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The B2B Marketing Conference 2017: 

Account Based Everything
Why and how to make ABM your number one growth marketing tool

Now in its ninth year, the annual B2B Marketing 
Conference is one of the most highly anticipated dates 
in the B2B calendar. 

Each year, the Conference throws a spotlight on one of 
the hottest topics of the moment for marketing and sales 
professionals in B2B.  

This is a unique opportunity for over 250 B2B marketing 
managers and leaders to come together for a whole 
day of targeted, laser-focused, practical learning and 
inspiration around a crucial, growth-driving topic.

2017 is no exception. Because this year, the Conference is 
focused entirely on how B2B businesses of all shapes, sizes 
and models can deliver sales and business growth through 
account based marketing (ABM).

  “ The first conference I’ve been to 

where the content is bang on and the 

presenters are all likeable. Well done 

B2B Marketing. Great event.”
 
Kirsty Collin, head of customer satisfaction, MACE  
(on the 2016 conference)

  “ A really useful, interesting and busy 

event with a great standard of delegates. 

We’ll definitely be back next year.“

Matt Henkes, marketing, PR and digital content 
manager, Bray Leino  
(Sponsors of the B2B Marketing Conference 2016



  

Why this year’s Conference is all about ABM

ABM is fast becoming a critical weapon in a B2B 
marketer's armoury. 

No matter what stage your business is at on the 
ABM journey – from contemplating it, through to 
programmatically scaling it – you can’t afford to  
miss the 2017 B2B Marketing Conference: Account 
Based Everything.

In one day, across two break-out tracks and five keynotes, 
we’re bringing together some of the leading names in 
B2B sales and marketing, with unrivalled experience of 
ABM success, to show you how to get it right. 

 › New to ABM? You’ll learn where to begin, how to start, 
and how to make it work.

 › Not getting the impact you expected from your ABM 
yet? You’ll learn the specific skills and tactics to help you 
hit your sweet spot and accelerate your results. 

 › Ready to scale your ABM? You’ll learn how successful 
brands are taking inventive, innovative and digital-led 
approaches to deliver ABM at scale and smash their  
sales figures. 

Whether you’re in marketing, sales, or customer success, 
and whatever your business size, ABM challenge, pain  
point or grey area, you’ll get it covered at this hugely 
practical event.

  “ I found the Conference extremely 

interesting, relevant and  

thought-provoking.“

Emma Dent, service excellence manager, Eduserv 
(on the 2016 conference)

84% of marketers using 
ABM say it’s the highest  
ROI driver in their mix



  

Key features of the B2B Marketing Conference 2017: 
Account Based Everything

 › Three keynote presentations

 › Six sponsorable break-out sessions/speaking 
opportunities

 › Two sponsorable content streams

 › Sponsor-hosted roundtables

 › A high-footfall exhibition space with 250 paying delegates

 › ABM focused research report

 › Exhibition area.

  “ A superb day at the Conference. So many notes taken, 

so many ideas, so many trips to the popcorn stand.”

Russell Powell, marketing manager, Atos (on the 2016 conference)



  

  

Agenda 
of the day

13:45–14:15 Breakouts

1. Planning, piloting and preparation 2. Executional excellence

13:45–14:15
Plan to pilot the perfect ABM programme
Ricky Abbott, account-based marketing strategist, Pulse

The power of ABM automation and technology  
to accelerate conversions and drive revenue.  
Jessica Fewless, VP ABM strategy, Demandbase

14:20–14:50
Strategic or programmatic? Picking the right flavour. 
Katherine Almond, head of B2B strategy, Bray Leino

Create a content-centric ABM strategy, execute  
it and deliver true ROI  
Alias Partners

14:55–15:25
Preparing to fly: If you’re intent on setting out on this journey, 
strong foundations are the key to success.

A deep dive into your long-term ABM strategy and the 
tools required to overcome the trials and tribulations.

15:30–15:55 Coffee break

15:55–16:35 Afternoon keynote TBC

16:35–17:15
Panel discussion:  
The future of ABM – What skills and technologies  
will marketers need to utilise it effectively?

TBC

17:15–18:30 Closing remarks, followed by networking drinks reception

9:30–9:40 Conference welcome

9:40–9:55 Why now for ABM? A state of the nation report Joel Harrison, editor-in-chief, B2B Marketing

9:55–10:25
Introducing the ABM maturity model – your journey  
to ABM nirvana

Shane Redding, marketing consultant, Think Direct

10:25–11:05
Oracle’s ABM journey: building a bridge from strategic  
to programmatic

Michael Avis, senior director ABM, Oracle

11:05–11:35 Coffee break

11:35–12:15 How to be an ABMer Andrea Clatworthy, head of ABM, Fujitsu

12:15–12:45
Panel discussion: Making ’everything’ count in ABM – and why 
it’s time to go beyond sales and marketing alignment

Moderated by Robert Norum, ABM consultant, 
McDonald Butler

12:45–13:45 Lunch



  

Why you should sponsor

As a sponsor, speaker and exhibitor at the Conference, a 
partnership with us offers the unique opportunity to:

 › Target and connect with over 250 B2B marketing 
decision makers with an ABM and business  
growth agenda.

 › Get face-to-face with leading influencers in  
B2B marketing.

 › Deliver thought leadership in a highly receptive and 
engaged environment.

 › Generate valuable leads, meetings and new contacts.

 › Position and align your brand with inspiration, innovation 
and insight.

 › Present to and network with tough-to-reach B2B 
marketing leaders.

 › Tailor your event presence to match your objectives  
and requirements.

  “ A thoroughly enjoyable day, full of 

thought-provoking and interesting 

seminars that will definitely help us  

to continue to build our strategy. 

Looking forward to the next one!” 

Rachael Marking, head of marketing, Stills  
(on the 2016 conference)



  

And some of our past and most recent Conference sponsors…

Just a sample of the B2B brands represented last year…



  

At-a-glance summary of main sponsor and exhibitor packages

Headline sponsor
Content partner 
sponsor: Event  
research report

Content partner 
sponsor: Event  
wrap-up report

Session sponsor Exhibition only

£15,000 £12,000 £10,000 £7,500 £3,000

Sponsor-hosted bespoke roundtable for up to 10 guests ✓

Extensive on-site event branding, including banners, signage and a presentation of your own short promo video ✓

Your headline sponsor logo on all event email campaigns ✓

Headline sponsor position on the event website ✓

Double page ad in delegate guide ✓

Full page ad in B2B Marketing magazine ✓

6m x 4m exhibition floor space ✓

Solus email to Conference delegates ✓

Your branding and foreword on one of two sponsored reports: Event research report or event wrap up report ✓ ✓

3m x 2m exhibition floor space ✓ ✓ ✓ ✓

Client delegate passes 4 4 4 2 2

Staff delegate passes 5 2 2 2 2

Exclusive on-site branding of dedicated session auditorium space and AV ✓ ✓ ✓ ✓

Full page ad in delegate guide ✓ ✓ ✓ ✓

30-minute speaking opportunity ✓ ✓ ✓ ✓

Your sponsor logo on all event email campaigns ✓ ✓ ✓ ✓ ✓

100-word website profile, company logo and link ✓ ✓ ✓ ✓ ✓

Distribution of marketing collateral at the event ✓ ✓ ✓ ✓ ✓

Prominent branding on event print collateral ✓ ✓ ✓ ✓ ✓

Sponsor announcement on all social media ✓ ✓ ✓ ✓ ✓



  

Headline sponsorship

This is an exclusive, sole sponsor position that gives you 
access to an extensive package of lead generation and 
brand positioning benefits.

Deliverables

Branding

 › Headline sponsor position for the event

 › Headline positioning on the site with link and logo on 
event website

 › Distribution of point-of-sale material on the day

 › Solus email to the B2B Marketing Conference  
2017 delegates

 › Prominent branding on all marketing collateral for the 
event, including print, email, website and social media.

Speaking opportunities

 › 30-minute breakout session

 › Bespoke roundtable.

Exhibition space

 › A standard floor space will be provided, covering 6 x 4 
square metres

 › Lead generation

 › Exclusive roundtable hosted at the event.

Passes for the event

 › Four delegate passes to the event for staff

 › Four delegate passes for clients.

Sponsorship cost: £15,000



  

Content partner sponsorship

Position your brand as the key partner for one of two reports 
produced for the event and hosted and promoted on our 
website, post-event.

Deliverables

Branding

 › Session sponsor position for the event.

 › Your branding and 800 word commentary on one of  
two reports: Event research report, or the event wrap  
up report.

 › Sponsor positioning on the event website, with link  
and logo. 

 › Distribution of point-of-sale material on the day.

 › Prominent branding on all marketing collateral for the 
event, including print, email, website and  social media. 

Speaking opportunities

 › 30-minute breakout session.

Exhibition space

 › 3 x 2 square metre floor space is provided.  
(NB: There are opportunities to upgrade both your 
position and floor space).

Engagement

 › Lead generation.

Passes for the event

 › Two delegate passes to the event for staff

 › Two delegate passes for clients.

Sponsorship cost: 
Event research report: £12,000 
Event wrap up report: £10,000



  

Session sponsorship

A great platform for engaging with delegates through a 
speaking slot, establishing a strong presence throughout 
the event and owning your own meeting space.

Deliverables

Branding

 › Session sponsor position for the event

 › Session positioning on the site with link and logo on 
event website

 › Distribution of point-of-sale material on the day

 › Prominent branding on all marketing collateral for the 
event, including print, email, website and social media.

Speaking opportunities

 › 30-minute breakout session.

Exhibition space

 › 3 x 2 square metre floor space is provided.  
(NB: There are opportunities to upgrade both your 
position and floor space).

Engagement

 › Lead generation.

Passes for the event

 › Two delegate passes to the event for staff

 › Two delegate passes for clients.

Sponsorship cost: £7,500

  “ We had a brilliant time at the B2B 

Marketing Conference in 2016. An 

impressively knowledgeable line up 

of speakers, focused on delivering 

genuinely useful practical advice.”

Matt Henkes, marketing, PR and digital  
content manager, Bray Leino



  

Tailored sponsorship opportunities

Be different

Whatever your marketing objectives, we’re happy to 
partner with you on a tailored package of options that 
fits your specific requirements and budget, and delivers 
outstanding value.

These are just some of the branded options we can offer as 
part of a tailored package:

 › Bespoke stand with private meeting area

 › Hospitality catering/drinks reception

 › Mulled wine cart: £1999

 › Crêpe cart: £1999

 › Popcorn cart: £1999

 › Pick ‘n’ mix cart: £1999

 › Wifi password: £1400

 › Lanyards: £1400

 › Delegate bags: £1400.



  

About B2B Marketing

B2B Marketing is the world-renowned provider of 
insight, professional development, events and training 
for marketers and leaders in B2B.

Since our launch in 2004, we’ve amassed the largest 
network of B2B marketers in the UK, giving us the unique 
ability to place your brand at the centre of the B2B buzz.

At the core of our business are the 60,000+ members of 
our website worldwide and five of the biggest and most 
influential annual events in the B2B calendar, alongside a 
host of webinars, podcasts, roundtables and training.

How we help you achieve more

Our dedicated marketing and media solutions team can 
help you:

 › Get face to face with the influencers, buyers and 
decision-makers you want to target.

 › Build powerful brand recognition in the heart of  
your marketplace.

 › Build your marketing content and proposition into  
the right conversations with the right audience at the 
right time.

 › Achieve meaningful engagement with some of the 
industry’s most influential decision-makers.

 › Create compelling stories around your brand with 
headline-driving research and analysis.

 › Share your brand stories, content and conversations 
with our 60,000+ registered members, 80,000+ 
monthly website users and 200,000+ followers  
on social.



  

Get in touch

B2B Marketing
Clover House
147–149 Farringdon Road
London
EC1R 3HN

Tel: +44 (0)20 7014 4920
info@b2bmarketing.net
b2bmarketing.net

Matt Garisch
Head of business development
E: salesteam@b2bmarketing.net
T: +44 (0) 207 014 4926
Twitter: @mattgarisch

To discuss any of the opportunities 

outlined in this brochure, contact:


