Getting Started with

ACCOUNT-BASED
MARKETING

at Scale




This eBook was originally written by Lattice Engines
which was acquired by Dun & Bradstreet in 2019.



Summary

ABM has rapidly gone mainstream in the last year. According to
ITSMA research, marketers are now allocating 28% of their budget
to ABM, up from 20% last year. Yet only 1 out of 5 marketers are

realizing the benefits of ABM (Forrester Research study on ABM).

Scaling ABM is a challenging process. ABM at Scale requires
personalized 1:1 multi-channel engagement against your highest

value target.

This guide will show you the 3 key steps to successfully scale your

ABM program and see transformative results.


https://www.forrester.com/webinar/Lessons+Learned+From+The+Forrester+New+Wave+On+ABM+Platforms/-/E-WEB25565

Marketers must engage their target accounts differently based on

their response, engagement and intent.
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Align Attract Convert

St t sales and marketing target universe through through continuous,
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target account universe personalized outreach social and display
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Objective

Increase awareness for those accounts who are a good fit, but are not
aware of your product.
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1. Define Criteria for Target Market
2. Build List for the Database
3. Score and Prioritize

Success Criteria

« Create target account list with contacts
» Customize nurture streams for accounts
« Unify all data sources into one platform



Define Criteria for Target Market

Define desired attributes of target accounts based on existing customer

criteria that sales and marketing should proactively pursue.
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Build List for the Database

Gather CRM, MAP and other data sources into a single platform and

generate a complete list of all accounts that meet your target market criteria.
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Score and Prioritize

Score and prioritize your target accounts after aligning with sales on which
accounts are highest priority. Based on the pre-designated criteria, your Al

platform will score target accounts.



Objective

Generate awareness with all buyer personas at your target accounts.
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1. Personalize Email, Social, Display
2. Contextualize for Sales
3. Orchestrate Multi-Channel Outreach

Success Criteria

* Increase downloads from target accounts
« (Generate names (opt-ins) from target accounts
* Increase web visits from target accounts



Personalize Email, Social, Display

Take existing content and add personalized elements with data enrichment

from your Al platform. Social and display ads are particularly effective in

surrounding target accounts with your messaging.
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Attract



Attract

Contextualize for Sales

Provide sales with insights and talking points about who they will call and why,

creating more meaningful conversations during target account outreach.
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Fit Rating: A
Source: Lattice Atlas

3 Party Intent Strength: HIGH

Multiple users from this company researched topics related to Mobility. May be indicative of late stage buying
behavior.

Source: Lattice Atlas

Complementary technologies detected: YES
Company is currently using Microsoft Office 365
Source: Lattice Atlas

Has purchased Verizon products: YES
Company has purchased Verizon Cloud Storage Service from us in the past
Source: Customer Data




Orchestrate Multi-Channel Outreach

Typically, you will run a program with multiple outbound tactics

simultaneously. Pro Tip: Direct mailers can be very effective to include in

the mix as well.

Attract

Example of sample outreach



Convert

Objective

Increase engagement with all personas at target accounts and trigger
outreach based on increase in account engagement.
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1. Customize Nurture Streams
2. Personalize Web Retargeting
3. Create Account-Based Triggers

Success Criteria

« Generate qualified opportunities in target accounts
» Increase conversion to pipeline/revenue
« Book 1st meetings in target accounts



Customize Nurture Streams

Leverage automation triggers to automatically put target accounts into custom

nurture streams.

Convert



Personalize Web Retargeting

Re-engage with your high-fit anonymous website visitors on 3™ party

properties with personalized, targeted ads to bring them back to your site.

To:

Convert

From:



Create Account-Based Triggers

Trigger sales outreach based on increase in account engagement.
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Results

Results with this strategy were impressive
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Sample customer results

30% greater
opportunity MRR

2x opportunity creation
in target accounts
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73% increase in
leads/contacts to SQO

27% increase in
overall funnel velocity



Request a Free Trial of D&B Lattice Predictive Lead Scoring

This eBook was originally written by Lattice Engines which was acquired by Dun & Bradstreet in 2019.
Learn more about D&B Lattice, our market-leading Customer Data Platform, by visiting dnb.com.

About Dun & Bradstreet

Dun & Bradstreet, a leading global provider of business decisioning data and analytics, enables companies around
the world to improve their business performance. Dun & Bradstreet’s Data Cloud fuels solutions and delivers insights
that empower customers to accelerate revenue, lower cost, mitigate risk, and transform their businesses. Since 1841,
companies of every size have relied on Dun & Bradstreet to help them manage risk and reveal opportunity.

Twitter: @DunBradstreet info@dnb.com dn b.Com

The contents of this document are suggestions only and based on best practices. Dun & Bradstreet is not liable
for the outcome or results of specific programs or tactics that might use advice included herein.
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