Trends in Marketing & Sales Alignment

Pipitone Group launched its State of Marketing and Sales Alignment
survey in February of 2013. The specific objectives of the research were
to:

1.Evaluate perceived effectiveness of marketing tactics against broader
business goals.

2.Assess the typical lead collection and communication process of
business-to-business organizations.

3.Evaluate perceived alignment between a typical business-to-business
organization.

The following data represents composite results based on survey
feedback.
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Lack of comfort level with technology within marketing and sales

Ability to customize and update marketing/sales collateral

Content creation to support buying cycle process

Maintaining consistent messaging throughout all marketing and
sales campaigns

Identification of most cost-effective marketing channels

Lack of understanding and adoption of technology platforms for
customer engagement

Embracing a customer-centric rather than brand-centric
approach to marketing

Quantify marketing outcomes and provide insight into
performance improvements
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We outsource to a strategic partner(s) (agency,
consultant) for tactical support (advertising,
design, web, etc.)

We have a strategic partner(s) (agency,
consultant) who helps us set the course for our
business marketing

We handle all marketing in-house
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Trade shows

Telavision

Social media

Search engine optimization

Radio spots

Public relations

Print advertising

Pay per click advertising

List purchases for email marketing

Direct mail
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Product or company specific downloads such as case studies and fact
sheets

Mone

Free trial, demo or consultation

Education downloads such as white papers, guides, tools, etc. that
address a specific audience pain point

Booth traffic drivers (ex register to win a free iPad)

A typical call-to-action is “contact us for more information”

A combination of all of the above
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We currently do not reallocate budgets.

There is not much variety in our marketing efforts or
media plans.

We reallocate budgets to better performing channels
(guantity and cost) and allow for the testing of new
channels in our marketing mix.

We reallocate budgets to better performing channels in
terms of cost per inquiry.

Woe reallocate budgets to better performing channels in
terms of inquiries generated.
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The basics plus referral information
(direct mail, website, trade show, list
purchase)

The basics: contact information (first
name, last name, phone number, & mail
address, physical address, zip code)
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Through Microsoft Outlook (or equivalent)

Through Excel

Through a marketing automation tool (Marketo,
Hubspot, Elogua, etc )

Through a CRM system (SalesForce, Microsoft
Dynamics, etc.)
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We use an email delivery system and segment our database for
customized communication. Our email delivery system is integrated
with our CRIM system.

We use an email delivery system and segment our database for
customized communication.

We use an email delivery system (ex. constant contact, mail chimp,
etc ) to blast our entire database of contacts.

We use a marketing automation system.

Unknown or none

Communication is typically on a case by case basis between the
sales team member and the prospect/lead.
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Less than 50%

50%

75%
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Unknown

Owver 75%

51-75%

26-50%

<25%
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On a scale of 1-10, ten being the highest, how would you rate your sales/marketing
alignment?
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