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5 Tools, mit denen sich schnell 
wachsende B2B Marketing- und 
Vertriebsteams organisieren

Dr. Jens Hutzschenreuter, 3. Mai 2022
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What to expect today:

B2B Sales & Marketing alignment

Problems & Tools

Q&A
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Our offer: download tool list and additional info
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Strong experience in B2B Sales & Digital Sales

Dr. Jens Hutzschenreuter / Managing Director, 
M.Sc. Business & Engineering, PhD Entrepreneurship

42 years, 15 years in Sales & Marketing to B2B customers

Strategy consulting: The Boston Consulting Group
Focus: Sales & Marketing to industry / automotive 
customers

Founder / Managing Director: Groupon/Citydeal
Focus: Sales & Marketing to B2B customers

Founder / Managing Director: 
Digital Business Group Focus: Full scale B2B Sales 
Consulting & B2B Headhunting boutique, investor
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Our customers
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Our partners
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Marketing & Sales should be ONE team
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The role of Marketing and Sales is changing (past)

Retention/
upselling

Purchase

Demo

Evaluation

Research

Interest

Awareness
Marketing

Direct Sales

Customer 
support

Marketing impact
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The role of Marketing and Sales is changing (future)

Retention/
upselling

Purchase

Demo

Evaluation

Research

Interest

Awareness

Marketing

Data-driven
Sales

Customer 
success 
management
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10 leads per month

200 SaaS leads per month

10.000 SaaS leads per month
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Five issues between B2B high growth 
sales & marketing teams

Lack of alignment, 
lead definitions, joint 

standards

Lack of sales & 
marketing 

performance data

Lack of conversion 
performance (initial 

contact)

Lack of conversion 
performance (offer / 

contract stage)

Lack of system integration, data entry cumbersome

1 2 3 4

5
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Problem 1: Lack of alignment, lead definitions, 
joint standards between Marketing & Sales

Lack of joint understanding on 
process / definitions

Lack of proper CRM usage / data 
entry / processes
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Solution 1: Establish “Sales Playbook” 
in team 

Everyday usage / easy to use

SQL / MQL definitions

Standards for CRM usage (opp 
names, activity standards)

Goals
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Example: DBG Sales Playbook
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Tools to establish a “Sales Playbook” 

HQ: United States;  0-8 $ / user / monthHQ: United States;  0-20 € / user / month

HQ: Australia;  0-10 $ / user / monthHQ: United States;  6-18 € / user / month
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 0-8 $ / user / month
● Interfaces / APIs:  > 200 (native) 
● Comment: Ideal for small teams (limited control control)
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Problem 2: Lack of sales & marketing 
performance data from a CRM

Results of lead generation efforts 
intransparent, lack of optimization

Sales management with lack of data

Additional effort for sales team 
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Solution 2: Implement effective, 
yet simple to use CRM 

Increase data available for analytics

Improve work efficiency instead of 
adding additional effort for team 

As much as helpful, as little as 
required
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Tools to establish a powerful CRM

HQ: United States;  25-300 € / user / monthHQ: Estonia;  12-50 € / user / month

HQ: Germany;  50-200 € / user / monthHQ: United States;  0-50 € / user / month
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Tool: 

Key facts
● Headquarter: Tallinn, Estonia
● Cost: 12-50 € / user / month
● Interfaces / APIs:  > 250 (native) + Zapier (> 3000)
● Comment: Ideal for teams up to 15 members
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Early
Simple

Stringent
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 0-50 € / user / month
● Interfaces / APIs:  Google environment + Zapier (> 3000) 
● Comment: Ideal for small teams up to 3-4 members
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 25-300 € / user / month
● Interfaces / APIs:  > 100 (native)+ Marketplace  + Zapier (> 3000) 
● Comment: Enterprise grade CRM
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Tool: 

Key facts
● Headquarter: Walldorf, Germany
● Cost: 50-170 € / user / month
● Interfaces / APIs: ~25 (native)
● Comment: Enterprise grade CRM
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Problem 3: Lack of conversion 
performance (initial contact)

Corona: lack of personal interaction 

Videoconference fatigue

Perceived “boring” demos 

Drop in conversion rates / rise in CPL

Optimization in entire video process
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Solution 3: leverage innovative 
sales-specific features / tools

“Verticalization of Zoom”

Improve video tool setup

Increase interactivity of demos
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Tools to improve video collaboration 
with leads
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Tool: 

Key facts
● Headquarter: Oslo, Norway
● Cost: 0-15 $ / company / month
● Interfaces / APIs:  ~4 (native) 
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Tool: 

Key facts
● Headquarter: Reykjavik, Iceland
● Cost: 0-500 $ / department / month
● Interfaces / APIs: ~5 (native)
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Tool: 

Key facts
● Headquarter: Massachusetts, United States
● Cost: 9-24 € / month
● Interfaces / APIs: ~15 (native) + Zapier (> 3000)
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 0-190 € / month
● Interfaces / APIs: ~60 (native) + Zapier (> 3000) 
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Problem 4: Lack of conversion 
performance (offer / contract stage)

Decreasing level of data availability in 
bottom of funnel

Substantial manual labour involved in 
offer creation / inefficiencies

Lack of process transparency for 
marketing teams
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Solution 4: Leverage tools to monitor 
progress and increase conversion (final phase)

Support offer & contracts with tools

Decrease doc preparation efforts

Monitor interaction rates with docs

Leverage learnings of team members
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Use tools to improve deal closing

HQ: United States;  >35€ / user / monthHQ: United States;  10-65 $ / user / month

HQ: United States;  25-60 $ / user/  monthHQ: United States;  20-500 € / user / month
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 10-65 $ / user / month
● Interfaces / APIs: ~20 (native) + Zapier (> 3000)
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: from 35 € / user / month
● Interfaces / APIs:  > 100 (native)
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Tool: 

Key facts
● Headquarter: Massachusetts, United States
● Cost: 20-2.000 € / user / month
● Interfaces / APIs:  >100 (native) + Zapier (> 3000)
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 25-60 $ / user/  month
● Interfaces / APIs: ~30 (native) + Zapier (> 3000)
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Optimal setup requires multiple tools

Frequently: manual labour required to 
have clean data

Annoyed sales people

Data / analytics broken 

Lack of engineering resources

Problem 5: Multiple tools lead to data 
problems and manual labour
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Solution 5: Leverage tools to monitor 
progress and increase conversion (final phase)

Leverage power of no-code

Built on existing middleware 
technology

Empower sales operations team

Eliminate need for tech support
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Concept: No code configuration of workflows
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Data integration of various tools
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Tool: 

Key facts
● Headquarter: California, United States
● Cost: 0-600 $ / month
● Interfaces / APIs:  > 3000 (native)
● Comment: Huge reach of tools, GDPR compliance rather a challenge 
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Tool: 

Key facts
● Headquarter: Berlin, Germany
● Cost: for free / user / month or cloud-based offering
● Interfaces / APIs: ~200 (native)
● Comment: Self-hosting or German cloud available
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Tool: 

Key facts
● Headquarter: Prague, Czech Republic
● Cost: 0-40 $ / month
● Interfaces / APIs: > 300 (native) + Zapier (> 3000) 
● Comment: Acquired by Celonis, currently in transition to new brand “make”
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Tool: 

Key facts
● Headquarter: Washington, United States
● Cost: 4-17 € / user / month
● Interfaces / APIs: >300
● Comment: Ideal for Microsoft environments, high data security requirements
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Tool: 

Key facts
● Headquarter: Washington, United States
● Cost: 1-8 € / user / hour
● Interfaces / APIs: >300
● Comment: Ideal for complex enterprise environments
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Our offer: download tool list and additional info

digital-business.net/tools2022/
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Q&A
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Contact data

& 

Kurfürstendamm 194

10707 Berlin

Telefon: +49 30-610821 600

E-Mail: jens.hutzschenreuter@salespotentials.com

mailto:jens.hutzschenreuter@salespotentials.com
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KEEP
CALM 

AND

DO MORE
SALES!


