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HYPER-PERSOMALIZATION AT SCALE INTENT DATA UTILIZATION
In a recent survey of marketing professionals 1 4‘ A study conducted by Gartner shows that
Evergage, 38% of the marketing executives “ ﬂ oerganizations that use intent data gain 2X better
reckoned that personalization can help in revenue from their ABM accounts than
improving customer engagement and 74% of organizations with limited or no uze of intent data.
the respondents reported increased sales. . W T -
ABM AND Al INTEGRATION VIDEO CONTENT DOMINANCE

The research conducted by Forrester

7
indicates that the use of Al in the completion T R E N D S 0 F

of the task reduces it by 30% and increases

5 Data from the lotest Wyzowl survey called The
State of Video Marketing 2023 shows that 87%
of video marketing representatives who took

the likelihood of a closure by 26%. Acc OUNT_BASED partin thesutveyﬂl:rg;n:::::ulﬁnemnrksting is
ACCOUNT-BASED EXPERIENCE (ABX) d g COLLABORATIVE ABM STRATEGIES
A survey among B2B procurement departments 3 5 Sales and marketing harmonization is
conducted by Demand Gen Report showed that supported by 58% of businesses on Linkedin,
79% of B28's buyers value the experience a firm they say that it fosters customer retention

prevtﬂnc it= eustomers as much as Plﬂﬂl.lell and

and 36% say that it enhances sale
services,

probabilities.
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Another critical area is the interaction between marketing and sales; it may be stated that in
the future, these two departments will have to strengthen their cooperation even more. The
integration of these teams ensures that the process of identifying strategies within each
organization works effectively within the confines of the ABM strategic model for both
departments.

Sales and marketing harmonization is supported by 58% of businesses on LinkedIn, they say
that it fosters customer retention and 36% say that it enhances sales probabilities. This makes
it possible for the business to have a central view toward identifying and selling to important
customers.

Such examples are just recent and perhaps the best one is Atlassian which tightly connects
the marketing and sales functions. With its help ABM campaigns have been integrated and it

has given a snapshot of 20% from leads to customers.

To know more - https://salesmarkglobal.com/the-top-trends-of-abm-in-2024/
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