97%

of marketers achieved
higher ROl with ABM
than with any other
marketing initiatives
- Alterra Group
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ABM brings sales and marketing teams

even closer together - harnessing both

teams' strengths to land the company's
hottest prospects.

READY FOR A NEW
MARKETING APPROACH
WITH BETTER ROI?

LET’S TALK!


https://www.itsma.com/pdfs/research/2013ABMSurvey_AbbrSummary.pdf
https://www.itsma.com/pdfs/research/2013ABMSurvey_AbbrSummary.pdf
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HERE'S THE ABM PROCESS IN A
NUTSHELL
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HOW DOES IT WORK?
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If you're trying to grow
revenue, but feel like your
current marketing efforts
aren’t delivering results, it
might be time to try
account-based marketing
(ABM).



