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Summary: This article explores various account-based marketing (ABM) ideas,
using real-world examples and personal anecdotes to illustrate their
effectiveness. It covers different ABM strategies, from identifying ideal
customer profiles (ICPs) to executing personalized campaigns and measuring
results. The key takeaway is that successful ABM requires a deep
understanding of your target accounts and a commitment to providing highly
personalized experiences at every touchpoint.

Introduction:

The B2B landscape is changing. Generic marketing blasts are losing their
effectiveness. Businesses are realizing the power of focusing their efforts
on a smaller number of high-value accounts—a strategy known as account-based
marketing (ABM). This article delves into diverse and effective account-based
marketing ideas to help you achieve significant ROI. We’ll move beyond
theoretical concepts and delve into practical examples, personal experiences,
and proven case studies to demonstrate the power of tailored, relationship-
focused marketing.

1. Identifying Your Ideal Customer Profile (ICP): The Foundation of Account
Based Marketing Ideas

Before diving into specific account-based marketing ideas, it's crucial to
define your ICP. This isn't just about demographics; it’'s about understanding
their business challenges, goals, and the technology they already use. I
recall one project where we initially focused on company size, only to
realize our most successful accounts were smaller businesses with unique pain



points that our solution addressed perfectly. Refining our ICP based on this
insight drastically improved our ABM results. A clear ICP forms the bedrock
for all successful account-based marketing ideas.

1. Leveraging Account Based Marketing Ideas through Personalized Content:

Generic content won't cut it in ABM. Account-based marketing ideas thrive on
personalization. Consider creating custom case studies, white papers, and
even videos tailored to specific accounts, highlighting how your solution
addressed their unique challenges. One client saw a 30% increase in
engagement when we shifted from generic email blasts to personalized emails
referencing specific projects and challenges faced by each targeted account.
This underscores the impact of tailored content within your account-based
marketing ideas.

1. Multi-Channel Engagement: Orchestrating a Symphony of Account Based
Marketing Ideas

Don't rely on a single channel. Effective account-based marketing ideas
involve a multi-channel approach. Combine targeted advertising on LinkedIn
with personalized email sequences, direct mail pieces (yes, even in the
digital age!), and strategic webinar invitations. Remember the human element
— a personalized phone call can significantly strengthen relationships. I
once secured a major deal after a series of personalized emails led to a
genuine phone conversation discussing the client's specific concerns. This
highlights the effectiveness of a coordinated multi-channel strategy within
your account-based marketing ideas.

1. Account Based Marketing Ideas and the Power of LinkedIn:

LinkedIn is a goldmine for ABM. Use it to identify key decision-makers within
your target accounts, engage in relevant conversations, and share valuable
content. Building relationships on LinkedIn is crucial, as it allows for more
organic interaction and fosters trust — vital elements in your account-based
marketing ideas.

1. Measuring and Optimizing Your Account Based Marketing Ideas:



ABM requires meticulous tracking. Use marketing automation tools to monitor
engagement with your content, track website visits, and measure the impact of
your outreach efforts. Regularly analyze your results to refine your strategy
and optimize your account-based marketing ideas for improved performance.
Continuously analyzing and adjusting your approach is crucial for long-term
success with any account-based marketing ideas.

1. Case Study: How Company X Achieved 40% Increase in Sales Using ABM

Company X, a B2B SaaS provider, initially relied on mass marketing. After
adopting an ABM strategy focused on personalized content and multi-channel
engagement, they saw a 40% increase in sales within six months. Their success
highlights the transformative potential of carefully implemented account-
based marketing ideas.

1. Overcoming Challenges in Account Based Marketing Ideas

ABM isn't without its hurdles. Resource constraints, internal alignment, and
accurate data are all potential roadblocks. However, careful planning, clear
communication, and the right technology can overcome these challenges and
make your account-based marketing ideas a success.

Conclusion:

Account-based marketing ideas represent a paradigm shift in B2B marketing. By
moving away from mass marketing and focusing on personalized engagement with
high-value accounts, businesses can achieve significant improvements in sales
and ROI. The key to success lies in identifying your ICP, crafting
personalized content, leveraging multiple channels, and meticulously tracking
your results. Embracing these account-based marketing ideas will position
your business for sustained growth and success in the competitive B2B
landscape.

FAQs:

1. What is the difference between ABM and traditional marketing? ABM
focuses on a smaller number of high-value accounts with personalized
campaigns, unlike traditional marketing's broader reach with generic
messaging.



. How much does ABM cost? The cost varies depending on the scale and
complexity of your strategy, but it generally requires a higher initial
investment than traditional marketing.

. What metrics should I track in ABM? Key metrics include engagement
rates, website visits from target accounts, deal closure rates, and
overall revenue generated from ABM initiatives.

. What tools are useful for ABM? Marketing automation platforms, CRM
systems, and social listening tools are essential for effective ABM.

. How long does it take to see results from ABM? Results can vary, but you
should begin seeing positive changes within a few months of implementing
a well-defined strategy.

. Is ABM suitable for all businesses? While ABM is highly effective, it's
most suitable for businesses with a clearly defined ICP and the
resources to dedicate to personalized campaigns.

. How do I get buy-in from my team for ABM? Demonstrate the potential ROI
of ABM with data and case studies, clearly outlining the roles and
responsibilities involved.

. What are some common mistakes to avoid in ABM? Failing to define a clear
ICP, neglecting personalization, and not tracking results are common
pitfalls.

. How can I adapt my ABM strategy to different account sizes? Tailor your
messaging and outreach methods to the specific needs and communication
preferences of each account size.
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identify and prioritize high-potential accounts.

account based marketing ideas: ABM Is B2B Sangram Vajre, Eric Spett, 2019-09-03 Instant
Bestseller on Amazon in Marketing and Sales! FACT: Less than ONE percent of all leads become
customers. As a business, how can you break that trend and achieve client fidelity? In this book we
reveal the secrets behind the framework that will sell and retain your customers. Did you know that
less than one percent of all leads become customers? It is a true and shocking stat, but there is a
way to stop the waste and flip this around. In this highly anticipated book, we reveal the secrets
behind our signature TEAM - Target, Engage, Activate, and Measure - framework to transform your
approach to market, increase sales, and retain your ideal customers. Account-Based Marketing
(ABM) is the new B2B. It's time to challenge the status quo of B2B Marketing and Sales, and
transition to what the business arena already expects as the updated B2B model. A transformation
like this can only happen through an account-based approach that unites marketing, sales, and
customer success teams (go-to-market teams) as #0neTeam. In summary, the TEAM framework
coupled with the account-based approach enables your company to focus on the target accounts,
engage them in a meaningful way, activate the sales team with top tier accounts proactively, and
finally measure success based on business outcomes over vanity metrics. It's time to take the lead
and transition your business to ABM. The process is simple when you have the right book - ABM is
B2B. What are you waiting for?

account based marketing ideas: 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 ideas: 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 ideas: B2B Marketing Uwe G. Seebacher, 2021-05-03 This unique
book comprehensively presents the current state of knowledge, theoretical and practical alike, in the
field of business-to-business (B2B) marketing. More than 30 of the best and most recognized B2B
marketers address the most relevant theoretical foundations, concepts, tried and tested approaches
and models from entrepreneurial practice. Many of those concepts are published for the first time
ever in this book. The book not only builds on the existing classic literature for industrial goods
marketing but also - and much more importantly - finally closes the gap towards the rapidly growing
ecosystem of modern B2B marketing terms, instruments, products, and topics. Technical terms such
as Account-Based Marketing, Buyer Journey, ChatBots, Content Al, Marketing Automation,
Marketing Canvas, Social Selling, Touchpoint Sensitivity Analysis, and Predictive Intelligence are
explained and examined in detail, especially in terms of their applicability and implementation. The
book as a whole reflects the B2B marketing journey so that the readers can directly connect the
content to their own experience and use the book as a guide in their day-to-day work for years to
come.

account based marketing ideas: No Forms. No Spam. No Cold Calls Latané Conant,
2020-07-15 No Forms. No Spam. No Cold Calls. is a rallying cry for a new generation of sales and
marketing leaders who are ready to ditch the traditional strategies, tactics, and technologies that
are no longer working to deliver breakthrough results.Every organization wants to predictably grow
revenue. The challenge facing sellers and marketers today is that B2B buyers have taken control of
the buying journey, making it nearly impossible for business leaders to accurately predict anything,
especially revenue growth.Prospects are being bombarded from all sides with forms, emails, and
annoying phone calls as they try to research our solutions. So what do they do? They protect
themselves by researching anonymously and not revealing themselves to us until their decision is
made. That means that as sellers and marketers, we've lost our opportunity to influence the buying
journey-that is, if we're still clinging to the traditional lead-based tools and strategies that we're
used to. It's time for a new paradigm.Pioneering CMO Latané Conant delivers a step-by-step guide
that will transform the way you think about marketing and selling in the modern age. Often
challenging but never dull, No Forms. No Spam. No Cold Calls. delivers uncomfortable truths about
the status quo-starting with Latané's first breakthrough that our old-school tactics not only treat our
future customers like dirt, they also encourage the anonymous buying we're trying to combat. This
book challenges sales and marketing leaders to engage customers the right way if you want to
achieve predictable revenue growth.Latané lays out exactly how to enable your sales and marketing
teams to take pride in the customer experience and finally align on how to put your prospects at the
center of everything you do. In doing that, you'll learn to uncover customer demand, prioritize which
accounts to work, engage the entire customer buying team, and measure real success. With this
customer-first approach, you'll be able to confidently take down the forms, stop sending bulk emails,
and quit making cold calls-and achieve breakthrough results.

account based marketing ideas: 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 ideas: 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 ideas: The Book on Account Based Marketing Bassem Hamdy,
2018-03-05 The most important thing for you to realize - from the outset - is that this is not a book
about marketing. The world of business-to-business revenue generation has evolved to the point
that, no matter what your functional role, account based marketing will play a pivotal part in your
individual and company's success or failure. Are you in sales? Account based marketing will be the
single largest component of the quality of revenue that you generate. Are you in customer success?
Account based marketing will be the foundation of your customer's overall satisfaction. Are you in
marketing? Account Based Marketing (ABM) will be the most highly leveraged tool in your arsenal of
tools.

account based marketing ideas: Effective Sales Enablement Pam Didner, 2018-10-03 Sales
enablement is a proven system for increasing revenue and productivity by creating integrated
content, training and coaching for the sales function. Written from a marketer's perspective,
Effective Sales Enablement goes beyond sales training and development. Pam Didner presents fresh
thinking and creative approaches to improve sales enablement strategies, processes and
programmes. Using case studies and examples from well-known brands such as Cisco, Oracle and
Google, she provides a blueprint for any organization wanting to create a sales enablement function
which will, in turn, accelerate revenue growth. Effective Sales Enablement shows you how to: -



Understand trends that impact sales professionals and how to take advantage of them - Become a
better marketer with creative ideas on how to support sales - Integrate sales elements into select
marketing programmes - and vice versa - Assemble a first-class sales enablement team - Leverage
technology to better integrate sales and marketing

account based marketing ideas: Global Content Marketing: How to Create Great
Content, Reach More Customers, and Build a Worldwide Marketing Strategy that Works
Pam Didner, 2014-12-19 Engage Customers Around the World with Cross-Regional Content
Marketing Technology has virtually erased national borders, forever transforming the way we reach
and engage customers, as well as the way we search for and consume content. Global Content
Marketing takes you step-by-step through the process of creating and refining your strategies to
meet this new reality. LEARN HOW TO: Create content that engages people--regardless of their
country and culture Identify key actions and strategies to apply to your projects Connect dots that
others don't see and connect them in ways you never thought of before Content marketing across
geographies is a diff erent animal. In this smart, practical, and authoritative book, Pam Didner has
tamed this animal for all of us. -- DOUG KESSLER, Creative Director, Velocity A valuable guide to
developing and distributing your global content effectively. -- NANCY BHAGAT, former VP, Global
Marketing Strategy, Intel, and current Divisional CMO, TE Connectivity This book is the blueprint
for engineering a modern scalable content marketing operation. -- PAWAN DESHPANDE, CEO,
Curata “Finally the book that explores all critical aspects of global content marketing! Whether you
are a small business or a Fortune 500 company, it is essential to understand the 4P’s developed by
Pam Didner. Read it and take your content strategy to the whole new level. -- EKATERINA WALTER,
author of Think Like Zuck and coauthor of The Power of Visual Storytelling

account based marketing ideas: Content-Based Networking Carbary Carbary, 2019-12-18
There's a reason everyone says it's not what you know, it's who you know. If you're striving to reach
ambitious goals, it's impossible without the right relationships. So how do you reverse-engineer
relationships with the exact people you want to know? Through his podcast B2B Growth and his
company Sweet Fish Media, James Carbary has pioneered a concept called content-based
networking--a new approach to building your professional network. Instead of relying on chance
encounters and random in-person events, content-based networking allows you to connect with
anyone, at any time, and from anywhere in the world. In Content-Based Networking, you'll learn a
proven three-part framework to consistently connect with potential customers, investors, referral
partners, industry influencers, and anyone in between. Using this framework, you'll develop thought
leadership in your industry, while simultaneously creating meaningful relationships with the exact
people that can help you reach your goals and dreams.

account based marketing ideas: Digital and Social Media Marketing Nripendra P. Rana,
Emma L. Slade, Ganesh P. Sahu, Hatice Kizgin, Nitish Singh, Bidit Dey, Anabel Gutierrez, Yogesh K.
Dwivedi, 2019-11-11 This book examines issues and implications of digital and social media
marketing for emerging markets. These markets necessitate substantial adaptations of developed
theories and approaches employed in the Western world. The book investigates problems specific to
emerging markets, while identifying new theoretical constructs and practical applications of digital
marketing. It addresses topics such as electronic word of mouth (eWOM), demographic differences
in digital marketing, mobile marketing, search engine advertising, among others. A radical increase
in both temporal and geographical reach is empowering consumers to exert influence on brands,
products, and services. Information and Communication Technologies (ICTs) and digital media are
having a significant impact on the way people communicate and fulfil their socio-economic,
emotional and material needs. These technologies are also being harnessed by businesses for
various purposes including distribution and selling of goods, retailing of consumer services,
customer relationship management, and influencing consumer behaviour by employing digital
marketing practices. This book considers this, as it examines the practice and research related to
digital and social media marketing.

account based marketing ideas: How to Get a Meeting with Anyone Stu Heinecke, 2016-02-16




[The author] found that getting meetings with previously unreachable people was easier than ever.
Now he shares his tactics and tips in this essential guide for anyone who needs to make contact. In
[this book], Heinecke explains how you can use your own creative Contact Campaigns to get those
critical conversations. He divulges methods he's developed after years of experience and from
studying the secrets of others who've had similar breakthrough results-- results that other marketers
considered impossible, with response rates as high as 100 percent. Through real-life success stories,
Heinecke lays out 20 categories of Contact Campaigns that anyone can research and execute.
Tactics range from running a contact letter as a full-page ad in The Wall Street Journal to
unorthodox uses of the phone, social media, email, and snail mail to using personalized cartoons to
make connections. He also packs in plenty of tips on how to determine your targets, develop pitches,
and gain allies in your contact's circle of influence.--Amazon.com.

account based marketing ideas: 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 ideas: ADKAR ]Jeff Hiatt, 2006 In his first complete text on the
ADKAR model, Jeff Hiatt explains the origin of the model and explores what drives each building
block of ADKAR. Learn how to build awareness, create desire, develop knowledge, foster ability and
reinforce changes in your organization. The ADKAR Model is changing how we think about
managing the people side of change, and provides a powerful foundation to help you succeed at
change.

account based marketing ideas: Content Inc.: How Entrepreneurs Use Content to Build
Massive Audiences and Create Radically Successful Businesses Joe Pulizzi, 2015-09-04
“Instead of throwing money away and sucking up to A-listers, now there is a better way to promote
your business. It’s called content marketing, and this book is a great way to master this new
technique.” -Guy Kawasaki, Chief evangelist of Canva and author of The Art of the Start 2.0 How do
you take the maximum amount of risk out of starting a business? Joe Pulizzi shows us. Fascinate
your audience, then turn them into loyal fans. Content Inc. shows you how. Use it as your roadmap
to startup success.” -Sally Hogshead, New York Times and Wall Street Journal bestselling author,
How the World Sees You If you're serious about turning content into a business, this is the most
detailed, honest, and useful book ever written. -Jay Baer, New York Times bestselling author of
Youtility The approach to business taught all over the world is to create a product and then spend a
bunch of money to market and sell it. Joe outlines a radically new way to succeed in business:
Develop your audience first by creating content that draws people in and then watch your business
sell themselves! -David Meerman Scott bestselling author of ten books including The New Rules of
Sales and Service The digital age has fundamentally reshaped the cost curve for entrepreneurs. Joe
describes the formula for developing a purpose-driven business that connects with an engaged and
loyal audience around content. With brand, voice and audience, building and monetizing a business



is easy. -Julie Fleischer, Sr. Director, Data + Content + Media, Kraft Foods What if you launched a
business with nothing to sell, and instead focused first on serving the needs of an audience, trusting
that the 'selling' part would come later? Crazy? Or crazy-brilliant? I'd say the latter. Because in
today's world, you should serve before selling. -Ann Handley, author of the Wall Street Journal
bestseller Everybody Writes and Content Rules Today, anyone, anywhere with a passion and a focus
on a content niche can build a multi-million dollar platform and business. I did it and so can you. Just
follow Joe's plan and hisContent Inc. model. -John Lee Dumas, Founder, EntrepreneurOnFire The
Internet doesn't need more content. It needs amazing content. Content Inc is the business blueprint
on how to achieve that. If you're in business and are tired of hearing about the need for content
marketing, but want the how and the proof, Content Inc is your blueprint. -Scott Stratten, bestselling
author and President of UnMarketing Inc. Content marketing is by far the best marketing strategy
for every company and Joe is by far the best guru on the topic. I wish this book was available when
we started our content marketing initiative. It would have saved us a huge amount of time and
effort! -Scott Maxwell, Managing Partner/Founder OpenView Venture Partners

account based marketing ideas: The Levitan Pitch. Buy This Book. Win More Pitches Peter
Levitan, 2014-08-28 The Levitan Pitch. Buy This Book. Win More Pitches. is the definitive how-to
guide for every advertising, design, digital and PR agency that wants to increase its odds of winning
new accounts. Based on 30 years of pitching for new accounts, I know that there is no such thing as
a standard marketing services pitch scenario. Every client category, assignment, timetable, budget,
search consultant, procurement system, and client personality is unique. However... While there is
no standard pitch or agency, I know from experience that there are universal pitch criteria that can
be identified and addressed regardless of the type or size of client, specific marketing objectives, or
agency. To that extent, The Levitan Pitch is designed to deliver one master benefit: You will win
more new clients. In Chapter One of this book, I discuss the very high cost of failing to run
well-crafted, efficient pitches. The costs of failure include poor agency staff morale, individual
employee burnout, and the financial cost to an agency's bottom-line that comes from the cost of
participating in four-month agency searches and funding an agency's annual business development
plan. This chapter tells the story of Saatchi & Saatchi Advertising's The Worst Advertising Pitch
Ever. Chapter Two offers an escape hatch. You should not pitch every account that comes knocking.
I give you a handy tool to gauge both the value of the prospective client and your agency's chances
of winning. Chapter Three begins to help you position the pitch for success. We look at the essential
facts of the pitch and dig into understanding the client's mindset by understanding the type of
assignment, type of relationship they are looking for, and what type of agency will fulfill their needs.
Chapter Four delivers the list of The 12 Deadliest Presentation Mistakes. These are identified pitch
killers that come from my personal experience and the experiences of agency CEQ's, clients, and
search consultants. The accompanying cartoons wouldn't be as funny if these mistakes were not
being made over and over, even by the most sophisticated agencies. In Chapter Five I lay out thirty
short but very sweet suggestions for how to build a brilliant presentation that I know will greatly
increase your odds of winning. These ideas cover three core elements of a successful pitch: process
management, content development, and how to deliver a standout presentation. Each rule is
supported by a tip or insight that offers a fast way to achieve your objectives. Chapter Six is all
about don't take my word for it. This chapter brings in valuable learning via fourteen interviews with
a range of communications industry experts. It is informative and often mind-blowing to hear the
pitch related experiences and advice of agency search consultants, compensation experts, an ex
P&G procurement executive, a negotiation trainer, the 4A's, the Association of National Advertisers,
a silicon valley presentation guru, a leading agency strategist, an ex-Nike and W+K executive on
building chemistry, an IP lawyer on who actually owns your pitch ideas, the CEO of a London
advertising agency, and the CEO of an independent agency network who has been on both sides of
the table. Finally, I've included insights about all too common agency pitch mistakes from 16 of the
world's leading search consultants. I hope that you will find the book informative, insightful,
occasionally humorous, and most importantly, a good read that ultimately results in more wins for



your company.

account based marketing ideas: 100 Great Marketing Ideas Jim Blythe, 2009-11-28 Are you
looking for a great idea or some inspiration to make your marketing more effective and cutting
edge? This book contains 100 great marketing ideas, extracted from the world’s best companies.
Ideas provide the fuel for individuals and companies to create value and success. Indeed the power
of ideas can even exceed the power of money. One simple idea can be the catalyst to move markets,
inspire colleagues and employees, and capture the hearts and imaginations of customers. This book
can be that very catalyst. Each marketing idea is succinctly described and is followed by advice on
how it can be applied to the reader’s own business situation. A simple but potentially powerful book
for anyone seeking new inspiration and that killer application.

account based marketing ideas: Brand Leadership David A. Aaker, Erich Joachimsthaler,
2012-12-11 Management fads come and go in the blink of an eye, but branding is here to stay.
Closely watched by the stock market and obsessed over by the biggest companies, brand identity is
the one indisputable source of sustainable competitive advantage, the vital key to customer loyalty.
David Aaker is widely recognised as the leading expert in this burgeoning field. Now he prepares
managers for the next wave of the brand revolution. With coauthor Erich Joachimsthaler, Aaker
takes brand management to the next level - strategic brand leadership. Required reading for every
marketing manager is the authors' conceptualisation of 'brand architecture' - how multiple brands
relate to each other - and their insights on the hot new area of Internet branding. Full of impeccable,
intelligent guidance, BRAND LEADERSHIP is the visionary key to business success in the future.

account based marketing ideas: Solution Selling: Creating Buyers in Difficult Selling
Markets Michael T. Bosworth, 1995 In this age of rapidly-advancing technology, sales professionals
need a reliable method for selling products and services that are perceived as sophisticated or
complex. This book offers techniques for overcoming the customer's resistance, showing how to
generate prospects and new business with a unique value-perception approach, create a set of tools
that enable sales managers to manage pipeline, assign prospecting activity, control the cost of sales,
and more.

account based marketing ideas: A Technique for Producing Ideas James Webb Young,
2019-01-18 A practical step-by-step technique for sparking breakthrough creativity in any field.
Since its publication in 1965, A Technique for Producing Ideas has helped thousands of advertising
copywriters smash through internal barriers to unleash their creativity. Professionals from poets and
painters to scientists and engineers have also used the techniques in this concise, powerful book to
generate exciting ideas on demand, at any time, on any subject.

account based marketing ideas: The Marketing of Ideas and Social Issues Seymour H.
Fine, 1981

account based marketing ideas: Obviously Awesome April Dunford, 2019-05-14 You know
your product is awesome-but does anybody else? Successfully connecting your product with
consumers isn't a matter of following trends, comparing yourself to the competition or trying to
attract the widest customer base. So what is it? April Dunford, positioning guru and tech exec, is
here to enlighten you.

account based marketing ideas: Strategy Is Your Words Mark Pollard, 2020-08-11

account based marketing ideas: Spear Selling Jamie Shanks, 2019-01-05 The ultimate
Account-based Sales guide for the modern, digital seller. SPEAR Selling is the battle-tested process
for both sales leaders and sales professionals to leverage in their pursuit for greater account-based
sales results. Author Jamie Shanks has trained and advised 100's of companies on SPEAR Selling to
increase sales pipeline in all types of sales functions (inside sales, field sales, customer success,
channel sales). The key to account-based sales results is the focus on upfront planning that leverage
key competitive differentiators, used to significantly improve account activation and opportunity
creation. Combine this focus on account planning, with a relentless accountability to structured
sales activity, and this account-based motion will: -Increase the volume of opportunities in a territory
-Shorten the timeline to opportunity creation in key accounts -Increase the conversion of prospective



accounts into customers -Select the right accounts -Plan & Storyboard the engagement strategy
-Engage with a structured process -Activate & educate with a Bold & Different strategy than the
competition -Run or Replace (build sales pipeline with an objective framework). If you or your sales
organization is running an account-centric sales motion, and you're not leveraging social proximity
as a key competitive differentiator in your account selection process - you've already lost your
competitive advantage. Let this book be your guide to being first, bold and different in your service
of the modern, digital buyer.

account based marketing ideas: Pain Management and the Opioid Epidemic National
Academies of Sciences, Engineering, and Medicine, Health and Medicine Division, Board on Health
Sciences Policy, Committee on Pain Management and Regulatory Strategies to Address Prescription
Opioid Abuse, 2017-10-28 Drug overdose, driven largely by overdose related to the use of opioids, is
now the leading cause of unintentional injury death in the United States. The ongoing opioid crisis
lies at the intersection of two public health challenges: reducing the burden of suffering from pain
and containing the rising toll of the harms that can arise from the use of opioid medications. Chronic
pain and opioid use disorder both represent complex human conditions affecting millions of
Americans and causing untold disability and loss of function. In the context of the growing opioid
problem, the U.S. Food and Drug Administration (FDA) launched an Opioids Action Plan in early
2016. As part of this plan, the FDA asked the National Academies of Sciences, Engineering, and
Medicine to convene a committee to update the state of the science on pain research, care, and
education and to identify actions the FDA and others can take to respond to the opioid epidemic,
with a particular focus on informing FDA's development of a formal method for incorporating
individual and societal considerations into its risk-benefit framework for opioid approval and
monitoring.

account based marketing ideas: Digital Marketing Excellence Dave Chaffey, PR Smith,
2022-07-22 Now in its sixth edition, the hugely popular Digital Marketing Excellence is a practical
guide to creating and executing integrated digital marketing plans, combining established
approaches to marketing planning with the creative use of new digital models and digital tools.
Written by two highly experienced digital marketing consultants, the book shows you how to: Draw
up an outline integrated digital marketing plan Evaluate and apply digital marketing principles and
models Integrate online and offline communications Implement customer-driven digital marketing as
part of digital transformation Reduce costly trial and error Measure and enhance your digital
marketing Learn best practices for reaching and engaging your audiences using the key digital
marketing platforms. This new edition has been streamlined to seamlessly integrate the latest
developments in digital analytics, ethics and privacy, Predictive Analytics, Machine Learning and
Artificial Intelligence. Including new international case studies and up-to-date examples throughout,
this book cuts through the jargon to show marketers how to leverage data and digital technologies
to their advantage. Offering a highly structured and accessible guide to a critical and far-reaching
subject, Digital Marketing Excellence, 6th edition, provides a vital reference point for all digital
marketing students, and managers involved in digital marketing strategy and implementation.
Online resources have been fully updated for the new edition and include a new set of PowerPoint
slides and a full test bank of questions and exercises.

account based marketing ideas: Talk Triggers Jay Baer, Daniel Lemin, 2018-10-02 Talk
Triggers is the definitive, practical guide on how to use bold operational differentiators to create
customer conversations, written by best-selling authors and marketing experts Jay Baer and Daniel
Lemin. Word of mouth is directly responsible for 19% of all purchases, and influences as much as
90%. Every human on earth relies on word of mouth to make buying decisions. Yet even today, fewer
than 1% of companies have an actual strategy for generating these crucial customer conversations.
Talk Triggers provides that strategy in a compelling, relevant, timely book that can be put into
practice immediately, by any business. The key to activating customer chatter is the realization that
same is lame. Nobody says let me tell you about this perfectly adequate experience I had last night.
The strategic, operational differentiator is what gives customers something to tell a story about.



Companies (including the 30+ profiled in Talk Triggers) must dare to be different and exceed
expectations in one or more palpable ways. That's when word of mouth becomes involuntary: the
customers of these businesses simply MUST tell someone else. Talk Triggers contains: Proprietary
research into why and how customers talk More than 30 detailed case studies of extraordinary
results from Doubletree Hotels by Hilton and their warm cookie upon arrival, The Cheesecake
Factory and their giant menu, Five Guys Burgers and their extra fries in the bag, Penn & Teller and
their nightly meet and greet sessions, and a host of delightful small businesses The 4-5-6 learning
system (the 4 requirements for a differentiator to be a talk trigger; the 5 types of talk triggers; and
the 6-step process for creating talk triggers) Surprises in the text that are (of course) word of mouth
propellants Consumers are wired to discuss what is different, and ignore what is average. Talk
Triggers not only dares the reader to differentiate, it includes the precise formula for doing it.
Combining compelling stories, inspirational examples, and practical how-to, Talk Triggers is the first
indispensable book about word of mouth. It's a book that will create conversation about the power of
conversation.

account based marketing ideas: Elf on the Shelf Official Annual 2020 Little Brother
Books, 2019-09-06 Have you been naughty or nice? Get set for Christmas with our brand new
magical Annual! Enjoy Elf-themed activities, stories and makes in this charming new Annual and
help make it the best Christmas holiday ever! Includes recipes, craft ideas, quizes, puzzles, jokes,
fun facts, etc.

account based marketing ideas: How Brands Grow Byron Sharp, 2010-03-11 This book
provides evidence-based answers to the key questions asked by marketers every day. Tackling issues
such as how brands grow, how advertising really works, what price promotions really do and how
loyalty programs really affect loyalty, How Brands Grow presents decades of research in a style that
is written for marketing professionals to grow their brands.

account based marketing ideas: Principles of Marketing Gary M. Armstrong, Stewart
Adam, Sara Marion Denize, Michael Volkov, Philip Kotler, 2018 An introduction to marketing
concepts, strategies and practices with a balance of depth of coverage and ease of learning.
Principles of Marketing keeps pace with a rapidly changing field, focussing on the ways brands
create and capture consumer value. Practical content and linkage are at the heart of this edition.
Real local and international examples bring ideas to life and new feature 'linking the concepts' helps
students test and consolidate understanding as they go. The latest edition enhances understanding
with a unique learning design including revised, integrative concept maps at the start of each
chapter, end-of-chapter features summarising ideas and themes, a mix of mini and major case
studies to illuminate concepts, and critical thinking exercises for applying skills.

account based marketing ideas: Lead Generation for the Complex Sale: Boost the Quality and
Quantity of Leads to Increase Your ROI Brian Carroll, 2010-06-08 Lead Generation for the Complex
Sale arms you with a sophisticated multimodal approach to generating highly profitable leads. Brian
Carroll, CEO of InTouch Incorporated and expert in lead generation solutions, reveals key strategies
that you can implement immediately to win new customers, accelerate growth, and improve your
sales performance. You'll start by defining your ideal leads and targeting your ideal customer. Then,
you'll construct your lead generation plan, a crucial step to staying ahead of your competition
long-term. To help you put your plan into action, Carroll guides you step by step to: Align sales and
marketing efforts to optimize the number of leads Use multiple lead generation vehicles, including
e-mail, referrals, public relations, speaking events, webinars, and more Create value for the
prospective customer throughout the buying process Manage a large group of leads without feeling
overwhelmed Identify and prioritize your best prospects Increase the percentage of leads who
become profitable customers Avoid lulls in the sales cycle With Lead Generation for the Complex
Sale you'll learn how to target prospects early in the buying process and make the most efficient use
of sales productivity and marketing resources.

account based marketing ideas: Predictable Prospecting: How to Radically Increase Your B2B
Sales Pipeline Marylou Tyler, Jeremey Donovan, 2016-08-19 The proven system for rapid B2B sales




growth from the coauthor of Predictable Revenue, the breakout bestseller hailed as a “sales bible”
(Inc.) If your organization’s success is driven by B2B sales, you need to be an expert prospector to
successfully target, qualify, and close business opportunities. This game-changing guide provides the
immediately implementable strategies you need to build a solid, sustainable pipeline—whether
you're a sales or marketing executive, team leader, or sales representative. Based on the acclaimed
business model that made Predictable Revenue a runaway bestseller, this powerful approach to B2B
prospecting will help you to: ¢ Identify the prospects with the greatest potential * Clearly articulate
your company’s competitive position ¢ Implement account-based sales development using ideal
account profiles * Refine your lead targeting strategy with an ideal prospect profile ¢ Start a
conversation with people you don’t know ¢ Land meetings through targeted campaigns * Craft
personalized e-mail and phone messaging to address each potential buyer’s awareness, needs, and
challenges. * Define, manage, and optimize sales development performance metrics * Generate
predictable revenue You'll learn how to target and track ideal prospects, optimize contact
acquisition, continually improve performance, and achieve your revenue goals—quickly, efficiently,
and predictably. The book includes easy-to-use charts and e-mail templates, and features full online
access to sample materials, worksheets, and blueprints to add to your prospecting tool kit. Following
this proven step-by-step framework, you can turn any B2B organization into a high-performance
business development engine, diversify marketing lead generation channels, justify marketing ROI,
sell into disruptive markets—and generate more revenue than ever. That’s the power of Predictable
Prospecting.

account based marketing ideas: The Smart Marketing Book Dan White, 2020 In today's
complex commercial environments, marketing has become a central aspect to every successful
business. Businesses need flexible, effective means of gaining commercial traction by managing
their relationships with audiences, stakeholders and competitors. They require effective marketing
and branding that move beyond the standard forms of brand orientation and commercial interaction.
New marketing models must think smart to create innovative strategies which have long-term
sustainable economic goals. The Smart Marketing Book is a practical, reliable and concise title that
offers the core marketing principles - applicable for anyone who wishes to improve their
organization's financial and creative values. It is a straightforward guide that avoids unnecessary
and time-consuming practices. An illustrative handbook that covers marketing principles and topics
through visual innovation. A credible statement to all marketers trying to source the most relevant
strategies from a field cursed with infinite information.

account based marketing ideas: HBR's 10 Must Reads on Sales (with Bonus Interview of
Andris Zoltners) (HBR's 10 Must Reads) Harvard Business Review, Philip Kotler, James C. Anderson,
Jr., Andris Zoltners, Manish Goyal, 2017-05-23 Sales isn't about pushing products or being efficient;
it's about building the right systems to manage and empower your salespeople. If you read nothing
else on sales, read these 10 articles. We've combed through hundreds of Harvard Business Review
articles and selected the most important ones to help you understand how to create the conditions
for sales success. This book will inspire you to: Understand your customer's buying center Integrate
your sales and marketing operations Assess your business cycle and its impact on your sales force
Transition away from solution sales Leverage the power of micromarkets Introduce tiebreaker
selling and consensus selling Motivate your sales force properly This collection of articles includes
Major Sales: Who Really Does the Buying, by Thomas V. Bonoma; Ending the War Between Sales
and Marketing, by Philip Kotler, Neil Rackham, and Suj Krishnaswamy; Match Your Sales Force
Structure to Your Business Life Cycle, by Andris A. Zoltners, Prabhakant Sinha, and Sally E.
Lorimer; The End of Solution Sales, by Brent Adamson, Matthew Dixon, and Nicholas Toman; Selling
into Micromarkets, by Manish Goyal, Maryanne Q. Hancock, and Homayoun Hatami; Dismantling
the Sales Machine, by Brent Adamson, Matthew Dixon, and Nicholas Toman; Tiebreaker Selling, by
James C. Anderson, James A. Narus, and Marc Wouters; Making the Consensus Sale, by Karl
Schmidt, Brent Adamson, and Anna Bird; The Right Way to Use Compensation, by Mark Roberge;
How to Really Motivate Salespeople, by Doug J. Chung; and Getting Beyond 'Show Me the Money, '



an interview with Andris Zoltners by Daniel McGinn.

account based marketing ideas: Disruptive Marketing Geoffrey Colon, 2016-08-09 With 75
percent of screen time being spent on connected devices, digital strategies have moved front and
center of marketing plans. Getting a message through to customers, and not just in front of them for
a second before being thrown away, requires radical rethinking. What if that’s not enough? How
often does consumer engagement go further than the “like” button? With the average American
receiving close to 50 phone notifications a day, do the company messages get read or just tossed
aside? The reality is that technology hasn’t just reshaped mass media; it’s altering behavior as well.
Disruptive Marketing challenges you to toss the linear plan, strip away conventions, and open your
mind as it takes you on a provocative, fast-paced tour of our changing world, where you’ll find that:
Selling is dead, but ongoing conversation thrives Consumers generate the best content about brand
People tune out noise and listen to feelings Curiosity leads the marketing team Growth depends on
merging analytics with boundless creativity Packed with trends, predictions, interviews with
big-think marketers, and stories from a career spent pushing boundaries, Disruptive Marketing is
the solution you've been looking for to boost your brand into new territory!

account based marketing ideas: Digital Marketing Annmarie Hanlon, 2021-12-15 An
unbiased, balanced guide to all aspects of digital marketing planning and strategy, from social
media, mobile and VR marketing to objectives, metrics and analytics.

account based marketing ideas: Maximizing Lead Generation Ruth Stevens, 2012 The
Hands-On, Up-to-the-Minute Guide to Generating Better-Qualified, Quicker-to-Close B2B Leads!
Lead generation is Job One: B2B marketers' single most important objective. Maximizing Lead
Generation brings together everything you need to know to do it right. Fast-paced and 100%
practical, it will help you achieve outstanding results in any B2B marketplace from enterprise
technology to industrial equipment to professional services. World-renowned expert Ruth P. Stevens
helps you bring science and systematization to all facets of lead generation, building on process,
best practices, continuous testing, and ongoing improvement. You'll learn how to maximize the value
of tried-and-true B2B tools and the newest social, web, and search technologies. Stevens offers
indispensable insights for the entire lead lifecycle, including qualification, nurturing, measurement,
and tracking. Organized for clarity, usability, and speed, this book will help you supercharge
salesforce productivity and company profits. You'll Learn How To: - Develop and refine rules that
consistently lead to higher-quality leads - Gain deeper insights into your customers and their buying
processes - Build sophisticated, accurate marketing databases - Identify the media most likely to
work for you - Execute highly effective campaigns - Drive huge ROI improvements - Use BANT and
other qualification criteria - Apply new nurturing techniques to convert duds into diamonds - Track
results and quantify the business value of campaigns - Utilize best practices content marketing and
marketing automation - Integrate continuous improvement into lead generation - Discover 10 trends
that will transform the way you prospect

account based marketing ideas: Mean People Suck Michael Brenner, 2019-10-25 Are you
happy? Like your job? Most people report low engagement and enthusiasm in their careers. And
point their finger at a negative work culture, a mean boss... co-worker... or customer. Mean people
suck. Some leaders believe that they need to be mean in order to be effective. Their lack of
compassion creates negative relationships that lowers performance and profits Michael Brenner's
Mean People Suck uses real-life experience and proven research to show why instead of blaming
others, we can look inside ourselves, and learn how to use empathy to defeat mean in every
situation. This insightful guide shows leaders, and employees how more emotional communication
increases profits and enhances lives. You'll learn: Why employees are unhappy and the power of
empathy to turn things around. How organizational charts disengage employees by neglecting the
human element. Why empathy seems counter-intuitive to success. The secrets to a happy,
meaningful and impactful career. If you're ready to enjoy a more gratifying professional and
personal life, this book's stories and proven tips will help get you there - even if Mean People Suck.

account based marketing ideas: Easy and Inexpensive Strategies for Making Big Profits from



Your Small Business Jay Conrad Levinson, 2017-08-07 Easy and Inexpensive Strategies for Making
Big Profits from Your Small Business By Jay Conrad Levinson

Additional Resources

Create a Google Account - Computer - Google Account Help

A business account also makes it easier to set up Google Business Profile,
which helps improve your business visibility and manage your online
information. When you create a Google ..

Use Gmail to access your Google Account

Follow the onscreen information to add Gmail to your account. When you add
Gmail, your Gmail address will become the primary username on your account.
It will be what others see when ..

Google Account Help

Official Google Account Help Center where you can find tips and tutorials on
using Google Account and other answers to frequently asked questions.

Change or reset your password - Computer - Google Account Help

Follow the steps to recover your account. You'll be asked some questions to
confirm it's your account and an email will be sent to you. If you don’t get
an email: Check your Spam or Bulk ..

Come recuperare 1'Account Google o Gmail

Recuperare un Account Google eliminato. Se hai eliminato il tuo Account
Google di recente, puoi seguire i passaggi per recuperare il tuo account. E
ancora impossibile accedere Creare un ..

Crea un Account Google

Un account Gmail e uno dei diversi servizi Google che puoi utilizzare e con
cui puoi salvare i dati se hai un Account Google. Altri servizi che puoi
utilizzare con il tuo Account Google includono: ..

Find, control & delete the info in your Google Account

Timeline is a Google Account setting that creates a personal map that helps
you remember places you visit, routes you use, and trips you take. When you
have Timeline turned on, your device ..

Make your account more secure - Google Help

A green shield with a check mark means your account is healthy and no
immediate action is needed. To check for notifications: Sign into your Google
Account. At the top right, select your ..

Create a Gmail account - Gmail Help - Google Help

Create an account . Tip: To use Gmail for your business, a Google Workspace
account might be better for you than a personal Google Account. With Google
Workspace, you get increased ..

Sign in with Google - Google Account Help



If you delete your third-party account, your Google Account is unaffected,
because third-party accounts and Google Accounts are independent of each
other. The third party doesn’t notify ..

Create a Google Account - Computer - Google Account H..
A business account also makes it easier to set up Google Business Profile,
which helps improve your business visibility and manage your online ..

Use Gmail to access your Google Account
Follow the onscreen information to add Gmail to your account. When you add
Gmail, your Gmail address will become the primary username on your ..

Google Account Help
Official Google Account Help Center where you can find tips and tutorials on
using Google Account and other ..

Change or reset your password - Computer - Google Accoun..
Follow the steps to recover your account. You'll be asked some questions to
confirm it's your account and an email will be sent to you. If ..

Come recuperare l'Account Google o Gmail

Recuperare un Account Google eliminato. Se hai eliminato il tuo Account
Google di recente, puoi seguire i passaggi per recuperare il tuo ..
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