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Account-based marketing (ABM) is gaining ground among B2B marketers. In fact,
more than 90% of B2B marketers believe ABM is absolutely essential. And it's for
good reason: ABM’s ROI reportedly outperforms all other B2B marketing investments.

However, labeling ABM as a marketing program is a misnomer. It's really a business

Initiative that requires marketers to collaborate closely with other teams, including
product, sales, IT and customer service.

Follow these 6 steps, and your marketing will be
ABM-ready before you know it.
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LEVERAGE A'STRONG DATA
FOUNDATION TO FUEL ABM SUCCESS

By following these 6, simple steps, you'll have the foundation to build and
execute an ABM program at scale. But, true success starts and ends with
data for in-depth insight and account selection.

Visit www.dnb.com/perspectives to learn more.
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