
IS SPENT BY THE AVERAGE OFFICE 
WORKER READING AND 

RESPONDING TO AN AVERAGE OF 
200 EMAILS 6

2.5HOURS/DAY

IS WASTED BY EMPLOYEES 
SEARCHING FOR 
INFORMATION 

TO DO THEIR JOB 
EFFECTIVELY 3

8
HOURS/WEEK IS THE AVERAGE TIME 

EXECUTIVES SPEND 
IN MEETINGS 4

23
HOURS/WEEK

OF MARKETERS DESCRIBE 
THEIR COMPANY’S WORKFLOW FOR 

CREATING CONTENT AS

MIDDLING OR 
INEFFICIENT 2

70%

OF TIME SPENT BY 
SALES PROFESSIONALS 

IS DEVOTED TO  

SELLING 5

ONLY

34%

OF WORKERS IN THE US WERE 
STRESSED AS THE RESULT OF 

INEFFECTIVE COMPANY 
COMMUNICATION 1

80%

DIRECTION
COMPANY VISION /

TRAINING
SALES

UPDATES
HR

INFORMATION
SALES PRESENTATIONS /

EDUCATION
PRODUCT INFORMATION /

COMPENSATION
JOB RESPONSIBILITIES /

STRATEGIES
MARKET

TARGETS
SALES

COLLATERAL SITES
SALES CRM /

PROCESSES
INTERNAL SYSTEMS /

DEVELOPMENT
PROFESSIONAL

HEAR YOU
I CAN’T

OVER ALL
THIS

CHATTER

SALES AND SERVICE 
PERFORMANCE

B2B MARKETING

MARKETING AND 
SALES ALIGNMENT

MEASURE
+ REFINE

WEBER FOCUSES ON 
“BELOW-THE-LINE”

MARKETING EFFORTS

ANALYZE + IDENTIFY
WHAT IS NEEDED BY USERS 

(ELIMINATE WASTE AND REDUNDANCIES)

OPTIMIZE
CONTENT, TOOLS, AND PROCESS

UNDERSTAND + ORGANIZE
BASED ON ROLE, GOALS, AND NEEDS

1 DYNAMIC SIGNAL
2 CONTENTLY, 2017
3 INTERACT SOURCE
4 MIT’S SLOAN MANAGEMENT REVIEW
5 SALESFORCE
6 FORBES


