The ABM process integrates directly with your
established Account Selling and Planning methodology

Marketing and Research

Collect and Analyze
Market Information
=Secondary Research on Account and Market(s)
=Primary Research on Account/Agency
=|nternal Market Intelligence Group

=External Analyst Market and Account Analysis

Identify Market/Business
Issues—Imperatives

Identify Impact on Account/Agency
and Actions—Initiatives

Executive Mapping to Initiatives

Create Context for New
Client Conversations

Account Team with Marketing

Link Initiatives with Opportunities
Currently in Sales Account Plan
and those Identified in the Analysis

Develop Relevant Offers with SME’s,
Services, Marketing, and Account Team

Identify Key Quantified Benefits
and Differentiators

Create New Targeted Value Propositions
and Campaign Programs and Tactics

Engage in
Integrated More Relevant
into a New Opportunity-Related
Actionable Conversations

Account Plan with your Client
Executives
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