ANATOMY OF

ACCOUNT BASED

MARKETING

KEY DATA PREPERATION FOR SUCCESFUL ACCOUNT BASED MARKETING

What you need to know

Not long ago, the idea of Account-Based Marketing (ABM) was very limited. It was primarily done by a sales
representative as a one-on-one approach, based from individually-gathered information from sources, with

very little visibility into the prospect’s activities and objectives.
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The Question Is
How do they compare?

ABM is a huge opportunity for any organization. It delivers results, helps
companies win rates
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WHY TRY LEAD TO
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It's easy to find data matching tools that complete the process that used to require a lot of time
In a matter of minutes or less.
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when using these tools you don't have to deal customer-relationship management (CRM) is you get the maximum out of your marketing
with the prospecting crucial for business success campaign.

Lead to account matching proves

to be a wonderful practice that offers a number of benefits
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