The main version of an infographic |
designed outlines the essential
components of a tech stack for sales and
marketing, emphasizing the integration of
technology in various business functions.
Here is a short version.


https://linktr.ee/vangelissakelliou
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4.Content Management: Manage and publish content seamlessly
across digital channels to boost brand visibility.

5.Social Media Management: Schedule posts, engage with the
audience, and analyze social media performance for effective
brand promotion.

6.Marketing Automation: Automate marketing tasks, nurture leads,
and analyze campaign effectiveness for streamlined workflows.

7.Sales Engagement Platforms: Equip sales teams with tools for
personalized outreach, communication tracking, and detailed
analytics.

8.Analytics and Business Intelligence: Gain actionable insights into
website performance, user behavior, and campaign effectiveness
for data-driven decision-making.

9.Web Conferencing and Collaboration: Conduct virtual meetings,
presentations, and enhance collaboration among teams and
clients.

10.Customer Feedback and Survey Tools: Gather and analyze
feedback to enhance products, services, and overall customer
satisfaction.

11.Search Engine Optimization (SEQO): Improve search engine
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Use of Al Tools in Sales and Marketing

The infographic also highlights the integration of Al tools in sales and
marketing processes.

Chatbots and Virtual Assistants: Engage with website visitors, answer
queries, and qualify leads.

Predictive Analytics: Analyze data, identify potential leads, and predict
future sales trends using Al algorithms.

Sales Forecasting: Utilize Al-driven platforms to provide accurate sales
forecasts by analyzing historical data and current pipeline information.
Lead Scoring: Al assesses lead data to prioritize and score leads based on
their likelihood to convert.

Sales Automation: Streamline repetitive tasks, automate follow-ups, and
personalize communication with leads.

Conversational Intelligence: Analyze sales calls and meetings using Al to
provide insights into customer interactions.

Personalization Engines: Analyze user behavior to deliver personalized
content, recommendations, and experiences.

Email Campaign Optimization: Optimize subject lines, content, and
delivery times for improved engagement using Al.

Al-Powered Analytics Platforms: Leverage Al to provide in-depth
analytics, uncover patterns, and visualize sales data.

Sales Enablement Platforms: Assist in content management, sales
training, and analytics to enhance sales performance using Al.

Dynamic Pricing: Analyze market conditions, competitor pricing, and
customer behavior to dynamically adjust product pricing.

Virtual Sales Assistants: Assist sales teams by handling routine tasks,
scheduling appointments, and engaging with leads using Al.

Al in CRM: Integrate Al to enhance lead scoring, automate data entry,
and provide actionable insights.

Speech Analytics: Analyse call recordings using Al to provide insights
into customer sentiment, compliance, and agent performance.
Al-Powered Social Selling: Enhance social selling efforts by providing
insights into prospect behaviour, preferences, and engagement patterns.

If you require the original long version of the paper, let me know.



