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How can sales leverage
account-based data?

Top tips, best practices,
and workflows

Learn More

7 )
Healthline News reports on efnerging research, new treatments, diet, exercise, and trending topics in health and
wellness. All articles are”written by our network of editors and contributors. Everything we publish is fact checked

panel of exgerts.
1 & DBTAL = true by our
AND . .
_ Gallstones Could be a Warning Sign of
. DI:MANDBASE . DEMANDBASE
2 Member of List In MAL-ICP-ABX Pa ncreatic Cancer
Hey Demandbase,
AND Tite fercentage of people with pancreatic cancer who had Strugg]ing to keep
gallstones is low, but experts say the potential link may help your ]ead and
3 Member of List In MAL-ICP-Data diagnose the disease earller contact data clean?
Take control with a better
AND / READ MORE = data management plan
Hey Demandbase, // Learn More
4 Member of List In MAL-ICP-SI ~ Looking for a
trusted partner in
AND your ABM Journey?
94% of customers say Drew Barrymore on Switching to a " Why | Exercse: Rl People
B = & Demandbase is a true & X Wejgh In on What Keeps Them
5 Member of List In MAL-ICP-Ad trusted advisor Plant-Based Diet: ‘Start SIowa and be Q ° Going ‘
. Findoucwny Flexible’ “ ‘
2 The actor and talkshow host shares how she's learned to 10 Ways lo»Move More in
//_ incorporate more plant-based foods into her (and her kids) diet .Ever.‘yda.y Life

READ MORE
Fit It In: Mini Workouts Are a

Hey Demandbase, WWW/ Toppas aored o > of ‘ g:z:z ::;iz; When You're
Lifecycle Advertising /// each buying stage o
Strategies §\ //// Watch Now eekog e £ it
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Segment Criteria
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Product Interest Segments

Demandbase keyword intent

Trending intent (spike in intent activity)

Salesforce campaign response
(content downloaded, webinars, etc.)

Webpage visits

Basic Advanced

1 +4 Demandbase Keyword Intent

Edit Logic

= Add constraint

D Intent Keyword Set = A...,ABX Cl...,ABX Cl... , and 1 more

D Intent Strength Exists

OR

2 4 Trending Intent

= Add constraint

D Intent Keyword Set = A... ,ABX Cl...,ABX Cl... , and 1 more

OR
3 4 Member of SFDC Campaign
& Campaign Exists
& Campaign Type Exists
Related Product = ABX Cloud
OR
4 - Visited Web Page

D Web Page Contains /prod... /prod... ,/pro.

+

= Add constraint

= Add constraint

..., and 18 more

Cancel Apply
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DEMANDBASE |

Hey Demandbase,
Crowded markets make
it hard to stand out

Gain the advantage with
the leading account-based
GTM platform

DEMANDBASE
Hey Demandbase,

Your B2B
Advertising Playbook

Guidelines, best practices,
and campaign ideas

JATTRRERRRRANNS

DEMANDBASE

Hey Demandbase,

Your Display Ads
Are Probably Running
on B2C Tech

Try Demandbase Ads:
Built for B2B

D

npp

Campaigns, Creatives, and Audience Criteria

TAL-Awareness

TAL-Acquisition-CatchAll

v Engagement by Product

cooooo=

Product with the Most EngMins (1 Data EngMins (1mo) @
mo} 245
\ (]

ABX
ABX EngMins (1mo) @ Sales Intelligence EngMins (1 mo)
1,032 i}
265
Advertising EngMins (1 mo) @
449

///////////

Primary Product Interest @

Secondary Interest - ABX @ =~
Cloud

Secondary Interest - (5 ]

Advertising Cloud ~

Secondary Interest - Data @

Cloud

Secondary Interest - Sales @

Intelligence




But We Learned Not All ICPs are Equal

SIC + Data
14%

SIC Only

34% ABX + Ads
(o]

1%
ABX + SIC

1%
ABX Only

51% ABX + Data

3%

Ads Only
8.5%

Data Only
6.5%



DB Journey

Stages Campaigns

Qualified Qualified (ALl)

Aware Aware (ABX) Aware (SIC) Aware (ABX + Ads)
Interested, o

Engaged, MQA Acquisition (ABX) Acquisition (SIC) Acquisition (ABX + Ads)
SQL Opp, Pipeline

Opp Acceleration (ABX) Acceleration (SIC) Acceleration (ABX + Ads)
Customer,

Subscriber start
date in past 4

months Customer Adoption (ABX) | Customer Adoption (SIC) | Customer Adoption (ABX + Ads)
Customer,

renewal date in Orchestration | Personalization

next 6 months ABX Upsell Ads Upsell Upsell Upsell Data Upsell

Customer, not in
above Customer Renewal

T
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TAL-Qualified

2025 Structure TAL-Aware-ABX
TAL-Aware-SIC

« Breakout by product at aware ——

* Remove data + ads only track
* New track for ABX + Ads

* Customer adoption campaigns

based on product ownership Customer-Adoption-ABX
Customer-Adoption-SIC
¢ Always—on customer renewal Customer-Adoption-ABX+Ads

campaign Customer-Renewal

. Customer-Upsell-ABX
* Upsell focused campaigns T

Customer-Upsell-Data

Customer-Upsell-SIC
Customer-Upsell-Orchestration

C




Engaged MQA

DEMANDBASE

Hey Demandbase,
Crowded markets make
it hard to stand out

Gain the advantage with
the leading account-based
GTM platform

Find Out How

Demandbase
64,375 followers
Promoted

Discover our 2024 GTM playbook. Learn essential B28 strategies to tackle
challenges, align sales, embrace Al, and optimize your tech stack. Download
now!

- W

The Top 3 Go-to-Market
Challenges in 2024

And actionable strategies
to overcome them

Get the eBook

DEMANDBASE

1y //
DEMANDBASE /f
Hey Demandbase,

Your B2B

Advertising Playbook

Guidelines, best practices,
and campaign ideas

Get the Playbook

JANERRRERRESNN
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Account-Based Marketing Starter Kit

e ——— \ \‘ |
,\\\\\\\\\\\\\\\\mu/

laying catch-up and start leading the charge in your marketing game?
-one ABM Starter Kit—the ultimate guids to supercharging your strategy.

Hithere,

Ready to stoy

We'ra talking everything from zeraing in on your most valuable accouints to syncing up your
sales and marketing teams for unbeatable results.

Whether you're new to account-based marketing (ABM) or looking to fine-tune your

Welcome back

{{visitor.first_name | "\"}}

Great to see

How can we help you today?

Chat with Demandbase Al
Book a meeting

DEMANDBASE

Hey Demandbase,
Your Display Ads
Are Probably Running
on B2C Tech

Try Demandbase Ads:
Built for B28.

Learn More

-+

Get a Tour of Demandbase

Hi there,
Fed up with your top accounts slipping away? Lets fix that,
Join us for a live, 1-on-1 walkthrough of Demandbase and discover how to:

Find accounts when they're ready to buy, and before the competition swoops in.
Engage accounts with precision-targeted outreach at every journey stage.

Pipeline Opportunity

DEMANDBASE

Hey Demandbase,

‘Want to engage 83% of your
target accounts?

Diebold Nixdorf uses =y

Demandbase ads to do just
that!

Read The Study.

Master GTM in 2024: Essential B2B Strategies Playbook

demandbase.com

()6: °

Welcome to Demandbase!

How can we help you today?

Explore latest resources )

( Schedule a meeting )
( Chat with Demandbase Al
T

Explore a Self-Guided Product Tour

hat corded f ty assurance

approach, this kit is loaded with no-nansense, actionable insights to get you ahead of the

Dort just keep up—dominate. Get the ABM Starter Kit now and watch your strategy
transform.

f¥in® S|

Get Demo Join the Conversation Read Our Blog

DEMANDBASE

Sponsored -

E demandbase.com
wwiw.demandbase.com/go-to-market/smarter

Smarter GTM With Demandbase - Go-
To-Market Tools

The Leading GTM Software for Mid-Market &
Enterprise B2B Companies. The Only Comprehensive,
End-to-End ABM Platform. Request a Demo. Service
catalog: ABM Website Analytics, B2B Advertising
Solutions, t-Based g, B

Increase traffic from high-intent accounts that aren't yet interacting with your
Get the 2023 Gartner® Magic website.
Quadrant™ for ABM Platforms Close bigger deals, faster with Demandbase's account i

marketers and sellers to activate,

This chat ) ity

: Measure everything
jhw Qi o tica e rates, journey vel

Demandbase
- engagement insight3 64,375 followers
Promoted

No more generic demos. You choose the time, and we persons
cover everything you need—nothing extra.

Over 1,000 companies already trust Demandbase to elevate th

Sponsored -

DEMANDBASE

demandbase.com
www.demandbase.com/account-based

Reinvent ABM with Demandbase -
Schedule A Meeting

Account-Based Experience - ABX - Reinvents ABM
Around The Customer Experience. ABX Takes A Village.
The Engagement Platform Is Your Town Square.

Service catalog: Technology Integration, B2B

Advertising Solutions, Account Based Advertisin,

4

Some GTM
platforms will tell
you you're in the

driver's seat...

Get a tour of Demandbase today.

-+

D

Welcome
{{visitor.first_name |
visitor.fields.company}}!

We see you're working with the
Demandbase team.

How can we help you today? Our team is
standing by.

fus

Your business is too important to rely on your sixth sense.

they
talk in
why
ask th

Demandbase brings precision v
matters.




Outcomes

Awareness >

Reached, impressions, CPM, intent Quallfled
Interest

Intent data, journey velocity, newaccts ~ -~~~ """ """ """ 777"~ == Aware
onsite

Engagement __________________ o

Clicked, Visited, Interacted, Lifted

New Lead L _____ -

Conversions, Conversion Rate, CPL

Opportunity

Opps by source / channel, firsttouch/ ~~~~~~~~~~~~=====- >

last touch

Pipeline N Pipeline Opp
Influence dollars, attributed dollars

closed/ won Y Customer

Influence dollars, attributed dollars




Omnichannel Benefits

Email

=

37X 81% 25% 67%

Pipeline $s per Lower cost per Higher open and Increase in web
account lead click-through rates interactions




Digital Coverage Map

v - Display v - Linkedin

v - Content Synd v - CTV

Awareness Acquisition Acceleration Customer
(Qual-Aware) (Interested-MQA) (SQL-PipelineOpp) (All)
TAL ICP TAM TAL ICP TAM TAL ICP TAM Adopt | Retain Expand
MM vV v v v v v v v v v
Majors VY v vV v vV v v v vV v
ENT Y v vV v vV v v v v v
Strat Y v VY v vV v v v vV v




CTV Campaigns

TOFU Strategy

Intent + no web visits

1 Accounts with Any Activity

A - Demandbase Keyword Intent = Add constraint
D Intent Keyword Set = ABX Cloud

D Intent Strength = HIGH

+

AND

2 Accounts with No Activities

A A Visited Web Page = Add constraint

D Web Page Exists

+

BOFU Strategy

Targeted 1:1 campaigns

Basic Advanced

Edit Logic

1 D Journey Stage = Pipeline Opportunity
AND

2 [ & AccountName = CompanyABC

+

D

Overall, accounts that received CTV ads had a 64% increase

Results
Display vs CTV

Metric

Reached

Visited

Lifted

Interacted

Display CTV
75% 74%
45% 53%
34% 36%
25% 35%

in unique visitors and a 476% in page views

-1%

18%

3%

40%




Journey Stage Paid Social Content Display Content Webchat Content

MM
Qualified

EMEA

ENT

MM
Aware

EMEA

Product Tours Page
ABM 101 Page

ABM vs ABX Page
G2 Report

ABM 101 Page

ABM vs ABX

No Wasted Budget
Growthbusters Page

Product Tours Page
ABM 101 Page

ABM vs ABX Page
G2 Report

ABM 101 Page

ABM vs ABX

No Wasted Budget
Growthbusters Page

Campaigns/ads based on which
product account is showing
intent for

ABX Intent:

Hidden Cost eBook

Account Based Analytics Page
Buying Groups Page

SIC Intent:

SIC Product Page

Sales Problems We Solve
Company Data Page

Ads Intent:

Advertising Product Page
DSP Page

A/B Test Blog

If on product pages, then
product specific experiences /
assets, otherwise Unspam Your
Brand guide

If Marketing Persona - Sell ABM
to Your Boss OR ABX
Infographic

If Sales Persona - Sales
Problems We Solve Page OR |
Hate Spam eBook

If Unknown - Tips to Work
Smarter Not Harder






