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Introduction:

In the dynamic world of B2B marketing, where personalized engagement is paramount, the
account based marketing dashboard has emerged as an indispensable tool. It's no longer
enough to rely on generic campaigns hoping to attract a wide net of leads. Successful
businesses are increasingly adopting account-based marketing (ABM) strategies, focusing
on high-value accounts and cultivating deep, lasting relationships. But managing this
intricate process effectively demands a powerful, centralized view: an account based
marketing dashboard. This article delves into the critical role of an account based
marketing dashboard, showcasing its capabilities through personal anecdotes and
compelling case studies.

H1: Understanding the Power of an Account Based Marketing Dashboard

My journey into the world of ABM began with frustration. At my previous company, we
struggled to track progress across numerous accounts. Spreadsheets were overflowing,
communication was siloed, and measuring ROl was a nightmare. We lacked a single source
of truth, a central hub to manage our ABM initiatives. That’'s when | discovered the
transformative power of the account based marketing dashboard. It became our strategic
command center, providing a clear and concise overview of all our key accounts and their
engagement levels.

An effective account based marketing dashboard goes beyond simple reporting. It
integrates data from various sources - CRM, marketing automation platforms, social media,
sales engagement tools - presenting a unified view of each account's journey. This holistic
perspective empowers marketers and sales teams to make data-driven decisions, fostering
collaboration and maximizing impact.

H2: Case Study 1: Revamping ABM at Tech Solutions Inc.



Tech Solutions Inc., a mid-sized software company, faced challenges similar to my previous
experience. Their ABM efforts were fragmented, with different teams using different tools
and metrics. Implementing a custom-built account based marketing dashboard completely
changed their trajectory.

By visualizing key metrics like website engagement, email open rates, social media
interactions, and sales pipeline progression for each target account, they could instantly
identify opportunities and address challenges. They were able to:

Prioritize high-potential accounts: The dashboard highlighted accounts demonstrating
significant engagement, allowing them to focus resources effectively.

Personalize outreach: They leveraged the dashboard’s insights to tailor messaging and
content based on each account's specific needs and preferences.

Improve sales and marketing alignment: The shared view of account activity fostered better
collaboration between sales and marketing, leading to faster deal closure.

Quantify ROI: The dashboard tracked key performance indicators (KPIs), demonstrating the
tangible return on their ABM investments.

Within six months, Tech Solutions Inc. saw a 30% increase in closed-won deals from their
target accounts, directly attributed to the improved visibility and collaboration facilitated by
their account based marketing dashboard.

H2: Case Study 2: Scaling ABM at Global Enterprises Corp.

Global Enterprises Corp., a large multinational corporation, initially struggled to scale their
ABM efforts across multiple regions and teams. Their existing reporting processes were
cumbersome and didn't provide the granular insights needed to manage diverse target
accounts effectively.

By deploying a sophisticated, scalable account based marketing dashboard integrated with
their CRM and marketing automation platform, they were able to:

Centralize data across multiple teams and regions: The dashboard consolidated account
information from disparate sources, providing a unified view regardless of geographical
location.

Track performance against specific KPIs: The dashboard enabled them to monitor key
metrics for each region and team, facilitating performance comparisons and identifying
areas for improvement.

Automate reporting and alerts: Automated reports and alerts streamlined communication
and kept stakeholders informed of progress and potential roadblocks.

Improve forecasting accuracy: The dashboard's comprehensive data improved the accuracy
of sales forecasts, enabling more effective resource allocation.

Global Enterprises Corp. experienced a significant boost in ABM efficiency, reducing
administrative overhead and increasing the scalability of their program.
H3: Key Features of a High-Performing Account Based Marketing Dashboard

A successful account based marketing dashboard should incorporate several key features:



Account-centric view: Provides a comprehensive overview of each target account, including
contact information, engagement history, and pipeline stage.

Integrated data sources: Combines data from various systems (CRM, marketing
automation, sales engagement platforms) to provide a unified view.

Customizable dashboards and reports: Allows users to tailor dashboards and reports based
on specific needs and preferences.

Real-time data visualization: Provides up-to-the-minute insights into account activity and
performance.

KPI tracking and analysis: Monitors key performance indicators to assess the effectiveness
of ABM efforts.

Collaboration tools: Facilitates communication and collaboration between sales and
marketing teams.

Predictive analytics: Leverages data to forecast future performance and identify potential
opportunities.

H4: Choosing the Right Account Based Marketing Dashboard

Selecting the appropriate account based marketing dashboard requires careful
consideration of your specific needs and resources. Factors to consider include:

Budget: Determine your budget and explore options ranging from free or low-cost tools to
enterprise-level solutions.

Scalability: Choose a dashboard that can scale with your business growth and
accommodate an increasing number of target accounts.

Integration capabilities: Ensure the dashboard integrates with your existing CRM, marketing
automation, and other relevant tools.

Ease of use: Select a user-friendly dashboard that is easily accessible and understood by all
relevant teams.

Conclusion:

In today’s competitive B2B landscape, the account based marketing dashboard is no longer
a luxury but a necessity. It empowers businesses to maximize the ROI of their ABM
initiatives by fostering better collaboration, enabling data-driven decision-making, and
providing a clear, concise view of account progress. By embracing the power of an account
based marketing dashboard, businesses can cultivate deeper relationships with high-value
accounts, leading to increased revenue and sustainable growth.

FAQs:

1. What is the difference between a traditional marketing dashboard and an account
based marketing dashboard? A traditional dashboard focuses on broad metrics, while
an ABM dashboard provides account-specific insights.



1. How can an account based marketing dashboard improve sales and marketing
alignment? By providing a shared view of account activity, it fosters better
communication and collaboration.

1. What are some key metrics to track on an account based marketing dashboard?
Website visits, email opens, content downloads, meeting requests, and deal progress.

1. Can small businesses benefit from using an account based marketing dashboard?
Absolutely. Even small businesses can target key accounts and benefit from improved
efficiency.

1. What are the common challenges in implementing an account based marketing
dashboard? Data integration, lack of internal buy-in, and choosing the right tool.

1. How can | measure the ROI of my account based marketing dashboard? Track key
metrics such as deal closure rates, customer lifetime value, and cost per acquisition.

1. What are some best practices for using an account based marketing dashboard?
Regularly review data, adjust strategies based on insights, and ensure data accuracy.

1. What types of software integrate with account based marketing dashboards? CRMs,
marketing automation platforms, sales engagement platforms, and social listening
tools.

1. Is it necessary to have a dedicated ABM team to use an account based marketing
dashboard effectively? While helpful, it's not strictly necessary. A well-designed
dashboard can empower existing teams.
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account based marketing dashboard: Account-Based Marketing For Dummies Sangram
Vajre, 2016-04-25 Grow your account list with an effective account-based marketing strategy Buyers
have changed the B2B marketing game. Account-Based Marketing For Dummies is here to give you
the tools to transform your current approach to find, reach, and engage with your potential
customers on their terms to meet their ever-changing demands. Packed with expert tips and
step-by-step instructions, this book shows you how to analyze current data to identify the accounts
with the biggest ROI opportunities and execute effective, account-specific techniques that get
results. This practical guide takes the intimidation out of account-based marketing in today's highly
digitized world. You'll be armed with the knowledge you need to increase your reach in real time,
giving you greater exposure to other decision-makers and influencers within an account. You'll
discover how, through a combination of marketing technology and online advertising, your messages
can be displayed where and when your customers already engage online. Align your sales and
marketing teams for greater success in your ABM efforts Analyze data to identify key accounts
Target your messages for real-time interaction Integrate your campaign with marketing automation
software If you're a member of a sales or marketing team already using a CRM tool who's looking to
increase your reach, Account-Based Marketing For Dummies has you covered! Account-Based
Marketing For Dummies clears away the confusion surrounding this much-hyped topic. It offers
simple, direct explanations of what account-based marketing is, why it's important, and how to do it.
Any business marketing professional will benefit from a look at this book. —David Raab, Founder at
Raab Associates If you're reading this book and just getting started with ABM, welcome to the future
of what b-to-b marketing can be: insight-led, technology-enabled and, above all, customer focused.
Our clients are delighted with the business impact they deliver using account-based marketing, and
you will be, too. —Megan Heuer, Vice President and Group Director, SiriusDecisions Like a
Hollywood agent, marketing's job is to get sales the 'audition,' not the part. Account-based
marketing is the key to maximizing the number of the 'right' auditions for your sales team, and
Account-Based Marketing For Dummies explains how. —Joe Chernov, VP of Marketing at
InsightSquared Ever-advancing marketing technology is enabling a new generation of sales and
marketing strategies to thrive, changing the playing field for companies of all sizes. This modern
wave of account-based marketing has tremendous potential to improve your business, and Sangram
Vajre is an insightful and enthusiastic guide to show you how. —Scott Brinker, Author of Hacking
Marketing Account-based marketing is shifting how businesses use customer insights to capture
more upmarket revenue. This book teaches a new wave of data-driven marketers how to embrace an
enlightened quality-vs-quantity approach and execute a scalable ABM strategy that delivers real
results. —Sean Zinsmeister, Senior Director of Product Marketing, Infer The book may be titled
'...for dummies', but ABM is proving to be a smart approach for B2B marketers charged with
generating sales pipeline and acquiring and delighting customers. Use this book to help you get
started and advance your account-based marketing strategies and tactics that will thrill your sales
colleagues, executive team and customers alike. —Scott Vaughan, CMO, Integrate

account based marketing dashboard: Account-Based Marketing Chris Golec, Peter Isaacson,
Jessica Fewless, 2019-03-19 Account-Based Marketing is changing the discipline of
marketing—Why? Business-to-business (B2B) companies spend $40 Billion on marketing each year,
and they embrace tech-driven innovations, yet the traditional model for lead generation has not
changed for decades. Why? In addition to the techniques being outdated, they create friction and
distrust between marketing and sales teams. ABM has quickly gained traction with leading B2B
companies because it aligns sales and marketing teams around the accounts that will have the most
business impact. Instead of chasing a large volume of lower-quality, generic leads, ABM helps sales
and marketing professionals coordinate their efforts against a specific set of target accounts.
Despite the clear advantages of ABM, there continues to be much confusion around just how to
implement it. Written by the leaders behind the successful marketing firm Demandbase,
Account-Based Marketing explains how to execute a world-class ABM strategy from start to finish.
Find out exactly how highly successful B2B companies are using Account-Based Marketing to grow



their customer base Develop an effective strategy to adapt ABM principles for your own organization
with its own unique needs Integrate your sales and marketing processes into an efficient, cohesive
workflow Locate and attract the ideal clients for your business to increase revenue and open up new
opportunities From building the right target account list and understanding the impact of ABM on
marketing programs, to selling ABM within an organization and finding budget for the strategy,
you’ll find it all in this authoritative guide.

account based marketing dashboard: A Practitioner's Guide to Account-Based
Marketing Bev Burgess, Dave Munn, 2017-03-03 Account-based marketing, also known as
client-centric marketing, is in the process of transforming modern marketing practice. It involves
taking a strategic approach to business to business marketing, whereby important individual
accounts are treated as markets in their own right. After all, many of the world's leading companies
have annual revenues the size of some countries' GDP, so for the businesses that provide services
and solutions to these companies, such key accounts truly do represent a global market. A
Practitioner's Guide to Account-Based Marketing explores the development of account-based
marketing (ABM) as a business practice, and outlines a clear, step-by-step process for readers who
wish to set up an ABM programme to accelerate growth. Rich with fascinating case studies and
personal stories, A Practitioner's Guide to Account-Based Marketing offers readers privileged access
to lessons learned by pioneering companies in the field, including BT, Fujitsu, IBM, Juniper
Networks, Microsoft, SAP, and many more. The text is fully endorsed by the Information Technology
Services Marketing Association (ITSMA), who run the only formally recognized qualification in the
sector: the Account-Based Marketing Certification Programme. Meticulously researched and highly
practical, A Practitioner's Guide to Account-Based Marketing will help all marketers strengthen
relationships, build reputation, and increase revenues in their most important accounts.

account based marketing dashboard: Total Customer Growth Adam Turinas, Ben Person,
2023-05-18 “Rock Solid ABM Bible,” - Charles Cantu, founder of Rest Digital “TCG Will be the Next
Acronym on Every Marketers Lips,” - Bob Abrahamson, chief marketing officer, pCare “This book is
very well written and full of actionable insight. I especially appreciate the many free tools offered for
download as part of the book purchase,” - Kelly McDermott, chief marketing officer, of Caregility “A
fresh take on ABM. It’s the sort of book you can come back to frequently for how-to’s and ideas,” -
Drew Neisser, Founder of CMO Huddles and award-winning author If you have read or considered
great books like ABM is B2B by Sangram Vajre or A Practitioner’s Guide to Account-based
Marketing by Bev Burgess, you will enjoy this fresh and up-to-date take on ABM. Adam and Ben
speak with hundreds of sales and marketing leaders every year. Several recurring issues come up:
How to get started with ABM, how to win and grow a more profitable customer base and how to turn
marketing into a competitive advantage. This book will answer these questions about ABM and
propose a new, more holistic model for making your sales and marketing more effective. ABM is part
of the answer and is emerging as the way to acquire new and more profitable customers. In addition,
a relatively new concept has emerged called “account-based experience” (ABX) that addresses how
to cross-sell, upsell, and convert customers into evangelists. This book proposes a new more efficient
model that combines ABM, ABX, and other account-based strategies. We call it... Total Customer
Growth Total Customer Growth is a system involving sales, marketing, and customer success to find,
engage, convert, and grow profitable customers for life. It is a holistic approach to building a
sustainable, long-term business model. We wrote this book as a comprehensive practical guide to
ABM, ABX, and Total Customer Growth. The book includes how-to guides, strategic rationales,
examples, and references to online resources to help in your journey. The book is divided into four
parts: Part 1 - Strategic Foundations of Total Customer Growth Chapter 1 Why ABM Is Transforming
B2B Sales and Marketing Chapter 2 The Total Customer Growth Framework Chapter 3 Starting with
Intent Chapter 4 Targeting Chapter 5 The Buyer Journey Chapter 6 ABM Campaign Strategies and
Personalization Chapter 7 Engagement and Content Planning Part 2 - Putting ABM into Action
Chapter 8 The ABM Technology Platform Chapter 9 SDRs: ABM’s Secret Weapon Chapter 10
Measurement Matters Part 3 - ABM to ABX Chapter 11 Envisioning ABX and Total Customer Growth



Chapter 12 Account Insight-Driven Growth Chapter 13 Turning Customers into Positive Influencers
Part 4 - Get Moving. Get Scaling. Chapter 14 Think/Crawl/Walk/Run Chapter 15 Scaling and
Evolving Chapter 16 Being Agile Chapter 17 The Total Customer Growth Organization

account based marketing dashboard: Mastering Salesforce Reports and Dashboards
David Carnes, 2023-06-14 Effective, repeatable, and insightful analytics are key to ROI in customer
relationship management systems. Many organizations, however, lack the automated reporting tools
they need to run their businesses and instead choose to massage the data in Excel. But there's a
better way. Salesforce's standard reporting tools provide a rich set of features that, when combined,
support a wide variety of analytics needs. This practical introduction covers all the aspects and
features you need to be successful with Salesforce reports and dashboards. Author David Carnes,
chairman and chief evangelist for OpFocus, shows executives, end users, and report and dashboard
superusers what analytics are possible, which features report writers should ask to be enabled, and
which settings and permissions system administrators need to activate. You'll learn: How to create
reports using the four main report formats in Salesforce How to create and use dashboards Methods
for storing and finding reports and dashboards How to leverage formulas and trending in Salesforce
reporting Special reporting features only available in Salesforce Mobile and on the Analytics tab
Ways to embed report charts and dashboards in Lightning page layouts Powerful combinations of
reporting features to drive decisions

account based marketing dashboard: Location Based Marketing For Dummies Aaron
Strout, Mike Schneider, 2011-09-06 Explains location-based services, what your campaign should
contain, how to launch it, and how to measure results. Reward your customers, build their loyalty,
and let them help market your business.

account based marketing dashboard: Advanced Digital Marketing Strategies in a
Data-Driven Era Saura, Jose Ramon, 2021-06-25 In the last decade, the use of data sciences in the
digital marketing environment has increased. Digital marketing has transformed how companies
communicate with their customers around the world. The increase in the use of social networks and
how users communicate with companies on the internet has given rise to new business models based
on the bidirectionality of communication between companies and internet users. Digital marketing,
new business models, data-driven approaches, online advertising campaigns, and other digital
strategies have gathered user opinions and comments through this new online channel. In this way,
companies are beginning to see the digital ecosystem as not only the present but also the future.
However, despite these advances, relevant evidence on the measures to improve the management of
data sciences in digital marketing remains scarce. Advanced Digital Marketing Strategies in a
Data-Driven Era contains high-quality research that presents a holistic overview of the main
applications of data sciences to digital marketing and generates insights related to the creation of
innovative data mining and knowledge discovery techniques applied to traditional and digital
marketing strategies. The book analyzes how companies are adopting these new data-driven
methods and how these strategies influence digital marketing. Discussing topics such as digital
strategies, social media marketing, big data, marketing analytics, and data sciences, this book is
essential for marketers, digital marketers, advertisers, brand managers, managers, executives,
social media analysts, IT specialists, data scientists, students, researchers, and academicians in the
field.

account based marketing dashboard: Account-Based Growth Bev Burgess, Tim Shercliff,
2022-11-03 Develop long-term relationships, deliver market-beating growth, and create sustainable
value with this pragmatic guide to aligning marketing, sales, customer success and your executives
around your most important customers. Many B2B companies make half their profitable revenue
from just three percent of their customers, yet don't recognize the significance of these accounts,
nor invest appropriately in them. Account-Based Growth introduces a comprehensive framework for
improving internal alignment and external engagement with these vital few. It contains
bullet-pointed takeaways at the end of each chapter plus a comprehensive checklist to help you
improve your own company's approach to its most important customers. Each element of the



framework is brought to life through viewpoints from industry experts and case studies from leading
organizations including Accenture, Fujitsu, Infosys, SAP, Salesforce, ServiceNow and Telstra.

account based marketing dashboard: Predictive Intelligence for Data-Driven Managers
Uwe Seebacher, 2021-03-26 This book describes how companies can easily and pragmatically set up
and realize the path to a data-driven enterprise, especially in the marketing practice, without
external support and additional investments. Using a predictive intelligence (PI) ecosystem, the book
first introduces and explains the most important concepts and terminology. The PI maturity model
then describes the phases in which you can build a PI ecosystem in your company. The book also
demonstrates a PI self-test which helps managers identify the initial steps. In addition, a blueprint
for a PI tech stack is defined for the first time, showing how IT can best support the topic. Finally,
the PI competency model summarizes all elements into an action model for the company. The entire
book is underpinned with practical examples, and case studies show how predictive intelligence, in
the spirit of data-driven management, can be used profitably in the short, medium, and long terms.

account based marketing dashboard: The Revenue Acceleration Rules Shashi Upadhyay,
Kent McCormick, 2018-05-22 Turn data into revenue in the B2B marketing sphere The Revenue
Acceleration Rules is a unique guide in the business-to-business space, providing a clear framework
for more effective marketing in an accounts-based environment. Written by a veteran in the
predictive marketing sphere, this book explains how strategies typically used on the consumer end
can be tailored to drive revenue in B2B sales. Industry experts offer advice and best practices, using
real-world examples to illustrate the power of analytics and on-the-ground implementation of
predictive ABM initiatives. Covering the complete spectrum from why? to how?, this book provides
an invaluable resource for B2B marketers seeking a step forward in the rapidly-evolving
marketplace. Business-to-business sales makes up roughly 45 percent of the economy, and the
power of predictive marketing has been proven time and again in the consumer sphere. This guide is
the only resource to merge these two critical forces and provide clear guidance for the B2B space.
Supercharge your demand waterfall Align marketing and sales Learn best practices from industry
experts Grow revenue with account-based marketing Predictive marketing reveals the small clues
that speak to big trends. While B2B diverges from consumer marketing in a number of ways, the
central demand for value remains; analytics helps you stay ahead of the curve, streamline the
marketing to sales funnel, and increase ROI. Strengthen the relationships you already have, attract
new accounts, and prioritize accurately to turn contacts into leads, and leads into customers. Your
data can be your biggest marketing asset, and The Revenue Acceleration Rules shows you how to
leverage it into revenue.

account based marketing dashboard: MBA in Marketing - City of London College of
Economics - 10 months - 100% online / self-paced City of London College of Economics,
Overview An MBA in Marketing (or Master of Business Administration) is a degree that will prepare
you for leading positions in marketing such as Chief Marketing Officer. Content - What is Marketing?
- Marketing Management - Marketing Management Philosophies - Marketing Challenges into the
Next Century - Marketing and Society: Social Responsibility and Marketing Ethics - Social Criticisms
of Marketing - Citizen and Public Actions to Regulate - Business Actions Towards Socially
Responsible - Principles for Public Policy Towards Marketing - Strategic Marketing Planning - The
Global Market Place - Business Markets and Business Buyer Behaviour - Market Information and
Marketing Research - Core Strategy - Digital Marketing Strategy - Customer Relationship
Management - E-Commerce - Fundamentals of Management - And many more Duration 10 months
Assessment The assessment will take place on the basis of one assignment at the end of the course.
Tell us when you feel ready to take the exam and we’ll send you the assignment questions. Study
material The study material will be provided in separate files by email / download link.

account based marketing dashboard: artificial Intelligence / Machine Learning In Marketing
James Seligman, 2020-02-17 The theory and practice of Al and ML in marketing saving time, money

account based marketing dashboard: B2B Revenue NOW Atte Sallamo, 2024-02-07 This book
holds the BLUEPRINT for that methodology I've used to deliver measurable revenue growth for



numerous B2B businesses. This method has yielded Return on Investment ranging from 324%, to
647% in B2B ROI, all the way up to 900% and beyond in pure profit. What I am describing here is
not an alien result, but one your B2B company gets to experience (and should expect) once you get
in place this framework that awaits you inside these covers. The process: 1) Find your ideal
high-value clients. 2) UNIFY & ALIGN your revenue operations. 3) EXECUTE! Conquer your B2B
profit & REVENUE GOALS. The proof and power of this process you'll come to experience firsthand
on your own company's balance sheet. How is this possible? In all simplicity, we focus on what
matters. on those SPECIFIC revenue-critical actions that scale (80/20 principle in action). We
amplify them to work in your favor! Identifying your high-value audience, aligning marketing &
sales, data-driven leadership, and the Account-Based orchestration of it all. Once you'll come to
graduate from this curriculum, your business has a crystal clear understanding on where to place
the energy of your enterprise so it yields the kind of growth that others will envy. This we'll do
together by hand-picking the correct alignment processes, leadership practices, and measurement
models for your business from the basket that this book is. ...For growth happens when the
conditions inside your company support it. That's when you'll conquer your quarterly goals, deliver
on your OKRs, and provide measurable (and fresh) revenue inflows that land on the balance sheet
fueling your entire business. LEARN ABOUT: Rev Ops roadmap, Team structure, & Leadership.

account based marketing dashboard: Marketing of High-technology Products and
Innovations Jakki J. Mohr, Sanjit Sengupta, Stanley F. Slater, 2010 This title provides a thorugh
overview of the issues high-tech marketers must address, and provides a balance between
conceptual discussions and examples; small and big business; products and services; and consumer
and business-to-business marketing contexts.

account based marketing dashboard: A Practitioner's Guide to Account-based
Marketing Bev Burgess, Dave Munn, 2021-06-29 Improve relationships, drive growth and win new
business by developing and implementing highly-customized B2B marketing programmes for key
accounts.

account based marketing dashboard: ABM Account-Based Marketing: Bev Burgess, Dave
Munn, 2019-09-25 Vocé ja parou para pensar que alguns clientes da sua empresa podem ser tao
relevantes ao ponto de merecerem uma abordagem de marketing exclusiva? Em ABM - Account
Based Marketing: como acelerar o crescimento nas contas estratégicas com planos de marketing
exclusivos, Bev Burgess e Dave Munn apresentam o ABM, suas vantagens em relacao a outras
abordagens de marketing e como implementa-lo de forma bem-sucedida. Os autores utilizam como
exemplo casos reais de grandes empresas como Microsoft, Fujitsu, entre outras. Com base em
pesquisas realizadas em centenas de empresas que ja adotam o ABM em todo o mundo, os autores
revelam os segredos para uma implementacao exitosa de planos de marketing exclusivos em contas
estratégicas criteriosamente selecionadas. Indo além dos aspectos mais técnicos que envolvem o
Account Based Marketing, o livro também aborda questdes de natureza comportamental que
interferem na adocdao do ABM, como o engajamento das contas no processo, a integracdao com a area
de vendas e a obtencdo de apoio da direcao no patrocinio da iniciativa. Burgess e Munn apresentam
detalhadamente as trés modalidades de ABM que podem ser usadas para otimizar os recursos e os
impactos do programa: o ABM Estratégico, o ABM Lite e o ABM Programatico, cada qual
direcionado a uma parcela de clientes de acordo com seu porte e relevancia. Um ponto interessante
da obra é no que se refere ao papel do ABM Marketer, o novo profissional que emerge para assumir
a desafiadora missdo de integrar os esforgos de marketing e vendas nas contas estratégicas. ABM é
o livro ideal para profissionais de marketing e vendas que atuam em negdcios B2B
(business-to-business) e estdo sentindo na propria pele as dificuldades para atingirem suas metas.
Apos a leitura desta obra, esses profissionais estarao mais preparados para elaborar planos de
marketing exclusivos para suas contas estratégicas e, com isso, alavancar seus resultados.

account based marketing dashboard: Mind+Machine Marc Vollenweider, 2016-11-07 Cut
through information overload to make better decisions faster Success relies on making the correct
decisions at the appropriate time, which is only possible if the decision maker has the necessary



insights in a suitable format. Mind+Machine is the guide to getting the right insights in the right
format at the right time to the right person. Designed to show decision makers how to get the most
out of every level of data analytics, this book explores the extraordinary potential to be found in a
model where human ingenuity and skill are supported with cutting-edge tools, including
automations. The marriage of the perceptive power of the human brain with the benefits of
automation is essential because mind or machine alone cannot handle the complexities of modern
analytics. Only when the two come together with structure and purpose to solve a problem are goals
achieved. With various stakeholders in data analytics having their own take on what is important, it
can be challenging for a business leader to create such a structure. This book provides a blueprint
for decision makers, helping them ask the right questions, understand the answers, and ensure an
approach to analytics that properly supports organizational growth. Discover how to: Harness the
power of insightful minds and the speed of analytics technology Understand the demands and claims
of various analytics stakeholders Focus on the right data and automate the right processes -
Navigate decisions with confidence in a fast-paced world The Mind+Machine model streamlines
analytics workflows and refines the never-ending flood of incoming data into useful insights. Thus,
Mind+Machine equips you to take on the big decisions and win.

account based marketing dashboard: T2D3 Stijn Hendrikse, 2021-10-19 A playbook for
driving exponential growth after reaching Product-Market Fit. T2D3 is the playbook that B2B
software companies use to get to $100 million in annual recurring revenue (ARR). Every investor
wants to hit the next unicorn, but reaching that coveted $1B valuation in 5 years is challenging—and
rare. Tripling your annual revenue for two years in a row only to double it three more years after
that to reach $100M ARR doesn't happen by chance. Companies that follow this growth pattern
share similar journeys that form the basis for this book.

account based marketing dashboard: Template-based Management Uwe G. Seebacher,
2020-10-29 The Template-based management (TBM) approach has been used since 2003 across the
world in diverse contexts. It has evolved hand-in-hand with the evolution of business: Agile,
Blueprints, Canvas, Design Thinking, or Kanban are only few of the many current concepts based on
the approach. This book expands and upgrades the author's 2003 book 'Template-driven Consulting'
(Springer) by tracing this evolution and offering the current state-of-the-art to practitioners. TBM
combines structure and method: pre-structuring diverse processes, it helps to present complex
activities and procedures in a simple, clear, and transparent manner and then implement them. The
use of TBM ranges from conception or creative work in agencies to designing organizations and
strategies, planning and monitoring initiatives and projects, to innovation management and
optimizing cost structures, processes, or entire departments and divisions. The book also
demonstrates how successful organizations use TBM to methodically and structurally apply the
internal know-how in a cost and time-optimal way for attaining sustainable business success.
Readers will learn to apply and use TBM, identify its importance, and benefit from a variety of case
studies that illustrate the application and use for the entire business and management practice.

account based marketing dashboard: Smash the Funnel Eric Keiles, Mike Lieberman,
2019-04-02 Your Sales Funnel Has a Fatal Flaw The sales funnel was invented over a century ago.
No wonder it’s not working like it used to! How can you drive company revenue in an age when
customers hold all the power, the lines between sales and marketing have blurred, and business
disruption is the norm? From the authors of Fire Your Sales Team Today! comes another industry
redefining guide to business success in the 21st century: Smash the Funnel. Discover how to create
an entirely new revenue strategy, whether your buyer is a corporation or consumer, an enterprise or
entrepreneur.

account based marketing dashboard: The Big Book of Dashboards Steve Wexler, Jeffrey
Shaffer, Andy Cotgreave, 2017-04-24 The definitive reference book with real-world solutions you
won't find anywhere else The Big Book of Dashboards presents a comprehensive reference for those
tasked with building or overseeing the development of business dashboards. Comprising dozens of
examples that address different industries and departments (healthcare, transportation, finance,



human resources, marketing, customer service, sports, etc.) and different platforms (print, desktop,
tablet, smartphone, and conference room display) The Big Book of Dashboards is the only book that
matches great dashboards with real-world business scenarios. By organizing the book based on
these scenarios and offering practical and effective visualization examples, The Big Book of
Dashboards will be the trusted resource that you open when you need to build an effective business
dashboard. In addition to the scenarios there's an entire section of the book that is devoted to
addressing many practical and psychological factors you will encounter in your work. It's great to
have theory and evidenced-based research at your disposal, but what will you do when somebody
asks you to make your dashboard 'cooler' by adding packed bubbles and donut charts? The expert
authors have a combined 30-plus years of hands-on experience helping people in hundreds of
organizations build effective visualizations. They have fought many 'best practices' battles and
having endured bring an uncommon empathy to help you, the reader of this book, survive and thrive
in the data visualization world. A well-designed dashboard can point out risks, opportunities, and
more; but common challenges and misconceptions can make your dashboard useless at best, and
misleading at worst. The Big Book of Dashboards gives you the tools, guidance, and models you need
to produce great dashboards that inform, enlighten, and engage.

account based marketing dashboard: THE DEFINITIVE GUIDE TO B2B DIGITAL
TRANSFORMATION Fred Geyer, Joerg Niessing, 2020-05-26 This book guides B2B leaders along a
step by step path to uncommon growth through three transformative shifts: The Digital Selling Shift
to digital demand generation, The Digital Customer Experience Makeover to digital customer
engagement, The Digital Proposition Pivot to data-powered, digital solutions. The Definitive Guide is
informed by the work of Fred Geyer at Prophet, a leading digital transformation consultancy, and
Joerg Niessing at INSEAD, a global standard-bearer for business education. Rich case studies from
Maersk, Michelin, Adobe, and Air Liquide with best practices from IBM, Salesforce.com,
Thyssenkrupp, and scores of leading B2B companies illustrate how putting customers at the heart of
digital transformation drives uncommon growth. Fred and Joerg map the route from customer
insight to in-market implementation for each transformational shift in four steps: Where to Play -
Identify top customer growth opportunities, How to Win - Build the strategy to win customer
preference, What to Do - Effectively deliver the strategy, Who is Needed - Assemble the team to
make it happen. The two biggest barriers to successful digital transformation, effectively using
customer data and enabling employees, are addressed by outlining a clear path to navigate forward
based on best practices from other leading companies. The guide has won rave reviews from B2B
leaders: This book illuminates the secret sauce of digital transformation in the B2B space - David
Aaker, renowned brand strategist and bestselling author. A thought-provoking exploration of three
crucial transformational shifts for B2B companies - Vincent Clerc, CEO, Maersk Ocean & Logistics
This is a great guide to applying best practices to the formidable challenge of digital transformation
in complex markets and supply chains. - Dr. Lars Brzoska, Chairman of the Board of Management,
Jungheinrich AG. By providing case examples and step by step assistance in determining where to
play, how to win, what to do and who to win, this book fulfilled my need for inspiring and pragmatic
transformation guidance - Lindy Hood, Chief Customer Experience Officer, Zurich Financial North
America

account based marketing dashboard: Marketing For Dummies Jeanette Maw McMurtry,
2022-09-30 Pump up your business with the latest, greatest marketing techniques This updated
edition of Marketing for Dummies will walk you through the latest marketing technologies and
methods, including customer experience, retargeting, digital engagement across all channels and
devices, organic and paid SEO, Google ads, social media campaigns and posts, influencer and
content marketing, and so much more. You'll discover what works, what doesn’t, and what is best for
your business and budget. Learn the marketing and sales strategies that work in any economy
Discover how to engage customers with trust and enthusiasm Understand post-pandemic changes in
consumer attitudes Discover new tools and technologies for finding customers and inspiring loyalty
Adapt your brand, pricing, and sales approach to make your business more valuable Avoid common



marketing mistakes and learn how to measure the impact of your efforts In a post-pandemic, up or
down economy, it’s harder than ever to meet highly complex and ever-changing customer
expectations. The top-selling Marketing For Dummies covers basics like sales strategy, channel
selection and development, pricing, and advertising. We also teach you complex elements like
personalization, customer behavior, purchasing trends, ESG ratings, and market influences. With
this complete guide, you can build a business that not only competes in a challenging market, but
wins. For small to mid-size business owners and marketing professionals, Marketing For Dummies
lets you harness the latest ideas to drive traffic, boost sales, and move your business forward.

account based marketing dashboard: Readings in Modern Marketing John A. Quelch,
2006 Readings in Modern Marketing is a collection of Professor Quelch's highly-praised scholarly
articles previously published in leading business journals. Topics covered include marketing and
business strategy, managing product lines, pricing, managing the point of sales, global marketing,
building global brands, marketing and the new technologies, marketing and society, and so forth.
Readings in Modern Marketing offers important theories as well as practical, insightful tactics. It is
an indispensable source of reference.

account based marketing dashboard: Inbound Organization Dan Tyre, Todd Hockenberry,
2018-04-24 Use inbound principles to build and strengthen your company’s future We're in a major
shift in a fundamental aspect of how businesses grow, how buyers purchase, and how businesses
build meaningful conversations and customer relationships. Companies who align their mission,
strategies, action plans, and tools with the way buyers think, learn, discover, and purchase will have
a huge competitive advantage. Organizations need to adjust their mindset and build a strategic
foundation to deal with these facts and not just update a business plan. Inbound Organization shows
leaders how to build their company's future around Inbound principles and strengthen the structural
foundations necessary to deal with the changes in buyer behavior. It explains how and why Inbound
ideas and how to create a remarkable customer experience belong in the boardrooms and on the
desks of founders, entrepreneurs, business leaders, and anyone who has a responsibility to lead their
organizations into the future.  Discover the foundation of inbound principles ¢ Learn how to put
ideas into practice today * Read about organizations that successfully apply the principles of
Inbound ¢ Keep your business on course to succeed amidst buyer changes Stay ahead of the curve
and learn how to use Inbound principles to ensure you're always ahead of the curve.

account based marketing dashboard: Practice-Oriented Marketing Ralf T. Kreutzer,
2023-03-08 Ralf Kreutzer has once again succeeded in setting the right priorities. He makes it
convincingly clear that the proven basics in marketing are also valid in the online and digital age.
Predict: especially worth reading! Prof. Dr. Dr. h. c. Wolfgang Fritz, Technical University of
Braunschweig and University of Vienna The 6th edition has been extensively revised and
supplemented with important, current topics of online marketing and digitalization. This further
enhances the strengths of the previous editions. Prof. Dr. Klaus Gutknecht, University of Applied
Sciences Munich The author encourages critical thinking about the content presented through the
use of mnemonic boxes and food for thought. Very good! Prof. Dr. Sabine Haller, Berlin School of
Economics and Law An indispensable orientation in the ever faster changing everyday marketing.
The book provides implementation and practical know-how without getting lost in details. Univ.-Prof.
Dr. Michael Lingenfelder, Philipps-Universitat Marburg Further proof of Ralf T. Kreutzer's special
expertise in marketing, his great passion for conveying knowledge in the best possible way and his
special ability to identify the truly relevant topics. Prof. Dr. Wolfgang Merkle, UE - University of
Europe for Applied Sciences, President Marketing Club Hamburg Particularly noteworthy is the
expansion of the classic marketing mix to include the fifth P for personnel. Because in the end, it is
still the employees who make good marketing! Prof. Dr. Karsten Kilian, Wurzburg-Schweinfurt
University of Applied Sciences and Markenlexikon.com Concise language, convincing thought
leadership, clear examples and goal-oriented transfer questions form an almost ideal basis for
opening up the world of marketing. Univ.-Prof. Dr. Klaus-Peter Wiedmann, Leibniz University
Hanover New from the 6th edition Newly added are chapters on the topics of the customer journey



map, special market research concepts and special forms of static price and condition design.
Additional material is available via app: Download the Springer Nature Flashcards app and use
exclusive content to test your knowledge.

account based marketing dashboard: How to Self-publish and Market a Children's Book
(Second Edition) Karen P Inglis, 2021-05-19 An indispensable, easy-to-read resource from
international bestselling children's author Karen Inglis. “A masterclass all wrapped up in a book.”
Have you written a children’s story that you can’t find a home for? Do you need help with your early
self-publishing journey, or with more advanced children's book publishing and marketing strategies?
Are you traditionally published but curious about other options? If you answered 'yes' to any of these
questions, you're in the right place. How to Self-publish and Market a Children's Book (Second
Edition) provides practical, in-depth guidance and key strategies for self-publishing in print, eBooks
and audiobooks, and for selling more children's books face to face and online. After reading this
book, you will understand: - How you can self-publish your children’s story at little or no cost - Why
print matters for children’s self-publishing, but why eBooks are also critical for marketing - Why it’s
important to work with professional children’s editors, illustrators and cover designers, and where
to find them - How to set up successful school visits and other events — and how to plan and run
virtual events - Best practice and expectations for getting into bookshops - Which tools and
platforms can help with your book marketing, including key strategies for Amazon ads and other
advertising - How to get reviews - How to create and market children’s audiobooks - When and how
to approach translation and foreign rights - Options for upfront printing and who this is suitable for -
Where to find other self-publishers for ongoing support and advice Self-published international
bestselling children’s author Karen Inglis has sold over half a million children's books in print, over
20,000 eBooks and over 8,000 audiobooks. Her popular middle grade time travel adventure The
Secret Lake is now in translation in nine languages and its long-awaited sequel (2022) has received
glowing reviews and very strong early sales. Karen's picture book The Christmas Tree Wish was
shortlisted for the 2020 UK Selfies Award for best self-published children's book. Her most recent
picture book The Tell-Me Tree has received praise from teachers and parents alike for helping
children talk about their feelings, and is being used in UK classrooms. As well as writing for
children, Karen has over 30 years' experience as a professional copywriter and writing training
consultant. Her ability to organise and explain topics in plain English won her praise and over 100
5-star reviews for the first edition of this book. This expanded and updated edition for 2021, which
now includes virtual events, audiobooks, foreign editions, and detailed advertising strategies - as
well as more tools and platforms to help with your book marketing - will not disappoint. One
reviewer described the first edition as ‘A masterclass wrapped up in a book’. We think that pretty
well sums up the second edition too! With everything together in one place, and a comprehensive
table of contents to help you quickly find what you need, How to Self-publish and Market a
Children’s Book (Second Edition) provides a powerful ready-reference that you can come back to
again and again. 'How to Market a Children's Book' - standalone edition if you understand
self-publishing If you are a seasoned children's book self-publisher and are looking only for
marketing support, search for 'How to Market a Children's Book' by Karen P Inglis. This separate
edition, also released in May 2021, incorporates the marketing content of the combined book. It
assumes you fully understand the various self-publishing options and distribution processes for print,
eBooks and audiobooks.

account based marketing dashboard: How to Market a Children's Book Karen P Inglis, A
practical guide to all aspects of children's book marketing from bestselling children's author Karen
Inglis Whether you’ve just published your first children’s book and aren't sure where to start with
marketing, or are struggling to increase sales of your existing titles, 'How to Market a Children’s
Book' is here to help. Packed full of practical guidance, and drawing on over 10 years’ experience of
children’s book marketing by international bestselling children’s author Karen Inglis, it offers a
trusted resource for you to return to again and again for support with both offline and online
marketing and advertising strategies. This book assumes you already fully understand the various




self-publishing options and distribution processes for print, eBooks and audiobooks, or that you are a
traditionally published children's author looking for new ideas to help promote your book(s). If you
also need guidance on the self-publishing process, look instead for Karen's combined flagship
publication How to Self-publish and Market a Children's Book (Second Edition). After reading 'How
to Market a Children's Book' you will understand: - How to establish your brand locally and why this
is important - How to get reviews both at and after your children's book launch - How to set up
successful school visits and other face-to-face events - How to plan and run virtual school visits or
other online events - Best practice and expectations for getting into bookshops - Why and how
eBooks should be part of your print book marketing strategy - Which tools and collaborative
platforms can help your children's book marketing - How to use email marketing, including staying
within data protection rules for minors - Key strategies for Amazon advertising, and why this is the
best place to start - Other social media and advertising options, including Facebook, Instagram and
Pinterest - Audiobook marketing - your key options - Translation and foreign rights as part of an
advanced marketing strategy Karen Inglis is a successful self-published author of picture books,
illustrated chapter books and middle grade novels. Her time travel adventure The Secret Lake has
sold over 450,000 English language print copies worldwide, close to 20,000 paid eBook copies and
over 8,000 audiobooks. She has also sold rights to eight countries and overseen its translation into
German, where 'Der verborgene See' is an Amazon.de bestseller at the time of writing in 2022. Each
of Karen's picture books and chapter books have sold in their thousands through a combination of
school visits, bookshop sales and online sales. Karen's picture book "The Christmas Tree Wish' was
shortlisted for the UK Selfies Award for best self-published children's book in 2020. Her most recent
picture book 'The Tell-Me Tree' has received praise by parents and teachers alike, and is being used
in UK classrooms to help children talk about feelings. Karen has presented on children’s
self-publishing at conferences around the UK and is Children’s Advisor at The Alliance of
Independent Authors.

account based marketing dashboard: Oracle CRM On Demand Dashboards Michael D.
Lairson, 2010-08-22 Design and Deliver Oracle CRM On Demand Dashboards Create custom,
interactive dashboards to deliver actionable business intelligence directly to end users with help
from this Oracle Press guide. Oracle CRM On Demand Dashboards provides comprehensive
coverage of the versatile features available in Oracle Answers On Demand coupled with detailed
planning and design strategies for building and deploying reports and dashboards with Oracle CRM
On Demand. Real-world examples and time-saving formatting tips are included throughout this
practical resource. Configure administrative settings to access report and dashboard development
tools Take advantage of built-in dashboards Plan dashboards and reports based on business needs
Create, edit, manage, save, and delete custom dashboards Configure dashboard properties and
pages Add and configure dashboard objects, such as guided navigation, links, images, and folders
Display and arrange reports on dashboards Develop dashboard filter prompts Deploy dashboards to
Oracle CRM On Demand end users

account based marketing dashboard: Marketing Management Philip Kotler, Kevin Keller,
Mairead Brady, Malcolm Goodman, Torben Hansen, 2019-07-12 The classic Marketing Management
is an undisputed global best-seller - an encyclopedia of marketing considered by many as the
authoritative book on the subject.

account based marketing dashboard: Digital Marketing Strategy Niko Lahtinen, Kimmo
Pulkka, Heikki Karjaluoto, Joel Mero, 2023-07-01 This cutting-edge book presents a detailed
overview of digital marketing strategy, which has evolved following rapid digitalization that
occurred during the COVID-19 pandemic. Providing detailed examinations of different digital
marketing techniques, it demonstrates how organizations’ digital marketing strategies can be
developed and implemented.

account based marketing dashboard: Search Engine Optimization Bible Jerri L. Ledford,
2009-04-29 Detailed, practical guide to increasing your Web traffic through better search results
Wonder how some companies pop up high in search engine rankings? It's all about search appeal.



Master the strategies, techniques, and shortcuts in this detailed guide and you can improve your
Web site's search rankings and drive the targeted traffic you want to your virtual door. Learn new
ways to add social media to the SEO mix, make your site mobile Web-friendly, write SEO tags for
maximum exposure, and more. Search Engine Optimization (SEO) is hot; the online advertising
market is expected to grow at 34% CAGR between 2005 and 2010, and nine out of ten companies
are estimated to be implementing SEO strategies Find out how to get listed in the major search
engines, directories, and indexes, and learn strategies for planning and implementing a successful
SEO campaign Take advantage of the case studies of readers who implemented the SEO techniques
outlined in the first edition of this book and significantly improved search rankings Discover how to
target and reach the customers you really want; optimize your site specifically for Google, MSN, or
Yahoo!; demystify the role of links and linking in search; implement social media and mobile search
optimization; and analyze your SEO efforts to see what works If you want to make SEO work for you,
the new edition of this practical book is what you need to succeed.

account based marketing dashboard: Digital Marketing Planning Emiliano Giovannoni,
2020-01-22 A practical and concise resource that makes sense of the complex, constantly changing
world of digital marketing by approaching it from the perspective that everything starts with a solid
plan. Designed for business managers to use as a reference to shape and lead their digital marketing
direction with confidence. With real-life examples and easy-to-follow diagrams that accurately
visualize the core components of marketing strategy.

account based marketing dashboard: Hands On With Google Data Studio Lee Hurst,
2020-02-05 Learn how to easily transform your data into engaging, interactive visual reports! Data is
no longer the sole domain of tech professionals and scientists. Whether in our personal, business, or
community lives, data is rapidly increasing in both importance and sheer volume. The ability to
visualize all kinds of data is now within reach for anyone with a computer and an internet
connection. Google Data Studio, quickly becoming the most popular free tool in data visualization,
offers users a flexible, powerful way to transform private and public data into interactive knowledge
that can be easily shared and understood. Hands On With Google Data Studio teaches you how to
visualize your data today and produce professional quality results quickly and easily. No previous
experience is required to get started right away—all you need is this guide, a Gmail account, and a
little curiosity to access and visualize data just like large businesses and organizations. Clear,
step-by-step instructions help you identify business trends, turn budget data into a report, assess
how your websites or business listings are performing, analyze public data, and much more.
Practical examples and expert tips are found throughout the text to help you fully understand and
apply your new knowledge to a wide array of real-world scenarios. This engaging, reader-friendly
guide will enable you to: Use Google Data Studio to access various types of data, from your own
personal data to public sources Build your first data set, navigate the Data Studio interface,
customize reports, and share your work Learn the fundamentals of data visualization, personal data
accessibility, and open data API's Harness the power of publicly accessible data services including
Google’s recently released Data Set Search Add banners, logos, custom graphics, and color palettes
Hands On With Google Data Studio: A Data Citizens Survival Guide is a must-have resource for
anyone starting their data visualization journey, from individuals, consultants, and small business
owners to large business and organization managers and leaders.

account based marketing dashboard: Process Automation Strategy in Services,
Manufacturing and Construction Bharati Mohapatra, Sanjana Mohapatra, Sanjay Mohapatra,
2023-02-20 Appealing to business researchers, academics and practitioners, Process Automation
Strategy in Services, Manufacturing and Construction brings to life the current trends in process
automation and considers what the future holds.

account based marketing dashboard: Revenue Operations Stephen G. Diorio, Chris K.
Hummel, 2022-04-19 Crush siloes by connecting teams, data, and technologies with a new
systems-based approach to growth. Growing a business in the 21st Century has become a capital
intensive and data-driven team sport. In Revenue Operations: A New Way to Align Sales and



Marketing, Monetize Data, and Ignite Growth, an accomplished team of practitioners, academics,
and experts provide a proven system for aligning revenue teams and unlocking growth. The book
shows everyone how to connect the dots across an increasingly complex technology ecosystem to
simplify selling and accelerate revenue expansion. With Revenue Operations, you'll understand what
it takes to successfully transition to the new system of growth without killing your existing business.
This practical and executable approach can be used by virtually any business - large or small,
regardless of history or industry - that wants to generate more growth and value. By reading this
book you will find: Real-world case studies and personal experiences from executives across an array
of high technology, commercial, industrial, services, consumer, and cloud-based businesses. The six
core elements of a system for managing your commercial operations, digital selling infrastructure,
and customer data assets. Nine building-blocks that connect the dots across your sales and
marketing technology ecosystem to generate more consistent growth and a better customer
experience at lower costs. The skills and tools that next generation growth leaders will need to chart
the roadmap for a successful career in any growth discipline for the next 25 years. An indispensable
resource for anyone who wants to get more from their business - board members, CEOs, business
unit leaders, strategists, thought leaders, analysts, operations professionals, partners, and front-line
doers in sales, marketing, and service - Revenue Operations is based on over one thousand surveys
of and interviews with business professionals conducted during 2020 and 2021. It also includes a
comprehensive analysis of the sales and marketing technology landscape. As a perfectly balanced
combination of academic insight and data-driven application, this book belongs on the bookshelves
of anyone responsible for driving revenue and growth.

account based marketing dashboard: The Global Findex Database 2017 Asli
Demirguc-Kunt, Leora Klapper, Dorothe Singer, Saniya Ansar, 2018-04-19 In 2011 the World
Bank—with funding from the Bill and Melinda Gates Foundation—launched the Global Findex
database, the world's most comprehensive data set on how adults save, borrow, make payments, and
manage risk. Drawing on survey data collected in collaboration with Gallup, Inc., the Global Findex
database covers more than 140 economies around the world. The initial survey round was followed
by a second one in 2014 and by a third in 2017. Compiled using nationally representative surveys of
more than 150,000 adults age 15 and above in over 140 economies, The Global Findex Database
2017: Measuring Financial Inclusion and the Fintech Revolution includes updated indicators on
access to and use of formal and informal financial services. It has additional data on the use of
financial technology (or fintech), including the use of mobile phones and the Internet to conduct
financial transactions. The data reveal opportunities to expand access to financial services among
people who do not have an account—the unbanked—as well as to promote greater use of digital
financial services among those who do have an account. The Global Findex database has become a
mainstay of global efforts to promote financial inclusion. In addition to being widely cited by
scholars and development practitioners, Global Findex data are used to track progress toward the
World Bank goal of Universal Financial Access by 2020 and the United Nations Sustainable
Development Goals. The database, the full text of the report, and the underlying country-level data
for all figures—along with the questionnaire, the survey methodology, and other relevant
materials—are available at www.worldbank.org/globalfindex.

account based marketing dashboard: Marketing Metrics in Action Laura Patterson, 2009
Talk about marketing accountability has become almost commonplace. Most marketing executives
understand the need to know the numbers. The real question is, Which numbers? Marketing Metrics
in Action: Creating a Performance-Driven Marketing Organization answers those questions and
addresses those problems with a balance of sound theory and technique and practical application.
The author, a veteran of marketing on both sidesthe client side and the consultant sideexplains how
you need to begin by identifying the elements of the right culture. First, every company's product
makeup, competitive situation, resources, and internal strengths and weaknesses differ. So do its
needs for particular metrics. It is necessary to be able to identify which metrics matter to your
organization's circumstances. Next it is necessary to create a culture of accountability. Everyone in



the organization has to be and be seen as beingon the same side and n the same page. Finance can't
be seen as the enemy, and Sales and Marketing need work especially hard to coordinate their
efforts. But this sense of accountability needs to extend from the C-Suite to the customer service and
order entry people. Quality approaches and sophisticated ideas then become much more productive
in the marketplace. A metrics audit will help establish where you are now, and mapping will enable
you to align processes to better develop your dashboard. This book provides wise counsel for
identifying which metrics matter most to your organization and practical guidance for putting all the
sophisticated marketing tools to profitable use in your company.

account based marketing dashboard: Diploma in Facebook Marketing - City of London
College of Economics - 6 months - 100% online / self-paced City of London College of
Economics, Overview Everybody knows Facebook and knows that you can reach a lot of people. So it
is important to know about Facebook Marketing to get ahead and do business even across the globe.
Content - Marketing on your Page and your Profile - Developing your Page to be a hub of activity -
Using Facebook Ads to research your ideal audience - Defining your Facebook marketing goals -
Setting Up Resources and Manpower for Your Plan - Deciding on in-house or outsourced marketing -
Making a Places Page - Creating a Facebook Group - Setting Up an Interest Page - Choosing the
right name for your business Page - Setting up your mobile phone - And much more Duration 6
months Assessment The assessment will take place on the basis of one assignment at the end of the
course. Tell us when you feel ready to take the exam and we’ll send you the assignment questions.
Study material The study material will be provided in separate files by email / download link.

account based marketing dashboard: Time and Project Management Strategies for
Librarians Carol Smallwood, Jason Kuhl, Lisa Fraser, 2013-05-16 As budgets for libraries continue to
shrink, the key challenge facing the 21st century librarian is finding how to do more with less.
Learning how to increase productivity within the constraints of a difficult economy, librarians can
benefit from the insights of fellow professionals and others who have succeeded in making the most
of what they have. Time and Project Management Strategies for Librarians features more than thirty
essays that provide valuable tips for the professional who must cope with increasing demands upon
their resources. Librarians will get tips on how to: identify the most important tasks for the library
eliminate non-essential functions and processes increase reliance on volunteers, interns, and
students optimize daily routines and schedule staff effectively increase productivity through the use
of social media and email increase project and time management skills and personal productivity
through setting and meeting goals With productivity tips for all librarians—from the newly hired to
the most seasoned veteran—this volume will help libraries provide better service to their users and
also show librarians how to give this service without losing their personal lives and their sanity.

Additional Resources

How to Build an Account-Based Marketing (ABM) Dashboard

What is an ABM Dashboard? An ABM dashboard serves as a centralized hub that unifies,
tracks, and visualizes account-based marketing performance metrics across target
accounts. It’s built ...

Account-Based Marketing Dashboard - Salesforce

Use Account-Based Marketing dashboards to understand how opportunities and contacts
from one account engage with your marketing and sales assets. To use Account-Based
Marketing ...

Account-Based Marketing (ABM) | Salesforce US
In this article, we’ll explore how ABM can benefit your business, how to get started with
ABM, and how to create an ABM strategy that excels. You'll learn how to identify the right



accounts for ...

ABM Software - HubSpot

HubSpot's ABM reporting capabilities include a library of customizable dashboards and
reports designed to help you streamline your strategy. You can also build your reports from
scratch to ...

Set up account-based marketing in HubSpot

Jan 14, 2025 - Data in the following default properties will be used in the ABM dashboard
and its reports, ABM lists, your target accounts home, and your Account overview. Learn
more about ...

12 Marketing Dashboard Examples For Ads, Social, Web & More
Dashboards that integrate data from both marketing and CRM systems allow marketers to
analyze their activities by program and funnel stage based on all marketing-influenced ...

8 Steps to Build Your Account Based Marketing Strategy ...
Jul 25, 2024 - Learn how to identify and reach high-value customers with the most effective
account-based marketing (ABM) tactics and software. Imagine the world of account-based
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from one account engage with your marketing and sales assets. To use Account-Based
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Account-Based Marketing (ABM) | Salesforce US

In this article, we’ll explore how ABM can benefit your business, how to get started with
ABM, and how to create an ABM strategy that excels. You’ll learn how to identify the right
accounts for ...

ABM Software - HubSpot

HubSpot's ABM reporting capabilities include a library of customizable dashboards and
reports designed to help you streamline your strategy. You can also build your reports from
scratch to ...

Set up account-based marketing in HubSpot

Jan 14, 2025 - Data in the following default properties will be used in the ABM dashboard
and its reports, ABM lists, your target accounts home, and your Account overview. Learn
more about ...

12 Marketing Dashboard Examples For Ads, Social, Web & More
Dashboards that integrate data from both marketing and CRM systems allow marketers to

analyze their activities by program and funnel stage based on all marketing-influenced ...

8 Steps to Build Your Account Based Marketing Strategy ...



Jul 25, 2024 - Learn how to identify and reach high-value customers with the most effective
account-based marketing (ABM) tactics and software. Imagine the world of account-based
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