
5 Ways to Determine that 
ABM is Right for your 
Company
Account Based Marketing (ABM) is a strategy, when applied to your 
sales and marketing channels, that can be very effective in driving in-
creased sales and marketing output. It is a collaborative way of target-
ing the right audience with the right message to help cut through the 
volume of marketing and sales outbound messaging that your target 
audience is being bombarded with daily.  

Think of it this way: Relevancy = Engagement = Increased Outcome5Here are some ways to determine if an ABM strategy is the 
right fit for your company: 



“
The solution you sell is to 
businesses; you are B2B:  

If you are in the market of selling to businesses then at least part 
of your strategy should be an ABM approach. There are probably 
only a few exceptions, but most companies will have a segment 
in their business that fits perfectly well with a segmented targeted 
audience. You may be able to sell to everyone, but you crush 
it selling to one segment because they get you. Building more 
specific content for them, selecting target companies, building 
campaigns and running outbound sales within that space will only 
increase your ARR/MRR if you close them; definitely worth doing.  

87% of marketers that measure ROI say that 
ABM outperforms every other marketing 
investment!
– ITSMA Research
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ARR: Annualized Recurring Revenue
MRR: Monthly Recurring Revenue
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“
You target enterprise accounts: 

Sales and marketing in enterprise sales usually takes longer. 
There is more than one decision-maker, and they take a longer 
time to close.  With ABM, you can build tactics to expand the 
advocates within the target customer beyond the 1 – 2 people 
a salesperson is talking to. The more people engaged within 
an account, the higher the probability of closing the deal. ABM 
is not just focused on activating opportunities, but accelerating 
opportunities with specific tactics targeting accounts within the 
sales funnel.  In a customer study we were able to double our 
close rate vs. accounts without an ABM tactic in place.

73% of B2B marketers surveyed said average deal 
size was greater with ABM accounts and 91% said 
that ABM accounts had higher ROI than the control 
group. 
– SiriusDecisions - State of the Account Based Revenue 
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https://www.demandgenreport.com/features/news-briefs/survey-83-say-abm-improves-engagement-with-target-accounts


Your sales team is executing 
Outbound Tactics:

If your sales team is using an automated outbound tool like 
Outreach, SalesLoft, Prospect.io or another sales cadence 
process that includes sales calls and emails, you should 
consider an ABM strategy.  Why wouldn’t you want to create 
some marketing air cover and targeted brand awareness and 
messaging for the target accounts that your sales team is hitting 
up with outbound? When ABM is combined with targeted sales 
outbound against the same accounts, we have seen a 25 -50% 
increase in response to outbound sales activity and have doubled 
the close rate.

91% of top performing sales organizations 
collaborate across all departments to close big 
deals. 
– Miller Heiman Sales Best Practices study
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“
You have very defined target 
market segment(s):

If your product is built specifically for one industry or target 
segment, then ABM really should be the primary strategy for 
your business.  ABM strategies are built for specific segments.  
General inbound-driven campaigns often do not do a good job 
of targeting and thus can create some waste in leads that fit 
your profile.  Using paid search, for example, can bring in other 
industries, or other searchers that do not fit your Ideal Customer 
Profiles (ICP). Selecting specific companies to target within the 
ABM strategy help coordinate efforts and align messaging directly 
to your specific customer segments to increase relevance and 
engagement.

The leading reason business buyers have limited 
engagement with B2B vendors is because marketers 
are sending them too much irrelevant content (34%). 
- KoMarketing
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“
You have a new innovative 
solution and your market does 
not know to look for you: 
If you’re an innovator in the market place and you are building 
the next best solution to a problem that has not been done yet, 
chances are traditional inbound marketing tactics are not going 
to work.  If you think that paid search or raking for keywords is 
for you, guess again.  Most of your customers are looking for the 
old answer to the question, not the new one.  ABM is the strategy 
for you.  By identifying clear segments in your target market and 
building Ideal Customer Profiles you are able to create clear 
concise messaging helping educate your audience about a 
new way to solve a problem.  When you are presenting a new 
idea, the more relevant and personalized the solution is to your 
audience the higher the probability of a response and outcomes.

Organizations with a strong ICP have 68% 
higher account win rates. 
- Flip My Funnel

Ideal Customer Profile (ICP): 
An ideal customer profile is a 
description of the company — not 
the individual buyer or end user — 
that is a perfect fit for your solution.
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We help customers build an ABM 
strategy that will help drive more 
sales with the right customers to 
accelerate growth. 

• Align marketing and sales efforts to 
increase output

• Drive higher average deal sizes
• Create a personalized experience for 
your target audiences

• Target your ad spend more 
effectively

• Create a predicable revenue 
generation model

Tap into our experience and 
expertise to help you build your 
ABM strategy today. 

Start the conversation.
Talk to us today.

Saratoga Springs
518-290-7900, 888-323-7970

New York
212-381-2166, 888-323-7970

www.rendertribe.com

sales@rendertribe.com
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