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The "HYPER-FOCUS" Approach: Your Path to Accelerated Revenue with Micro ABM 

At Second Sight, we specialize in Micro ABM, taking our clients' Account-Based Marketing 
(ABM) strategies to the next level. While the macro application of ABM effectively identifies 
Marketing Qualified Leads (MQLs), our focused Micro ABM approach is engineered to 
consistently deliver Sales Qualified Leads (SQLs). This means tangible pipeline growth, 
accelerated revenue, and significantly shorter open-to-close cycles for our clients. 

We don't just complement our clients' ABM efforts; we amplify them. We go beyond 
capturing target companies; we hyper-focus on identifying and engaging with qualified 
stakeholders within those accounts, transforming potential into undeniable results. 

 

Our Expert Micro ABM Framework: How We Deliver SQLs and Drive Your Success 

1. Hyper-Personalization Strategy: Uncovering the "Who & Why" 

ABM processes define the target accounts. We specialize in Demand Generation 
specifically within the B2B technology environment. We take it a step further by applying an 
unparalleled level of individualized attention to these high-value accounts, whether they 
are large enterprises or strategically important mid-market companies. 

• Refining Target Accounts (Highly Selective): We leverage our client's existing ABM 
framework to pinpoint accounts where our specialized services will generate the 
most significant impact. 

• Deep-Dive Ideal Customer Profile (ICP) Analysis: Beyond firmographics, we 
conduct an intensive analysis to ensure strategic fit, identifying where our client's 
solution provides a critical, high-impact answer to core business challenges. We 
also quantify the economic impact our client can bring to each target account, 
forming the foundation for highly compelling messaging. 

• Establishing Account-Specific Objectives: We collaborate with our clients to 
define clear, measurable objectives for each account, such as specific deal sizes, 
product adoption goals, or revenue targets. 
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While much of this foundational work aligns with macro ABM, our micro-focus significantly 
elevates the process here: 

• Mapping All Potential Stakeholders (Buying Committees): This is where we excel. 
We meticulously identify every potential decision-maker, budget owner, end-user, 
technical evaluator, legal reviewer, and, crucially, influencer along the path to a new 
technology product acquisition.  

• We then gain a deep understanding of their individual roles, responsibilities, 
reporting structures, and, most importantly, their personal motivations and pain 
points. Our goal is to develop more actionable intelligence about stakeholders than 
the competition will ever uncover. This intel is vital for accelerating the open-to-
close cycle. 

 

2. Yielding Insights & Intelligence: Understanding "What Matters to Whom" 

Our comprehensive research goes far beyond surface-level data to create a detailed 
stakeholder profile that drives engagement. 

• Intensive Account-Level Research: We continuously monitor and analyze —  

o Company Strategy: Annual reports, investor calls, executive interviews, 
strategic announcements. 

o Organizational Changes: New hires (especially C-suite), re-organizations, 
mergers/acquisitions. 

o Industry & Competitive Landscape: How broader trends impact the 
account's challenges and priorities. 

o Technology Stack & Pain Points: Current tools, known tech gaps, and 
frustrations. 

• Individual-Level Research: We conduct deep dives into each stakeholder's 
LinkedIn activity, public statements, industry associations, and previous roles to 
understand their drivers and potential influence. 

The accumulation of this rich intelligence is paramount for crafting the customized content 
we use to nurture opportunities effectively. 

• Identifying Gaps & Opportunities: We pinpoint specific, nuanced pain points for 
each stakeholder that your client's solution can address, actively looking for triggers 
indicating shifts in priorities or urgent needs. 
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• Developing Account-Specific Value Propositions: We tailor our client's core value 
proposition to resonate uniquely with both the overall account's challenges and 
goals, and with each key individual within the buying committee. 

 

3. Precise Targeting & Content Creation: Crafting the "Tailored Message" 

Our Micro ABM strategy ensures that every message is specifically designed to resonate 
with the target audience, driving higher engagement and conversion. 

• Creating Unique, Personalized Content & Assets: Every piece of content we 
develop or adapt is crafted for the specific account and, more critically, for a 
specific individual within that account.  

• Our deep-dive research reveals insights not typically part of the discovery process, 
enabling our client's Account Executives to incorporate this information into very 
compelling presentations.  

o Customized Business Cases/ROI Analyses: Directly addressing the client's 
financial situation and potential returns. 

o Tailored Use Cases/Solution Demos: Demonstrating exactly how our client's 
product solves their specific problems, often using their industry context or 
even their actual data (where applicable and secure). 

o "For [Account Name] Only" Resources: Creating bespoke whitepapers, 
research reports, or competitive analyses specifically framed for their 
context. 

• Pre-Sales Engineering/Solution Architecture Involvement: We facilitate early 
involvement of our client's technical experts to design tailored solutions that 
directly address the account's unique requirements, ensuring a seamless and 
effective sales process. 

 

4. Execution Excellence & Orchestrated Plays: The "Synchronized Attack" 

Our multi-channel coordinated outreach is a meticulously orchestrated sequential, 
"playbook", designed for maximum impact within each target account. 

• Multi-Channel, Coordinated Outreach: We plan and synchronize multiple 
touchpoints across parallel channels to engage effectively with targeted 
stakeholders:  
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o Highly Personalized Email & LinkedIn Cadences: Crafted individually, never 
templated. 

o Referral & Introduction Strategies: Leveraging existing networks for warm 
introductions to specific stakeholders. 

o Website Personalization: Directing stakeholders to dynamic content on our 
client's website that is specifically tailored to them. 

• Sales & Marketing as One Unit: We foster a continuous, collaborative effort. Our 
marketing intelligence and personalized assets empower our client's sales team for 
direct engagement, with real-time feedback loops ensuring optimal performance. 

• Internal Alignment: We ensure all internal teams (product, customer success, 
leadership) are aware of and prepared for the high-touch nature of these strategic 
accounts. 

 

5. Revenue Alignment & SQL Focus: Measuring Your Success 

Unlike traditional approaches, our Micro ABM directly targets SQLs, to immediately engage 
decision-makers ready to explore solutions. 

• Focus on Sales Qualified Leads (SQLs) & Opportunities: Our primary goal is to 
generate SQLs, accelerating the sales cycle and directly contributing to pipeline 
growth. 

• Defining Clear Entry Criteria for SQLs: We work with our clients to establish 
precise criteria for a "qualified engagement" within a target account, such as a 
meeting with a specific level of decision-maker, a validated budget, or a clear 
project timeline. 

• Tracking Progression Through the Sales Pipeline: We diligently monitor key 
milestones specific to the complex buying journey within these high-value 
accounts. 

• Focus on Deal Velocity & Win Rates: We are continuously optimizing our 
processes to speed up the sales cycle and significantly increase the closing 
percentage. 

 

6. Orchestrated Plays & Automation: Smart Leverage for Efficiency 
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We employ a sophisticated technology stack to ensure precision and efficiency in our 
Micro ABM execution, streamlining operations while maintaining a personal touch. 

• Technology Stack for Precision: We leverage cutting-edge tools to power our Micro 
ABM approach:  

o Salesforce: For detailed account and contact management, activity tracking, 
and pipeline visibility. 

o Sales Intelligence Platforms: for granular contact data and company insights. 

o Sales Engagement Platforms (with ABM focus): To orchestrate multi-channel, 
personalized outreach sequences. 

• Automation for Efficiency: We strategically automate the delivery of personalized 
content and ensure timely follow-ups and touchpoints, maximizing efficiency 
without sacrificing the personal touch that defines Micro ABM. 

 

7. Continual Optimization & Learning: The Refinement Loop 

Our commitment to data-driven decision-making ensures continuous improvement and 
maximum ROI for our clients. 

• Rigorous Data Analysis: We regularly review engagement metrics, pipeline 
progression, and closed-won/lost metrics.  

• Account-Specific Retrospectives: Analysis of processes and auditing results on a 
continuous basis is essential to productivity. We don’t let opportunities die on the 
vine. 

• A/B Testing (where appropriate): We judiciously test different messaging angles or 
content formats within our highly personalized approach, always with the 
stakeholder’s specific context in mind. 

• Feedback Loops: We maintain consistent and direct feedback with our client’s 
sales, marketing, and leadership teams. Opportunities handed off as scheduled 
sales meetings are evaluated immediately upon completion.  

 

8. United Teams & Culture: The Collaborative Core 

Our success is built on seamless collaboration, ensuring every facet of the engagement is 
aligned and optimized for our client’s success. 
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• Sales & Marketing Symbiosis: We foster a team mentality, creating a unified force 
working on each target account with shared goals, shared metrics, and shared 
accountability. 

• Executive Buy-in: Recognizing the resource-intensive nature of Micro ABM, we 
emphasize the crucial importance of executive sponsorship from our client's 
organization. 

• Shared Intelligence: We cultivate a culture of open communication and shared 
insights, collaborating on strategies for each target account to maximize impact. 

 

9. Scalable Impact: Strategic Replication for Sustainable Growth 

Our Micro ABM strategy isn't just about one-off successes; it's about building a repeatable 
framework for strategic growth. 

• Documenting Playbooks: While each campaign is unique, we meticulously 
document the processes and successful approaches, creating repeatable 
frameworks for future application. 

• Identifying Patterns: As we achieve success with certain types of accounts or 
specific buying committee structures, we identify patterns that inform and refine 
future Micro ABM selection. 

 

Ready to transform your MQLs into SQLs and drive unparalleled revenue growth? 
Contact Second Sight Demand Generation today to learn how our "Hyper-Focus" Micro 
ABM approach can revolutionize Demand Generation and stimulate pipeline revenue. 

 

Second Sight Demand Generation| www.sec-sight.com | Office: 603-518-8038 

About Second Sight — 

Second Sight helps B2B tech companies accelerate growth through strategic Demand Generation.  

As a boutique firm specializing in Micro Account-Based Marketing, we become an extension of your 
outbound GTM team. Through multi-touch programs — email, call campaigns, and more — we 
engage key stakeholders and deliver pipeline-ready opportunities. 
Our deliverable: Qualified sales meetings scheduled for your AEs.  

 

http://www.sec-sight.com/

