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Measuring success in account-based
marketing
Account-Based Marketing (ABM) is transforming B2B marketing by focusing on high-val

accounts and personalized campaigns. Setting clear goals, leveraging technology, and

fostering sales and marketing alignment are crucial for ABM success. By tracking key

performance indicators (KPIs) such as revenue, conversion rates, and customer lifetime v

businesses can optimize their ABM strategies for continuous improvement and sustainab

growth.
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Image used for representative purpose (iStock)

By Veda Iyer

In the dynamic digital marketing landscape, Account-Based Marketing

(ABM) stands out as a compass, guiding targeted marketing efforts.

Unlike traditional tactics, ABM allows marketers to design campaigns

that resonate with their ideal customer profiles. By focusing on high-

value accounts, ABM aims to convert leads into loyal customers through

personalized communication and custom solutions. This targeted

approach reflects a broader trend in B2B marketing, with a recent

Forrester study indicating that 35% of B2B marketing leaders prioritize

improving marketing alignment and collaboration over the next two

years.
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Without clear goals, ABM efforts are aimless. Organisations should

establish Specific, Measurable, Achievable, Relevant, and Time-bound

(SMART) goals as their guiding North Star. Common ABM goals include

increasing revenue from target accounts, streamlining sales cycles, and

improving customer retention. A successful ABM campaign centres on a

well-crafted strategy that details how to captivate, nurture, and convert

target accounts. For instance, a company may set a goal to increase sales

by 20% within the next six months from high-value accounts. Similarly, a

company may aim to shorten its sales cycles by personalizing outreach

and addressing specific account needs, leading to faster conversions. By

setting clear and measurable goals, organizations can focus their efforts

and resources on achieving ABM success, ultimately driving business

growth and revenue.
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While setting clear goals is crucial, successful ABM execution hinges on

leveraging technology. By leveraging a robust tech stack that supports

account identification, personalization, multi-channel engagement, and

data analysis, marketers can achieve the precision needed to replicate

these successes. Marketers can utilize Customer Relationship

Management (CRM) systems, marketing automation, and data analytics

tools for data collection and analysis, gaining insights to fuel targeting

and personalization strategies.

Key Components of Account-Based Marketing

ABM is more than targeted campaigns, it is a strategic approach to

building long-term, mutually beneficial relationships with high-value

accounts. Key elements driving successful ABM include:
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Collaborative Strategy: Alignment between sales and marketing is

crucial. Sales provide insights for developing ideal customer profiles

(ICPs) and selecting accounts. Marketing crafts targeted content and

messaging based on this knowledge. Joint KPIs ensure both teams work

toward shared goals and adapt to market changes.

Account Intelligence Gathering: Understanding target accounts is vital.

Advanced tools and predictive analytics help identify high-value

prospects and predict their needs. Qualitative research and close

collaboration with sales provide insights into the account’s decision-

making process, buying journey, and key personnel.

Personalized Engagement: ABM focuses on personalization. Every

touchpoint should be tailored to the specific account, from emails and

content to events. This builds trust and positions your company as a

trusted advisor.

Metrics and Measurement: Ongoing measurement and optimization are

essential. A robust data analysis framework tracking KPIs like customer

lifetime value (CLTV), conversion rates, and engagement metrics helps
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assess ABM effectiveness and make data-driven adjustments for

continuous improvement.

By focusing on these core components, businesses can foster strong

account relationships beyond short-term campaigns, cultivate loyalty,

drive sustainable growth, and deliver a superior return on investment.

87% of B2B marketers reported their ABM initiatives outperform other

marketing investments in terms of ROI (Source: ITSMA).

Identifying Primary KPIs for ABM

KPIs serve as a compass, pointing toward progress and illuminating the

impact of your ABM endeavours. Closely monitoring these key ABM

KPIs provides organizations with the data and insights to continually

optimize their targeted marketing strategies, measure their actual

impact, and make informed decisions to achieve their most important

business goals.

Revenue from Target Accounts is a key KPI that measures the financial

impact of ABM’s effectiveness. Marketers can monitor revenue from

these accounts to assess how ABM efforts drive bottom-line results and

achieve business objectives. Analyzing revenue trends over time helps

optimize ABM tactics for maximum financial returns. For instance,

Snowflake used ABM to generate $2.2 million in revenue from a single

target account.

Conversion Rates demonstrate the ROI of targeted marketing efforts by

tracking the percentage of leads from target accounts that become

customers. Monitoring conversion metrics provides insights into the

effectiveness of ABM in turning prospects into loyal clients. It helps
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identify the most successful ABM tactics and channels for key accounts.

Companies like Uberflip have achieved a remarkable 200% increase in

conversion rates through ABM.

Engagement Rates measure the depth of interaction and interest from

target accounts. Metrics like website visits, content engagement, and

email open/click-through rates gauge the attention and responsiveness

generated by ABM programs. High engagement rates indicate successful

capture of key accounts’ interest and a higher likelihood of conversion.

Engagio, a marketing automation platform, implemented ABM to

increase its close rate by 40%, likely fueled by increased engagement.

Customer Lifetime Value (CLTV) assesses a customer’s total revenue

throughout their relationship with the company. Focusing on CLTV helps

organizations evaluate the lasting value of accounts acquired through

ABM, justifying the investment by highlighting the ongoing,

compounding business from high-value, loyal customers.

Optimizing ABM Strategies Using KPIs

ABM’s adaptability is its allure. Imagine it as a chameleon, constantly

adjusting to its environment. This adaptability fuels continuous

optimization, the conductor’s baton guiding ABM efforts towards a

crescendo of success. Here’s how data empowers this ongoing

refinement:

Benchmarking for Continuous Improvement

Regularly benchmarking ABM performance against industry standards

provides valuable insights. Analyze historical data to identify trends, set
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realistic goals, and pinpoint areas where it can outperform competitors.

This refines the overall ABM approach and stays ahead of the curve.

Data-Driven Decision Making

Leveraging data analytics is paramount for continuous improvement in

ABM. By analyzing engagement patterns across various touchpoints,

organizations can identify the tactics that resonate best with their target

accounts. Predictive analytics empowers businesses to anticipate

customer needs and develop proactive strategies, creating a more

personalized and effective ABM experience.

Feedback Loops and A/B Testing

Establishing feedback loops fosters a culture of continuous learning

within an ABM program. Regular reviews ensure that strategies remain

aligned with market changes and customer needs. A/B testing empowers

organizations to experiment with different messaging, channels, and

targeting parameters. By viewing A/B testing as a continual learning

process and using the data to refine their approach, businesses can

optimize ROI for long-term success.

Driving Sustainable Growth with ABM

In this age of digital enlightenment, tracking and measuring success are

indispensable. Tools like ABM software and analytics platforms are

essential for data collection and analysis. Metrics such as revenue from

target accounts, conversion rates, engagement levels, and customer

lifetime value illustrate the journey from campaign inception to

realization, allowing marketers to refine and optimize their strategies.
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Beyond immediate success metrics, ABM embodies ongoing marketing

adaptation and innovation. Crafting a well-conceived ABM strategy

aligns marketing with business objectives, offering a competitive

advantage. Emphasizing SMART goals ensures ABM’s success through

meticulous planning, execution, and optimization. By embracing ABM

and understanding marketing’s evolution, businesses position themselves

for digital-era success, transforming target accounts into long-term

relationships that drive growth, innovation, and customer satisfaction.

(The author is the chief marketing officer, Mphasis.)
Published On Nov 25, 2024 at 08:46 AM IST

Be the �rst one to comment.

MOST READ IN MARKETING

Lighting up that Dullwali
phase

India's luxury Jewelry
market is undeveloped:
Adeesh Nahar

New Indian single malt
whiskies hold their own
against Scotch

RBL Bank welcomes D
Gukesh as its brand
ambassador

Comment Now

11/25/24, 3:22 PM Measuring success in account-based marketing, Marketing & Advertising News, ET BrandEquity

https://brandequity.economictimes.indiatimes.com/news/marketing/measuring-success-in-account-based-marketing/115641609 9/16

https://brandequity.economictimes.indiatimes.com/news/marketing/lighting-up-that-dullwali-phase/115433721?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/lighting-up-that-dullwali-phase/115433721?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/lighting-up-that-dullwali-phase/115433721?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/indias-luxury-jewelry-market-is-undeveloped-adeesh-nahar/115509745?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/indias-luxury-jewelry-market-is-undeveloped-adeesh-nahar/115509745?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/indias-luxury-jewelry-market-is-undeveloped-adeesh-nahar/115509745?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/new-indian-single-malt-whiskies-hold-their-own-against-scotch/115435053?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/new-indian-single-malt-whiskies-hold-their-own-against-scotch/115435053?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/new-indian-single-malt-whiskies-hold-their-own-against-scotch/115435053?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/rbl-bank-welcomes-d-gukesh-as-its-brand-ambassador/115518147?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/rbl-bank-welcomes-d-gukesh-as-its-brand-ambassador/115518147?utm_source=most_read&utm_medium=newsDetail
https://brandequity.economictimes.indiatimes.com/news/marketing/rbl-bank-welcomes-d-gukesh-as-its-brand-ambassador/115518147?utm_source=most_read&utm_medium=newsDetail

