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Sales and Marketing Strategies
When revenue generation slows down in most organizations, attention is usually directed towards the sales and marketing teams, who have direct impacts on an organization’s rate of revenue generation. In most cases, the sales team may complain about low-quality leads while marketing teams often lament over lack of follow up on sales. However, instead of pointing fingers at each other, these teams should work together to generate effective sales and marketing strategies that will guarantee revenue generation (Strahle et al., 2016). Though sales and marketing strategies have been defined differently, a standard definition is a plan developed to help an organization reach, engage, and convert target audiences into customers and facilitate revenue generation. Developing a sales and marketing strategy is a step-by-step process that is generally centralized within an organization's features, aligned with the target market's characteristic features or community within which the organization operates (Strahle et al., 2016). 
The process of generating sales and marketing strategies is based on the principle of alignment, which entails focusing the organization's promising prospects on agreeing with the ideal consumer's needs that the organization is targeting. Alignment may entail identifying the target customers' personas, then identifying the organization’s activities with the customer’s personas or undertaking differentiation activities to guide its activities, including sales and marketing (Heinz Marketing, 2018). For an organization operating in Concord, N.C., alignment can be used as an effective tool for guiding the development of sales and marketing strategies. Concord is a city in North Carolina with a highly heterogeneous population amounting to approximately ninety thousand residents, making it the largest in Cabarrus County (Heinz Marketing, 2018).
Therefore, various sales and marketing strategies exist that organizations operating in Concord city may adopt to increase their sales and revenue margins as well as expand their customer base. The first strategy involves the use of social media and the internet as platforms for conducting sales and marketing activities (Adams, 2017). In the contemporary world, where almost everyone in society has access to smartphones, social media platforms have become essential fabrics of society where individuals conduct social interactions and business engagements. Statistics show that approximately 90% of the residents in Concord city have access to internet services, including mobile networks (United States Census Bureau, 2019). Therefore, social media advertisements and internet marketing are viable strategies applied to this population group. 
[bookmark: _GoBack]Additionally, targeted marketing is another significant sales and marketing strategy, which entails embracing the target group's diversity in the place of market segmentation and developing products and services to meet the diverse consumer needs (Adams, 2017). Inclusivity has become an essential factor characterizing modern-day societies, a feature that has spilled over into various sectors, including sales and marketing (Heinz Marketing, 2018). Therefore, instead of conducting segmentation, which may make some individuals feel sidelined, targeted marketing embraces the notion of inclusivity, and creating a positive rapport for the organization within the social fabric. Additionally, targeted marketing encourages the sales and marketing factions of an organization to view target customers from a similar perspective, contributing to the creation of products and services that serve current and prospective customers' needs (Heinz Marketing, 2018). 
Finally, while sales and marketing strategies need to be aligned to the target population, organizations should consider additional factors that significantly impact organizational performance. For instance, how sales and marketing teams influence the costs of running the programs and personnel costs (Heinz Marketing, 2018). Furthermore, organizations should factor in sales schedules, the sales strategy, and models to be employed.  
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