From Hate to Love

In 60 Days

A sales and marketing alignment story

Id Javed
Direct lerprise Viarketing
Hugnh WOrk Systems




The SMevolution

B2B:50ANG ) #B2BMX



The SMevolution

74%

of B2B buyers
conduct more than
half of their research
online before talking
to sales =ame
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75%

of B2B buyers

now use social
media to reach
vendors rowssix

20%

of sales people are
seen as valuable by
buyers and

74% of buyers

choose to work with
sales reps who add
value in the .
prospect’s view.
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HUGHES - Sales and Marketing Alignment

From Hate to Love in 60 Days
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HUGHES - Powering a Connected Enterprise

An EchoStar Company

Consumer

users in NA




The Alignment Story
Once upon a time......
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I love ya but...
I can't stand ya

Relationship

Sales is From Mars,
Marketing is From Venus



Bluriness




i Yup... it was a bit messy

Challenges
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Phase I Phase II Phase III

20-25 days 25-30 days 7-10 days
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Finding the
Sweet Spot

Bookings

- Sales
ew logos

. R ° Obiectives
BUS' neSS REVELIES

EBDTA

Pipeline ~ Content

1 H New Markets Lead
ObJeCtlveS Prospects eacs Social Selling

Opportunities New logos

Messaging Upsell/Cross-sell

Business

Drse el Sales enablement ~ Awareness

\YET Glilyle
Objectives

Demand

SEQ/SEM Generation

Influencers
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Creating

PLAN




60 Day Fix &
360 Day Fix




Plans &
Actions

Strategies

Planning

Exercise
Priorities

Roles &
Objectives
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Getting

BUY-1IN

PFa r-r‘ -
Re-detine

ROLES




Setting it up for
Alignment
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Clean-up &
Fix-up
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¢ SMalignment | 2
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Tools &
Tacticts

o) Social Snackables
E‘Q Style Guide E
g S [DOPDOX )
v Templates
= Branding <
Marketing Show =



salesforce uvo uTuhe your enterprise
with the leader in Managed SD-WAN

chatter C/ Sales

‘—., ® Cisco
|99 \/lchJC)r(j0 webex
Tools & © 22 Dropbox

Tacticts
m. SALES NAVIGATOR Tech.rar@get
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Baker Communications Inc.




Shikha Bindra
to tmitchell, Chantal, me '~

Tim, @ A

Thank you for your time today! | recorded you a quick video, that is followed by more info
during our call. Home [CIRRY Proie Groups i Dashboards 088 Hoowers Campaigns  Contacts  Accounts Leads

Hughes Network Systems

E Shaid Javed @rost @ Fie P Unk Pl

Check out this video: https://share.viewedit.com/NVwVWbNRczUZ9fv4Mwov2aG?autoplay g Topies -

Tools

- Sal
Also, our Solutions Consultan O sales

To recap what we spoke abou
1. Using video in your upcomi|
2. Collecting analytics on whe

Tacticts

Investment Managers
3. Eventually using an Uploac

4. Potentially brand the playe!

player.

Jamie Shanks
CEOat v Life
[ EEitme | of retailers say. |mpro‘
customer experiencelistl
top goal for their store ngtw__ 2,

Is your WAN read e
with the leader in Distributed SD-WAN

It's fantastic to meet you virtually. I'm Jamie Shanks, CEO of Sales for Life, and we're a training and advisory
company dedicated to helping evolve sales organizations from analog selling to a complimented digital selling

Ooilite Searc °‘mh you about how best-in-class companies are making this evolution

y:MPLS
Contains 3 assets below the transformation you're planning,
t with the WANsformation you'need:

your enterprise
in Distributed SD-WAN
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Learn From Your Unhappy Customers
Bill Gates

True sales and marketing alignment
Is not about supporting sales — it’s

about supporting a commn objective
Matt Heinz
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Web Engagements Up |~
Win Rates Up ~ 7,

Love has Email Engagements Up |57
its benefits

Trade Show Engagements Up [ (5%

Social Engagements Up <7



Finding

Nirvana




Finding
Nirvana

5 Tenets to SMalignment
Do not work in Silos

Develop relationships

Update & communicate

Have an SLA

Be transparent



....... and they lived happily ever after
The End

@shahidj
shahidjaved
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