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Goals & Objectives
ABM s not a one-size-fils-all strategy.. Understanding what specific results you hope
1o achieve with ABM is a critical first step 1o ensuring ¢ the mast from your
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What are the KPls by which you'll measure success? {Remember, ABM success isnl
reasired i leads but rather by such orteria as Markets alified Accourts,
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Target Accounts
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organizations with the greatest revenue potential bul also the greatest propensity (o
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Internal Buy-In
ABM is most successiul when it's atollabe
. s should be committed 1o the
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Use Cases
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Content
Personalized, relevant content ) 4 ke adfient for ABM success.
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Technologies
You dontt necessarily need technology 1o execute ABM. But the right technology can
make ABM more effective or easier to implement at scale.

Wit techiralogies do you havein place today that right be leveraged
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