
Traditional Marketing
vs

Account-Based Marketing

Unlearning and

the B2B
funnel

Relearning

27% of ABM marketers reported over
50% increase in C-level engagement

Almost 62% of marketers say they account 
for a positive impact after adopting the 
ABM approach

87% of marketers who followed ABM have 
out-performed all other marketing activities

1 in 5 five accounts that were targeted as a 
result of ABM has qualified for a sales 
opportunity

Factors that make ABM a success in an organization

Creating and executing highly-customized 
programs for individual accounts

Creating and executing lightly-customized 
programs for clusters of account with 
similar issues and needs

Leveraging technology to tailor and 
personalize marketing campaigns for 
specific, named accounts at scale
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ABM helps the marketers to push 
personalized marketing content to the 
decision-makers at the right time, 
whereas traditional marketing focuses 
on reaching out to high volume list

Most critical factors in
driving ABM success

Alignment with sales

Identifying target accounts

Ability to measure success

Budget

People/resources

Having the right content 

Technology
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Account-Based MarketingTraditional Marketing

Attract leads

Personalize & Engage

Score leads

Score accounts

Expand, personalize &
engage

Build relationships

For more information, please visit www.latentview.com or follow us on LinkedIn,
Email: sales@latentview.com


