{{First Name}},
According to Forbes, 50 percent of B2B sales staff keep missing their quotas. Typically, the sales team will blame the volume and quality of leads, and marketing will accuse sales of not following up with the leads they're given. 
The real issue surfaces, however, when this misalignment of sales and marketing affects the revenue pipeline. Often, when revenue is lagging, the solution is to hire more salespeople, but this is a misguided approach sure to fail. Until these two teams are working together towards a unified goal, organizations will continue to see a patch worked pipeline and lose out on potential new revenue.
But how do you get these two teams to work together?
Join {{Your Agency’s Name}}’s {{Speaker’s Full Name}} to learn how collaboration between your sales and marketing teams can lead to increased revenue. 
During this session you will learn how a strong collaboration between sales and marketing can help your organization:
· Increase ROI
· Improve close rates
· Boost morale
· Prioritize leads
· Share data and trends
{{Speaker’s Name}} will share 5 actionable steps you can take to align your sales and marketing teams in order to increase your bottom line.

[bookmark: h.gjdgxs]Date: {{Webinar Date}}
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Register Now 

All the best,
Your Name

