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THE EVOLUTION OF TARGETING THROUGH DIGITAL 
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TARGETING THROUGH PERSONAS

§ 90% of budget is wasted

§ Wrong person

§ Wrong company

§ Wrong time
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TARGETING MALES, 30-44

31%
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BUT WE ARE PROMISED EVEN MORE PRECISION
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B2B > Company Size > 10-50 Employees

B2B > Company Size > 50-100 Employees

B2B > Company Size > 5,000+ Employees

B2B > Sales Volume > $1,000,000 - $5,000,000

B2B > Classes > White Collar

B2B > Employment Status > Employed > Work from Home

B2B > Industries & Occupations > Waste Management

B2B > Industries & Occupations > Legal> Environmental 

B2B > Industries & Occupations > Education > Higher Ed K-12 

B2B > Industries & Occupations > Computer> IT

B2B > B2B Events > Events by Industry > Technology

B2B > Small Business

B2B > Executive
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They sit on a throne of lies!
Buddy the Elf
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AND B2B MARKETERS KNOW IT!

10%
Of B2B demand generation 

professionals “feel that their paid 
online targeting is effective.” 

Source: Dun & Bradstreet 2017
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ONBOARDING CRM DATA

On-boarding: 
70-85% 
drop-off

Initial contact list Campaign audience
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BUT IT’S REALLY ABOUT JOB FUNCTION…
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WHICH DON’T WORK EITHER
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ACCOUNT-BASED ADVERTISING

§ Reach only your target 
accounts

§ Much more efficient 

§ But… am I reaching the Janitor?
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B2B Advertising Nirvana:

Reach the buyers and influencers at the 
accounts that matter to your business*

* While they are at the beginning of their buyer’s journey! 
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WHY BRING ADVERTISING INTO THE ANONYMOUS BUYER JOURNEY?

Initial 
Research

Social 
Network

Social
Media

First
Website

Visit

Competitive
Site Visits

Buying 
committee 
research

Form fill /
hand-raise/

Demo Request

Pipeline

Customer

IN
TE
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ES

T
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ANONYMOUS
BUYERS

KNOWN
BUYERS

“B2B marketers need to 
get very comfortable with 
anonymity” 

Steven Casey –
Demandbase ABM 
Summit Keynote
April 2018
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AI AND INTENT TO REACH THE BUYING COMMITTEE

Total Addressable Market

Target Account List
IP Based Identification

High Intent Accounts
Intent-based identification

High Intent 
Buyers/ 

Influencers
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ACCOUNT-BASED ADVERTISING
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CONTEXTUAL BEHAVIOR…AT SCALE
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AI & NATURAL LANGUAGE PROCESSING
INTENT



© 2018 DEMANDBASE�SLIDE 21

PUTTING INTENT INTO ACTION

DEFINE KEYWORDS MONITOR CONTENT 
INTERACTIONS

RANK & SCORE
RELATIVE INTENT

PRIORITIZED
BIDDING
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THE KPI’S FOR MODERN ADVERTISING

REACH
% of target accounts reached 

in campaign

>90%

ENGAGEMENT
% of target accounts engaging 

on site

>30%

EFFICIENCY
$ per account engaged on 

site

$15 - $300
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Universal Campaign View
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JOIN US FOR THE
ABM INNOVATION SUMMIT

March 14-15  |  Pier 27, San Francisco

REGISTER AT
www.abminnovationsummit.com



#B2BMX

Questions?


