
The Account-Based 
Technology Stack

Data Validation

Ideal Customer Profile
The account-based process begins with the ideal customer profile (ICP).  

The ICP is used to identify the most valuable customers and prospects, who are  
both most likely to buy and to generate higher lifetime value for the business.

Prioritized List
A narrow focus on target accounts that are more  
likely to engage now, informed by a combination  

of revenue data solutions and internal data.

Orchestrate
The design and execution of programs to 

engage prioritized lists of target accounts. 
Account-based programs are orchestrated 

across multiple channels and delivered  
by multiple go-to-market functions.

Engage

Target Account List
A list of strategic accounts built using a data-driven methodology,  

informed by the ICP and fashioned with revenue data solutions:
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 Pipeline Operations
The foundational elements required to successfully  

support the data management, data capture, workflow  
and visibility requirements of account-based programs.
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Lead-to-Account Matching and Routing

Workflow Automation

Activity and Contact Capture

Customer Data Platform (CDP)

Pipeline growth is a perpetual challenge for chief commercial officers. CCOs 
should work with their CMO to develop a high-performing, account-based 
pipeline approach. This infographic presents proven technologies used by 
world-class account-based programs to enable growth.
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