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MARKETING

TELLS A STORY
DRIVES CONVERSIONS
PROVIDES RESULTS

AIM HIGHER
REACH FURTHER
GET CLOSER TO YOUR GOALS
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D@ A simple step-by-step guide to creating B2B content
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Essential questions designed to deeply understand your
journey, goals, and unique literary identity.
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Social Media Framework

To help founders, marketers, and freelancers create
consistent, strategic content for B2B brands on
social media — without sounding boring or
corporate.

B2B Content s

o The decision maker is a person, but they
represent a company.

o It's about building credibility, not clicks.
o Trust > Hype.

dxtera.me



© 2025-2026

Core Content
1. Thought Leadership

o Teach something your audience didn’t know.
o Use formats like: “3 steps to..”, “Common mistakes
in.”, “How we...”

o Show expertise without selling.

2. Proof of Work

o Highlight past clients, before/after, screenshots,
internal process

o Testimonials, client quotes, or case study mini-
posts

o Show the founder’s POV, team culture, or behind-
the-scenes o Talk about values, challenges, or even
lessons from failed launches

3. Humanized Brand

o Show the founder’s POV, team culture, or behind-
the-scenes

o Talk about values, challenges, or even lessons
from failed launches

%
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Format

CONTENT TYPE FORMATS THAT WORK BEST

THOUGHT

Reels with voice- | quote post
LEADERSHIP eels with voice-over, carousel, quote posts

PROOF OF WORK | Client screenshots, case study stories, testimonial reels

Selfie-style videos, behind-the-scenes images, “day in
HUMAN BRAND the life” posts

Content Template

o Sunday - Pain Point or Industry Insight

o Monday - Carousel: “How We Helped X Brand” o

o Tuesday > BTS of a client meeting or project deck

o Wednesday » Founder POV or story

o Thursday » Thought-provoking question + client win

Key to

o Engagement rate (likes/comments/shares)
o Inbound messages or leads

o Saves and profile visits

o Client referrals or B2B partnerships initiated
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Idea (Quick Starters)

o “One mistake we made early on..”

o “Why we stopped doing X and focused on Y”

o0 “3 ways our client reduced cost by 20%”

o “Behind the scenes of our onboarding process”
o “Tool we use to simplify client reporting”

Worksheet

o What problem does your B2B service actually
solve?

o What result have you delivered that you can turn
into a post?

o What part of your work process feels boring to
you, but interesting to a client?

for Tone:

o Confident, but not arrogant
o Clear, not complicated
o Human, but never fluffy
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This document and its contents are intended for informational and
educational purposes only and do not constitute legal, financial, or
business advice. While the strategies and frameworks outlined herein are
based on industry best practices, implementation outcomes may vary
depending on individual business contexts and market conditions.

The author and DXtera are not liable for any direct, indirect, or
consequential loss or damage arising from the use of this framework. Users
are encouraged to seek professional advice tailored to their specific
circumstances.

All content, designs, and materials in this document are the intellectual
property of DXtera and may not be reproduced, redistributed, or sold
without prior written permission.

This framework is provided in good faith, and its use is subject to
compliance with applicable laws and regulations in Egypt and other
jurisdictions.
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Z Consulting Services

THANK YOU



