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Online Publishers Campaign



Key Objective
Build an Account-Based Marketing Campaign to establish a robust £500,000 pipeline 
and accelerate market penetration, all within a new strategic vertical.

Initiatives

Focus on breaking into the 
US-based online publishing 
sector, with a targeted 
emphasis on Salesforce-
enabled organizations.

Mid-market to enterprise-
scale publishers with 1,000–
5,000 employees and annual 
revenues exceeding $1 
billion.

Fast-track opportunity 
development within the 
Publishers segment through 
targeted outreach, Strong 
Sales & Marketing 
alignment, personalised
engagement, and strategic 
partnerships.

Drive Qualified Pipeline 
Growth

Expand into New 
Strategic Segment

Target Profile Accelerate Deal Velocity
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Generate and nurture a 
£500,000+ pipeline by 
targeting high-value 
opportunities aligned with our 
Ideal Customer Profile (ICP) 
and Total Addressable Market 
(TAM).
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Chief Information Officers

Directors of Sales Operations

Heads of IT

Sales Leaders

Chief Financial Officers

Buyer Personas
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75 Attendees
WEBINAR

12 Participants
ROUNDTABLE

500+ Leads 
E-BOOK

Campaign Workflow
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Drive Results Through Diverse Ad Solutions

SPONSORED CONTENT

Video Ad │Single Image
Ad  │Carousel Ad 

SPONSORED MESSAGING

Message Ad │ Conversation Ad

ADDITIONAL AD FORMATS

Dynamic Ad │ Text Ad



Unlocking the Power of Matched Audiences

Integrating LinkedIn Paid Social with your 
Account-based Marketing, Customer Relationship 
Management & Marketing Automation Platforms 
to guarantee high-converting leads.
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A/B Testing for HubSpot success
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Ensuring Effective Email Campaigns

Objective
Define a clear goal for every email.

Testers
Use a focused test group—no larger 
than four individuals

Test
Preview and test all emails first.

Experts
Ensure all group members are 
experts in relevant disciplines.



Tracking In-Market Buying Stages
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Online Publisher Campaign Results
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AWARENESS

CONSIDERATION

DECISION

PURPOSE

500+ contacts

100+ Contacts

6 Prospects

1 Sale

Sales cycle = Nine months

ROI = 4X

Pipeline =  80% of Target

Learnings: Better sales/marketing alignment, & 

internal communications



THANK YOU


