


Companies of all sizes across industries are seeking to increase market share and retain key customers. To
do so they have realized they can no longer operate marketing and sales in separate silos. 

Buyers have evolved into buying teams or groups. Those teams expect providers to address their myriad
questions whether technical, economical, functional, or institutional. It's important that marketing and sales
are tightly aligned to address these questions in a consistent and authentic manner. 

Reinforcing this challenge are the standalone marketing or salesforce automation solutions (MA and SFA.
respectively) of the past which create too much risk for companies trying to win in a highly competitive
environment. Often marred by data loss, data duplication, or data confusion, siloed systems have led to
fewer leads, poor qualification, and operational inefficiency and lower conversion rates. 

However, the challenge is not just technology but truly aligning the human resources and leadership, the
GTM strategy, and the operational interactions between marketing and sales teams.
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INTRODUCTION

Why Alignment is
Crucial

Optimized Lead Qualification 
Elevated Customer Experience
Higher Conversion Rates
Better Data Utilization 
Optimized Revenue Growth 
Stronger Team Cohesion 

HOW DYNAMICS 365 CAN HELP

Aligning B2B marketing and sales within Dynamics 365 is essential
for creating a seamless, data-driven approach that maximizes ROI
and accelerates revenue growth. By integrating both teams within
a unified platform, businesses can streamline lead management,
enhance customer insights, and improve sales pipeline efficiency. 

With shared access to real-time data, marketing generates high-
quality leads that align with sales priorities, while sales teams
leverage deeper customer insights to close deals faster. This
collaboration ensures that marketing efforts translate into
tangible business results, reducing wasted spend, shortening sales
cycles, and ultimately driving sustainable revenue growth. 
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ELEVATED CUSTOMER EXPERIENCE 

OPTIMIZED LEAD QUALIFICATION  
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Now more than ever, buyer’s readiness to buy is dependent upon
receiving timely relevant content at each phase of the buying
process.  Whether it is initial research, education, problem
definition, solution or service evaluation and comparison, or
preliminary pricing, marketing plays a critical role in creating a
ready and willing to buy customer. 

According to Forrester’s 2024 B2B Survey, 74% of sales reps agreed
that buyers do more self-guided research about their
organization’s product and pricing before communicating directly
with them. This means that before a prospect even reaches out to
sales, they have already formed impressions based on the
content, messaging, and resources available online. 
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Effective lead qualification is the backbone of a successful sales and marketing strategy. When sales and
marketing teams collaborate seamlessly, the benefits extend far beyond aligning goals; they create a
streamlined process for qualifying and engaging leads that drive measurable results.

Through tight alignment, marketing teams gain clear insights into the type of leads the sales team prioritizes.
Sales professionals, bolstered by sales analytics on conversion patterns and customer profile data, know
what their ideal prospects look like. When this knowledge is effectively communicated, marketing designs
more targeted campaigns that resonate with audiences who are not just interested but are likely to convert.  

Sales reps agreed
that buyers do more
self-guided research

75

A well-aligned marketing and sales approach ensures that prospects encounter consistent and compelling
information across channels, reinforcing trust and guiding them smoothly toward a purchase decision. By
proactively addressing buyer needs through coordinated efforts, businesses can enhance conversion rates,
improve customer experience, and ultimately drive higher revenue growth.



HIGHER CONVERSION RATES 

BETTER DATA UTILIZATION 
Boost Revenue with
Aligned Marketing &
Sales

Streamline Lead
Management 
Enhance Customer Insights
Improve Sales Pipeline

When sales and marketing align, they create targeted campaigns and materials that directly address
customer pain points, making it easier to convert leads. Conversions are no longer solely upon the charisma
and deal-making of the sales team.  While sales professionals often do possess confident and resilient
personalities, the biggest factor in conversion rates has to do with the buyer’s readiness to buy and the
amount and quality of time spent by the sales team.  Said differently, yesterday’s sales rep relying solely on
charm will struggle mightily against competitor’s tightly aligned well-crafted strategies and processes.

By leveraging shared data and customer behavior insights, teams can deliver the right information at the
right time, reducing friction in the buying journey. Marketing nurtures leads with relevant content, while
sales reinforces those messages with meaningful conversations, ultimately driving higher engagement,
shorter sales cycles, and increased conversion rates.
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Aligning B2B marketing and sales within Dynamics 365 is essential
for creating a seamless, data-driven approach that maximizes ROI
and accelerates revenue growth. By integrating both teams within
a unified platform, businesses can streamline lead management,
enhance customer insights, and improve sales pipeline efficiency.

With shared access to real-time data, marketing can generate
high-quality leads that align with sales priorities, while sales
teams can leverage deeper customer insights to close deals faster.
This collaboration ensures that every marketing effort translates
into tangible business results, reducing wasted spend, shortening
sales cycles, and ultimately driving sustainable revenue growth.
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Collaboration between sales and marketing creates a more cohesive strategy by ensuring that both teams
work toward shared goals, use consistent messaging, and leverage data-driven insights to optimize customer
engagement. When these teams operate in silos, misalignment can lead to wasted resources—such as
marketing generating leads that don’t meet sales criteria or sales focusing on the unqualified prospects. 

By working together, marketing can focus on attracting and nurturing high-quality leads that align with sales
priorities, while sales can focus on only qualified ready-to-buy prospects and also provide real-time
feedback to refine campaigns and improve targeting.  This alignment leads to more efficient use of marketing
budget and sales resources, reducing wasted spend on ineffective strategies. Marketing efforts become more
precise, sales conversations become more informed, and prospects experience a seamless journey from
awareness to conversion. 

The result? Increased efficiency, improved customer relationships, and ultimately, higher revenue growth
for your organization without increasing, or possibly even reducing, headcount. By bridging the gap between
sales and marketing, businesses can drive stronger results, shorten sales cycles, and maximize their return
on investment.
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OPTIMIZED REVENUE GROWTH 
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STRONGER TEAM COHESION 

Forrester’s Q2 2024 Sales and Marketing Alignment Survey found
that 65% of sales and marketing professionals believe there is a
lack of alignment between their organizations’ sales and
marketing leaders. This disconnect can lead to inefficiencies,
miscommunication, and missed revenue opportunities. Without a
shared vision, marketing may be targeting one set of priorities and
messaging whereas sales is focused on another. These
misalignments not only impact performance but can also create
frustration within both teams, reducing overall morale and
productivity.

Sales reps agreed
that buyers do more
self-guided research

65

Solid alignment, on the other hand, promotes a culture of collaboration rather than silos. When sales and
marketing leaders work together toward common goals, it fosters trust, open communication, and a more
cohesive strategy. Regular meetings, shared KPIs, and integrated data systems help both teams stay
informed and engaged, creating a more seamless customer experience. This synergy leads to greater job
satisfaction, stronger teamwork across departments, and a more efficient approach to driving revenue
growth and successful client outcomes. 



BENEFITS OF ALIGNMENT IN DYNAMICS 365 
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Dynamics 365 offers robust, integrated, AI-driven capabilities that make alignment a reality:  
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Shared Data and Insights
Dynamics 365 provides a central platform for both
marketing and sales to access and analyze customer
data, providing a 360-degree view of each customer. 

Automated Lead Handoff
Dynamics 365 automates lead scoring and routing,
ensuring that qualified leads are passed to the right
sales reps quickly and efficiently. 

Collaborative Campaigns
Marketing and sales can work together to create and
execute campaigns within Dynamics 365, ensuring
that messaging and targeting are consistent. 

Closed-Loop Reporting
Dynamics 365 provides insights into the entire
customer journey, from initial contact to closed deal,
allowing both teams to see the impact of their efforts
and make data-driven improvements.

By integrating these features, Dynamics 365 strengthens collaboration between marketing and sales,
enhances customer engagement, and drives business growth through data-driven decision-making.



ABOUT COFFEE + DUNN

ABOUT THOMAS MANDERS

Coffee + Dunn is an industry leading connected
experience partner uniquely focused on building
effective customer engagement through the strong
alignment of technology, operations, and strategy.

Our award-winning services enable our clients to drive
growth and optimize value. We serve various
industries, including financial and B2B professional
services, manufacturing, healthcare, education, and
not-for-profit and member-based organizations.    
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Thomas Manders is a client-focused leader known for delivering
success through integrity, meaningful interactions, and reliable
service. He is passionate about implementing practical solutions
that drive real impact.

As the leader of Coffee + Dunn, Thomas is responsible for business
growth, strengthening the Microsoft Dynamics 365 Channel
partnership, fostering client relationships, developing staff, and
overseeing the deployment of services and technologies.

With over 25 years of experience, Thomas excels at tackling complex challenges and asking thought-
provoking questions to help clients uncover the best solutions. His diverse background spans retail,
industrial manufacturing, distribution, education, corporate development, and M&A. For the past two
decades, he has focused on enterprise marketing and sales technologies, giving him a deep understanding
of the high-stakes decisions Coffee + Dunn clients face. Thomas is committed to guiding them through these
challenges with thoughtful and effective strategies.


