Grab the best potential with
focused marketing and sales.

Account Based Marketing
will grow your business.

Christopher Strandell
Senior Solution Manager
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The Account Based Marketing (ABM) effect

Average deal velocity increase
(faster deals)

Increase in number of closed opportunities
(more deals)

Deal size increase
(bigger deals)

Increase in account size thanks to
improved cross-selling
(grow existing accounts)
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What is Account Based Marketing?
Sales & Marketing Jointly Pursuing the Top Accounts

- Revenue potential

ﬁ Sales resources

- B2B General marketing
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What is Account Based Marketing?
Sales & Marketing Jointly Pursuing the Top Accounts

Account-Based
Marketing

Traditional Marketing
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Sales and Marketing collaboration
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1% of all leads turn into customers.

)

Focus on what matters.




|dentify early interest
Likelihood to close: Gut feeling vs data
Account reach and ability to influence more

Visibility and top of mind to all relevant people
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A B2B Buyer's Journey is Long and Involves Many People
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Sales and Marketing managing the account

Deep
Relationship

Shallow
Relationship

A

In a megadeal, marketing’s
role is communicate the main
messages by creating content
designed to reach a wide audi-
ence - with the goal of building
trust, driving consensus and
mitigating risk - while the role
of sales is to deliver the same
messages on a deeper level to
a narrow audience.

ADVISORY

Narrow
Audience

B
Wide
Audience
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Start small, but how?

Account
O 0000000000000 OO qued
Advertising

Web Visit

Insight
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Web visit insights




Reach and influence the accounts you prioritise

» Laser-focused ads
Only served to the selected accounts, with the message(s)
you want them to see

* Increase awareness & be top of mind
Proactively target the accounts you want to reach

* Accountinsights
Learn what accounts are engaging with you,
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Grab the best potential with
focused marketing and sales.

Account Based Marketing
will grow your business. "~ n,
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Learn more about ABM
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both with the ads and activity on your website
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Reach and influence the accounts you prioritise

“Vendemore’s Account Based
Marketing has given us proven results.

We started with three accounts adding
one more after three months.

All became MQLs and SQLs with a total
marketing pipeline value of £2.9
million”

Debbie Hage
UK Senior Marketing Manager, Siemens PLM Software UK

"Vendemore’s Account Based Marketing
opened doors for conversations to take
place where conventional methods

and tools had been unsuccessful”

Sales and marketing alignment, a higher customer
relevance in marketing content and ensuring

that the right decision makers receive marketing
messages that are relevant to them — these

are goals that are high on the agenda for most
companies. By implementing Account Based
Marketing, Siemens PLM Software managed to

achieve this and more.

SIEMENS
lingemiy for tife

About Siemens PLM Software

Siemens PLM Software a business unit of the Siemens Digital Factory
Division, is a leading global provider of software solutions to drive the
digital transformation of industry. Its Smart Innovation Portfolio helps

manufacturers optimize their Digital Enterprise and realize innov

Results

® Al four accounts become MQLs and SQLs, and marketing
pipeline generated up to £2.9million.
intenal recogrition as Best Global Campaign within
Siemens PLM Software worldwide, winning the Wilson
Award September 2016 for the Oil & Gas Campaign,
“50% due to Vendemore’s Account Based Marketing!”
The Vendemore campaign showed the level of interest from
the technical & senior management audiences in the
targeted accounts, which was combined with highly targeted
and specific messaging that produced actionable insights for
each account for the sales and marketing teams.

The business challenge

Siemens is a huge global brand, but the various units within it need
totake extra steps to be recognised by the appropriate clent b
with their specific Much of the addressable mas
Siemens PLM Software had not been effectively made aware of the

solution on offer.

The opportunity
Within Siemens PLM Software’ t industry, it is a challenge to
effectively implement paid search, not least because it is hard to define
what customers actually search for.

our key target accounts had been worked on for 12-18 months using
a variety of marketing and business development tactics, without
successfully opening up a meaningful dialogue.

“Vendemore’s Account Based Marketing
has given us proven results. We started
with three accounts adding one more after
three months, and all became MQLs and
SQLs with a total marketing pipeline value
of £2.9 million”

Debbie Hage
UK Senior Marketing Manager, Siemens PLM Software UK

These accounts were high priority, but considered cold. The challenge
was to increase the contact base to get to top of mind in the account
buying centers, while building on the knowledge and sales insight
already gathered around the clients and their current projects

Asa result, this campaign was focused on pinpointing different areas
to establish and build awareness within target account influencers and

decision makers.

vendemore.com twitter.com/vendemore
info@vendemore.com linkedin.com/company/vendemore
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Thank you

Christopher Strandell

christopher.strandell@bisnode.com

www.linkedin.com/in/christopherstrandell
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