


Introduction 
----------------------------------------------------------------------------

Marketers faced with economic uncertainty, tightened budgets, and changing buyer behaviors may 

feel the urge to scale back, yet analysts and savvy marketers warn against this approach. More than 

ever, brands must stay persistent and relevant in their markets to succeed. 

If history has proven anything, it's the power of resiliency. During the Great Recession, brands that 

remained committed to their marketing and advertising efforts rebounded faster and recovered 

quicker than those that pumped the brakes. Scaling back on your marketing strategy impacts your 

mindshare and weakens your ability to engage and connect with target accounts. Losing traction with 

buyers adds even more complexity to the long-term brand-building efforts needed with most 828 

purchase decisions. 

Multi-channel, full-funnel account-based marketing (ABM) is a powerful strategy to build and maintain 

a persistent market presence with personalized and relevant messaging. By leveraging data to focus 

on the accounts that matter and engaging them with unified messaging, you build trust and 

awareness while grabbing their attention away from competitors who are reducing their marketing 

efforts. 

This guide offers practical advice and actionable steps to help you leverage ABM and maintain a 

persistent market presence during turbulent times. By continuing to invest in marketing and using a 

targeted account-based approach, you will emerge stronger and more resilient from the current 

economic climate than ever. 

During the 2008 recession, advertising spending dropped by 13% yet statistics showed 

brands that maintained their marketing output had 3.Sx more brand visibility. 
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https://www.icaew.com/insights/viewpoints-on-the-news/2022/aug-2022/why-marketing-is-essential-in-a-recession




https://business.linkedin.com/marketing-solutions/b2b-institute/b2b-research/trends/95-5-rule
https://www.marketingweek.com/99-1-rule-invest-recession/


https://www.trustradius.com/vendor-blog/2020-b2b-buying-disconnect
https://www.linkedin.com/pulse/companies-focus-building-brand-drive-faster-recovery-/




https://www.business2community.com/strategy/6-times-expensive-win-new-customer-retain-existing-one-01483871#:~:text=Business%20%26%20Finance%E2%9F%A9Strategy-,It%20is%206%20Times%20More%20Expensive%20to%20Win%20a%20New,to%20Retain%20an%20Existing%20One
https://www.kantar.com/inspiration/coronavirus/covid-19-barometer-consumer-attitudes-media-habits-and-expectations
https://martechseries.com/mts-insights/guest-authors/understanding-abm-and-why-it-delivers-the-best-roi/#:~:text=In%20fact%2C%20according%20to%20the,their%20sales%20and%20marketing%20teams.


https://www.linkedin.com/pulse/companies-focus-building-brand-drive-faster-recovery-/


https://www.gartner.com/en/sales/insights/b2b-buying-journey




https://business.linkedin.com/marketing-solutions/aligning-sales-and-marketing-the-art-of-winning#:~:text=According%20to%20Wheelhouse%20Advisors%2C%20when,and%20at%20a%20higher%20rate.
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