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OVERVIEW

Account-based marketing (ABM) has gained
significant traction in recent years as a favorite
strategy among marketing and sales teams.

ABM is a highly targeted approach that focuses on
engaging specific high-value accounts rather than

casting a wide net to reach a broad audience.

A

In this comprehensive guide, we'll dive deep into the world

of ABM, exploring its key concepts, benefits, implementation
o strategies, and the steps to create a successful ABM campaign.

We will also share valuable platforms and tools to help create

more robust ABM campaigns. Prepare to master new account-

based marketing strategies, taking your efforts to new heights!

These strategies will empower you to confidently
navigate the complexities of ABM, ensuring your
success in the long term.
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WHAT IS ABM? 5 -

ABM is an approach to marketing, sales, and customer
retention that leverages technological advancements in
advertising, segmentation, predictive scoring, and targeted
accounts to refine and personalize the efforts that a company
makes to attract, convert, and retain customers, based on
each customer’s potential value.

What is L
the Goal?

The goal is to establish deep
relationships, drive engagement, and
ultimately convert key accounts into

long-term, high-value customers.
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THE CORE PRINCIPLES OF ABM

Identifying Key
Accounts

This involves selecting @
relatively small number
of high-value accounts
that are most likely to
generate significant
revenue.

Personalization

The heart and soul of
ABM, where content,
messaging, and
engagement are
tailored specifically for
each target account.

ABM strategies are built on four key principles:

Collaboration
Between Sales
and Marketing

A crucial element for
ABM success, requiring
close alignment
between the two
teams to guide target
accounts through the
buyer’s journey.

Efficiency

By focusing efforts on
high-value accounts,
ABM eliminates the
need to cast a wide

net, allowing marketing
and sales teams to
operate with maximum
efficiency.
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Unlike the traditional sales funnel, which targets a broad
audience, ABM focuses on a select group of high-value
accounts. This targeted approach requires a different set of

strategies and tools.

v

3 Different Kinds of Campaigns
There are three distinct types of ABM, each with its pros and cons. -
Understanding these variations will equip you with the knowledge

needed to select the most suitable approach for your business
objectives, ensuring optimal results.

o1 02 03

ONE-TO-ONE 2 ONE-TO-FEW P ONE-TO-MANY ABM
ABM (STRATEGIC ABM (ABM LITE) (PROGRAMMATIC
ABM) ABM)
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L

ONE-TO-ONE ABM (STRATEGIC ABM)

|_ This approach involves creating highly customized marketing campaigns for individual key accounts.

PROS CONS
Allows for deep personalization Resource-intensive and time-
and tailored messaging. <|: consuming.
Can lead to strong relationships and May not be scalable for larger
high conversion rates with key accounts. numbers of accounts.

(AN

ONE-TO-FEW ABM (ABM LITE)

[ il This strategy targets a small group of accounts with similar characteristics or needs.

PROS CONS
More scalable than one-to-one ABM Less personalized than one-to-one ABM.
while still allowing for a degree of
personalization. <:; May require more effort to identify

Can be more efficient in terms of and group similar accounts.
resources and time.




ONE-TO-MANY ABM (PROGRAMMATIC ABM)

This approach targets a larger number of accounts with broader, less personalized campaigns.

Highly scalable, allowing for Least personalized form of ABM.

outreach to many accounts. , ,

May result in lower conversion
More efficient in terms of resources rates compared to more targeted
and time.

approaches.

i
By understanding the pros and cons
of each type of ABM, companies can

choose the approach that best aligns
with their resources, goals, and the
characteristics of their target accounts.
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IMPLEMENTING ABM: A STEP-BY-STEP GUIDE

The implementation of ABM involves several key steps:

|
@ ACCOUNT SELECTION _?JO_?_ CONTENT PERSONALIZATION
Identify accounts with the highest potential value, using Create personalized content based on
data analysis and predictive analytics. For example: A Saas your research to address the specific
company might use data analysis to identify enterprise-level needs and interests of your target
businesses that are in a growth phase and are likely to need accounts. A financial services company
advanced software solutions to scale their operations. might create personalized content for

target accounts in the banking sector,
such as whitepapers on regulatory
compliance and case studies on

successful digital transformation
/< ACCOUNT RESEARCH

projects.

Dive deep into understanding the business needs, challenges,

and goals of your target accounts. A healthcare technology

firm might research a target hospital’s patient management _

systems, technology adoption rates, and compliance with TS .
healthcare regulations to tailor their marketing efforts to the . . : '

hospital’'s specific needs. TP
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IMPLEMENTING ABM: A STEP-BY-STEP GUIDE

The implementation of ABM involves several key steps:

|
%’D OMNICHANNEL ENGAGEMENT 979 MEASUREMENT & OPTIMIZATION

Engage with your target accounts across multiple channels, Continuously measure the success

ensuring consistent and personalized messaging. A retail of your ABM campaigns and make

technology provider might use a combination of email adjustments as needed. An energy

marketing, social media campaigns, and personalized online company might track engagement

demos to engage with decision-makers in large retail chains, rates, lead quality, and conversion rates

ensuring consistent messaging across all touchpoints. for their ABM campaigns targeting
large utility providers and renewable
energy firms. By analyzing this data,

the company can refine its strategies

©® SALES & MARKETING ALIGNMENT and improve results over time,
= ensuring more effective targeting and
Ensure that your sales and marketing teams work together engagement with key accounts in the
closely to develop and execute ABM campaigns. For a energy sector.
manufacturing equipment supplier, sales and marketing
teams might collaborate to develop targeted campaigns
for aerospace manufacturers, focusing on the unique ettt
challenges and requirements of this industry. B el L
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THE SYNERGY OF MARKETING AND SALES IN ABM @

In the world of account-based marketing, the collaboration
between marketing and sales teams is crucial.

Unlike traditional inbound marketing, where marketing fills the funnel
and hands off contacts to sales, ABM requires a more integrated
approach. Marketing and sales are like two sides of the same coin, each
playing a vital role in targeting and engaging high-value accounts.

O4P

In many B2B companies, ABM is not just an option;

it's a necessity. A significant portion of the marketing

budget should be allocated to ABM initiatives, as

they often outperform other marketing investments.

However, executing effective ABM campaigns is not without
its challenges. It requires a well-coordinated effort between
marketing and sales teams to ensure the right contacts are
targeted with the right messaging.
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ALIGNING MARKETING AND SALES EFFORTS

In account-based marketing, marketing and sales teams must work closely

together. To make ABM work, it's essential to clearly define the roles of

marketing and sales and ensure they are aligned.

o1

IDENTIFYING HIGH-VALUE ACCOUNTS

Sales teams should provide a comprehensive list of

%

high-value accounts and contacts, leveraging their
insights into customer needs and industry trends.

02

CONTRIBUTING TO CAMPAIGN MESSAGING

Sales professionals should collaborate with

%

marketing to develop compelling campaign
messaging that resonates with target accounts.

%

%

(11
T C o) (oo

ALIGNING PROSPECTING EFFORTS

Sales efforts should be synchronized with ongoing
ABM campaigns to ensure a cohesive approach to
engaging target accounts

04

PARTICIPATING IN RESEARCH & REPORTING

Sales teams should actively contribute to research
efforts and share feedback on campaign
effectiveness for continuous improvement.
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ALIGNING MARKETING AND SALES EFFORTS CONT.

In account-based marketing, marketing and sales teams must work closely

together. To make ABM work, it's essential to clearly define the roles of

marketing and sales and ensure they are aligned.

%

%

o1

DEVELOPING CAMPAIGN MESSAGING & CONTENT
Marketing should create targeted messaging and
content that addresses the specific needs and pain
points of high-value accounts.

02

COORDINATING MARKETING EFFORTS
Marketing activities should be aligned with the
overall ABM strategy and sales objectives to ensure
a unified approach.

%

%

03

MAPPING ASSETS TO CONTACTS & ACCOUNTS
Marketing should strategically map assets to specific
contacts and accounts to personalize the buyer’s
journey.

04!

ENGAGING IN RESEARCH & REPORTING
Marketing teams should conduct research to inform
campaign strategies and report on key metrics to
Mmeasure success.
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ALIGNING MARKETING AND SALES EFFORTS CONT.

To facilitate this alignment, having a dedicated ABM team or partnering with a third-party resource like a digital agency
can be invaluable. Such collaboration can help coordinate, track, and optimize ABM campaigns, ensuring that both sales
and marketing are working towards the same goals.

Regular communication and joint planning sessions between sales and
marketing are crucial to maintaining alignment and adapting strategies
based on feedback and results.

(O\D By fostering a culture of collaboration and shared
\ /OYOYO\ objectives, organizations can maximize the impact
of their ABM efforts and drive meaningful growth.
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DATA MANAGEMENT
FOR ABM SUCCESS

1%

A well-maintained CRM is essential, containing comprehensive and

The foundation of an effective ABM campaign
is a robust data management system

up-to-date information about both existing customers and potential
prospects.

This data is the cornerstone of your ABM campaign, enabling you to
tailor your marketing efforts with precision. Beyond just names and
contact details, your CRM should include insights into customer behavior,
preferences, and engagement history.

By leveraging this rich

This depth of information allows for highly personalized and relevant data, you can create

marketing strategies. f campaigns that resonate

with your audience,
Additionally, integrating your CRM with other marketing tools and driving engagement and
platforms can provide a holistic view of your target accounts, ensuring

. o . ultimately, conversion.
that every interaction is informed and impactful.
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GAIN ABM MOMENTUM
WITH HUBSPOT PLATFORM

As we explore the tools and platforms essential for executing successful ABM

strategies, it's important to highlight HubSpot's significant role in this domain.

po

HubSpot is a powerhouse when it comes to
account-based marketing strategies.

It offers an array of robust tools and features that enable businesses to

personalize interactions and effectively engage with high-value accounts.

@LL

One of the standout features of
HubSpot is its targeted marketing
capabilities, which allow for easy
segmentation of contacts based on
various criteria. This facilitates the
creation of relevant and personalized
content for specific target accounts.

0

W U
The platform’s CRM integration is
another highlight, providing one of
the most user-friendly yet powerful
interfaces for customer relationship
mMmanagement. It organizes and

centralizes datag, offering a unified
view of interactions, engagements,

and touchpoints with target accounts.

HubSpot's impressive personalization

capabilities empower marketers

to create tailored campaigns,
personalized emails, and content that
resonates with individual accounts,
enhancing engagement and
nurturing leads effectively.
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Artificial Intelligence (Al) plays a crucial role in enhancing ABM strategies by offering
advanced capabilities that streamline and optimize various aspects of the process.

Al-powered predictive analytics are particularly useful in identifying and prioritizing
high-potential accounts. By analyzing vast amounts of datag, these analytics enable
businesses to focus their efforts on accounts most likely to convert.

Al also enables hyper-personalized content creation by analyzing
data on individual behaviors, preferences, and interactions. This
allows for tailored messaging that resonates with specific accounts.

Al-driven automation further enhances ABM by streamlining
repetitive tasks such as lead scoring, content personalization,
and campaign optimization. This frees up resources and enables
marketers to focus on strategy and creativity.
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GET HELP WITH THE HEAVY LIFTING

rketing agency like Vonazon can be

arly when targeting a

Experienced Strategist

U

Full Package Team

An agency can help you
identify and capitalize
on opportunities to
sustainably grow the
lifetime value of your
existing accounts. We
help you directly connect
with potential clients
using personalized
marketing approaches
that are designed to
build relationships from
the ground up.

They have experience strategizing and executing goal-oriented personalized marketing and targeted prospecting plans

for organizations at nearly every stage of development. Whether you're looking to source contacts before establishing

communication with high-interest leads, or you're ready to craft customized outreach copy for your top prospects, an

agency can get your message in front of qualified decision-makers with buying power.
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MASTERING ABM STRATEGIES
FOR

Account-based marketing is a powerful strategy that aligns marketing
and sales efforts to target and engage high-value accounts.

By focusing on personalization,
collaboration, and efficiency, ABM

can drive significant results for your

business. With the right approach and

tools, you can implement a successful

ABM campaign that fosters strong

relationships with your key accounts and

drives long-term growth. y

The strategies outlined in this playbook -
are designed for mastery, ensuring that .
you can confidently take the reins of

your ABM efforts and achieve lasting

success.
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