SHIFT LEFT. SHIFT RIGHT.

How account-based marketing creates commercial value at every stage — not just during the sales cycle.

< SHIFT LEFT TRADITIONAL PURCHASE CYCLE SHIFT RIGHT —

Reputation Awareness Consideration Evaluation Decision Advocacy

Engage earlier. The core ABM motions — identifying, engaging Support onboarding. Show value.
Shape demand before the buying and converting your highest-value accounts. Expand, upsell and turn customers into
cycle begins. advocates.
Builds awareness and intent Personalised outreach, content and signals Extends ABM beyond acquisition
among buying groups at target accounts. aligned to where each account is in its journey. into retention and revenue growth.
CREATES PIPELINE CONVERTS PIPELINE EXPANDS REVENUE
Build awareness and demand among target accounts Engage, nurture and convert your highest-priority accounts Deepen relationships post-purchase to grow account
before they enter an active buying cycle. through the decision process. value and drive advocacy.

Engagement is everything.
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