B marketers. Our goal is to ensure you're running tests 
effectively and efficiently.  

Introduction
You've likely heard of A/B testing countless times. Also known as split testing, it's a 
cornerstone of any seasoned marketer's toolkit. This involves comparing two versions of 
a marketing asset to determine which one performs better. It’s a powerful method for 
making data-driven decisions and optimising your marketing efforts. While the concept 
itself isn't new, its relevance and impact in digital marketing remains as crucial as ever. 

For B2B marketers, determining what truly works in your campaigns can be 
challenging. You’ve invested time and resources, but are your efforts paying off? Are 
you making decisions based on solid data or just guesswork? This is where A/B testing 
comes into play. 



3

Part 1: Why bother with A/B testing 
Data-driven decision-making is essential. A/B testing enables you to move away from 
guesswork and assumptions. It allows you to: 

By systematically testing different 
elements of your campaigns, you can 

identify what works best and implement 
those changes to improve your 

conversion rates. 

Increase conversion rates

A/B testing helps you allocate your 
budget to the most effective tactics, 

ensuring a higher return on investment. 
Instead of investing in strategies that 
might not work, you can focus your 

resources on those that deliver results. 

Optimise marketing spend 

Testing different versions of your 
marketing materials can reveal what your 
audience prefers, leading to a better user 
experience and increased engagement. 
For example, A/B testing can help you 

determine the most appealing headline 
or the most effective layout for your 

landing pages. 

Enhance user experience

A/B testing helps you stay agile and 
responsive, quickly adapting to new 
trends and consumer behaviours. By 
continuously testing and optimising, 

you can keep your strategies fresh and 
effective. 

Stay competitive
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Part 2: Setting up for success – Plan 
like a pro 
The rise of sophisticated analytics tools means that we can track a wide array of data 
points. However, this also means that marketers need to be more discerning in their 
choice of metrics. By focusing on goals that directly impact your bottom line, you can 
ensure that your A/B tests provide actionable insights that drive real business results. 
Before testing, ensure you:

Before diving into A/B testing, it's 
crucial to know what you’re aiming for. 
Are you trying to increase open rates? 

Boost click-through rates? Improve 
conversion rates? Defining clear, 
measurable goals is the first step 

toward meaningful results. Avoid the 
“aimless testing” trap by setting 

specific objectives. 

Define clear goals 

Not all metrics are created equal. While 
vanity metrics like impressions and likes 
are nice, they don't necessarily translate 

to meaningful outcomes. Focus on 
metrics that align with your business 

goals, such as sales conversion rates, lead 
generation, and customer retention. 
These metrics will give you a clearer 

picture of how your changes are 
impacting your business objectives. 

Choose the right metrics 

A strong hypothesis is the foundation of 
any effective A/B test. It should be a clear, 

testable statement about what you 
expect to happen. For instance, "If we 

change the call-to-action button colour 
from blue to red, we expect a 10% 

increase in click-through rates." Another 
example could be, "Changing the 

headline to highlight a free resource will 
increase sign-ups by 15%." A well-defined 
hypothesis provides direction and helps 

measure success accurately. 

Craft a hypothesis 
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Part 3: Designing and executing your 
A/B test – Precision and flair 
Designing and executing your A/B test effectively is crucial for obtaining reliable and 
actionable insights. Here’s how you can ensure that your tests are set up for success:

To ensure reliable results, it's essential 
to create test groups that are 

representative of your overall audience. 
Randomisation is key to avoiding biases 

that could skew your results. This 
means each participant has an equal 

chance of being assigned to either 
group A or group B, ensuring that the 
groups are statistically similar and any 

differences in outcomes can be 
attributed to the variable being tested.  

Creating test groups 

• Select your variable: Choose one element to test (e.g., subject line, CTA button, 
headline). This ensures you can isolate the impact of that specific change. 

• Create variations: Develop two versions (A and B) with only one variable changed. 
This helps in identifying which version performs better. 

• Randomly assign groups: Split your audience into two equal groups randomly. This 
randomization helps in reducing bias and ensures more reliable results. 

• Run the test simultaneously: Ensure both versions are tested under the same 
conditions to avoid time-based biases. Consistency in testing conditions is key for 
accurate comparisons. 

• Collect data: Allow the test to run for a sufficient period to gather enough data. This 
ensures that your results are statistically significant and actionable. 

Step-by-step guide 

Determining the right sample size is 
crucial for achieving statistically 

significant results. If your sample size is 
too small, you risk drawing incorrect 

conclusions. Use an online calculator or 
statistical software to determine the 
appropriate sample size for your test. 
For example, if you have a large email 
list, testing on 10-15% of your audience 

can provide significant insights without 
risking the majority of your contacts on 

unproven changes. 

Sample size and significance 
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Conclusion  
By carefully designing and executing your A/B test, you can gain valuable insights into 
what works best for your audience. This systematic approach ensures that your marketing 
decisions are based on solid data, leading to more effective and successful campaigns. 


