
1:Many ABM: Supply Chain Management for Retail 

Took a persona-led, intent-informed approach to 1:many ABM—layering 

coordinated digital channels with sales-assisted outreach to engage buying 

committees within high-value supply chain accounts. Governed execution 

through bi-weekly sales alignment and pipeline reporting to ensure focus, 

accountability, and measurable pipeline impact.

RESULTS

OBJECTIVE

APPROACH

Drive net-new logo awareness and early pipeline in a crowded, competitive 

market—while aligning marketing and sales around a scalable, customer-centric 

and data-driven ABM motion.

   

TOOLS USED >>

80% reach to target accounts

60% engagement from target accounts

20 Sales Accepted Opportunities

~$3M influenced pipeline
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