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About Imagine Business Development

Imagine works with forward leaning companies where fast growth is 
imperative. They demand to hear the truth about what's required to 
achieve that growth, they have a bias towards action, value learning and 
focus on execution.

About Doug Davidoff

Doug Davidoff is the founder and CEO of Imagine Business 
Development, a company that works with forward leaning businesses 
who desire fast growth and want to hear the truth about achieving it.

Having successfully founded and operated four businesses, and worked 
with over 1,600 small and mid-market companies firsthand, Doug is the 
leading expert on the growth issues impacting businesses between 1 
and 100 million dollars in revenue. He is the author of five books in the 
realm of sales, marketing and finance; most recently, The 11 Laws of 
Accelerating Business Growth.  He writes the Fast Growth Focus 
Column for The Washington Business Journal, is a contributing editor 
for SmartCEO Magazine, and is often quoted in various business 
publications. His blog, The Demand Creator Blog gets thousands of 
visitors every month.

Doug’s most recent work has focused on the precepts of creating 
demand, enabling companies to make their competition irrelevant.
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The Sales & Marketing Alignment Myth 

Did You Know

98%

64%

54%

of MQLs never result 
in closed business

of sales reps won’t make 
quota this year

of field sales people’s time is wasted 
on administrative responsibilities 
around demand gen

Source: Statistics via SiriusDecisions
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Notes
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Notes

Understanding The ZMOT (Zero Moment of Truth
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The Secret to Predictable, Sustainable, Scalable Sales Growth

71-89% of website visitors are
looking for content/research to
solve a problem, and are not
looking to buy anything.

11-29% of traffic are evaluating
buying criteria.

0-18% are evaluating vendors,
ready to buy.

Visit: Any unique visitor to the website.
Lead:  A quality visit.  An individual who fills out a form providing more than an email 
address (inbound), or an individual who is open to conversation (outbound).
Marketing Qualified Lead (MQL):  Those people who have the pain that we solve.
Sales Qualified Lead (SQL):  Those people who have the pain we solve and are a fit 
for us.
Opportunity:  Those people who are engaged in an active sales process with us.
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Imagine Website Resources

Download The Effortless Growth White Paper
growth.imaginellc.com/effortlesssalesgrowth

Subscribe to Our Monthly Updates
www.imaginellc.com/update

The Imagine Hub
hub.imaginellc.com/hub

The Demand Creator Blog
blog.imaginellc.com

The Black Line Between Sales & Marketing Podcast
blog.imaginellc.com/podcast

About Westcon Comstor

Westcon-Comstor (WestconGroup Inc.) is a value-added technology distributor of 
category-leading solutions in Security, Collaboration, Networking and Data Center.  
The company is transforming the technology supply chain through its capabilities in 
Cloud, Global Deployment and Services. Westcon-Comstor combines expert 
technical and market knowledge with industry-leading partner enablement 
programs.


