THE SALES AND
MARKETING
ALIGNMENT
CHECKLIST

Set clear responsibilities

Ensure Sales and Marketing know their tasks and
responsibilities for a smooth hand-off of leads, encouraging
accountability.

Regular meetings

Make sure expectations are being fulfilled and the two
teams are not working in silos — this helps everyone stay on
track and connected

Communicate content marketing

It's important to keep Sales updated with any new
marketing content or promotions that leads are receiving,
helping conversations remain professional and accurate

Content creation

Sales people learn a lot from prospects on a daily basis,

so develop an easy way they can feedback key areas of
interest or pain points to help Marketing create content that
resonates.

SHES

N\;\‘F\\‘gwg

For more actionable tips on
sales and marketing alignment

check out:

B2B Sales and Marketing:
The Ultimate Power Couple.

ABOUT INBOX INSIGHT

Inbox Insight amplify content globally to a community of 4.1M active IT, HR, Marketing
and Buginess Professionals, for some of the world’s most successful brands. Using

Are your Sales and Marketing teams working to th
same agenda? If not,.chances are you're not ieving
optimum sales velocity and therefore reveriue is
slipping through the cracks in your pipéline.

Learn how to improve the efficieficy and effectiveness
your sales cycle through Sales‘and Marketing harmony;
starting with our quick fire ghecklist.

Learn from one another

Share reports and analysis with the other team to gauge
performance of key activities, areas for improvement and
strategic takeaways

Shadow sales
For marketing to really understand what happens on sales
calls, allow time to shadow calls to appreciate how sales

work and the challenges they face

Establish a location for sales

enablement resources

Include all marketing assets in one, easy to access location
so that sales can utilize company guides, presentations,

promotional information and so on

Encourage teamwork

Get to know one another by arranging Sales and Marketing
team lunches, workshops or after work drinks — the more
the teams know one another as people, the more likely they

are to work closely together.
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You can also delve into the best
strategies B2B marketers can deploy
to accelerate the sales process in our
latest guide.
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their first party research facility along with powerful Al technology, Inbox Insight

are able to combine a 360° perspective of your target audience with the right multi
channel product suite to support your demand generation objectives.

Email: info@inboxinsight.com

UK: +44 (0)800 161 5511

Learn how to put these insights into action to drive cut through and long-lasting

audience engagements.

US: +1-508-424-5330


https://www.inboxinsight.com/b2b-sales-and-marketing-the-ultimate-power-couple/
https://www.inboxinsight.com/b2b-sales-and-marketing-the-ultimate-power-couple/
https://resource.inboxinsight.com/the-7-step-guide-to-sales-acceleration-for-b2b-marketers-request

