
Whether you’re focused on creating a strategy to 
redesign your online store, or segment your marketing 

programs for the different industries you sell to, Demandbase 
can help you focus on eliminating waste and focusing only 
on what adds value to your company. Most B2B marketers 
waste time, energy and money generating leads that will 
never become customers. An Account-Based Marketing 
approach is the only way to build an efficient, economical 
plan that’s focused on the accounts that will yield revenue. 

Build a lean marketing strategy with Account-Based Marketing

Manufacturing

Demandbase helps B2B companies in the Manufacturing 
industry focus on the right accounts, and then ensure 

that they can always get the right messages to the right 
accounts. Our industry leading ABM solutions help streamline 
marketing campaign efforts, reduce wasted marketing dollars 
and accelerate growth. We help B2B marketers execute 
across the entire sales cycle, aligning marketing and sales to 
collaboratively close more accounts together.  

Measurement: Not every account is a key account. 
Identify the companies on your website and the 
pages they are engaging with. Use this data to 
focus on strategically valuable and highly relevant 
customers.

Personalization: Deliver personalized messages 
to the target accounts that are strategic for your 
business. Remove the one-site-fits-all structure 
and build an enhanced, targeted and personalized 
website for your customers. 

Conversion: Close on customers quicker with 
enhanced, personalized chat and short contact-me 
forms that have information prefilled.  

95%
The percentage of B2B marketers 
who say that ABM drives marketing 
success.

85%
B2B Marketers who say ABM 
delivers higher ROI than any other 
marketing approach. 

Account-Based Marketing Impact

For more information please visit www.demandbase.com

Advertising: Deliver customized brand messaging 
and drive engagement by targeting your most 
important accounts. Drive high value customers back 
to your site once you’ve identified their interests on 
your site.  

60%
B2B Marketers who have employed 
ABM for at least one year and 
attribute revenue increases of 10% 
or more to its use. 


