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LIABILITY

The information contained in this book doesn’t take into account the
unique situation and circumstances of the reader, thus the book is for

general advice and informational purposes only.

Results mentioned in this book are not typical and may vary from person to
person as ultimately the nature of the actions taken will define anyone’s
end result. There are no guarantees in life. Any actions taken based on the

information provided are at the reader's own discretion and risk.

Before acting on any advice the reader should think through the fittingness
of the advice for their unique situation and size their bets vs risks
accordingly if they take any action. The author and publisher shall not be
held liable for any direct or indirect harm, financial losses, or adverse
consequences resulting from the application of the ideas and concepts

discussed in this book.
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WHAT'S THE ‘ACCOUNT-BASED’
METHODOLOGY?

(AS DEFINED IN THIS BOOK)

First of all, it’s the framework that fuels your B2B

revenue operations: it aligns marketing and sales.

But often when you ask the questions, “what is it?”,
you come to meet the very ‘broad’ and popular way
of defining this key term as someone replies to you:
“..it’s marketing/sales done to your specific target
accounts which are expected to grow your business the
most (vs alternatives), so it’s a way of prioritising where

your time and energy goes”.
The above of course is completely accurate!

Because in essence what we - as the practitioners of
the Account-Based methodology - are doing is: we

are putting our effort, time, energy, marketing




budgets, and the limited time of our sales people to
where they turn in the most high-value clients

possible for our B2B company.

This ‘core spirit’ at the heart of the Account-Based
methodology is indeed well captured by our initial

broad definition.
But there’s so much more to it...
“How so”, you ask?

Well, the above definition accomplishes in
conveying that yes, indeed the individual target
accounts (high-value clients) are at the apex of our
focus here, but the definition fails to turn this focus
into an applicable framework that TAKES CARE of

conquering this beast of a goal of yours.
In essence, the initial definition lacks practicality...

It has no real-life clarity that would guide you on

your day job and would tell you in detail HOW you




are supposed to land the ambitious growth targets

of your B2B company.
Here the book at hand steps in.

In the following pages, I'll supply you with the
frameworks, processes, and the internal
communication tools that will ALIGN your revenue

operations (of marketing and sales) naturally.

Because great alignment isn’t something you have
to ‘manage’ that much, it simply ‘takes place’ when
you set up the corporate ecosystem correctly! So

that it supports alignment.

To achieve this... we create (or rather, hand over to
you) a set of natural and easy-to-use internal
communication tools that by design align your
revenue operations (marketing & sales) and begin to

drive your unified teamwork.

Sounds good?




Great! In that case, keep reading, because this book

is all about turning this into a reality.

This can only take place by us diving deep into the
practical applications of the Account-Based
methodology where marketing and sales start to
become one. Two parts come together and turn your

revenue operations...
From: marketing + sales = revenue
To: marketing x sales = revenue

> With alignment achieved, these two business
functions begin to AMPLIFY each other (after all,
they are two sides of the same coin) as you’ll begin
to identify, reach, convert, and win deals with those
high-value B2B clients that can revolutionise your

revenue inflows.

Thus, in this book we expand the original

definition by including all practical frameworks,

that drive your success... because only a practical




application of a processes will create measurable

results.

With that in mind, in this book we define Account-

Based marketing/sales as follows:

o The original definition: “marketing/sales done

to your specific target accounts which are

expected to grow your business the most”.

e The frameworks that get all this done:

[o}

Your in-house processes and
operations.

Your internal communication tools,
views, dashboards.

Your data structure, measurement
frameworks, and goal setting of
KPIs/OKRs.

The grand strategy that ties together
marketing and sales operations.

The teamwork model for

collaboration and alignment.




o The meeting cadences and agendas
that drive execution.

o The infrastructure that pulls all of this
together: Ideal Customer Profile,
Target Account List, CRM and MAS
set up and processes, nurturing flows,
the “brand story” you are telling, and

SO On.

Our goal in this book is to be very practical, so that
you’ll get to copy-paste the practices outlined in

the coming pages.

All this you’ll come to turn into a living and
breathing reality... into a network of self-standing
processes that run themselves and keep your team
aligned no matter if the manager needs a day off
once in a while. Simply keep flipping the pages, and
by the end of the book your B2B growth engine is

up and running.

It’s time to begin your journey.
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THE PROCESS:

1) FIND YOUR IDEAL HIGH-VALUE CLIENTS.
2) UNIFY & ALIGN YOUR REVENUE OPERATIONS.
3) EXECUTE! CONQUER YOUR B2B PROFIT & REVENUE GOALS.

LEARN ABOUT:
Rev Ops roadmap,

Team structure,
& Leadership.
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