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Account Based Marketing (ABM) has become a cornerstone strategy for companies
looking to enhance their marketing efficiency, drive growth, and maximize returns.

However, as with any significant investment, B2B leaders want to know: What kind of
return on investment (ROI) can we realistically expect from implementing an ABM
platform?e

This whitepaper delves into the tangible and intangible benefits of ABM, explores real-world use cases,
and outlines the key factors influencing ROL.

Whether you're at the early stages of considering an ABM platform or looking to optimize your current
strategy, this guide will provide the insights you need to make informed decisions.
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The ABM advantage - Understanding the potential RO
What makes ABM different?
Traditional B2B marketing often relies on broad, volume-based approaches to lead generation. In contrast, ABM
focuses on identifying, engaging and converting high-value accounts. This strategic shift allows companies to align
their marketing and sales efforts around the most promising opportunities and lifting customer experience - resulting in
higher win rates and shorter sales cycles.
The metrics that matter
While many companies focus on top-of-funnel metrics, best practice ABM is uniquely positioned to deliver value
across multiple stages of the customer journey. Some key metrics to consider when measuring ABM ROl include:
e Account engagement score: Measures the depth and frequency of interactions with target accounts.
e Pipeline influence: Tracks the contribution of ABM efforts to pipeline growth and acceleration.
e Closed-won revenue: Reflects the direct impact of ABM campaigns on revenue generation.
e Customer lifetime value (CLTV): Assesses the long-term value of high-quality accounts driven by ABM strategies.
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Increased revenue from targeted accounts Shorter sales cycles
The primary goal of ABM is to drive revenue by One of the most compelling benefits of ABM is its ability
focusing on high-value accounts that are more likely to to accelerate the sales process. By engaging key
convert. decision-makers early on with personalized content,
ABM helps reduce the fime it takes to move prospects
By delivering tailored messaging and content, B2B from interest to purchase.
companies can enhance their chances of closing
deals with these accounts. Key tactics:
e Leveraging intent data to identify accounts
Industry insight: showing buying signals.
According to ITSMA, 76% of B2B marketers report that ABM * Providing sales teams with insights fo failor their
delivers a higher ROl than any other type of marketing outreach.
trat .
S e Aligning marketing efforts with sales priorities to
ensure a cohesive strategy.
\\ A
’\\ =s. /\\
_\. ” \ s
/\\ Y ";



ABM fosters closer collaboration between marketing Efficiency is a critical component of marketing RO,

and sales teams. By focusing on shared goals, such as and ABM excels in optimizing resource allocation.
specific target accounts and revenue outcomes, both Instead of spreading budgets thin across a wide
teams can work more effectively towards common audience, ABM focuses resources on accounts with
objectives. the highest potential for return.

Reduced spend on low-value leads and channels.
Improved targeting and personalization increase

e Unified messaging ensures a consistent experience
for target accounts.

e Shared KPIs encourage both teams to prioritize engagement rates.
high-value opportunities. e Enhanced fracking and measurement of marketing
¢ Increased transparency and communication boost performance.

efficiency and performance.
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Higher customer lifetime value (CLTV)

ABM not only helps acquire new customers but also enhances
the value of existing accounts. By delivering tailored
experiences and ongoing engagement, companies can
nurture long-term relationships that increase customer retention
and upsell opportunities.

How ABM increases CLTV:

e Personalized content for upsell and cross-sell opportunities.

e Continuous engagement to foster loyalty and advocacy.

¢ Proactive communication to anticipate and address
customer needs.

Enhanced brand reputation

By focusing on personalized, high-value interactions,
ABM can significantly enhance a company's brand
reputation among target accounts. Establishing your
brand as a trusted partner can have long-term benefits
that extend beyond immediate revenue.

Strategic advantages:

e Positioning as an industry thought leader.
¢ Increased brand trust and credibility.
e Higher referral rates from satisfied accounts.
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While ABM offers substantial potential for ROI, success depends on several critical factors:

The effectiveness of an ABM strategy hinges on the quality of your data. An accurate and up-to-date
database is essential for targeting the right accounts and delivering personalized content.

Best practice:
Invest in data enrichment tools and CRM integration to ensure your ABM platform has access to the best possible data.

This is essential for driving personalized, targeted campaigns, improving lead scoring, and ultimately increasing the success and
ROI of your ABM strategy.

By combining these tools, you not only improve the effectiveness of your marketing efforts but also create a more seamless and
efficient process that aligns marketing and sales feams toward common goals.




To achieve scalable success, your ABM strategy needs ABM is not a “set it and forget it"” strategy. To maximize

to be supported by robust technology. ABM platforms ROI, continuous monitoring and optimization are
provide the automation, analytics, and reporting essential. Use performance data to refine your
capabilities needed to optimize campaigns and approach, focusing on the accounts and tactics that

measure performance. drive the best results.

e Ensure seamless integration with your existing e Account engagement and response rates.
MarTech stack. e Conversion rates at different stages of the funnel.

e Leverage Al-powered insights for predictive e Contribution to pipeline growth and revenue.
analyfics.

e Use automation to personalize outreach at scale.
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Realistic expectations for ABM RO \/

Let’s answer the original question: What kind of return on investment can we realistically expect from
implementing an ABM platform®@

While every company'’s results will vary based on factors like industry, market conditions, and internal
capabilities - B2B organizations adopting ABM platforms typically expect:

20-30% increase in conversion rates: Targeted, personalized messaging drives higher engagement and faster
decision-making.

25-40% shorter sales cycles: Focusing on high-value accounts and delivering tailored content speeds up the
buyer journey.

35% reduction in marketing spend waste: By concentrating resources on accounts with the highest RO
potential, ABM reduces costs associated with low-value leads.

50% increase in account retention and upsell: Deepening relationships with existing customers through
personalized engagement,
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Is an ABM platform worth the investmente

For medium to large B2B enterprises, implementing an ABM platform can deliver
transformative results.

From increased revenue and improved sales alignment 1o enhanced customer lifetime
value - the benefits extend far beyond the inifial investment.

However, achieving these outcomes requires careful planning, quality data, and ongoing
optimization.

At Sojourn Solutions, our experts are here to guide you, every step of the way.
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