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SOLUTION
The Sales Communicat ions

Blueprint  creates a unif ied

system—one calendar,

shared governance,

consistent voice—threading

strategic pr ior i t ies through

every message and

bringing clar i ty to the

chaos.

PROBLEM
Sales organizat ions drown

in uncoordinated

communicat ions .  When

Enablement,  PMM, Ops,  and

the CRO operate

independent ly ,  sel lers tune

out and cr i t ical  messages

get lost .

GOAL
Higher engagement,

faster adoption,  and

measurable impact on

sales performance.

The result :  Messages that

land,  teams that al ign,

performance you can

measure.

SALES COMMUNICATIONS
BLUEPRINT
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* T h i s  i s n ' t  j u s t  b e t t e r  c o m m u n i c a t i o n s — i t ' s  a  r e v e n u e  p r o t e c t i o n  s y s t e m .  W h e n  s e l l e r s  h a v e  t h e  r i g h t
m e s s a g e ,  a t  t h e  r i g h t  t i m e ,  f r o m  t h e  r i g h t  s e n d e r ,  t h e y  r a m p  f a s t e r ,  c l o s e  m o r e  d e a l s ,  a n d  h i t  q u o t a .



Part 1 :  Structural  Prep
Bui ld the infrastructure for coordinated communicat ions—Assess ,  Tech,  Governance,  Workf lows.

Part 2:  Execution Loop
Run the system in cycles—Al ign,  P lan,  Bui ld ,  Del iver ,  Archive,  Track,  I terate,  Repeat .

The Goal
From chaos to c lar i ty .  From noise to s ignal .  From tuned-out to engaged.

The Foundation
Prevents pi lot  fat igue.  Prevents tool  sprawl .  Prevents vanity metr ics .

SALES COMMUNICATIONS
BLUEPRINT
TWO PARTS.  ONE SYSTEM.
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PART 1 :
STRUCTURAL PREP TECH PLATFORMS✦✦

WORKFLOWS✦✦✦

Match AI  technologies to organizat ional  needs.

Audit  →  Integrat ion →  Adopt ion →  Cost-benefi t

AI  integrat ion is  more than a technical  upgrade
—it  redef ines how teams operate,  decide,  and
interact .  Success  requires  cross-funct ional
col laborat ion,  cu l tural  a l ignment ,  and a
commitment  to min imiz ing d isrupt ion whi le
maximiz ing value .

Pi lot  f i rst ,  then scale with cont inuous feedback.

Process maps →  Handoffs →  Mult i-sender
orchestrat ion

GOVERNANCE✦✦
Create cross-funct ional  al ignment with shared
accountabi l i ty .

Roles →  Approvals  →  Compl iance →  Sender
coordinat ion

ASSESS✦✦✦
Al ign AI  goals  with business strategy and ROI .
Ident ify constraints ,  not just  symptoms.

Current state →  Pain points  →  Stakeholder mapping
→  Basel ine metr ics
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A I  I N T E G R A T I O N :  
✦ B A S I C  |  ✦✦ I N T E R M E D I A T E  |  ✦✦✦A D V A N C E D

S A L E S  C O M M U N I C A T I O N S  B L U E P R I N T
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PART 2:
EXECUTION LOOP 

ALIGN✦✦

PLAN✦✦✦

DELIVER✦✦

Connect every communicat ion to business
outcomes.

Business goals  →  Key messages →  Voice & tone →
Quarter ly planning

Orchestrate t iming to prevent audience fat igue.

Editor ial  calendar →  Col l i s ion detect ion →  Pr ior i ty
scor ing →  Traff ic management

Once the foundat ion is  bu i l t ,  the execut ion
loop runs in  cycles—al ign ing strategy,  bui ld ing
content ,  del iver ing to audiences ,  and i terat ing
based on data .

Match content to audience,  channel ,  and t iming.

Channel  strategy →  T iming opt imizat ion →  Sender
personas →  Personal izat ion

BUILD✦✦✦
Create content that 's  c lear,  access ible,  and on-
brand.

Templates →  Behavioral  sc ience →  Sty le guide →
Access ibi l i ty & local izat ion
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PART 2:
EXECUTION LOOP 

ARCHIVE✦✦✦

TRACK✦✦✦

REPEAT✦✦

Bui ld inst i tut ional  memory for searchabi l i ty and
onboarding.

Taxonomy & tagging →  Searchable database →
New hire guides →  Retent ion pol ic ies

Measure what matters and predict  future
performance.

L ink communicat ion metr ics to business outcomes:
engagement →  adopt ion →  quota attainmentCont inued—Clos ing the Cycle

Close the loop,  capture learnings,  and prepare for
the next cycle .

Cycle retrospect ives →  P laybook updates →
Capacity planning →  Celebrate wins

I TERATE✦✦
Learn fast ,  adjust  quickly,  and share ins ights .

A/B test ing →  Feedback loops →  Post-mortems →
Manager input
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S A L E S  C O M M U N I C A T I O N S  B L U E P R I N T

Cont inuing to apply th is  systems th inking wherever sales teams
need clar i ty at  scale — always bui ld ing toward what’s  next .

Let 's  connect — l inkedin .com/in/jewelsmarandin
 

THIS IS A L IVING
FRAMEWORK
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Bui l t  from a decade of systems thinking at Okta and Tableau,
ref ined through MIT's Appl ied Agentic AI program, and evolving
as I  learn where AI helps and where humans lead.

http://linkedin.com/in/jewelsmarandin
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