Account-based
marketing and sales:

Initiating an account-based marketing and
sales pilot is an excellent strategy for exploring
its benefits. The targeted, personalised
approach of account-based marketing should
yield a higher ROI. However, putting this into
practice can be challenging.

Context Is Key

ABM is increasingly becoming a core component of B2B strategies
due to its focus on account specificity, which leads to enhanced
results.
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Over 70% of B2B marketers acknowledge its benefits, underlining
its significance.

(Propolis 2023)

& essential in-house activities

'7 Internal alignment:

\
ABM thrives as part of a comprehensive growth strategy,
and alignment between Sales and Marketing is a must,

as is Management's endorsement.
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Typically, 80% of profitable revenue originates from
just 20% of customers.
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ﬁ Tip: Facilitate strategic discussions by presenting relevant
data to Management.

--=== Theright data:

------ An effective ABM programme often starts with a
wish list from Sales, but excels with data-driven target
account selection.

ﬁ Tip: Enhance account selection using insights from various
data points such as kReywords, engagement, ICP data, and
location analysis.

4 The right skills:

O ABM success depends on a team’s ability to coordinate
C ) Marketing and Sales efforts seamlessly.

ﬁ Tip: Equip your marketing team with revenue-centric
training and foster collaboration with Sales.
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Define Gather Develop Implement Measure &
optimize

1. Define scope and select target accounts

2. Gather account and buyer insights

3. Develop content plans and account journeys

4. Implement your campaigns

5. Measure and optimize performance

Specialized B2B agencies can manage these components,
leveraging their expertise to strengthen your programme.

benefits of external
expertise

1. Access to best practices

2. Outsiders dare to ask the difficult questions
3. Utilization of proven frameworks

4, Capability to scale successful pilots

5. Inspiration for fresh perspectives

Discover our ABM best practices

Learn more

Getting Started

Dedicate adequate time to your account-based programme to
ensure its success.

If you have any questions or need training, our team is ready to
help. Get in touch with Shimon at: shimon@spotonvision.com or
+31(0)6 15 95 22 46.
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