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Introduction

For B2B SaaS companies, ABM is the key to 
sustainable growth.
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87% of marketers say Account Based 
Marketing delivers a higher ROI compared to 
traditional strategies (ITSMA).

95% of ABM-focused accounts show higher 
retention, compared to 84% for non-ABM 
accounts.

This white paper will explore the challenges 
of ABM implementation and provide 
actionable strategies to maximize ROI.

Companies with aligned sales and marketing 
teams report an average 208% increase in 
revenue (HubSpot).

Account Based Marketing led organizations 
report pipeline moving 234% faster due to 
early engagement in the buying cycle.



ABM is hard, especially when it comes to budget, data, alignment and results.

Key Findings

Budgeting Issues

Difficult to allocate budget, especially for long-term 
initiatives.
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ABM Challenges

Gathering, cleaning, and using data to personalize 
messaging is crucial.

Data Challenges

Alignment Issues

Getting everyone on board, from sales to marketing, 
is vital.



ABM Challenges

Account based marketing can be costly both in terms of technology 
needed (buyer intent tools), as well as commitment and resources 
needed from the wider organisation.

Measuring Success

Tracking, attributing, and reporting on ROI can be difficult.

Key Findings
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Creating personalized content

Understanding and acting on the data

Since campaigns need to be highly personalized, content and 
insights have to be tailored to each target group or buyer 
persona. This requires time and resourrces. 

Do you rely exclusively on data to inform decisions - on for 
example your 'must win' target list? Or do you allow the sales 
or product team to drive those decisions? 



Actionable Strategies
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Build a comprehensive profile of each target account, including 
their business needs, challenges, and goals.

Start with a clear and defined target audience, identifying your 
ideal customers based on specific criteria.

For Success

Develop personalized messaging and content that resonates with 
their unique pain points and aspirations.

Create unified ABM playbooks that define roles, goals and 
workflows connecting both marketing and sales teams seamlessly. 

Utilize a mix of marketing channels to reach your target accounts 
effectively, from social media to email and events.

Schedule regular check-ins (HubSpot call them 'Smarketing' 
meetings). Co-develop ICPS, jointly chose target accounts to 
ensure making ABM a success.



ABM is evolving, incorporating new tech, data, and personalized experiences.

Key Trends

AI Integration

AI tools can automate tasks, analyze data, and 
personalize messaging.
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Emerging Trends

Data is key to understanding target accounts and 
optimizing campaigns.

Data-Driven Insights

Personalized Experiences

Focus on delivering tailored content and 
interactions to each account.



Summary

Implementing ABM requires alignment, data precision, and 
continuous optimization.
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Account Based Marketing Tools on their own are no magic 
bullet but can act as the 'assist' when combined with a 
cohesive stratety and effective tactics.

Understanding your market, and the pain points of the 
individuals you're aiming to close business with remains the 
key to moving from engagement to sales conversion  

For more in-depth discussion of Account Based Marketing,  
read about our recent ABM roundtable with CMOs of B2B SaaS 
companies at www.rudylearningaboutstartups.com. 

https://rudylearningaboutstartups.com/what-is-abm%3F

