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Critical questions to ask during
your reference call:

Below is a list of valuable questions you should always ask during a reference call.

Q Are you the primary user of the marketing automation system?
If not, ask if you may speak with that person.

0 Were you the decision maker responsible for purchasing the marketing automation solution?
If so, what made you choose the solution you selected?

Q How long did it take you to do basic functions like sending an email or creating a sales alert?
Q How long did it take to implement functions like lead scoring, lead nurturing and data quality?
Q How complete is the integration with the CRM system? How hard was it to set up and maintain?

How long did it take you to integrate the sales intelligence component of the product?
What is the sales team’s reaction to these new alerts and campaign information?

Q Have you seen an increase in leads since you implemented a marketing automation solution?
@ What'’s the single best thing about the system? What is the worst thing?

Q When implementing, did you incur any costs in addition to the price of the solution?

0 Can you tell me about your experience with implementation and support?

Q If you went to another company, would you absolutely buy the same system again or
would you look to see what else is available?
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