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MARKIES






2012 Markie Submission – Sales Impact 
Perhaps the greatest marketing achievement on the road to Revenue Performance Management is getting SALES to sing your praises. If you’ve given your sales team the tools, technology and techniques that improve win rates, sales velocity or competitive advantage, we want to hear about it - IN THEIR WORDS. Nominations for this award must include testimonials from sales professionals in addition to improvements in sales-related KPIs and metrics.
· Submission deadline is September 5, 2012 (no exceptions).

· Submit this completed form by going to: http://customers.eloqua.com/Markies  

· Finalists will be announced on October 12, 2012.

· Winners will be announced on November 7, 2012 at the Eloqua Experience Markie Awards dinner.
	Company Name:
	

	Primary Contact Name:
	

	Primary Contact Job Title:
	

	Primary Contact Email:
	

	Primary Contact Phone:
	

	If this document is being submitted by someone else on behalf of the above company, please complete this section:

	Submitter Company:
	

	Submitter Name:
	

	Submitter Job Title:
	

	Submitter Email:
	

	Submitter Phone:
	


If I am a finalist, I give permission for my award category and company name to be listed…

in an Eloqua press release (example):             [type ‘yes’ to indicate approval]
in promotional materials (Markies website, Topliners.com community, Eloqua website):             [type ‘yes’]
[Note: No details from your submission will be shared, only your company name will be used.]

Please summarize this submission in five sentences or less. (If you are a finalist, this information will be used in the Markies Hall of Fame at Eloqua Experience 2012.)

Give us some background on your business: 

Describe your sales model:
Who are your target buyers?

Please describe marketing’s sales enablement activities and responsibilities.

How has marketing impacted sales? Include both numeric and non-numeric results. If possible, this should include impact to your business (revenue, pipeline, velocity, etc.).
What is the role of your marketing automation system in that impact? 

How would you characterize the relationship between marketing and sales? How has that changed since your implementation of a marketing automation system?

Please share quotes and testimonials from members of your sales team.

Any additional comments?
Is there anyone at Eloqua who helped you along the way that you would like to recognize?
OPTIONAL: Submit a 1-minute video that complements this Markie submission. Sometimes numbers alone don’t tell the story – there are people and details that really bring your success to life. For great storytelling ideas, see Made to Stick by Chip Heath and Dan Heath. (This video will be shared with the judging committee and may also be used during Eloqua Experience or the Markies ceremony.) [more details] 
Include the video URL here:
Markie Award: Sales Impact 
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