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Program Agenda

 Introduction

 The Challenging Business Climate

 The Marketing and Sales Divide – Tell Tale Signs It Exists in Your Organization

 The Divide’s Impact on Your Business

 The Relationship is Broken

 Is Marketing Dropping the Ball?

 10 Tell Tale Signs It’s Broken

 Steps for Bridging the Gap – The Customer Buying Process

 Synchronize Sales and Marketing – Improve Revenue

 The Downside of Poor Alignment

 The Rewards of Alignment

 Transactional Approach is Outdated

 How to Create the Buying Climate

 Time to Discard the Sales Funnel

 Embrace the Customer Buying Pipeline

 Pipeline Management – An Alignment Tool

 Steps to Create a Customer Buying Pipeline

 Five Elements You Need to Create Alignment

 Metrics – Measure Beyond the Lead

 5 Attributes of Successful Alignment Initiatives
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Your Alignment Checklist

We Have:

 Executive sponsorship for an alignment initiative

 Mapped the current interactions between sales and marketing 

 Identified examples of collaboration and best practices

 Defined opportunities for alignment

 Created a market-facing firm

 Mapped the customer buying process and aligned marketing and sales 
efforts around it

 Developed effective business development tools and assets aimed at 
specific customers

 Created opportunities for marketing to work directly with customers

 Engaged Sales in the development of the go-to-market strategy

 Established and communicated a formal feedback process between the 
organizations

 Involved Marketing and Sales in the selection, development and 
implementation of CRM and SFA systems

 Created a process for continuous improvement
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Alignment Indicators

 Improved: 

 Best Practices Sharing

 Forecast Accuracy

 Order Processing Accuracy

 Communications

 Win Rates

 Increased: 

 Margins

 Revenues

 Reduced: 

 Administrative Burden on Sales

 New Sales Rep Ramp-up Time

 Sales Cycle
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Closing Thoughts

 Change can be daunting, but alignment 

is too critical to avoid

 Do it together, get in the same room, 

leverage an expert

 Start with a blank slate, not your current 

paradigm
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Thank you

 Please email your questions to 

 Laurap@visionedgemarketing.com

 To Learn More check out our e-Book 
Gone Fishin’:  Marketing and Sales 

Alignment for Finding, Hooking, 
Keeping and Growing Customers 
www.visionedgemarketing.com

 This concise book effectively guides 
you through the process of finding, 
hooking, keeping, and growing 
profitable customers by explaining how 
to define, understand, and cultivate 
this core relationship. Using the simple, 
yet entertaining analogy of "fishing" for 
customers, this book will give you a 
whole new outlook on your marketing 
and sales programs. 

mailto:Laurap@visionedgemarketing.com
http://www.visionedgemarketing.com/
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Founded in 1999 and headquartered in 
Austin, TX, VisionEdge Marketing, Inc. 
serves more than 100 customers, and 
counting.

VisionEdge Marketing, Inc. is a data-driven
and metrics-focused marketing firm 
that specializes in improving 
marketing performance and creating 
competitive advantage designed to 
attract, secure and retain profitable 
customers. 

Services Include:

 Marketing performance management

Marketing and sales alignment

 Product and strategic marketing

 Pipeline re-engineering

 Professional development

About VisionEdge Marketing – Experienced Practitioners

http://www.ets-lindgren.com/
http://www.ing.com/group/index.jsp
http://www.motioncomputing.com/index.asp
http://www.kronos.com/
http://www.briggsandstratton.com/
http://www.zebra.com/id/zebra/na/en/index.html
http://www.swacargo.com/swacargo/home.htm
http://www.tek.com/
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