
The Marketing and Sales  
Alignment Playbook
Using the Virtuous Circle and an integrated funnel to achieve perfect alignment

Better data. Better marketing.
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lignment between marketing and sales is a top priority at most organiza-

tions. After all, the more marketing and sales teams are aligned, the better 

the results. When marketing and sales are in sync, teams see increased revenue, 

improved customer retention, increased renewals, and better win rates.

Despite the fact that teams want alignment, many struggle to achieve it. That’s, 

in part, because gaining alignment isn’t easy.

If your company is already performing well, it may be tempting to continue on 

upholding the status quo—making sales through reputation or referrals. If your 

company is underperforming, it may be overwhelming to address issues with 

alignment. In either case, getting aligned is essential. 

That’s because misalignment between marketing and sales technologies and 

processes can cost B2B companies 10% of revenue or more per year, according 

to HubSpot. Additionally, Marketo has reported that alignment between sales 

and marketing can make the company 67% better at closing deals.

Knowing the importance of marketing and sales alignment, how can you prop-

erly align your teams? In this playbook, we’re sharing how marketing and sales 

teams can find better alignment. We’ll cover:

•   Marketing and Sales Alignment: What it is, why it matters, and where com-

panies currently stand

•   The Virtuous Circle: Key to Marketing and Sales Alignment

•   Best Practices to Improve Marketing and Sales Alignment At Your Company
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Decrease in revenue due to misalignment between marketing 
and sales technologies and processes (HubSpot)

Alignment between sales and marketing can make the company 
67% better at closing deals (Marketo)

LinkedIn estimated that $1 trillion in revenue is lost annually due 
to a lack of coordination between sales and marketing (LinkedIn)

http://www.fullcircleinsights.com
https://blog.hubspot.com/sales/sales-marketing-alignment-increases-revenue-infographic
https://blog.marketo.com/2016/04/dynamic-duo-close-more-deals-with-sales-and-marketing-alignment.html#:~:text=A%20joint%20Marketo%20and%20Reachforce,sales%20and%20marketing%20work%20together.
https://www.linkedin.com/business/marketing/blog/content-marketing/introducing-the-art-of-winning-marketing-and-sales-orchestration-ebook
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Not only does  

alignment create  

happier marketing  

and sales teams, but  

it also helps drive 

bottom-line revenue  

for the company.

Marketing and Sales Alignment: What it 
is, Why it Matters, and Where Companies 
Currently Stand
Marketing and sales alignment is exactly what it sounds like: two teams  

working together to achieve the same result. When marketing and sales are 

aligned, they’re working from the same information. Rather than being  

frustrated with the other, they work together. 

For example, the sales team might know what kind of assets help close a deal 

and can communicate to the marketing team what assets they want  

created– the pass off and communication are seamless. All the while, both teams 

are looking at the same dashboard and are privy to the same insights.

Not only does alignment create happier marketing and sales teams, but it also 

helps drive bottom-line revenue for the company. Here is some compelling  

evidence that working to better align sales and marketing will have an  

impressive ROI: 

•   Aligning sales and marketing departments can generate 209% more  

revenue from marketing campaigns (Marketo)

•   Companies that have well-aligned sales and marketing teams achieve an 

average of a 20% annual growth rate (Aberdeen)

•   Companies that have sales and marketing teams that are tightly aligned 

see a 36% improvement in customer retention rates (MarketingProfs)

It creates a seamless customer journey. From the moment a prospect becomes 

aware of your company, to long after they’ve become a customer, they’ll have 

had a consistent, on-brand experience.

Although alignment seems straightforward, the vast majority of companies 

struggle with it. According to Forrester, only 8% of companies have strong  

alignment between marketing and sales. Disparate technologies, separate  

goals, and a lack of communication all contribute. But the answer isn’t to simply 

have marketing and sales do the same job: salespeople want to sell and  

marketers don’t want to get into the weeds of sales. Instead, you need to get 

leadership on board to create a strategy. If you try to align without a strategy, 

things will fall apart. 

http://www.fullcircleinsights.com
https://blog.marketo.com/2019/10/sales-marketing-alignment.html
https://www.oracle.com/cx/sales/sales-marketing-alignment/defined/
https://www.marketingprofs.com/charts/2015/28555/2016-b2b-content-marketing-benchmarks-budgets-and-trends
https://www.forrester.com/bold


4          Full Circle Insights  |  fullcircleinsights.com  |  650.641.2766  |  877.834.4001 

The Virtuous Circle: Key to Marketing 
and Sales Alignment
When marketing and sales teams are aligned, they are working 

through the Virtuous Circle. This circle begins with  

aligning teams on company objectives, and ends with 

both teams adjusting their operations accordingly.

Align Sales and Marketing on  
Company Objectives

When it comes to aligning marketing and sales 

teams, the first order of business is to make sure 

that the teams are aligned on company  

objectives. Both need to understand the big  

picture vision and be working towards the same goals. 

Adopt Funnel Metrics and Attribution

Both teams need to have access to the same information. That 

means creating one integrated funnel that both teams can access and 

view. This is about much more than adopting new technology or migrating 

from one CRM to another. It needs to be a strategic initiative undertaken by 

leadership with the chief aim of creating a single view of the buying journey 

across sales and marketing. It is only when a company has an integrated funnel 

that marketing and sales teams can get aligned. After all, everyone needs to be 

looking at the same information.

Hold Regular Meetings Between Sales and Marketing  

Executives

Communication is essential for alignment, so regular meetings between sales 

and marketing executives should be happening on a regular basis. The  

best-aligned companies hold meetings once per week. The team can discuss 

trends, concerns, challenges, and new campaigns so that everyone is on the 

same page. Note that this isn’t a time to vent. Instead, it’s time to create action 

items so both teams can make improvements. 

Identify Areas of Improvement

When working together, both marketing and sales teams will inevitably 

uncover areas that need improvement. When the teams uncover these areas, 

http://www.fullcircleinsights.com
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they can work together to come up with a plan to adjust sales and marketing 

operations accordingly.

Adjust Sales and Marketing Operations

When the Virtuous Circle is flowing, teams will be able to align on the same 

objectives, look at the same information, meet to discuss, identify areas of  

improvement, and ultimately adjust sales and marketing operations  

accordingly. Once they have made adjustments, they can begin the process 

over again.

7 Best Practices to Improve Marketing 
and Sales Alignment
Now that you understand why marketing and sales alignment is so important 

and have an idea of what it looks like in practice, it’s time to improve alignment 

at your own company. Here are some best practices:

1.  Clarify the strategy around your 
core benefits, mission, and values

Before you can achieve alignment, you’ll need 

to clarify and communicate the strategy around 

your company’s core benefits, mission, and val-

ues. Ultimately, everyone at your company—not 

just your sales and marketing teams—need to  

understand the benefits of the product and 

services, the mission that guides you, as well as 

what the company believes in. 

2.  Get people aligned and responsible in all 
parts of the funnel

Because marketing and sales alignment occurs when  

you have an integrated funnel– a single view of the  

buying journey across marketing and sales– you’ll need 

to get people aligned and responsible for all parts of the 

funnel. Even though everyone has access to the same 

information, that means sales teams will have a solid 

understanding of what they are responsible for, as will 

marketing. 

Since data-driven CEOs 

want to understand 

investments in pipeline 

development, it’s  

important for marketing 

to show its role in  

generating potential 

revenue for sales.
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3. Integrate the CRM and marketing automation

To make sure marketing and sales are aligned, 

you’ll use your CRM as your workhorse. Whether 

you rely on Salesforce, Marketing, or HubSpot, 

you need to make sure that the CRM is populated 

with data that can be leveraged for marketing 

campaigns as well as salespeople. Data should automatically be pulled into 

dashboards through sophisticated integrations.

4.  Start scheduling combined meetings between sales  

and marketing teams

Without regular communication, you’ll never find 

marketing and sales alignment. That’s why you’ll need 

to schedule meetings between sales and marketing 

teams, ideally on a weekly basis.

5. Get the sales team involved with content

The sales team has a lot of face-time with prospects 

 and customers, and often understand their pain 

points on a deep level. Because of this, they often have 

great ideas for content. Ask salespeople for ideas. This 

can go beyond asking them about particular topics 

—you can ask them to identify the biggest challenges 

that prospects have, as well as their biggest hesitations when it comes to  

buying. Working together, you can come up with content ideas to provide 

value to this audience.

6. Get the marketing team involved with closing

Marketers may have information about closing 

deals that salespeople don’t have, so get them 

involved with closing. It can be particularly  

helpful for the marketing team to understand 

exactly what happens once a lead begins 

working with a salesperson. They might see 

opportunities along the way to provide  

marketing materials or campaigns that can 

nudge prospect to close.
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7.  Research, set up, and launch an integrated sales and  
marketing dashboard

As we’ve mentioned, sales and marketing teams that 

are well-aligned are working from the same  

information. That’s why it’s essential to set up and 

launch an integrated sales and marketing dashboard. 

This will be a single view of the buying journey that 

sales and marketing teams can both understand. 

Once these teams are working from the same  

information, they’ll be better positioned to work together.

For more information:
call 877.834.4001  

email sales@fullcircleinsights.com  

visit www.fullcircleinsights.com

About Full Circle Insights 

Full Circle Insights delivers marketing and sales performance measurement 

solutions and lead management technology for driving more revenue. Our 

cloud-based products provide actionable intelligence to optimize a company’s 

marketing mix and drive more revenue. The company built its products 100% on 

the Salesforce Platform and is compatible with the leading marketing automation 

solutions. Founded by former Salesforce executives and implementation  

veterans, CRM product managers, and marketing automation specialists, the  

Full Circle Insights industry pioneers and thought leaders know what it takes to 

run a successful marketing organization. The team is passionate about giving 

data-driven marketers the answers they need to uncover a marketing campaign’s 

impact on the business, plan with confidence, and grow revenue. Learn more at 

www.fullcircleinsights.com.
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