
CENTRAL EUROPEAN BUSINESS REVIEW    RESEARCH PAPERS VOLUME 3, NUMBER 4 ,  DECEMBER 2014

30

Introduction

stands in this cooperative relationship as the representative 

The Importance of Marketing and Sales 

Integration

IS IT POSSIBLE TO IMPROVE THE RELATIONSHIP 

BETWEEN MARKETING AND SALES?

Kolouchová, D., Rožek, J.

Functional cooperation between marketing and sales should be the basic element in all market-oriented companies. 

This paper investigates the fundamental instruments and tools how to foster the relationship between marketing and 

sales departments. The authors begin with a review of existing literature in order to gain an overall picture of the 

Middle management representatives and their subordinates must interact with the opposite department on a daily 

basis. Sixty expert interviews reveal that respondents evaluate their relationship with the other department mostly as 

functional in the way that the common goals are always reached. Research results have shown that the most functional 

interconnecting elements are the organizational culture that promotes cross-functional communication and information 

and an open data sharing culture. Effective cooperation should be always endorsed by the top management. At the end, 

several managerial implications are developed.
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The Marketing-Sales Relationship: Never 
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Research Methodology

in the offices of the respondents and each interview 

Research Findings
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Managerial Implications

  The position 

the specialists or sales representatives, of course with the 

Conclusion and Future Research Propositions
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 It pointed out the 
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Appendix 1  Pre-test survey questionnaire

6

6

Cross-functional situations Issue Experience

Situation analysis and research

Strategy planning

Tactical planning

Strategy implementation

HR management

Outcomes controlling and evaluation

Internal / external communication

Others – please describe…

4    

 

Misunderstanding causes Occurrence

Different goals and targets

Different personalities

Different educational level and education scope

Physical separation of both departments

Stereotypes

Vague cross-functional cooperation rules

Unfair budget assignment

Others – please describe…

Misunderstanding cause Why? Please try to be as concrete as possible
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o 

o NO

Forms of improvement Frequency

Deeper integration efforts, creation of cross-functional positions

Supporting informal relations through teambuilding etc. 

Common evaluating criteria, bonus system supporting cross-functional cooperation

Creation and maintenance of corporate culture that supports cooperation and open communication 

atmosphere 

Learning organization–data sharing, best practice sharing, united data and knowledge base 

Employee rotation within the departments 

Others – please describe

Forms of improvement Why? Please try to be as concrete as possible.

o 

o NO

o Sales

o Sales

o Sales

Source: Authors


