
Advanced ABM Playbook  
for Portfolio Companies
Stop Walking Away from Value. Your Portfolio Deserves More.
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Introduction

You manage powerful brands, each with its own market presence. But are they truly maximizing enterprise 
value or competing against each other without knowing it? The reality for many portfolios is fragmented 
efforts, overlapping audiences, and missed opportunities—a direct hit to your collective growth. Scaling 
Account-Based Marketing (ABM) across multiple brands is layered, but it's essential.



Take action and solve the challenges that keep you up at night. Here's your step-by-step to transform internal 
competition into powerful collaboration.

The Challenge

Competing Brands Under One Roof

Many successful brands operate in silos, which can run into preventable issues like�

� Overlapping Audiences: Brands unknowingly target the same accounts, confusing prospects�

� Cannibalization & Brand Dilution: Internal competition drives down prices, blurs brand identity�

� Missed Opportunities: Collective portfolio strength is never fully leveraged for strategic wins.

The Opportunity

Max Out Portfolio Value

A unified ABM approach is the solution. Orchestrating your brands means you can�

� Present a cohesive front to target accounts�

� Leverage cross-sell and upsell across the portfolio�

� Drive efficient, predictable revenue growth.
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step 1

Mapping Out Portfolio + Brand Positioning

Before you can align, you must first understand. Think about�

� Auditing Your Brand Portfolio: Deep dive into each brand's market position, core messaging, and 
strengths/weaknesses�

� Defining Unique Value Propositions: Clearly articulate each brand's distinct value, individually and within 
the portfolio�

� Identifying Overlaps and Gaps: Pinpoint where brands might compete and where untapped 
collaborative opportunities exist.

Step 2

Precision Targeting for Multi-Brand Portfolios

Effective ABM starts with intelligent segmentation. Focus on�

� Advanced Segmentation Techniques: Go beyond firmographics. Incorporate intent data (who's actively 
researching?), needs-based segmentation (what problems are they solving?), and technographics (what 
tech stack do they use?)�

� Assigning Segments to Brands: Develop clear rules for account ownership. Identify where a single brand 
leads, or where a multi-brand approach offers most value�

� Example Segment Matrix (Conceptual)�

� Target Account Segment (e.g., "Large Enterprise - Automotive OEMs"�

� Primary Owning Brand (e.g., "Brand A - Specializing in Robotics"�

� Complementary Brands (e.g., "Brand B - Industrial Software, Brand C - Precision Components"�

� Joint Value Prop (e.g., "Integrated solution for automated assembly & quality control"�

� Main Stakeholders (e.g., "VP Operations, Head of Engineering, IT Director")
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step 3

Coordinated Strike Across Your Portfolio

Execution is everything. Make a point to�

� Build Brand-Specific ICPs (Ideal Customer Profiles): Refine each brand's ICP to align with its unique 
value proposition and assigned segments�

� Coordinate Outreach: Implement shared calendars, communication protocols, and CRM tags. Ensure 
sales and marketing efforts are synchronized, not cannibalized.


Playbook for Cross-Brand Collaboration�

� Joint Value Proposition Development: Craft compelling narratives for accounts where multiple 
brands engage�

� Shared Content & Resources: Leverage content created by one brand for another, adapting  
as needed�

� Co-Marketing Campaigns: Execute joint webinars, thought leadership, or events targeting  
shared accounts�

� Unified Sales Enablement: Provide sales teams with tools and training to articulate the broader 
portfolio's value.

Step 4

Your Rules of Engagement

Clear rules prevent chaos and build trust. Start with�

� Setting Rules of Engagement: Define clear guidelines for lead sharing, account hand-offs, and conflict 
resolution between brands�

� Communication Protocols: Establish regular, mandatory syncs (weekly, bi-weekly) between sales and 
marketing leaders across relevant brands�

� Monitoring & Resolving Channel Conflicts: Proactively identify and mediate any instances where brands 
compete for the same account or use conflicting messaging.
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step 5

Prove the Payout

If you can't measure it, you can't improve it. Aim for�

� KPIs for Multi-Brand ABM Success: Track metrics beyond individual brand performance. Focus on�

� Portfolio-wide pipeline generated from target accounts�

� Cross-sell/upsell revenue within shared accounts�

� Account penetration (brands engaged per account)�

� Overall sales cycle reduction for strategic accounts�

� Tools & Dashboards: Utilize integrated CRM, ABM platforms, and analytics tools for holistic, real-time 
portfolio-wide ABM effectiveness�

� Continuous Improvement: Implement regular reviews with sales and marketing teams to gather insights, 
refine strategies, and optimize the playbook.

Step 6

Putting the Playbook to Work

Real-world applications of unified ABM.

Scenario 1 - Avoiding Competition in a Shared Vertical: 


How two portfolio companies selling into the aerospace industry align ABM efforts to target different sub-segments or personas, 
avoiding direct competition and maximizing collective reach.

Scenario 2 - Coordinated Campaigns for Complementary Brands:


How a software brand and a hardware brand within the same portfolio execute a joint ABM campaign to offer a complete solution 
to a key enterprise account, driving a larger deal.

Scenario 3 - Realigning Segments After an Acquisition: 


How a newly acquired company integrates into the portfolio's ABM strategy, re-segmenting accounts and aligning messaging to 
leverage new synergies and prevent cannibalization.
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Action Plan & Next Steps

Ready to take this playbook off the page? Quick Start Checklist:

square Secure leadership buy-in for portfolio-wide ABM.

square Conduct initial portfolio brand audit.

square Define initial shared target account list.

square Assign cross-brand ABM champions.

square Schedule first cross-brand ABM sync meeting.

square Select and implement core shared ABM technology (if not already in place).

Resources

Blog

Scaling Portfolio 
Companies: Strategic 
Marketing for Private Equity 
Success

Read the Blog

Blog

Marketing as a Value Lever: 
How PE Firms Can 
Maximize Exit Value for 
Manufacturing Portcos

Read the Blog

Guides + Checklists

Portfolio Growth Playbook:

10 Proven Tactics Not in 
the Textbooks

Download the Guide

https://nomadicsoftware.com/contact/
https://nomadicsoftware.com/blog/essential-sales-materials-every-manufacturing-team-needs-in-2025/
https://nomadicsoftware.com/blog/marketing-as-a-value-lever-how-pe-firms-can-maximize-exit-value-for-manufacturing-portcos/
https://nomadicsoftware.com/wp-content/uploads/portfolio-growth-playbook.pdf


Conclusion

Your Portfolio's Future (Can Be) Unified + Profitable.

Stop leaving value on the table due to fragmented efforts. By unifying your brands into one strategic, 
high-impact approach, you will�

� Activate powerful new synergies that multiply your collective strength�

� Drive predictable revenue streams that impress investors�

� Build a more valuable, resilient portfolio—primed for a successful exit and commanding a premium 
valuation.


This isn't just a playbook—it's your competitive advantage.
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