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DRIVING SUCCESSFUL ABM CAMPAIGNS
THROUGH COLLABORATION WITH BUSINESS

DEVELOPMENT AND SALES TEAMS

OBJECTIVES
The core aim of this endeavor was to craft
AT A GLANCE focused Account Based Marketing (ABM)
Challenges campaigns tailored to captivate pivotal
« Finding Content for Webinars accounts within the clinical trial sector and
« Pinpointing key accounts to bolster customer conversions for the client’s
target. Saa$S system. Through intimate collaboration
« Analysis of key accounts for with the business development and sales
personalization teams, the objective was to synchronize

marketing tactics with sales goals, fostering a
cohesive strategy to propel revenue

Benefits

e Increased Lead funnel by 60%

expansion.
e« Converted Leads to
Opportunities at rate of 20%
« Signed Opportunities to New INTRODUCTION
Customers

Amidst the competitive dynamics of the
clinical trial sector, the client, a frontrunner in
Clinical Trial SaaS systems, discerned the
necessity for a tactical approach to foster lead
generation and spur customer conversions.
With tradeshows halted during the COVID
lockdown, the client encountered the task of
seeking alternative channels to engage
potential customers. To tackle this hurdle, we
enacted Account-Based Marketing (ABM)
campaigns, harnessing the acumen and
perspectives of the business development and
sales teams. The outcome: heightened lead
conversions and customer acquisitions.




STRATEGY

Implementing a Tiered Account Approach for
Enhanced Targeting: In the ABM strategy, we
adopted a sophisticated 1 to Many approach,
leveraging tiered account lists meticulously
curated based on various parameters such as
account type, size, and clinical trial types. This
strategic segmentation allowed us to tailor the
outreach efforts effectively, ensuring that each
tier received personalized and relevant
communications aligned with their specific
needs and preferences.

The tiered approach enabled us to prioritize
accounts based on their strategic importance
and potential value to the client. By
categorizing accounts according to factors such
as industry relevance, company size, and
clinical trial focus, we were able to allocate
resources more efficiently and maximize the
impact.

For instance, accounts identified as high-value
targets were placed in the top tier with a higher
percentage of the budget, receiving bespoke
communications and tailored content designed
to address their unique pain points and
challenges. Meanwhile, accounts in lower tiers
received more generalized messaging aimed at
raising awareness and nurturing interest over
time.

This tiered account approach not only
facilitated more precise targeting but also
allowed us to scale the ABM efforts effectively.
By focusing the resources on accounts with the
greatest potential for success, we were able to
drive higher levels of engagement and
conversion, ultimately delivering superior
results for the client.

Collaborative Efforts in Crafting Account
Personas for Enhanced ABM Personalization:
The success of the ABM strategy was
underpinned by collaborative efforts to research
and develop comprehensive "Account
personas"” for the target account list. Drawing
upon insights from Salesforce and other
databases, we meticulously analyzed the
characteristics and needs of each target
account, creating detailed profiles that
encapsulated their unique objectives,
challenges, and preferences.

This collaborative endeavor proved
instrumental in driving the personalization of
the ABM approach. By gaining a deep
understanding of the target accounts' personas,
we were able to tailor the marketing endeavors
with precision, ensuring that the
communications resonated with their specific
requirements and aspirations.

Through close coordination with the business
development and sales teams, we aligned the
marketing efforts with the strategic goals of the
partners. This collaborative approach not only
enhanced the relevance and effectiveness of
the campaigns but also fostered deeper
engagement with targeted accounts. By
delivering content and messaging that directly
addressed the priorities and pain points of each
account persona, we maximized the impact of
the ABM initiatives, ultimately driving higher
levels of engagement, conversion, and success
for the client.




Utilizing Account Data for Tailored Webinar
Topics and Engagement: In collaboration
with the sales counterparts, we embarked on
a strategic endeavor to identify high-impact
accounts within the clinical trial sector,
leveraging data insights, we meticulously
crafted webinar topics tailored to directly
address the distinct pain points and
challenges faced by each identified account.

The approach involved analyzing account
data to uncover specific trends, preferences,
and areas of interest within each target
account. By leveraging these insights, we
curated webinar topics that resonated deeply
with the unique needs and priorities of each
prospect, ensuring maximum relevance and
engagement.

Through the strategic application of
personalized messaging and content, we
adeptly captured the attention of key

decision-makers within these target accounts,

fostering genuine interest and facilitating
meaningful interactions. This tailored
approach not only demonstrated our
understanding of the individual challenges
faced by each prospect but also positioned
the client as a trusted advisor and solution
provider capable of addressing their specific
needs.

By aligning the webinar topics with the
strategic objectives of each target account,
we facilitated more meaningful and fruitful
engagements, ultimately driving greater
success and fostering stronger relationships
with the prospects.

Unified Campaign Implementation: In a
synchronized effort, the marketing, sales, and
business development teams collaborated
closely to execute the ABM campaigns,
deploying a cohesive strategy across multiple
channels including LinkedIn, Google Ads, and
email. This integrated approach aimed to
engage target accounts at various stages of
their buyer's journey, ensuring that the
messaging remained relevant and impactful
throughout their decision-making process.

We strategically utilized the targeting
capabilities of LinkedIn and Google Ads to
pinpoint individuals employed at specific
accounts who hold decision-making roles or
possess relevant job functions aligning with
the product. By leveraging criteria such as job
titles, functions, and interests, we precisely
targeted the key decision-makers within these
accounts. Through this approach, we ensured
that the messaging reached the most
influential stakeholders, maximizing the
effectiveness of the campaigns and
increasing the likelihood of engagement with
the product offerings.

By leveraging a multi-channel approach, we
maximized the reach and effectiveness,
effectively nurturing relationships with key
prospects and guiding them seamlessly along
the path to conversion. Each channel was
strategically utilized to deliver personalized
content and messaging tailored to the
specific needs and preferences of the target
audience, enhancing engagement and
driving meaningful interactions.

This concerted effort underscored the
commitment to delivering a cohesive and
compelling brand experience across every
touchpoint. By aligning the messaging and
tactics across channels, we were able to
amplify the impact and deliver greater
success in the ABM initiatives, ultimately
driving stronger relationships and driving
towards the conversion goals.



Utilizing Account Data for Tailored Webinar
Topics and Engagement: In collaboration
with the sales counterparts, we embarked on
a strategic endeavor to identify high-impact
accounts within the clinical trial sector,
leveraging data insights, we meticulously
crafted webinar topics tailored to directly
address the distinct pain points and
challenges faced by each identified account.

The approach involved analyzing account
data to uncover specific trends, preferences,
and areas of interest within each target
account. By leveraging these insights, we
curated webinar topics that resonated deeply
with the unique needs and priorities of each
prospect, ensuring maximum relevance and
engagement.

Through the strategic application of
personalized messaging and content, we
adeptly captured the attention of key
decision-makers within these target accounts,
fostering genuine interest and facilitating
meaningful interactions. This tailored
approach not only demonstrated our
understanding of the individual challenges
faced by each prospect but also positioned
the client as a trusted advisor and solution
provider capable of addressing their specific
needs.

By aligning the webinar topics with the
strategic objectives of each target account,
we facilitated more meaningful and fruitful
engagements, ultimately driving greater
success and fostering stronger relationships
with the prospects.

Unified Campaign Implementation: In a
synchronized effort, the marketing, sales, and
business development teams collaborated
closely to execute the ABM campaigns,
deploying a cohesive strategy across multiple
channels including LinkedIn, Google Ads, and
email. This integrated approach aimed to
engage target accounts at various stages of
their buyer's journey, ensuring that the
messaging remained relevant and impactful
throughout their decision-making process.

Utilizing the granular targeting capabilities
offered by LinkedIn, Google Ads, and email
marketing tools, we precisely tailored the
multi-channel approach, we maximized the
reach and effectiveness, effectively nurturing
relationships with key prospects and guiding
them seamlessly along the path to
conversion. Each channel was strategically
utilized to deliver personalized content and
messaging tailored to the specific needs and
preferences of the target audience,
enhancing engagement and driving
meaningful interactions.

This concerted effort underscored our
commitment to delivering a cohesive and
compelling brand experience across every
touchpoint. By aligning the messaging and
tactics across channels, we were able to
amplify the impact and deliver greater
success in the ABM initiatives, ultimately
driving stronger relationships and driving
towards the conversion goals.




Facilitating Continuous Improvement by
Harnessing Data Insights for Iterative
Campaign Enhancement: Central to the
approach was the establishment of consistent
communication channels and feedback
mechanisms between the marketing and sales
teams, fostering an ongoing dialogue to
monitor and refine the ABM campaigns.
Leveraging the data received from the
campaigns, we gained valuable insights into
customer behaviors, preferences, and
engagement patterns, informing the strategy
adjustments.

This collaborative effort enabled us to swiftly
adapt the messaging for ads and email
nurturing, ensuring that the communications
remained relevant and resonant with the
evolving needs of the target audience.
Additionally, the insights gleaned from the
ABM campaigns informed the strategic
planning of ongoing webinar topics, allowing
us to address emerging trends and customer
interests effectively.

By embracing a culture of continuous
improvement, we were able to fine-tune the
campaigns in real-time, maximizing their
effectiveness and driving sustained success
in the ABM initiatives. This agile and
responsive approach ensured that our efforts
remained aligned with the overarching
objectives, ultimately fostering deeper
engagement and stronger relationships with
the target accounts.

Harnessing Campaign Insights for Future
Engagement by Leveraging Post-
Campaign Evaluation for Strategic
Optimization: Upon the conclusion of the
ABM campaigns, we embarked on a
comprehensive post-campaign evaluation to
assess their effectiveness in driving lead
conversions, customer acquisitions, and
revenue generation. Through meticulous
analysis, we extracted valuable insights into
the performance of the initiatives,
identifying key success metrics and areas
for improvement.

These insights served as a cornerstone for
refining the future marketing and sales
strategies, enabling us to optimize the
approach and enhance outcomes over time.
By leveraging the data and learnings
derived from the post-campaign analysis, we
remained agile and proactive in our pursuit
of continuous growth and success in the
ABM endeavors.

Furthermore, the lead data collected during
the campaigns provided valuable
intelligence for future engagement efforts.
By leveraging this data to refine audience
targeting, personalize messaging, and tailor
content to specific preferences, we ensured
that the future engagements would be even
more impactful and effective.

In essence, our commitment to leveraging
campaign insights for strategic optimization
underscored our dedication to continuous
improvement and innovation, driving
sustained success and growth in the ABM
initiatives.



RESULTS

Through a synergistic partnership with the
business development and sales teams, the
client witnessed a remarkable surge in lead
conversions and customer acquisitions,
surpassing all expectations. This
achievement was attributed to the seamless
alignment of marketing endeavors with sales
objectives, combined with a personalized
approach tailored to effectively engage key
accounts.

As a testament to the efficacy of this
collaborative effort, the client experienced a
notable 60% increase in lead conversions,
exceeding initial projections by 25%.
Furthermore, the Opportunity conversion
rate saw an impressive 20% uplift,
highlighting the impact of the targeted
approach in driving meaningful
engagements.

Notably, this concerted effort led to the
acquisition of several high-value clients,
including the prestigious Moderna vaccine
clinical trial. This milestone underscored the
power of strategic alignment and
personalized engagement in driving
tangible results, cementing the client's
position as a frontrunner in the clinical trial
industry.

In essence, the success of this campaign not
only replaced the leads lost from cancelled
tradeshows but also exceeded expectations,
demonstrating the transformative impact of
collaborative synergy and targeted
engagement in driving business growth and
success.

CONCLUSION

The triumph of the ABM campaigns
underscored the pivotal role of collaboration
among the marketing, business
development, and sales teams in propelling
revenue growth and customer acquisitions.
Through their concerted efforts to craft
targeted and personalized campaigns, the
client successfully captivated key accounts
within the clinical trial industry, yielding
remarkable outcomes. This case study
illuminates the significance of aligning
marketing strategies with sales objectives
and cultivating a cohesive approach to
driving revenue growth through ABM
initiatives. It exemplifies the transformative
impact that can be achieved when cross-
functional teams work in tandem towards a
common goal, solidifying the client's
position as a leader in their industry and
paving the way for continued success in the
future.




