Sales and marketing are important partners and functional

P RO D U CT LAU N C H stakeholders in the launch of a product. However, striking the

right balance can be difficult.

ACTUATIONCONSULTING.COM/THESTUDY

Teamwork with Marketing
Only one-third of teams have a strong relationship with marketing
throughout all phases of the product management lifecycle.

63% of product
teams lack a
SINGLE person who
is accountable for
product launch.

Sales Cycle

Teamwork with Sales
Just 9% of product teams are completely aligned with the sales team and
experience little or no friction.

Mostly aligned, with occasional friction. 64%

24% Nt alignment, friction bigtime.

33% of teams are completely in

sync with the sales cycle for their
. 9% Completely aligned. GO TEAM! product(s).

I 3% CONSTANT friction. 3 3 %

Barriers to Success
64% of teams cite insufficient resources and staffing as barriers to effectively launching their product(s).
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Propel forward.




