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Overview

Waiting by the phone for a potential sales call is so last
century, and attracting B2B buyers requires cutting through
the noise with campaigns that grab eyeballs, and in turn,
dollars.

Account-based marketing may be a modern buzzword, but
it’s not a new concept. While it requires a substantial
financial and resource investment, the payback is
long-term and goes a long way in increasing revenue,
boosting customer loyalty, and closing bigger deals.

What you'll learn:

® The three levels of account-based marketing
® How to leverage data to drive results

e Types of content that resonate
e How to get started with ABM




What is account-based marketing?

The account-based B2B marketing strategy is simple: Treat individual
accounts as tchough they arf:‘ the markett tco drive your entire life-cycle Different Levels of ABM
revenue chain. ABM campaigns are split into three levels based on

investment and the number of targets.

» Strategic ABM campaigns are highly personalized,
relationship-focused, and engagement should be spread across the
entire buyer’s journey.

Targeted ABM

» Targeted ABM campaigns concentrate on new and existing 1:Few Accounts
accounts with similar pain points and initiatives. j\\

Programmatic ABM

» Programmatic ABM is lead-focused and ideal for cold leads. Also 1:Many Accounts

known as 1:Many, these campaigns can and should target

thousands of relevant new accounts.

By leveraging data and intelligence from the sales team, businesses hyperfocus marketing efforts on the accounts most likely
to buy. One study’s findings show that the most successful campaigns employ more than one of these strategies, with 20% of
the highest yielding programs® using all three.
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91% of companies using ABM 208% increase in revenue ABM delivers a 50% reduction
reported an increase in witnessed by companies using in sales time wasted on
average deal size.? ABM.? unproductive prospecting.*
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https://www.clickz.com/why-2021-is-the-year-of-the-account/265154/
https://www.clickz.com/why-2021-is-the-year-of-the-account/265154/
https://www.forrester.com/bold
https://www.forrester.com/bold
https://www.marketingprofs.com/podcasts/2019/41861/b2b-abm-ty-heath-marketing-smarts-podcast
https://www.similarweb.com/corp/blog/sales/b2b-sales/abm-statistics/
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Because of the targeted nature of ABM, — N
marketers leverage multiple forms of O j NE o @
account-specific content that are relevant, ojo '_Il_l_ N
engaging, and memorable. ABM campaigns Vi . . ) e
include a combination of digital, social, and Ideo ase studies Webinar analysis

direct mail marketing channels.
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Strategic ABM

While strategic campaigns are more expensive,
time-consuming, and resource-intensive than
other ABM strategies, their long-term benefits
outweigh the investment. Also known as 1:Few
campaigns, strategic ABM identifies individual,
high-value targets and treats them as a market
of one.

ABM campaigns leverage the
three “R’s” of marketing to
measure success:

» Reputation
> Relationships
> Revenue

Whether the goal is to increase engagement,
improve relationships, or shorten the sales
cycle, a successful 1:Few campaign
hyper-focused on the account’s unique
initiatives and pain points and hits them with
relevant, highly personalized content at every
touchpoint.
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Mail open rates can reach up to 90%, while
email averages at 23%.°

82% of B2B marketers said ABM greatly
improves sales and marketing alignment.’
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61% of marketers tailor content to

specific industries, while 55%
customize content to engage accounts
in specific roles.?



https://mailchimp.com/resources/email-marketing-benchmarks/
https://mailchimp.com/resources/email-marketing-benchmarks/
https://insights.strategicabm.com/sales-marketing-alignment
https://www.demandgenreport.com/resources/reports/2020-abm-benchmark-survey-report-doubling-down-on-abm-research-shows-more-b2b-brands-stepping-up-their-investments-approaches-to-account-selection-segmentation-channel-strategies/
https://www.demandgenreport.com/resources/reports/2020-abm-benchmark-survey-report-doubling-down-on-abm-research-shows-more-b2b-brands-stepping-up-their-investments-approaches-to-account-selection-segmentation-channel-strategies/
https://www.demandgenreport.com/resources/reports/2020-abm-benchmark-survey-report-doubling-down-on-abm-research-shows-more-b2b-brands-stepping-up-their-investments-approaches-to-account-selection-segmentation-channel-strategies/

Targeted ABM

Like strategic campaigns, targeted ABM carefully segments a collection of accounts that present a significant enough
opportunity to warrant more resources than the typical deal, but not large enough to justify a 1:Few approach. Also
known as targeted ABM, these campaigns are less personalized but still allow lightly targeted messaging for customer

personas and profiles.

The most successful 1:Few campaigns require seamless coordination between sales and marketing teams to deliver the
consistent experiences customers demand. By aligning goals, budget, and buy-ins, businesses see more engagement,
higher retention rates, and fewer sales time wasted on unproductive prospecting.
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56% of marketers 82% of B2B marketers 42% of marketers agree
actively target 99 or said ABM greatly improves personalized content
fewer ABM accounts.’ sales and marketing Increases engagement

alignment.® and forms long-term

engagement.™



https://www.forrester.com/bold
https://www.forrester.com/bold
https://insights.strategicabm.com/sales-marketing-alignment
https://www.demandgenreport.com/resources/reports/2020-abm-benchmark-survey-report-doubling-down-on-abm-research-shows-more-b2b-brands-stepping-up-their-investments-approaches-to-account-selection-segmentation-channel-strategies/

Programmatic ABM

Not all businesses have the resources required for strategic ABM and targeted ABM — but every business can benefit
from this person-centric marketing tactic. Even the smallest touches make a difference — just by including

personalized subject lines, emails are more than 26% more likely to be opened.*?

Programmatic campaigns, also known as one-to-many, are scalable and ideal for reaching hundreds or even thousands
of accounts. Recent tech breakthroughs have made it easier for smaller teams to reach a large group of target accounts

efficiently and effectively.

In today’s world, the right marketing technology is a necessity. One-to-many ABM campaigns target lists of accounts
that share common traits and challenges using reverse-IP recognition, social listening technology, and automation.
While it generally doesn’t have as high a return as its fellow ABM tactics, programmatic ABM results in better win rates,

larger deal sizes, and ongoing revenue growth from current customers.
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71% of ABM marketers are Personalized emails drive six
already using marketing times as many transactions
automation.®® compared to

non-personalized emails.*
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Email automation is one of
the top three tactics
employed by marketers to
improve performance.’
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https://www.itsma.com/research/raising-the-game-with-abm-2018-abm-benchmark-study/
https://www.socialmediatoday.com/news/13-surprising-email-personalization-statistics-infographic/528246/
https://www.socialmediatoday.com/news/13-surprising-email-personalization-statistics-infographic/528246/
https://www.hubspot.com/state-of-marketing
https://www.hubspot.com/state-of-marketing

Find the right strategy for your business

In the B2B world, competition is fierce, and targets are looking for personalized, engaging interactions with
brands — and generic content just isn’t enough. Before kicking off an ABM campaign, take the time to really get
to know your target’s pain points and deepen your account insight to build better client relationships.

Ask yourself:

Where are prospects
dropping in the sales
funnel?

What is my buying
persona?

an T é h

4 \ é )
What are my KPlIs,
and how will |
measure them?

What is my value
proposition?
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Start by aligning your marketing and sales team, defining your
strategy, and identifying buying signals. ABM campaigns work
because they align both on goals, budget, and buy-ins to
deliver the consistent experiences customers demand.
Marketers report an increase of 67% in closed deals when they
sync sales and marketing teams.

& \/ J g\/ J

Then select your channels, define your message, and begin
sales outreach. Execution is crucial, but not the last of an ABM
campaign. It’s essential to leverage technology and
intelligence to A/B test, evaluate success, and optimize
strategies as necessary. When done right, account-based
marketing can generate 20% more qualified sales leads.
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https://www.gartner.com/en/articles/the-account-based-everything-framework
https://www.gartner.com/en/articles/the-account-based-everything-framework

Get with the experts

VLG Marketing helps businesses of all sizes meet their ABM
goals, improve customer lifetime values, increase
engagement, and prevent list decay.'” Reach out today to
learn how VLG can help enhance your business with creative,
effective, and unique campaigns so that your organization can
enjoy the benefits of a successful ABM initiative.

VLG



https://abminaction.com/abm-in-the-news/study-80-of-marketers-say-abm-improves-customer-lifetime-value/
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