Challenge Accepted Live ABM: The Art of the Possible

YOUR TOP 20 ACCOUNTS

Use this worksheet before your ABM planning begins. Try doing this exercise individually, then seeing where
you all align(and not!). Alignment here is the foundation for everything that follows.

Marketing lead Sales lead Date agreed

How to use this list
Account name — the organisation you are targeting, not the individual contact.

Sector — industry or vertical. Useful for clustering accounts into programme tracks.
Type — New (net new logo), Existing (expand or retain), or Partner (co-sell or referral).
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