9 Things to Look for When Choosing
B2B SEO Services

A practical guide for evaluating an SEO partner



Why the Right SEO Partner Matters

B2B CONTEXT

B2B companies often have specialized products, longer sales cycles, multiple decision-
makers, and a smaller pool of highly relevant prospects than consumer-focused
businesses.

That makes it important to evaluate an SEO provider on more than promises of higher

rankings or increased traffic. The provider should understand your market, target audience,
buying process, and business objectives.
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1. Understanding of Your B2B Audience

AUDIENCE INSIGHT

a  Start with the people who actually search for your products or services.

» The researcher may not be the final decision-maker: technical users, managers, and executives
can have different needs.

» Evaluate whether the provider understands target customers, problems, search terminology,
buying roles, research questions, and purchasing factors.

* The goal is relevant visitors—not simply more visitors.
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2. Intent-Focused Keyword Research

KEYWORD STRATEGY

a « Search volume should not be the only keyword-selection criterion.

« B2B buyers search differently as they move from problem discovery to solution research,
provider comparison, and purchase intent.

» A strong strategy groups keywords by search intent and maps them to the right page or content
type.

* The objective is relevant search demand with a realistic connection to business goals.
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3. Strong Technical SEO Capabilities

TECHNICAL FOUNDATION
I

« Search engines need to crawl, understand, and index the website effectively.

» Check for crawlability, indexation, site architecture, internal links, canonical URLs, XML
sitemaps, Core Web Vitals, mobile usability, redirects, broken links, duplicate content, and
relevant structured data.

» Technical SEO becomes especially important on large B2B websites with extensive resources,
product catalogs, or complex structures.
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4. A Content Strategy Based on Buyer Questions

CONTENT STRATEGY
I

0 » B2B content should answer real questions across the research and evaluation journey.

» Useful formats can include educational posts, industry guides, comparison articles, service
pages, case studies, buying guides, FAQs, expert resources, and product content.

» A provider should explain why each topic matters and how it supports the broader SEO strategy.
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5. Focus on Conversion Rate Optimization

CONVERSION PATH

» Organic traffic is only one part of the process; visitors also need a clear next step.

« A B2B website can improve results by connecting search visibility with conversion rate
optimization across page layouts, messaging, calls to action, forms, navigation, and user

experience.

« Common B2B actions include consultation requests, demos, inquiries, resource downloads, and
sales contacts.

« SEO and conversion optimization should work together to attract and engage the right visitors.
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https://www.briskon.com/services/cro-conversion-rate-optimization

6. Experience With Long B2B Buying Cycles

BUYER JOURNEY

» B2B purchases rarely happen after a single website visit.

» A prospect may discover a company, return for more resources, compare competitors, discuss
options internally, and then contact sales.

« The SEO strategy should support awareness, research, evaluation, and conversion—not only
immediate inquiries.
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7. Measurement That Goes Beyond Rankings

MEASUREMENT

a » Rankings are useful indicators, but they do not explain business impact by themselves.

» Relevant metrics can include organic traffic, non-branded visibility, organic leads, conversion
rates, landing-page performance, content engagement, target-industry leads, and organic
contribution to the sales pipeline.

* Reporting should explain what changed, why it changed, and what happens next.
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8. A Sustainable Approach to Authority Building

AUTHORITY & TRUST
I

° » B2B buyers often research a company before contacting sales, making credibility important.

» Relevant mentions, useful resources, expert contributions, industry coverage, and quality
backlinks can strengthen website authority.

» Evaluate whether the provider prioritizes relevance, credibility, and genuine audience value
rather than large volumes of low-quality links.

» The provider should be able to explain the relevance of its link and mention sources.
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9. Transparency and Long-Term Strategy

LONG-TERM STRATEGY

° « SEO evolves as competitors, websites, search behavior, and search experiences change.

» Ask what the provider will prioritize, how opportunities and content topics are selected, what
reporting includes, and how often the strategy is reviewed.

« Also clarify who handles technical recommendations and content, and how changes in search
and Al-generated results are addressed.

» Clear communication helps you understand what your SEO investment is accomplishing.
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How to Evaluate Different B2B SEO Providers

SELECTION

Compare methodology, expertise, communication, and business alignment—not only monthly cost.

Check whether the provider understands your industry and target customers.

Review the quality and specificity of the provider’s own website and content.

» Ask how success is defined: rankings and traffic should connect to relevant leads, conversions, and
business objectives.

» Look for recommendations tailored to your market rather than generic SEO checklists.
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How Briskon Approaches B2B SEO

Briskon takes a broader approach to organic growth through b2b SEO services, connecting
organic visibility, content, technical optimization, competitor analysis, and business
objectives.

The approach recognizes that B2B search behavior extends across multiple stages of the
buying process. By considering search intent, content relevance, website experience, and
conversion opportunities together, businesses can build an SEO strategy that supports
more than just rankings.
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https://www.briskon.com/
https://www.briskon.com/services/b2b-seo

