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BAD HABIT #1: 

Nurturing Leads, Not Accounts 

With ABM, you want to nurture at the account level, not your individual leads. While 

it is still a good practice to nurture leads, particularly if the account you are 

targeting has a one-person buying committee, it's important to shift your focus 

towards an account-based approach. 

Nurturing accounts in 828 ensures that you're accounting for a multi-person buying 

committee and providing them with a strong customer experience as they move 

through the buying journey. 

Let's take a closer look at the difference between lead and account nurturing: 

• Lead nurturing focuses on educating and driving behavior change for a single

individual, who is often the primary decision-maker for a particular solution.

• Account nurturing focuses on educating and driving behavior change across

the entire account, providing the most relevant information for each member of

the buying committee.

You nurture 828 accounts because: 

C Most accounts have more than one decision-maker on their buying committee

C Each decision-maker has their own pain points

C Nearly half of the decision-makers on a buying committee never speak to a

sales rep 

C The buying committee makes the decision together to purchase a solution
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ABM is all about building strong relationships with the best-fit accounts with the highest 

likelihood of purchasing your solution. But with a large buying committee, lengthened 

buying journeys, and less direct contact with your team, accounts often need more help 

moving through the buying process. And that makes account nurturing a critical 

component of an effective ABM strategy. 

67% of 828 buyers 

want more 

communication and 

reassurance while 

making a purchase 

61% of 828 buyers report 

that they involve more 

people in their purchase 

process than in years past 

828 sales reps have 

roughly 5% of a 

customer's time 

during their entire 

828 buying journey 0 

https://www.mediapost.com/publications/article/356433/google-shares-exclusive-data-on-b2b-buyers-emotio.html
https://www.weidert.com/blog/b2b-buying-behavior
https://www.edelman.com/expertise/business-marketing/2021-b2b-thought-leadership-impact-study
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BAD HABIT #3: 

Nurturing on the Fly, 
Not with a Full-Funnel 
Strategy 
Have you ever been guilty of promoting an eBook but had no plan for 

follow-through to those accounts that downloaded it? Creating a strong nurturing 

program that moves accounts successfully through the buyer•s journey is a tedious 

process, and it's easy to get stuck in a cycle of nurturing on the fly. 

Without a well thought out nurturing plan, you risk losing buyers• interest. You•re 

not the only provider wanting their attention. A competitor could easily swoop in 

and change the account's direction because they're not getting what they need to 

progress with you. 

Additionally, the buying journey is not dictated by you. Decision-makers tend to do 

most of the research independently and determine their own buying journey. 

Accounts can stop in the Awareness stage or take longer to make a Purchase 

Decision, for example. lf you•re not providing them with the content they need to 

move from stage to stage, it can lead to missed opportunities and elongate the 

sales cycle even more. 
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If you want to progress buyers through their journey like the image above, you need a solid 

plan in place to help guide your buyers with purpose and intent. Nurturing with a full-funnel 

strategy keeps your buyers• attention, keeps them engaged, and keeps you top-of-mind as 

they move through the funnel. You can't wait on buyers to navigate the buying journey and 

easily identify your solution with a few touches here and there. Resist nurturing on the fly 

and activate a full-funnel strategy so you have content to move them where they are and 

when they need it. 

0 





https://www.madisonlogic.com/solutions/journey-acceleration/?utm_source=8badnurturinghabitsinabm


https://www.marketingillumination.com/single-post/marketing-rule-of-7s#:~:text=The%20Principle,provoked%20to%20take%20an%20action.
https://www.madisonlogic.com/solutions/abm-display-advertising/?utm_source=8badnurturinghabitsinabm


https://www.madisonlogic.com/solutions/abm-social-advertising-with-linkedin/?utm_source=8badnurturinghabitsinabm


https://www.demandgenreport.com/resources/research/2016-content-preferences-survey-b2b-buyers-value-content-that-offers-data-and-analysis






































CONCLUSION 
Today•s buyers have all the power, and require much more personalized and relevant experiences 

throughout the buying journey. But it takes more than one touch to get them on your side and ready for 

that sales conversation-you need to nurture accounts to keep your brand top-of-mind and prove that 

you•re the right choice. 

Turning to old nurturing habits like those mentioned in this eBook will no longer cut it. Marketers need to 

break these bad habits and give buyers want they want and what they need from start to finish. 

When you activate strong nurture programs, you can maximize your efforts and deliver happier and more 

assured accounts that are ready for that sales conversation. 

Talk to us today about how the 

ML Platform can help you stay 

top-of-mind with potential 

buyers and drive them through 

the buying journey with a full­

funnel, multi-channel approach 

to nurturing. 

Visit www.madisonlogic.com to 

learn more. 
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