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Build an Effective ABM List for Your Target
Accounts

Identify accounts that will add credibility to your brand.
Account Planning
Huge Selection from Top Brands
How to Create a Target Account List (TAL)
Step 8. Aligning sales and marketing teams
What is Target Account Selection?

Content

target account selectionImage not found or type unknownNot only does this strategy help you identify who is visiting your website, but it also positions you to
provide answers before your prospects even ask the questions. Consider creating bespoke video
content, tailored guides, and calls-to-action (CTAs) that address the specific challenges your target
accounts face. By this stage in your ABM process, you should have a deep understanding of your
target accounts, including their pain points, objectives, and frequently asked questions. These could
include direct mail, social media engagement, email marketing, custom content, virtual events, phone
calls, referrals, or even podcast invitations. The more tailored and personalised your campaign is, the
greater the chance of engaging your target accounts.

Applicable details for a specific exclusive extra will be provided in communications about the
exclusive extra.
Mine your database.Your CRM and marketing automation platform are full of undiscovered
insights!
Your TAS strategy should include plans for what resources you’ll need, who will be responsible
for each step of the process, and how you’ll measure success.

Creating a target account list (TAL) is essential to ensuring your efforts are focused on the accounts
with the highest potential for success. With a clearly defined target account list, your team can identify
the key stakeholders within each account, tailor your messaging, and utilise resources more effectively.
Another significant advantage of having a defined target account list is the improved alignment
between your marketing and sales teams. For each account on the list, the seller does the work to map
the organization — the buying group, the political reality, the trigger events, the existing technology
investments, the competitive footprint. A target account selling plan is a structured approach that
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covers how you identify target accounts, map stakeholders, research each account, develop
personalized messaging, and execute multi-touch outreach.

A well-constructed target account list allows your team to concentrate resources where they can have
the most significant impact. Aligning sales and marketing efforts through a strategic account planning
process fosters better focus and improved results. This shared focus ensures that all efforts are
concentrated on target accounts that fit the company’s strategic objectives, which in turn helps
maximise ROI. When both teams are operating from the same target account list, it ensures clarity and
coordination, driving better results.

Identify accounts that will add credibility to your brand.

It requires some time, but you’ll quickly realize that updating your list actually makes your efforts more
effective. At Demandbase, we iterate on our target account list on quarterly basis. This list, which
we’ve dubbed the DB4K internally, acts as our current target account list. Using our own Account
Selection technology, we were able to grow our list to include 4,000 accounts. So the next step was
investing in technology. While this method was certainly effective—we found that the accounts on our
target account list were actually outperforming out inbound efforts—it wasn’t scalable.

Account Planning

Focusing on high-value accounts ensures that sales and marketing teams are focusing on prospects
with the greatest potential for long-term growth and return on investment, resulting in a much more
efficient process.

target account selection
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Huge Selection from Top Brands

An effective account scoring system helps prioritize the most valuable accounts. An Ideal Customer
Profile (ICP) should include key data such as firmographics, technographics, behavioral insights, and
demographic information to pinpoint companies that are the best fit. Both teams must collaborate from
the beginning to define selection criteria, share insights, and develop a unified approach for engaging
target accounts. This process involves using data-driven insights to evaluate potential accounts based
on factors like company size, industry, behavior, intent data, and strategic fit.

It allows you to understand the technological profile of your ideal customers, including their current tech
stack, software preferences, and future tech needs. We’ve partnered with trusted optometrists to
provide friendly and professional eyecare for the whole family. Target Optical does not provide eye
exams. We offer a comprehensive range of options, including dailies, monthlies, multifocal, and single
vision lenses. If you have not receive anything after 5 minutes, please click on button below for another
email.
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target account selection
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Step 8. Aligning sales and marketing teams

target account selection
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Adding accounts to your list is tempting, even when they don’t tick all your boxes. These businesses
have the budget and need for what you’re selling. For all the benefits of target account selling, there
are some disadvantages to the process as well that sales managers should be aware of?

Each account gets tailored research, messaging, and a multi-touch engagement strategy. When sales
and marketing aren't synced on target accounts, messaging is inconsistent and effort is duplicated.
Instead of reactive outreach, you proactively identify the accounts most likely to buy, research them
thoroughly, target account selection and engage each one with tailored messaging across multiple
touchpoints. According to HubSpot’s 2024 Sales Trends Report, 82% of B2B sellers said relationship
building was the most essential part of their job. We think you’ll like the enhanced shopping experience
it provides, but it’s completely optional.

By understanding the unique needs and challenges of each target account, sales professionals can
offer tailored solutions and recommendations that deliver value and drive business outcomes. Target
Account Selling emphasizes building strong relationships with key stakeholders within target accounts,
including decision-makers, influencers, and users. These target accounts are typically identified
through market research, segmentation analysis, and collaboration between sales and marketing
teams. Target Account Selling (TAS) is a strategic sales methodology that focuses on identifying and
prioritizing high-value accounts and developing tailored sales strategies to win and retain them.

Third-party demographic and firmographic data is essential for building look-a-like strategies. The
inclusion of technographic data in your ICP provides a more nuanced understanding of your targets,
shaping a more strategic and informed ABM approach. This data can position your offering as the
solution to their tech challenges or as an enhancement to their existing technology environment.

With the help of technology and some manual sleuthing, you can identify a master list of target
accounts that you want to turn into customers. An ideal customer profile is a description of the
company — not the individual buyer or end user — that’s a perfect fit for your solution. The best way to
do this is to develop an ideal customer profile or ICP. It’s not an easy task as it is, but if you don’t know
what Waldo looks like, it’s downright impossible.

By providing personalized solutions and delivering value to key accounts, businesses can enhance
customer satisfaction, loyalty, and advocacy, reducing the risk of customer churn. By prioritizing
strategic accounts and developing customized sales strategies, businesses can maximize revenue
opportunities and achieve sustainable growth. Target Account Selling is a key driver of revenue growth
for businesses by focusing resources and efforts on high-potential accounts.

So, how can you decide what companies to target, which to prioritize, and how many resources you’ll
dedicate to moving them through the sales cycle? These target accounts require focused outreach
from your sales and marketing teams to turn them into lifelong customers and advocates for your
business. Applicable details for a specific exclusive extra will be provided in communications about the
exclusive extra.
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