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Who is Marija?

Experience: 7+ years of B2B Marketing 
Automation experience mainly Marketo and 
Pardot
Curious, humble, positive, proactive, bold, 
honest

Employer: Trustly Group AB

Connect: https://www.linkedin.com/in/marijamilanova/

https://www.linkedin.com/in/marijamilanova/


Agenda The importance of marketing and (pre)-sales 
alignment

Why you should challenge the marketing 
managers’ approach before campaign launch?

Excel in your work by having a sparring 
partner

1.

2.

3.



Platforms



Source: https://aktify.com/wp-content/uploads/2017/12/Screen-Shot-2017-12-01-at-3.22.26-PM-
300x250.png 



1. The importance of marketing and sales alignment

Marketing Mindset Sales Mindset Team Mindset

The marketing automation specialist 
should build the lead lifecycle model How do we get the prospects?

Initiate, prepare and host a 
workshop for both, marketing and 
(pre)-sales. Collaboration.

Sales should call all prospects from 
marketing

Why should we follow up with  the 
prospects?

Explain (pre)-sales the purpose of 
the campaign, where the prospects 
come from, which ones should be 
prioritized and why. Information.

"Have you reached out to all 
prospects who filled out the contact 
us form today?"

How do I know which form the 
prospect has filled in?

Define the types of forms used, 
information asked, show activity in 
real time. Transparency.

Goal: Generate Revenue



1. The importance of marketing and sales alignment
Team Mindset

Initiate, prepare and host a 
workshop for both, marketing and 
(pre)-sales. Collaboration.

● Grading
● Scoring
● Types of forms
● Form fields
● When the prospect is 

qualified to go to sales

Explain (pre)-sales the purpose of 
the campaign, where the prospects 
come from, which ones should be 
prioritized and why. Information.

Define the types of forms used, 
information asked, show activity in 
real time. Transparency.

● Whitepaper downloads
● Contact us
● Events
● Webinars
● Email blast
● Newsletter
● Nurture
● Other



1. The importance of marketing and sales alignment



1. The importance of marketing and sales alignment



2. Why you should challenge the marketing 
managers’ approach before campaign launch?

Case Scenario 1:
The marketing manager wants to add all prospects from the event in a specific nurture 
flow and keep the digital conversation going

After the challenge
"What if" questions



2. Why you should challenge the marketing 
managers’ approach before campaign launch?

Case Scenario 2:
The marketing manager wants to promote a whitepaper on Linkedin
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3. Excel in your work by having a sparring partner

An email sent without / wrong link behind the 
CTA button

An email sent with the wrong content 

Webinar invitation sent to 40,000+ prospects 
including government officials and law 
enforcement

Brainstorm actions you want to take with a 
colleague: form update, nurture flow, 
automation, salesforce update….



Summary

Marketing managers

Pre-sales / Sales

Data analytics

Salesforce

Sales operations

Performance marketing 
specialist

Project manager Creatives



Source: https://www.memecreator.org/meme/yall-got-any-questions/
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