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“How do we do Account-Based at scale?” 
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$40B
Revenue in FY18

25,000
partners

140,000
employees

430,000
customers in
175 countries

4,000+ products

130+ 
acquisitions in 13 years
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~1,500 marketers
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74,000+ salespeople
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Sales’ Perception of Marketing
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The Demand Waterfall Is Broken…We Can Do Better

Only 2%
of MQLs turn into SAO*
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Silos
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Journey to the Cloud
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Play to Our Strengths: Oracle Is Well-Positioned for 
Account-Based!

Strong ACV/LTV 
Metrics

Abundance of 
Quality Data

Installed Base

Executive 
Relationships

EMEA
Marketing

Enterprise Segment 
Strength

Organizational 
Scale

Oracle Brand
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3 Success Factors for Account-Based Transformation at Scale

Modern 
Technology

Modern 
Workforce

Modern
Process
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Modern Workforce
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“Account-Based Marketing” search interest

2011 2013 2015 2018
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It Is Only for Key 
Accounts (1:1)

It Is a Tactic or Event

22

It’s Called “Account 
Based Marketing”

Debunking 3 Myths About Account-Based

A

B

C

A

B

C

It’s for All Accounts
(Big & Small)

It’s a Strategy It’s Just
“Account-Based”
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Oracle’s Global Account-Based Strategy

q TARGET
Select Accounts & 
Contact Acquisition

q PERSONALIZE
Develop Insight & 
Personalize Content

q ORCHESTRATE
Marketing & Sales 
Interactions

q MEASURE
Modern Metrics
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Workshops Webcasts

Office Hours Playbook

Account-Based Enablement & Training

Account-Based 
Strategy Workshop



Copyright © 2019, Oracle and/or its affiliates. All rights reserved.  |

Modern Process
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Account-Based Personalization Spectrum

A

B

C

1:1
Time/Effort = High

1:Few
Medium

1:Many
Low
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Macro Economic Trends:
Opportunities for 
Thought Leadership

Big
Market
Topics

Blue
Sky

Thinking

Specific
Industry
Trends

Driver-less Cars
[Automotive]

Digital Retail Banking
[Financial Services]

Omni-Channel
Retailing

[Retail]

Future Finance

Integrated
Business
Planning

Modern
Supply Chain
and Logistics

End-to-End
Customer

Experience

Talent
Market-place &

The Gig Economy
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Ripple Effect: Drive Connected Conversations & Engagement

DISRUPTIONS

Social trends

Global 
economic 

trends

Channel & 
device 

proliferation

Local issues 
& economics
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Hyper-Personalization



Copyright © 2019, Oracle and/or its affiliates. All rights reserved.  | 32

Account-Based Personalization Spectrum

A

B

C

1:1
Time/Effort = High

1:Few
Medium

1:Many
Low
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Account-Based Toolkit & Content Configurator

Positioning Framework Messaging Framework by Role/Persona

Customer Presentations Sales Battlecards
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Modern Technology
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Predictive Analytics + Account-Based Marketing Are Rising

“Predictive analytics are now delivering 
real measurable results for early adopters.” 
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Lead Flow

Contact/Activity Data

Shared Lists
Contact data

Online Chat & Shopping Cart

Social Data & Browsing History

Real-time change data capture, 
distribution, and delivery

Marketing Automation, Dynamic Personalization

Identity and Profile Mgt.

Create & Moderate 
Online Experience

Corporate data warehouse
for reporting & analytics, topic score

Social Relationship Mgt.

Sales Automation

Oracle Social Network

Dynamic Personalization
WebCenter Sites
WebCenter Content 
WebCenter Portal

Retargeting
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CXD

ORACLE MARKETING CLOUD

Content Marketing

PARTNER ECOSYSTEM

Modern Marketing Technology Architecture

Data Integrator Web Center

Identity Management

Golden Gate

Marketing Resource 
Management

Content Marketing
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Social Real Time/
In-Session

Browsing
History

D&B and 
Other 3rd 
Party Data

Marketing 
Responses

Ph
as

e 
I: 

Tr
ad

iti
on

al
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Predictive 
Models

ABMDMP/DaaS/
BlueKai

Phase III: Next Gen
Predictive Models & Machine Learning

üPropensity to buy
üLead Scoring
üLook-a-like
üBehavioral
üTopic Scoring
üExternal models  - Mintigo, 6sense, Leadspace

Account-Based

üSegmentation, ABM Type
üLead Scoring
üBehavior, Buyer Journey

DMP/DaaS/BlueKai

üAnonymous segmentation
üAdvertising media optimization
üLook-a-like modeling
üPersonalization

Phase II: Modern

Social

CRM/ERP
Installed Base

CXD

Customer Experience Database (CXD)
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Oracle’s Predictive Intelligence Framework

INTENTFIT

ENGAGEMENT

...and more to come

Internal Propensity Models

Account Topic Score
Account Engagement Score
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Endeca Predictive Intelligence Segmentation: 
Self-Service Account-Based Targeting at Scale
Target by 

Product/Solution
Upload List of Accounts to Score

Standardized 
Account Scores

Detailed List of Accounts
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Predictive Intelligence Delivers Significantly Higher Win 
Rates Across Solutions

15%

33%

25%

34%

13%

52%

14%

45% 3x 2x 4x 1.3xPREDICTIVE

BASELINE
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Predictive Intelligence Is Delivering REAL Results

42

$635M
Open

$133M
Won



Copyright © 2019, Oracle and/or its affiliates. All rights reserved.  | 43

Don’t Let Perfection Be the Enemy of Good

AB ABMv.s.



Copyright © 2019, Oracle and/or its affiliates. All rights reserved.  |

Sometimes It Takes a 
While for a Team to Gel…
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Good Teams 
Never Give Up
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Our story is still
being written...



#B2BMX

A Tale of 
Two Campaigns

Bringing Oracle’s ABS to Life
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Thank You!

Kelvin Gee | kelvin.gee@oracle.com | @kgee

mailto:kelvin.gee@oracle.com



