4 uH/\T

ABM Planning Checklist

Planning in Account-Based Marketing

Account-Based Marketing (ABM) is more than just a trend—it's a strategic
approach that can transform how you engage with your most valuable
prospects. By focusing your marketing efforts on high-value accounts, ABM
allows you to tailor your messaging, content, and outreach to the specific
needs and challenges of key decision-makers. This personalised approach
not only increases your chances of converting these accounts but also
deepens relationships and drives long-term growth.

However, the success of any ABM initiative hinges on meticulous planning.
Without a clear strategy, precise targeting, and seamless collaboration
between marketing and sales, even the most well-intentioned ABM efforts
can fall short. That's where this comprehensive ABM checklist comes into

play.

This checklist is designed to guide you through every stage of your ABM
journey—from initial strategy development to execution and optimisation.
Each step is carefully crafted to help you navigate the complexities of ABM,
ensuring that your campaigns are not only well-planned but also highly
effective.

Use this checklist as your roadmap to ABM success. With careful planning
and execution, you can turn your high-value prospects into long-term
customers and champions of your brand.




Strategy & Planning

Objective Setting:

O Task: Define the key objectives and KPlIs for the ABM program.

Tip: Use historical data and market research to identify the traits of
your best customers. Consider firmographics, technographics, and
behavioral data.

O Task: Create a list of key buyers and champions within the
target accounts.

Tip: Map out the decision-making hierarchy within target
organisations. Understand the role each buyer plays and tailor your
messaging accordingly.

O Task: Articulate your value proposition for each buyer persona.

Tip: Focus on the specific pain points your product/service solves
for each persona. Keep the messaging clear and concise.

(O Task: Create buyer persona profiles.

Tip: Include detailed insights such as job responsibilities,
challenges, goals, and content preferences.

Account Selection:

Q Task: Identify and prioritise target accounts.

Tip: Use a combination of firmographic data, account
engagement metrics, and predictive analytics to prioritise high-
potential accounts.
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Channel & Touchpoint Setup:

O Task: Identify the key channels where your target buyers
spend their time (e.g., LinkedIn, industry forums, email).

Tip: Invest in tools like LinkedIn Sales Navigator or intent data
platforms to refine your targeting.

Q Task: Develop ad creatives that reflect your value proposition
at a glance.

Tip: Use visuals and messaging that resonate with each buyer
persona. A/B test creatives to optimise performance.

Q Task: Set up personalised landing pages for each target
account.

Tip: Incorporate account-specific messaging, case studies, and
testimonials to enhance relevance.

Campaign Precision:

O Task: Ensure your campaigns are precise in targeting the
right people and companies.

Tip: Leverage data enrichment tools to enhance targeting accuracy
and ensure your messaging reaches the right audience.

Q Task: Plan out additional marketing touchpoints (e.g., gifting,
personalised webinars, VIP events).

Tip: Start with high-impact, low-effort tactics (e.g., personalised

email campaigns) and scale up as you gather data on what works
best.




Sales Alignment:

Task: Align with sales to select the best prospects within
target accounts.

Tip: Prioritise prospects with a higher likelihood of conversion, such as
those with recent role changes or prior interactions with your brand.

O Task: Set up email sequences for target accounts.

Tip: Personalise each sequence based on the buyer persona’s pain
points and account-specific insights.

Sales Enablement

Prospect Engagement:

Q Task: Ensure sales teams are equipped with tailored content
and resources for target accounts.

Tip: Develop account-specific playbooks that include messaging
frameworks, objection handling, and case studies.

O Task: Implement a multi-threaded approach by connecting
with multiple stakeholders within each account.

Tip: Identify 5-7 key contacts per account to increase engagement
and chances of success.

CRM Integration:

(O Task: Integrate your ABM strategy with your CRM to track
interactions and outcomes.

Tip: Set up dashboards to monitor engagement metrics and
conversion rates at the account level.



Training & Collaboration:

Q Task: Provide training for sales teams on ABM strategies and
tools.

Tip: Regularly schedule joint meetings between marketing and sales
to review account progress and share insights.

Execution & Optimisation

Campaign Launch:

O Task: Launch ABM campaigns across selected channels.

Tip: Use phased rollouts to test and refine messaging before full-
scale deployment.

O Task: Monitor campaign performance in real-time.

Tip: Use dashboards to track key metrics like engagement rates,
pipeline growth, and revenue impact.

Results Measurement:

Task: Analyse the performance of your ABM efforts against the
initial KPlIs.

Tip: Look beyond surface metrics (e.g., clicks and impressions) and
focus on deeper metrics like account penetration and deal velocity.

Q Task: Conduct win/loss analysis on target accounts.

Tip: Identify common patterns in successful and unsuccessful
accounts to inform future strategies.



Celebrating Wins & Iteration:

O Task: Celebrate team successes and major milestones.

Tip: Share account success stories internally to boost morale and
externally to demonstrate value to prospects.

O Task: |dentify areas for improvement and iterate on your ABM
strategy.

Tip: Use feedback loops with sales and customer success teams to
refine messaging, tactics, and target account selection.

Communication:

Task: Maintain open lines of communication across all teams
involved in ABM.

Tip: Regular updates and check-ins can help ensure everyone is
aligned and aware of progress and challenges.

If you're eager to dive deeper into
strategic ABM and learn how to scale
your efforts effectively, we invite you to
watch our webinar, "Account-Based
Marketing for Scale-Ups." This session is
packed with insights and actionable

strategies tailored for businesses
looking to elevate their ABM game.



https://hatmedia.com.au/resources/account-based-marketing-for-scale-ups/
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