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GET FIT WITH ABM

Flex your muscles with Account-Based Marketing

B2B marketers see better results with ABM over a
traditional go-to-market approach.
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*TOPO ABM Benchmark Report 2019

ABM doesn’t end with marketing. It takes

y/ é/q WNMENT alignment throughout the entire funnel and

that means working very closely with sales.
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Exercise: Think of two areas where you can
Improve sales enablement to ensure success.
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BULGET TECHNOLOGY
BOOTY KICKS

Budget issues can kick your
booty. How do you fund and
optimize your ABM program?

Exercise: Check out these 5 ways
you can find ABM budget across
the organization.

1. Implement top-down directive

2. Use innovation budget

3. Partner with
other teams

4. Roll up under
other initiatives

5. Shift budgets
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A Target Account List (TAL) is the foundation of an ABM
strategy. It aligns sales and marketing teams around shared
revenue goals.

Exercise: When creating your TAL, identify characteristics of your
Ideal Customer Profile (e.q., size, industry, revenue)
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https://www.demandbase.com/resources/account-based-marketing-certification-offer/



