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Our world has fundamentally changed.
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Sales Engagement Pillars We Should Care About

Sales & Marketing Vertical Strategy &
Alignment Target Persona

. Sales Engagement/
Investing in Tech Stack Positioning



Marketing Alighment
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Leadership

— Executive
alignment and
time investment
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Re-think the
approach to your
new audience.

02

Alignona
position that is
empathetic and
shows value to
prospects

03

Build
enablement
content and
strategy
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Engagement / Positioning

04

Roll out
training to all
customer
facing teams
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Why should leadership care...

SiriusDecisions Research
found that highly aligned
companies grow

19%

Faster and are 15% more
profitable

Put the most innovative tech in
your sales and marketing
teams hands.

6

On average the typical
salesperson uses six tech
tools.

Of the deals in your
pipeline will stall

98%

Reps are unable to
add value and drive
tailored positioning at
each sales stage






Daniella Bellaire
Head of Sales, North America at Shopify Retail
LinkedIn.com/daniellabellaire
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Connect with our speakers on LinkedIn

Jake Dunlap, Keynote:
https://www.linkedin.com/in/jakedunlap/

Aly Ray Thompson, MC:
https://www.linkedin.com/in/alyray/

Daniella Bellaire, Session 1:
https://www.linkedin.com/in/daniellabellaire/

Kevin ‘KD’ Dorsey, Session 2:
https://www.linkedin.com/in/kddorsey3/

Molly Mitchell, Session 3:
https://www.linkedin.com/in/mollylmitchell/

Ken Amar, Session 4:
https://www.linkedin.com/in/ken-amar/

Jeremy Leveille, Session 5:
https://www.linkedin.com/in/jeremyleveille/

Scott Leese, Session 6:
https://www.linkedin.com/in/scottleese/

Justin Welsh, Session 6:
https://www.linkedin.com/in/justinwelsh/

Courtney Johnson, Panelist:
https://www.linkedin.com/in/courtneylynnjohnson/

Nathan Manning, Panelist:
https://www.linkedin.com/in/nathancmanning/

Tenny (Wan) Tagg:
https://www.linkedin.com/in/tennywan/




