
ABM 2.0
Transforming traditional account-based marketing into a
highly targeted, intelligent, and multi-channel strategy

Here’s how



Traditional ABM relied on static account lists, but ABM
2.0 leverages AI and machine learning to analyze vast
amounts of data and identify high-intent accounts.

AI-powered tools can detect buying signals,
engagement patterns, and company activities to
predict which accounts are more likely to convert.

This ensures marketing and sales teams prioritize the
right accounts rather than wasting resources on low-
intent prospects.

AI-Driven Targeting &
Predictive Analytics



Gone are the days of generic messaging! ABM 2.0
enables ultra-personalized outreach based on a
prospect’s role, interests, and behavior.

Dynamic content, adaptive landing pages, and AI-
generated insights deliver tailored experiences for
each decision-maker within an account.

Example: Instead of a single email blast, ABM 2.0
creates customized email sequences and LinkedIn
messages specific to different stakeholders (CFOs vs.
CTOs).

Personalization at
Scale



Email is no longer enough! ABM 2.0 orchestrates
engagement across multiple platforms – LinkedIn,
programmatic ads, content marketing, direct mail, and even
chatbots.

A 360-degree approach ensures target accounts see
consistent messaging across different touchpoints,
improving brand recall and engagement.

Example: A decision-maker first sees a LinkedIn ad, then
reads a personalized email, and later receives an invite to an
exclusive webinar – all reinforcing the same message.

Multi-Touch, Multi-Channel
Engagement



ABM 2.0 focuses on real-time intent data rather than just
demographic or firmographic information.

By monitoring content consumption, competitor
interactions, and search behavior, marketers can identify
when an account is actively researching a solution and
engage them at the perfect moment.

Example: If a target company is reading whitepapers on
cybersecurity, an ABM 2.0 campaign automatically triggers
relevant ads, emails, or LinkedIn outreach to address that
specific need.

Intent-Based Marketing &
Real-Time Buying Signals



One of the biggest challenges in traditional ABM was the
disconnect between marketing and sales. 

ABM 2.0 ensures:

Shared data and insights so both teams work off the same
information.
Automated workflows where marketing nurtures leads until
sales is ready to step in at the right stage.
Closed-loop reporting that continuously improves targeting
and engagement strategies.

Sales & Marketing Alignment
for Seamless Execution



ABM 2.0 isn’t just about targeting accounts—it’s
about engaging the right people, at the right time,
through the right channels, with the right
message.
 

Is your company ready to implement ABM 2.0? 
Let’s discuss how to make it work for your business! 
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