
Data Driven Decision-maker

Eager Learner

Agile Project Manager

Vision & Diplomacy
You need to be able to see what ABM looks like for the 
entire organization, and have the ability to sell it on its 
merits to other teams and departments.

Active Listener
An ABM approach is targeted and thoughtful 
and should provide high value by providing 
education and content that enables the 
buying journey, alleviates pain points and 
stimulates interest.

Emotional Intelligence
She must look beyond the 
superficial into what the buyer is 
really saying. She doesn't rely on clicks or web 
visits, she sits down with her customer and gets 
to the heart of what they really needs. She doesn't 
hide in the office; she's out making connections 
that matter.

Flexibility & Patience
ABM is cross-departmental, so the ability to work 
and communicate with multiple teams within 
threaded plays is essential. Today's ABE marketer 
doesn't just participate, she orchestrates!

Discipline & Focus
It can be easy to deviate from a strategy that 
targets a finite list of accounts. This marketer 
won't get distracted from accounts that 
ultimately won’t provide the same ROI as your 
Ideal Customer Profile.

A N A T O M Y  O F  A N

ACCOUNT-BASED 
EVERYTHING MARKETER

Although ABM is certainly no new concept, it's become 
one of the hottest topics in marketing today.

In fact, doing a simple LinkedIn search for 
“account-based marketing” generates over 3 million results, 

which means ABM isn’t going anywhere anytime soon.

SO, WHO’S GOT THE BRAINS FOR THIS OPERATION?

WHAT ARE THE SKILLS YOU NEED TO SUCCEED IN ABM?

To stay ahead of the marketing curve, it’s essential that you have the right type of people 
in place to ensure a successful ABM implementation.

An Account-Based Accelerator isn't just a tech stack operator. They're proven innovators 
who are personal yet professional, and hone in on their target accounts like it's no one's 
business. Discover the inner (and outer) workings of an Accont-Based Everything Marketer:

ABELeadMD

Insightful

Strategic Thinking

Database Mindset

Marketing Ops Rockstar

Avid Content Marketer

Customer Advocate

Made of Sales DNA

Passionate Educator

This pro will understand a buyer's processes. She can 
easily see & partner across the organization to engage 
strategically in an effective & ultra-personal fashion.

@myleadmd leadmd.com GO@leadmd.com 877.775.3236L E A D M D  A C C O U N T - B A S E D  E V E R Y T H I N G  S E R I E S

https://business.linkedin.com/content/dam/me/business/en-us/marketing-solutions/cx/2016/pdfs/LinkedIn_ABM-E-Book_Final_042016.pdf

https://www.insideview.com/report-reveals-the-secrets-to-aligning-sales-and-marketing-teams-for-high-performance/

Want more best practices that makes 
your heart go pitter patter?

VISIT LEADMD MARKETPL ACE

“ABE (Account-Based 
Everything) is about doing what 

works - no shortcuts, no numbers 
games. It's great marketing threaded 
throughout the organization and 
driven by a strong, confident team.”

- Justin Gray, CEO of LeadMD

THE RIGHT PRESCRIPTION

account-based marketing

3,168,310 results for account-based marketing

of companies say that they don’t 
think their sales & marketing 

teams have the necessary skills 
to execute an ABM program.

of B2B marketers 
recognize the value of 

ABM and see it as a “must 
have” business strategy.

HOWEVER

INTRINSIC SKILLS OF A MARKETER HARD & FAST SKILLS OF A MARKETER

As we’ve mentioned, ABM isn't a new formula. At the core it’s just really 
good marketing enabled by technology. Only the truly skilled will pass the 

physical that sets her apart as an ABM expert.

92% 47%


