
Account Deep Dive Question Sheet		
Once the account is qualified, it’s time to dig deep.

This template is designed to help you collect detailed information about a target account to enable 
personalized and effective 1:1 ABM campaigns.

this template is brought to you by N.Rich, the most agile account-based GTM platform

General Information

1. What is the account’s primary business focus?

2. Who are their end customers, and how do they serve them?

3. What is their unique selling proposition (USP) in their 
market?

4. What products or services are their flagship offerings?

5. Are they currently facing any major market or industry 
challenges?

Firmographics

1. What is their revenue range?

2. How many employees do they have?

3. What is their geographical presence?

4. Are they operating in a specific niche or vertical?

5. Are they a publicly traded or privately held company?

Business Goals

1. What are their top 3 strategic priorities over the next 12-18 
months?

2. Are they planning to expand into new markets or regions?

3. Are they investing in digital transformation or operational 
improvements?

4. What outcomes are they aiming to achieve?

5. How do they currently measure success?

Pain Points

1. What challenges are they currently facing in their 
operations or market presence?

2. Are they struggling with low ROI from marketing, sales, 
or operational efforts?

3. Are they experiencing inefficiencies in their processes?

4. Are they having difficulty scaling their business or entering 
new markets?

5. What obstacles prevent them from reaching their strategic 
goals?

Decision-Making Unit (Buying Committee)

1. Who are the key decision-makers and influencers in their 
buying process?

2. How big is their internal team responsible for this decision?

3. Do they have a dedicated team or individual focused 
on similar initiatives?

4. What do decision-makers care about most?

5. What is their preferred communication style or tone?

Competitors Insights

1. Are they currently using a competitor’s solution or services? 
Who are the competitors?

2. What frustrations might they have with their current 
solution?

3. Are they using alternative solutions/non-direct competitors 
to address similar needs? Describe.

4. If not using any solution, why not?

Engagement History

1. Have they visited our website? If yes, what pages did they 
view?

2. Have they interacted with our advertising? Which channels? 
What ads have they engaged with?

3. Have they opened or clicked on our email campaigns? 
Which ones?

4. Have they downloaded any of our resources?

5. Have they attended any of our events or webinars?

6. What topics or resources have they shown the most 
interest in?


