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Account-based marketing

cpoKycupoBaHHaA NoAAEPIKKa oTAeNna NpoaaXx B
NnpUBNEYEeHUM U Pa3BUTUM LleNIeBbiX 3aKa34uMKOB

OnnanH-BcTpeyva NT-mapkeTtonoros GlobalCIO




«Ctapaga wkona» b2b MapkeTUHra

3




Bxogsawaa nunpgoreHepauus - «<HoBas LKona» b2b MmapkeTurHra

KoHTeKcTHasn Maruur, nocago4yHas Mporpes emenn BebuHap 3BOHOK Bctpeua
peknama CTpaHuua, 3anosiHeHue paccbiNKon BAOTrOHKY C K/IMEHTOM
dopmbi
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BxoogdiLuada n naoreHepauund

MapKeTUHr Pre-sale Mpoparku

| \ \
\

SEM & SEO Be6uHapbl 3BOHKM 3BOHKM KM

PCH & KMC E-mail Oemo BcTtpeum Meperosop
KoHTeKkceT MapKeTUHI E-mail OnpekT menn CheumdmKaLmMm
PeTapretuHr PeMapkeTUHr MapKeTUHIr 1:1 nBeHTbI TeHOepbl
KoHdepeHuunmn Peknama

Cou.. Cetn

an.CMU

UHOUBUOYYM nva, MQL/SAL SQL

KnueHT



Bxopawaga nupooreHepauusa — kemc Boon Edam

BO=ON EDAM Poccuiickoe npeacTaBuTenscTso +7 (495) 367-06-11

roNNaHACKoro MPON3BOACTBA PEBOMbBEPHbIX ABEPE oy _
@ rour extry experts Mpouseoaum Asepy ¢ 1873 roaal Ma-Nr: 9:00 —18:00

C3KkOHOMbTEe 3aTpaThl
Ha 3HepronorpebneHun B 2 pasa 3
3a CYeT peBONIbBEPHbIX ABEpPeun, P
HanpsmMyro oT npou3soautens! B

- N

> Tlogbvpaem ABeEpM TaK, YTO BaM He NMPUOETCS CoXareTb O CBOEM PELUEHUN.
YuyntbiBaem cneumduky 3gaHuin U paccYnTbIBAaEM rOTOBbLIN MPOEKT,
KOTOPbIA MOMOraeT peLLMTb MMEHHO BaluM 3aa4yu.

> Mol camu npon3BoauM, JOCTaBASIEM U O6CJ'IY)KVIBaeM Halln OBEPU.

) He 3aHmxaem CPOKM NOCTaBKU. PaccuntbiBaeM To4HOE BpeMSA Npon3BoaCcTBa
N OOCTaBldeM ABepUu B OroBOpPEHHbLIE CPOKW.

PACCYUTATb CTOUMOCTb ABEPU




ABM-MapKeTUHI B eUCTBUM







Lo] 019 ¢] cxpert

BxopsLasa nmporeHepaums: 30Ha KOHPNUKTa

30Ha KOH}NUKTA

A

- MapKeTuHr cpoKycupoBaH Ha
KoJSinyecTBe INO0B, a He KayecTBe

- TMyTb NPUHATUS peLLeHuUs
BOCMPUHUMaETCS, Kak npamMas

- «[lMepe6bpacbiBaHMe NMOOB Yepes
3a6bop»

3BOHKM
OemMo
E-mail
MapKeTUHIr

MQL/SAL O




Account-based marketing - MapKeTUHr K/1loueBbIX KITMUEHTOB

MaccoBeiii MapKeTHUHT

MapHETHHr BCETOD
CermeHTa

50-500 ueneBbix

ABM lMporpammaTtuk KJIVeHTOB

(eepTMKanu KAMEHTOE No
CermeHTam M perMoHam)

) 10-50 ueneBbix %
?;?Agl:':uﬁ ypoEBeHb KIINeHTOB \}6 % ! m
. " o

K/IMEHTOB, Y3KUii KNnacTep)

_\'S

1-10 ueneBbIx [] & BTG . P N 7“ POCCETHU

|
. KJIMeHTOB ORILSK NICKEL
Crpaternmueckuii ABM PocTtex
(camble BaMHEBIE KAWMEHTBI)
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MporpamMmmMaTnk ABM (oanH-KO-MHOIMMM)

Name: Roy Raanani
Title: CeO

Seniority: Executive

Name: Chorus.ai
Tech: Marketo, Outre..
2016: 12
2017: 18

Type: Sales & Marketing

o ROy

From Brian

Helping CHOME with conference follow-up
I know you'll be for
| wanted to see if we could help convert more of that investment into pipeline by boosting the number of

leads that convert into posl-event meelings.

. Especially when ' are so hard to catch after an event.

Qur app reduces the need for to chase prospects by directly scheduling meetings into the calendar of
your most-engaged prospects (and a hand-picked salesperson), all while on the event floor.

It works something like this:

It's a different approach, but
., and
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Account-based marketing - MapKeTUHr K/1loueBbIX KITMUEHTOB

MapKeTUHr + NpoaaXku

\

( Mporpes: B3pawmBaHue: BoBneyeHue Mpopaxa \
KacaHus B 3BOHKM BcTpeumn KM
couceTsax, Aemo 3 3BOHKMU NeperoBopbl
peknaMma, AnpekT Menn 1:1 nBeHTbI Cneundpukaumm
ayTpuy E-mail TeHpepbl
Peknama

KnueHT

ICP Enriched



MQL vs. MQA: 4TO NpeanoYTeT otaen npoaaxx?




CpoBoeHHada BopoHKa oT Rollworks®

BXoAadLlad imgoreHepauumd

SEM & SEO
PCH & KMC
KoHTeKcT
PeTtapreTtuHr
KoHdepeHunmn
Cou. ceTn
an.CMA

_ account-based

OupeKkT Meun
1:1 "BEHTDI
PeknamMa
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Bbl60p LesieBbiIX KITMEHTOB

ICP
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(DaKTOpr ang orpepneneHund I'IpO(bMﬂFI naeasibHoro KIiMMeHTa

OemMorpadpunyeckume
Pa3zMep KoMMaHuUum
CeKTop pbiHKa

n OKallma € ABM expert
CTpYKTypHble

Bnapenbupbl Account-based

Mo3numa Ha pbiHKe marketing

JlononHawwme TexHonormm

NoBepeH4YecKue
Mpouecc NpUHATUA peLueHUs
CtpeMneHune K MHHOBaLUaM
KynbTypHOe cooTBeTCTBUE

Hanuuue KatanmsaTtopoB peLlueHn (UeMNMUoHa, Koyya)

CuTtyaumoOHHbIe
MNepeMeHbl B pyKOBOACTBE
AHOHCbI 3aMyCKOB
N3MeHeHUsa Ha pblIHKe

CTeneHb BOBeYeHUs UNU HaMepeHue
JeMOHCTpauma HaMepeHuUs
Bpemsa BoBneyeHUs
RFM



OTpacnb

KoMnaHusa

MpodunmpoBaHme: oboraLlieHme
OAHHbIMU U NpoOrpeB UHanBUAYyM

Enriched



PasBenKa: npodpunmpoBaHue KIMeHTa

ABM-expert.ru
MKpNII&M CEKPEThl TOMHBIX BbICTRENOR

3.3.1. BropuUiHble UICTOYHUKU MHPOopMaLMU

Bocnonb3yemca MHbopMaLWMen M3 NPOLbIX MANDKETUHIORKIX NNOSKTOR. HAMDKWMEaN.

COCTaBnNeHWA NOPTREeTOB TUNOBLIX NepCOoOHaMmE ABM-expert.ru
KAUEHTOB. P ceKpersi sbicTpenos

3.3.2. BHyTpeHHUEe NnepBUYHbIe UICTOYHUKU — UHTEPBbIO MEeHeaXepa
CToWT yoennTs BpemMa ANs UMHTEePBbIO no npoaa>xam
CONpPOBOMAALWWX OTOENOE, HanpuMep, druHa
NOrMCTMKW. -  Kakue y KnueTa Texkywume npobnemst n npuoputeTsl?

Kakana KynbTypa B KOMMNaHuu KnnenHTa? ABM-expert.ru

OCHOBHble BTOpWYHbBIE MCTOYHKWKIA HHd}OpMELI @ Pac cexpers sbicTpenos

. - Kakue Tekywue NpoeKkTbl peanusyioTcs C KNk
BKMNIOYAKOT: cratye?
3.3.3. BHelWwHMe nepBUYHbI€ UICTOYHUKU — UHTEPBbIO CaMOro KJiueHTa
- BHyTpEHHHe: HHdJDpMaLIHOHHbIe CHUCTEeMbI E = Kakune cunsHbie 1 CTOPOHBI HaWeun KoOMNaHui
CRM: - KaKue NpoeKTsbl ¢ KNUEHTOM Peanu3ayioT KOHt .
Bce Bonpochl ¢ npeabiaywero cnanaa
o - - HOHeMy KOHKYPEHTEI BbIUrpbliBanum npownsie
- oﬁu.lep,omyngle:Beﬁcawrbl KOMOaHKMK, yNo

B MefWa NpocTpaHCTEe, Npe3eHTauuK1, cTaT - C KeM NMEHHO Y KOHKYPEHTOB YCTaHOBNEH b +
- EcTb N uHDOPMAUMA MNK OLEHKE TeKyLUMX € -
- MNaTHble: aHaNnMTUYecKre MccnefoBaHua o CXOMME UHNLMATUBLI? - Bbl MOXeTe noaTeepAnTb Bawwm 6usHec uenu?
HacKoNbKO 9 3Hato, OHU cneayome...
Hay4Hble CTaTbM, AeTEeKTUBHLIe areHTCTBa. G R ST RESEE R G ' Ay

- lge Mbl HanbBonee ycnewHsl B paboTe ¢ knue - Mo HawwuM AaHHbIM, Bawum oCHOBHbIE
YTo cToUuT coenaTtb on\| TOro, yTobbI nony4ynTt np°6neMb‘ 370 - ...
ARONTOCPOYHOE COTRPYAHUYECTBO?
= 2
S A A MR, ST rRS AR T Kakas n3 HuX camas KpuTuyHaa ana Bac?
- Kakue pe3ynbraTbl Bbl oXXnaaeTe oT Takux

peLleHun, Kak y Hac?

- Kakne Kputepuum otbopa NocTaBLUMKa CXOMKUX
peweHun u novyemy?




MaTpuua BO3MOXXHOCTEN

Hawun npennoXxeHud

SAP Success Factors

SAP CX Sales

B3pbiIBHOM

pocTt

Pa3zsutue
COTpPYAHUKOB

MopTdenb n
KaHanbl

MapTHépPHI

Value added
services

UundpoBasa
TpaHcdopmMay
msa

SAP CX Marketing

SAP Analytics Cloud

Hy>eH napTHep?




B3pawmBaHue
LeneBbiX KIMEHTOB




CaMbi BaYKHbIA KOHTEHT

Thought leadership- nnenHoe nugepcreo

I
KPMG MyGnukaumm  OTpacnn  Ye MccnenoeaHus

[1100@/bHbIM OTYET
KPMG 0 passitun [T

CIO survey ~ rmobansHoe

abmeza

MHCTPYMEHTbI 6eHYMaPKUHI

uccnenosanHue, npoeeaeHHoe Harvey
Nash/KPMG, B koTopom Beino
npouHTepsstonposaHo Gonee 3500
pyxosoauteneit ua 108 crpaH Mupa.

Magic Quadrant for Cloud HC

1,000+ Employee Enterprises "
Kewncbl

Puitlished T3 Septamber 2019 - 10 GOOATINIZ - 80 min resd

IMae-an IyGrsteaim  + Tnofankiedd oriet KPMG o passkmis IT

- CnpaBkao 3aKa3uuke

- OnucaHue npobnemol

- OnucaHue npouecca Bbi6opa nocTasBLmnKa

- MoueMyB uTore Bbi6panuHac?

- Moppo6Hoe onucaHme NpoeKTa (3Tanbl, Npouecchl,
AuarpamMmbl...)

- Yrtononyuunocs (poTo)

- Pe3ynbratB undppax

- OT3bIBKNIUWEHTa

- KOHTaKTbl U NPU3bIB K AENCTBUIO

Strategic Planning Assumption

hitp:/iwww bestcasestudy . ru




NMepcoHanu3aumsa LeHHOCTHbIX MPe/IOXXEeHUMN U KOHTEHTAa

Account-based
marketing

Account-based
marketing

CekpeTbl Npogax
CJIOXHbIX MPOrpaMMHbIX NPOAYKTOB

CekpeTbl 60nbLUMX NpoAaX
o6opynoBaHuUsa U MaTepUanos

Kak genaioT npoaa)v U MapKeTUHr

Kak genaloT npoaaXu U MapKeTUHr
MupoBbie nuaepbl b2b pbiHKa

MuposBbie nuaepbl b2b pbiHKa

SIr
CISCO

FUjiTsU 3M

| 0|

ORACLE w

abme=zx

Account-based
marketing

CekpeTbl Npogax
CJTIOXHbIX YCNYr U peLlueHun

Kak genaoT npoaaXXm U MapKeTUHr
MupoBbie nuaepbl b2b pbiHKa

M é& vodafone SITA-



OJOHOCUM Naeonormo Kycouykamm

o BospaxceHwne:

Mowu ToBapsl 1 ycnyri
He NpogarTCcs Yepes
TeHAeps!

M

Kak ysHaTh,
CTOWT 1N y4acTBOBAaTb
B TeHAepax

Pacckasats npo cratucTuky
1 onbIT. Ecnk y Bac bonsiue
1 knneHTa — Balua
NPOAYKLMA 3aKyrnaeTcs
Yyepes TeHAepbl.

o BospaxceHwne:

MHe He BeIMrpaTh
(TeHAepbl — ANA KPYNHBIX
KOMMaHWiA, BCe TeHAEphI
KyrneHs)

P

HGHEM]\" ManeHeKMM

1N cpeHMM KOMNaHWAM
nervye BEblMrpbliEaThb
TeHgepbl

OB6BACHWTEL NpO NperMy-
wecrso CMI nepea
APYrAMUN 3aKa3uKKamu,

B TeHAepax Ha Hebanblune
obbeMbl KoppynLMK
NpaKTU4eckm HeT —
HEBLIMOAHO.

o BospaxceHne:

YYacTE0BaTL — CNOXHO
W PUCKOBaHHO (He xouy
3aMOpaX1BaTh JeHbri,
yTobOBI 0BECNeYnBaTE
3a9BKy, BolUrPa —

a MHE He 3annaTaT)

Pz

Linapranka
ANA y4acTUs
B TeHfepe

PacckasaTb Npo cxemy
Y4acTus, YTO KOrAa AenaeTcs,
Kakue eCTb MHCTPYMEHTI
ecTb ana obecneyeHus
3a51BKW, KGKOBbI CPOKM
NoMy4YeHns JeHer 1 T.n.

o BospaxkeHwe:

CNoO¥HO HAATK
noaxogawnia TeHaep

M

Kak HaitTh
WHTepecHble TeHAepbl
ANA Balleil KoMNaHUKW

MpeanoxuTs becninatHo
HaliTu, NokasaTb
WHCTPYMEHTLI Nouncka

W aHanusa, YTobbl HaLLEn
cam.




BoBrieyeHue
LlesieBbiX KJIMeHTOB

Innovation Day
Thursday 16th February




Camble adpPeKTUBHDbIE TAKTUKU U TOUKU KacaHUSA

Tvn ABM CtpaTteruvyeckmin ABM ABM NMawnt ABM lporpaMmaTuk

KaHanbi: oHnanH / odpnanH 50% oHnaimH / 50% odnaiH 70% oHnaH / 30% odnainH 80% oHnanH / 20% odpnamnH

cTpaTermyeckue ceccum nagemHoro
nupepcTtBa / AHW UHHOBaLUIA U
TexHonormm

BCTpeuun / MeponpuaTmnsa noa

aN. NnMcbMo / Leno4Yku nnucem
uenesbix JIMP

nporpamMMbl pa3BUTUSI OTHOLLEHUN TapreTupoBaHHasi peknama /
3. NMcbMo / Leno4YKu nnucemM
«Halll AUPEKTOp — UX AUPEKTOp» peTapreTuUHr

cTpaTeruyeckue ceccuu uaemHoro
BCTpeuun / MeponpuaTusa noa

ueneBbixX JIMP .
TexHonorum
Jlydline TaKTUKu

nupepcTtea / AHM MHHOBaLWUI U peknama 1 Npoaaxku Yepes coLceTn

BesMHapr n BUPTyasibHble

dusnveckmnin oupeKT Menn peknaMa U NpofaXu Yepes coLceTn
MeponpuaTus

nporpaMMbl PasBUTUS OTHOLLEHUI
peknama U NpoaaXku Yepes coLceTH nouckoBas pekfiama
«Hall OUPEKTOP — UX AUPEKTOpP»

TapreTupoBaHHasa peknama / BCcTpeuu / MeponpuaTmus noa

3/1. MUCbMoO / LLeNoYKU NnceMm
peTapreTuHr uenesbix JINP




Modular Ballistic
Appliqué

Integrated Head
b _ & Protection System
¥ Transition Combat S (IHPS)
\

Eye Protection (TCEP)

Buyer enablement e ..

Maxillofacial Protection System

Vital Torso
Protection

ApryMeHTaLUMOoHHble MaTepuarnbl AN1S Koy4ya £

Torso with Smart Sensor

Army Combat
Shirt with Built-in
Elbow Pads

ROl 6eHYMapKu

CpaBHeHMe C KOHKYpeHTaMu
Kanb KynaTop Protective Outer Garment (POG)
ANropuT™M U UTOrM OUaAarHOCTUKU
Cumynsartop
JNlydlume npakKTUKn/Kemcol
XapaKTepUCTUKUN HalLLero peLweHund
3anmcu AemMo/BopKLLOMNOB

OT3bIBblI

LLIa6s1oH NucbMa/npeseHTauLmm




abme=zx

HoBbin uMnepaTtme namMmepeHus 3pPeKTUMBHOCTU MApPKETUHIA

BopoHkKa b2b npopa)k ot SiriusDecisions®

3aKyno4Hble

nMﬂbl KOMUTETDbI
LLENEBOM
ke $0606606606666666666 e 0 18
LA $96969$690668666666 0 12 67%
CrnpPocC
BOBJIEYEHHbIN TP Pagh
i T s or
X 20 16.7% 6  75% (50%)
KBATMOULINP b 12 60% (10%) 4 75% (33%)
CnpPocC ‘
25%
BOPOHKA 0 0
3AKPbITUE (V)
CAE i i 33% 1 33% (5.6%)

(0.8%)



MpuMep 3anycKa NMUMIOTHOIO NpoekKTa aNga KnactepHoro ABM (ogUH-K-HECKONbKUM)

YcraB ABM co3pnaH OuHaMunyeckme nocagoyHble MNocTpoeHue OTHOLLEHUM Ha
NpoBepeHo uccnegosaHue CTpaHuLbI Nop, YpOBHE MeHemMKMeHTa
NepCcoHaNMM3npPOBaHHDbIN KOHTEHT

Mecsauy 1 Mecsau 3 Mecsau 5

MeTpuKa ycnexa:
3aBeOEéHHble
coenku B CRM
(opportunities)

MnaH roTos BbicTpanBaeM penyTaLuio U OTHOLLEHUS

CyMMa caesioK B BOPOHKe

Mecsu, 2 Mecsau 4 Mecsu, 6
Pa3pa6oTKa nnaHa ABM u PncTprbyums KoHTeHTa [OeTanbHble Neperosopbl 1
€ro «MNpoaaXka» B HaLLen naenHoro nUaepcTBa Yepes 3aBegéHHble caenku B CRM

KOMMaHMM KpeaTUBHbIe TOYKU KacaHWUi




JeMoHcTpupyem nporpecc B KnacrepHom ABM

PenyTauusd

OTHOLWEHWA C KTMEHTOM

O6opoTt

UHPpacTpyKTypa

ABM cTpaTeruq, paspaboTka U NOoAroToBKa KaMMnaHUM

KpaTKocpouHble Lenu

(1-3 Mecaua)

- MpoBeOeHo UCcneqoBaHUe, YTO NPOUCXOOMT
Ba){HOro (TpeHfbl) B OTPac/iv KNacTepPHbIX
K/IUEHTOB

- OnpenenéH caMblil NepPeoBON KOHTEHT U
afjanTMpoBaH B pas/inyHbie popMaThbl

- [poBeaeHo nccnegoBaHUE O TUMOBbIX
rnepcoHax, y4acTBYKLLIWX B ce/lKe

- Hawim coTpyQHUKKM Hadanu NporpeB KoyeBbiX
JIMNP yepes couceTH

- NepBasd KOMMYHUWKALLUSA C KITKOUYEBLIMI
KOHTaKTaMK

- Nnan ABM noarotoBneH M cornacoBaH C
oTOeNoM Mpogax

- [lpoBeaéH TPEeHUWHI oTAeNa NpoaaX no
rnepcoHam, ponam u social selling

- CobpaHa v BanMonpoBaHa KOHTaKTHad
nHpopmMaLma

- Co3pgaHa KoMaHga ABM, paspaboTtaH YcTtaB m
onpepeneHbl ob6lIMe MNEeTPUKK

AkTnBauma ABM kaMnaHuu

CpeaoHecpouHble Lenu

(4-6 mecaues)

- MpoLwio 03HaKOMNEHUE C KOHTEHTOM
WOEWHOIo NUAEPCTBA Yepes pasfnyHble
KaHanbl AMCTpUbyLMA:

COLICETH, peKMaMa, email, AMPEKT Melnn, BCTpeUM
nT.O.

- BoBne4YyeHHOCTb KOHTEHTOM

- BCTpeuwM c cTeKkxongepamu

- BcTtpeum "pa3spelwleHne npo6bnemM" nnm ectb
06MeH KoHbUaeHLManbHON nHdpopMaLlmen

- KonvyecTBO HOBBLIX OTHOLIEHUK Ha YPOBHE
MeHemXMeHTa

- IHW MHHOBALIUWA UMK JHWN TEXHONOTUN Y
KITMEHTOB

- 3aBejeHHbIE CAEJIKM B BOPOHKY

- PoCcT cyMMbI cieNNoK B BOPOHKe

- Y oTgena npopax €CTb 3aroTOBKMU
KOMMYHUKaLIMNA

- OTOen NpodaX MOXeT Nerko obcyaaTtb
MAENHOE NUOEPCTBO C KITMEHTOM

- PerynapHbie cobpaHuMa oTAEN0B NPogax U
MapKeTWHra B KaneHgape

MpopomkeHe ABM KaMnaHum

JonrocpodHbie Lenu
(6+ MecaueB)

- Ha Halll KOHTeHT uaerHoro 1MAepcTBa ecTb
MOCTOAHHbIE OTChIMKA W €ro NepechinaioT
BHYTPMW OTOE/OB LIENEBOro KNMeHTa

- KnneHT nocewaeT HallM MepornpuaTUs Mnu
YYacTBYET B KPYITbIX CTONaX

- Y Hac ecTb afBOKaTbl HALLETO 6peH,u,a
- bonee cuMNbHbLIN YPOBE€Hb KOHTAKTa C
KITIOUEBBLIMU CTEW KxongepamMu

- Hac peKoMeHAaYIoT KaK BHYTPMW, TaK W BHe
KIIMEeHTa

- MoanucaHHble KOHTPaKThl (KOHBEepCcKUA)

- CpefiHAA CyMMa KOHTpaKTa



Keunc Crpaternyeckmnm ABM NetApp Poccuda
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Ckungka 15% gna cnywartenen. Hanuwurte nmcbMo am@abm-expert.ru

abm MmaBHas Yenyru ~ CKayaTb KHUry Teopus Bnor +7 495 128 2110

OHNnauH-Kypc -
Account-Based Marketing -

[MocTpoiiTe MynbTUKaHanbHylo cTaTteruio npoasuxeHus B b2b,
nepcoHanua3npyriTe KOMMepYecKoe NpeanoXeHne n nonydyunTe KneHTa-MeuTbl

6 Henenb YXUBble OHNanH-Ceccum CTapT NoTOKa 8 ceHTAGPS


mailto:am@abm-expert.ru

