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In today's highly competitive business environment, the alignment between marketing and
sales teams is more important than ever. The success of any go-to-market strategy
depends on their alignment. When these teams are not working together effectively,
companies can experience decreased lead generation, lower conversion rates, and
ultimately, reduced revenue. One way to overcome this challenge is by creating a shared
visual tool for planning and coordinating activities, campaigns, and events. This tool is often
referred to as a collision calendar, designed to prevent misalignment and duplication of
efforts between marketing and sales. 

We will explore how sales and marketing alignment influences ROI, the use of collision
calendars to support go-to-market strategies, why collision calendars are useful, how they
influence strategy and execution, and why organizations need them. 

Executive Summary

It is essential for businesses to have a good sales and
marketing alignment. When these two parts of a company
work together in sync, they can achieve greater success.
However, when they are not aligned, it can lead to confusion
and miscommunication and hinder your ability to grow
revenue.

One of the main benefits of good sales and marketing
alignment is improving communication between the two
teams. This improved communication can boost sales as
everyone is on the same page regarding what is being
marketed and sold. Additionally, good alignment can help to
enhance the effectiveness of marketing campaigns.
Marketing campaigns properly aligned with sales goals are
more likely to be successful.

What is Sales & Marketing Alignment?
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 When sales and marketing teams don't communicate
effectively, they may have different ideas about target
customers, messaging, and the sales process. This can
lead to confusion, inefficiency, and missed
opportunities.

Sales teams are typically measured on revenue and
quota attainment, while marketing teams focus on
lead generation and brand awareness. If these goals
and metrics are not aligned, tension and misalignment
between the two groups occurs.

When sales and marketing teams work in silos, they
may not be aware of each other's activities and
initiatives. This can lead to duplicated efforts,
conflicting messaging, and missed opportunities to
engage with customers.
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What Causes Misalignment?  

Lack of Communication

Different Goals and Metrics

Lack of Collaboration

The Cost of Misalignment

Organizations with strong sales and marketing alignment achieve
20% annual revenue growth (Aberdeen Group).

Misaligned sales and marketing teams cost companies 10% or
more of annual revenue (IDC).

Misaligned sales and marketing teams reduce the effectiveness of
demand-generation efforts by up to 50% (Gartner).

Companies with strong sales and marketing alignment achieve a
36% higher customer retention rate (MarketingProfs).
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The Benefits of an Aligned Sales & Marketing Team

Sales and marketing alignment is crucial for driving revenue growth and maximizing ROI. When
sales and marketing teams work together effectively, they can increase lead generation,
improve lead quality, shorten sales cycles, and drive higher revenue and ROI.

The impact of sales and marketing on revenue and ROI is significant. Organizations can drive
growth, maximize ROI, and achieve long-term success by aligning their efforts and working
together to create a powerful revenue engine.

Lead generation: Marketing teams
generate leads through various channels,
including advertising, email marketing,
content marketing, and social media. These
leads are then passed on to sales teams,
who work to convert them into customers.
Effective lead-generation strategies can
drive higher conversion rates and revenue
growth.

Higher customer retention: Effective sales
and marketing alignment can also drive
higher customer retention rates by providing
customers with a seamless experience from
the first touchpoint through the entire
customer journey. When customers feel that
their needs and expectations are
understood, they are more likely to remain
loyal to the organization.

Lead quality: Sales and marketing
alignment are essential to ensure that leads
are high quality and meet the
organization's ideal customer profile. By
aligning their efforts, sales, and marketing
teams can ensure that the right prospects
are targeted, reducing wasted time and
resources on low-quality leads.

Shortened sales cycles: Sales and
marketing alignment can shorten sales
cycles by providing prospects with the right
information at the right time. When sales
and marketing work together to create
targeted content and messaging, prospects
are more likely to move through the sales
funnel quickly, reducing the time it takes to
close deals and drive revenue.
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Sales and marketing teams use collision calendars to gain alignment by coordinating their
respective activities and campaigns to avoid conflicts or overlaps. This calendar helps the teams
understand each other's priorities and timelines and adjust their plans accordingly. By using a
collision calendar, sales and marketing teams can collaborate effectively and ensure that their
efforts are aligned toward achieving the common goal of generating revenue for the business.

What is a Collision Calendar?

First, we must define what a collision
calendar is. A collision calendar is a shared
document or tool sales and marketing teams
use to plan and coordinate their activities,
campaigns, and events. It provides a
comprehensive view of all planned sales and
marketing activities, enabling both teams to
align their efforts and avoid scheduling
conflicts. The calendar typically includes
campaign timelines, content production
schedules, events, product launches, and
other relevant activities. The calendar may be
shared electronically or in a physical format
and should be updated regularly to reflect
any changes or adjustments to the planned
activities.

The calendar also helps sales and marketing
teams identify collaboration and cross-
promotion opportunities. By reviewing each
other's planned activities, the teams can
identify areas where they can work together
to maximize the impact of their campaigns. 

For example, if the marketing team is
planning a webinar on a topic relevant
to a sales team's target accounts, the
sales team can leverage the webinar to
engage with those accounts and drive
sales. Using a collision calendar, sales
and marketing teams can ensure that
they are not working in silos and that
their efforts are integrated and
coordinated toward achieving the
business objectives.
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How to Gain Alignment
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Improved
Planning

A comprehensive view of all planned sales and marketing
activities, enables both teams to align their efforts and avoid
scheduling conflicts. By working together to develop a shared
calendar, sales and marketing teams can ensure that they are not
competing for the same audience or resources and that their
activities are timed to support each other.

Why Alignment Occurs 

Increased
Accountability

When sales and marketing teams work together on a collision
calendar, they are more likely to hold each other accountable for
achieving their shared goals. By agreeing on timelines and
deliverables in advance, both teams can ensure that they meet their
commitments and contribute to the organization's overall success.

Improved
Communication

A collision calendar serves as a central hub for communication
between sales and marketing teams. By sharing information about
upcoming campaigns and activities, both teams stay informed
about what the other is working on and identify opportunities for
collaboration.

A collision calendar provides a shared framework for planning and executing campaigns and
activities. Here are some ways in which a collision calendar can help:

More Effective
Campaigns

By working together to plan and execute campaigns, sales and
marketing teams can ensure that their efforts are more aligned
with the needs of their target audience. With a shared
understanding of customer needs and preferences, both teams
can develop more effective messaging and positioning, leading to
better organizational results.
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Better Resource
Allocation

Teams have the proper information to allocate their resources
effectively. By having a central view of all the activities, teams can
plan for dependencies and allocate resources accordingly. This
helps ensure that there are no resource conflicts and that
everyone has what they need to succeed.
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Implementing a collision calendar can benefit organizations of all sizes, particularly those
requiring frequent collaboration. The most significant benefit of a collision calendar is that
it helps to optimize time and resources. 

Any organization that values time and teamwork can benefit from a collision calendar.
This includes businesses, educational institutions, non-profit organizations, and
government agencies. A collision calendar can streamline processes, reduce scheduling
conflicts, and improve collaboration, ultimately leading to better outcomes for the
organization and its stakeholders.

B2B sales and marketing organizations, in particular, can benefit significantly from
using a collision calendar. In these organizations, coordination and communication among
team members are essential for success. A collision calendar can help marketing teams to
ensure that key stakeholders are available for important meetings, webinars, or events. This
can also avoid conflicts with other marketing initiatives and campaigns, ensuring that all
resources are used effectively.

Any B2B sales or marketing organization that values productivity, collaboration, and
customer service can benefit from a collision calendar. Organizations can improve their
performance, increase revenue, and gain a competitive edge in the marketplace by
optimizing time and resources.

How Do You Benefit from a Collision Calendar?

7

Companies with aligned sales and marketing
teams generate 208% more revenue from
marketing efforts (MarketingProfs).
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Client Success #1: A Real-World Example

Process Improvement  

Marketing & Sales Alignment 

Operational Efficiency 

Tool Implementation

Accountability

Open Communication

Results

Background: A go-to-market team in the
telecom industry faced the ongoing
challenge of conflicting priorities and lack
of visibility into other teams’ project
pipelines. With more than 100 project
launches annually, this posed a major
issue for the department. Misalignment
created challenges across sales,
marketing, product, tools, and
communications teams, resulting in
missed opportunities, delays, and
frustration.

Challenge: The team faced several
challenges that hindered their ability to
execute projects successfully such as lack
of visibility, duplication of efforts, unclear
priorities, and lack of planning.
Developing a solution that addressed the
current team challenges and allowed each
team to continue to manage porject
pipelines independently was a challenge
in itself.
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Solution: To address these challenges,
we implemented a collision calendar
using Tableau. The solution was semi-
automated and provided a consolidated
view of all projects within the
department, including sales, marketing,
product, tools, and communications. The
calendar allowed teams to visualize their
projects, timelines, and dependencies as
far as six months into the future, making
it easier to proactively identify and
resolve conflicts. Teams continued to
manage their individual project pipelines,
but the data fed into a single dashboard
view. 

The collision calendar also included a
strategic planning and prioritization
process. Each team was able to input
their projects into the calendar and
assign them a priority level. The teams
were then able to use the data to
determine the most strategic order of
execution based on the priorities and
dependencies of each project.
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Client Success #2: A Real-World Example

Increased ROI 

Process Improvement  

Marketing & Sales Alignment 

Operational Efficiency 

Accountability

Open Communication

Results

Background: A B2B service provider
operating in almost a dozen verticals.
Industry events and trade publications have
been the primary drivers of sales, with ad
placements and booth locations being
selected and paid for nearly a year in
advance.

Challenge: As the new year approached, the
company aimed to do more with less or
equal. It became clear during annual
planning that each marketing channel had
been managed independently, meaning ads
and trade shows were not selected
strategically. The organization needed to find
a way to stretch its already tight budget while
improving the ROI.

Solution: We developed a holistic marketing
plan by building a marketing  collision
calendar based on verticals and product
offerings. Instead of running one-off ads or
brand awareness booths at shows, the
company identified and aligned product
launches with shows and ad placements. 
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We mapped out the entire year to ensure
a coordinated and strategic approach for
opportunities to consolidate sales and
marketing efforts. This required
coordination with marketing, sales, and
product teams to gain buy-in and
alignment on the revised marketing
calendar.

Results: The new approach had significant
returns. The company focused on creating
build-up and buzz for key products and
initiatives launching that year. They sent
targeted ads and emails promoting the
product launch and live demonstrations at
the shows. After completing several major
events, the number of leads per show
increased by an average of 14% year-over-
year. This upward trend continued for the
rest of the year. The company achieved its
goal of doing more with less or equal and
improving its ROI by taking a strategic and
coordinated approach to marketing.
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Involve all relevant stakeholders in the planning process to ensure buy-in and alignment.

Establish a regular cadence for updating the calendar to reflect any changes or adjustments.

Clearly define roles and responsibilities for managing the calendar and updating it.

Develop a system for tracking the success of each activity and sharing results with the team.

Set up regular check-ins to discuss the calendar and address any issues or conflicts.

Use the calendar as a tool for collaboration and communication between teams.

Ensure the calendar is easily accessible and understandable by all team members.

Continuously evaluate the calendar's effectiveness and adjust as necessary to improve  it. 

Best Practices for Implementation
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Comprehensive view of planned activities

Clear and detailed timeline for each activity

Details of content production schedules and deadlines

Scheduled events and conferences

Product launch dates

Tracking of leads and sales opportunities generated from
each activity

Communication channels for collaboration and feedback

Key Features and Components
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How to Create Your Own Calendar

Project Name
List all the projects or
initiatives in the calendar.

Key Data Elements

Timeline
Add start and end dates for
each project, as well as any key
milestones or deadlines.

Priority
Assign a priority level to each
project based on its strategic
importance and urgency.

Project Owner
Assign an owner or team
responsible for each project. 

Dependencies

Indicate any dependencies
between projects, such as one
project needing to be completed
before another can start. 

Resources
Note the resources required for
each project, such as personnel,
budget, and technology

Status
Track the progress of each project
and update the status regularly. 
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2. Choose a software: Tableau, Google,
Microsoft, Smartsheet, or other software. Make
sure you and your team are comfortable using
it.

3. Create a new calendar: Create a new
calendar specifically for collisions. Give it a
descriptive name, such as "Sales and
Marketing" or "Product Launch Calendar".

4. Determine collision types: Decide what
types of collisions you want to track such as
collisions related to meetings, deadlines, or
events.

5. Create collision event templates: Create
event templates for each type of collision you
want to track. For example, create a template
for a "Product Launch Collision" that includes
key data elements.

 6. Add collision events to the calendar: Be sure to include all relevant information, such as
the type of collision, date, time, location, and any other relevant details.

7. Share the calendar: Share the collision calendar with relevant team members or
stakeholders so they can stay informed of upcoming collisions.

8. Update the calendar: Be sure to update the calendar regularly as new collisions occur or
details change. This will ensure that everyone stays informed and on top of any collisions that
may impact their work.

Once your collision calendar is setup you are well on your way to operating a team that can
proactively plan, manage, and adjust to meet the needs of your team.

1.Determine type of calendar you need (personal, team, or project calendars). Decide   what
type of collision calendar you need and who will be using it.
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For questions or comments, email
jasmine@therevitalgroup.com

 

Want a swipe file?
 

 We're developing calendar
templates for many of the 
software tools mentioned.

 
Subscribe to our email list and 

have it delivered to your inbox.  
 

Subscribe here >> 
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Conclusion

Sales and marketing misalignment can significantly impact a company's revenue and ROI.
Misalignment leads to inefficient processes, such as redundant or overlapping efforts, further
decreasing ROI. It can be a significant barrier to achieving business goals and driving growth.

To address the issue of misalignment, collision calendars are a valuable tool for removing silos
between sales and marketing. The calendar provides a comprehensive view of all planned
activities, enabling both teams to align their efforts and avoid conflicts. By working together to
develop a shared calendar, sales and marketing teams can ensure that they are not competing
for the same audience or resources, and that their activities are timed to support each other.
No matter what industry or size of your organization, the use of a collision calendar can be a
key strategy for creating alignment and driving business success.

What areas of your sales and marketing organization would benefit from increased visibility
and greater team coordination?

About The Revital Group
Bringing ROI to marketing and sales teams by focusing on simple solutions with big results: The
Revital Group blends marketing and sales process design, lead generation strategies, and CRM
optimization with thorough research to develop unique approaches for each client. Visit
https://therevitalgroup.com for more info.
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