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The Account Based Marketing (ABM) effect

18% Average deal velocity increase
(faster deals)

Deal size increase
(bigger deals)

Increase in number of closed opportunities
(more deals)

Increase in account size thanks to 
improved cross-selling
(grow existing accounts)

14%

29%

48%



What is Account Based Marketing?
Sales & Marketing Jointly Pursuing the Top Accounts

€

Clients

Revenue potential

Top 
25

Next  
25

Next  
50

ABM – Selected target 
accounts

B2B General marketing

Sales resources



What is Account Based Marketing?
Sales & Marketing Jointly Pursuing the Top Accounts



Sales and Marketing collaboration



1% of all leads turn into customers.

Focus on what matters.

Source: Forrester



What many don’t know about Marketing support

- Identify 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



A B2B Buyer’s Journey is Long and Involves Many People

9 month

Sales team’s 
experience

Customer’s
experience

21 month

Source: Gartner



Sales and Marketing managing the account



Start small, but how?

Account 
Based 

Advertising
Web Visit 

Insight



Web visit insights

Valuable insights for 
Sales and Marketing

Company visits 
to your website?

!



A smarter use of
Marketing will grow

your Sales

Learn more about ABM

Tillsammans 
bekämpar vi dåliga 

beslut..

Account Based Advertising
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

• Account insights
Learn what accounts are engaging with you, 
both with the ads and activity on your website

Learn how
to use ABM 

for your
strategic
accounts
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Siemens PLM Case
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 
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