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Marketing and Sales Alignment

When marketing and sales teams share the same vision of what their The following case study demonstrates how eChalk uses marketing

revenue cycle looks like and how to best manage it, they can create dramatic automation to better communicate with clients throughout their extensive

improvements in marketing ROI, sales productivity and, most importantly, top- sales cycle

line growth.

In many companies, interactions between sales and marketing teams are
disconnected at best, resulting in a breakdown in communications with
prospects. Marketing automation aligns sales and marketing teams and
streamlines the data collection process. With a single repository for lead records,
prospects are tracked in real time, and members of both teams can easily track
and nurture leads with up-to-date information.

With marketing automation systems, sales and marketing teams:

¢ Unite to optimize the revenue cycle
e Gain visibility and share accountability for leads and revenue
e Create dramatic improvements in marketing ROI, sales productivity and top-

line revenue growth

Marketing automation systems are heralded by members of both sales and
marketing because of the team collaboration that naturally evolves through the
implementation of the tool. Some of the immediate benefits noted by users
include:

e Streamlined data collection processes

e Improved data quality

¢ Real-time insight into lead behavior

e Strong lead nurturing throughout the lead management process
¢ Lead generation tracking and reporting
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CASE STUDY: eChalk

eChalk, a SaaS-based organization that helps school leaders, teachers,
students and parents safely use the web to connect to learning,
information and each other, needed a way to make its lead nurturing
processes more effective throughout the entire revenue cycle. eChalk’s
marketing, sales and client services teams wanted to automate their email
marketing campaigns and integrate them with their existing CRM system

(Salesforce.com). They were searching for an intuitive and collaborative
solution that would help their sales and client services teams automate
and accelerate customer and prospect outreach.

Solution: eChalk reevaluated their marketing processes. By implementing

<l a marketing automation system they redefined key metrics used for goals
. f and reporting and updated their lead scoring processes and procedures.

‘ Utilizing marketing automation, they are better able to monitor, manage
- and tie revenue results to their marketing and sales efforts.
VRS~ T
N " Benefits: Marketing automation supports and accelerates eChalk’s complex

- -
L

and lengthy sales cycle with automated email and nurturing campaigns as

- ' well as advanced lead management programs. Readily available insight into
a prospect’s digital behavior helps eChalk’s sales and client services teams
better understand, prioritize and interact with the hottest leads.

Marketing automation aligns sales and marketing teams so that they can
track and nurture leads accurately and efficiently. Streamlining processes
allows companies to expedite prospect outreach and link marketing and

sales efforts to profits.
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Conclusion

Today’s marketing teams are taking more responsibility for revenue,
delivering more strategic support to sales teams and striving to close more
business more efficiently.

Simply increasing database size through purchasing lists, creating inbound
buzz or launching outbound campaigns will have little impact if a company
is unable to manage the influx of names properly. Companies must be able
to keep up with increase lead flow, ensure lead quality and prove program
effectiveness.

To maximize the profitability of every inquiry, be it from prospect or
existing customer, companies need a solution that supports both the
marketing and sales teams, such as funnel filling programs and laser
focused campaigns that propel inquiries into prospects and prospects into
customers.

Marketing automation systems achieve this goal quickly and easily.
Companies that have implemented such systems have enjoyed highly
aligned and optimized marketing and sales teams, faster and more

predictable revenue cycles and increased profitability.
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