
3/20/17	

1	

Marke&ng & Sales

YOU NEED BOTH TO COMPETE TODAY





L I N D S AY  K E L L E Y,  P R O S P E C T  B U I L D E R 
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Start With 

Why


How We Think of Sales and Marke&ng


	 Sales	=	Driver	 	 Marke4ng	=	Expense	
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Go back 10 years ago. 


	 20% 

What about today?


	 70% 
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What will the next decade look like?


	 90%? 

Sales is needed 
now, but 
someone will 
figure out that 
this stuff can be 
sold online…. 
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Technology has empowered the consumer…


Sales Ac&vi&es
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Marke&ng Ac&vi&es


Technology 
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The Sales Methodology


The Marke&ng Methodology
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Marketing 

Sales 

Automation 
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sales@yourcompany.com	

sales@yourcompany.com	
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Two Primary Keys to Marke&ng 
Automa&on Success


	 1.	Understand	that	marke4ng	automa4on	does	not	do	marke4ng	and	lead	genera4on	for	you,	
but	can	help	scale	your	successful	efforts.	Sales	needs	to	be	a	part	of	the	process.		

◦  In	order	to	build	a	pipeline	of	good	leads,	you	need	relevant,	op4mized	content	that	speaks	to	your	
target	prospect.		

	 2.	Remember	the	person	receiving	this	is	HUMAN.		

◦  You	need	to	leverage	all	your	technology	tools	to	relate	to	them	as	a	person,	not	a	number	in	your	CRM.	
Those	days	are	gone.		
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Where does sales 
come in? 


Get the 

prospect to fill 

this out
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The Buyer’s Journey


Let’s look at some real world applica&ons
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Why does 
this maYer? 
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70%	

Closing the Loop
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How	to	get	started	
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Then What? 


• Share	the	documented	sales	process		

• Brainstorm	all	the	ques4ons	asked	throughout	the	sales	
process	today	and	10	years	ago.		

• Come	up	with	a	plan	for	marke4ng	to	share	that	awareness	
level	content	to	prospects	in	their	emails,	on	their	social	
media…	
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Ques&ons?  
 
Lindsay Kelley, Prospect Builder 
lkelley@prospectbuilder.net 

@lvkelley 




