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The Challenges Marketing Faced

AChallenges
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Increased and tolerance has
declined

I Competitors have large sales force:
I Complex sales processes
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New Goals Set

AGoals

I Relevance: right customer, right

product, right message, right time, right
channel

I Dialogue not monologue
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I Marketing as a core competitive
advantage for SAGE

| Be more strategic with small sales tean
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The Customer Lifecycle
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Campaign Map
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