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Session 3: How to Add 
Rocket Fuel to Your Sales 
and Marketing Efforts



Today’s goal – 
Learn how to use 
automation tools and 
technology to create 
additional bandwidth 
and maximize your 
potential.  



Leveraging Technology Across Sales & Marketing 
To Get More Done – More Effectively with Better Results

CRM 
(Hubspot/SalesForce/Monday.com/Etc.)
Sales Activity – 
• Email sequences
• Task Manager
• Reporting/Data/Analytics

• Rep Activity
• Meetings
• Snippits
• Sales Pipeline

Marketing Automation Platform 
(Hubspot/Mailchimp/ConstantContact/Etc.)

• Email Marketing
• Website/Landing Page Builder
• Customer Feedback
• Customer Service/Chatbots

Call Tracking/Measuring
(Gong/CallRail/Etc.) 

• Tracking lead sources
• Analyzing sales rep performance
• Action Item/Follow Up tracking
• Customer sentiments

Texting/Call Automation
(SimpleText/DropCowboy/Textedly/Mailchimp)
• SMS follow up with customers
• Ringless voicemail campaigns



Leveraging People & Resources Across Sales & Marketing 
To Get More Done – More Effectively with Better Results

Hiring the Right People 
(Predictive Index, HireVue, TestGorilla)

• Increase insights into potential candidates and their 
strengths/weaknesses based on job profile

• Know how to work better with each member of your 
team

Don’t have to hire FTE for everything 

• Graphic Design – Canva.com
• Video Production/Animation – 

Fiverr.com
• Presentations/Sales Decks – 

GraphicRiver.net



Leveraging People/Resources Across Sales & Marketing 
To Get More Done – More Effectively with Better Results



Save time, increase productivity, and take your sales and marketing to new heights. 
Harness the Power That Generative AI Tools Provide





VP of Sales
M a t t  W a r n e r

matt.warner@optconnect.com
E M A I L

Questions? Contact Us

K e v i n  D a l t o n

Kevin.dalton@optconnect.com
E M A I L

Chief Experience Officer


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8

