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About the case 

Company:  200 employees 
 
Distribution: B2B Europe 
 
Location: HQ Copenhagen 
 
Industry: IT – software technology 
 
Product: Insurance Software  
 



Challenge 

• Few large accounts 
 
• Long complex buying process  
 
• Several decision makers and 

influencers 



Fishing with spears  



The Solution 

ABM project 
Pilot 
Time line: 3 months 

 



Account Based Marketing 

 KPIs 
 
Awareness:  
• Unique visits 
• Visitor location 
• SoMe reach 

Engagement: 
• Contacts submitted 
• SoMe comments 
• Increase of the followers 

Conversion: 
• Leads generated 



Awareness: ”To drive highly 

qulified enquiries for  the 

software solution, aimed for the 

targeted accounts” 

ABM Objectives 

Save time for Sales: 
 
1. Create a target list of ultra-

relevant prospects 
2. Convert min. 40 accounts to hot 

leads giving sales new 
opportunities 

3. Learn ABM – tracking each stage 
of sales cycle gives opportunity 
for improvement through 
optimization of channel and stage 
process 





Campaign Briefs 



Profiling  

 

 

VIP 

CEO 

Influencer 1 

CTO 

Influencer 2  

CFO 

Influencer 3 

BDM 
 

Influencer 4 

Compliance 

 



Choose the accounts 

20 target accounts in Sweden 

 

58 target accounts in CEE  

 
 

 



Lead Scoring 



Essential and difficult 





 Strategy 



Execution - Campaign Build  

Thought of 
leadership  

e-books  

Campaign 
 
 
 
 
 
 
 
 

Marketing Automation System 
 
 
 
 
 
 
 
 

CRM 
 
 
 
 
 
 
 
 

Content  

Banner 

Marketing Profiling and Scoring Sales 



Execution -  Campaign Flow 3 Months 

March 2018: Awareness Stage April 2018: Consideration Stage May 2018: Decision Stage 

report eBooks here 

Content flow 

longer form, in depth content to 
hold their interest for longer - 
specifically the Business Value 
eBook 

persuasive language to strongly 
encourage interaction, and content that 
relates directly to the product, i.e. the 
Implementation eBook. 

Ad Formats 

Facebook Website Click Ads -single 
image and carousel ads 

Facebook Lead Generation Ads Facebook Lead Generation Ads to 
generate leads  



Campaign Elements 



Marketing Automation System  





Results – Blue Business Report 



Results 

1. Focusing on digital awareness   
can  deliver leads to 
sales without scaling up 
the cost  



Results 
 

 

  

2. Identify which of the targeted 

accounts are interested in the content   

 

105 named contacts  
 

Engagement rate of 0.7%   

The Shares generated  

58 Likes  

9 positive comments  

 
 



Results 

3. Save time for sales –  
38 accounts are converted to 
leads 

3.8% CTR  

 

More than 9,000 

Shares were done  

resulting in 350 

clicks 
 





The most successful  



Account Based Marketing 




