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Sales and Marketing Maturity Benchmark -
Vietham Consumer Markets

Industry Type Overall Maturity Level across Sales &
Marketing Domain
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Detail Maturity Level Scoring scale: 1-100 points (p)

Customer Experience Management Distribution Management

1. Sales channels optimization

2. Distribution expansion

3. Sales channels effectiveness
measurement and evaluation

4. Offering management

5. Product and service

management
1. Customer 2. Customer 3. Customer 4. Customer 6. Beat planning management
segmentation profiling & experience request
experience improvement resolution
management
Demand Forecasting & Key Account Management Sales Force

Performance
Management
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Sales force
performance
management &
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strategy development

Sales Planning

Lead Key account
management strategizing
and planning

23p 19p

Demand forecasting

40p and Demand

management

Business
opportunity
management
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Channel Partner Development Enabling Technology

38p 32p 33p 38p

Go-to-Market (GTM)
strategy management

Channel partner
Channel partner performance management
integration processes and optimization

The level of technology The level of integration
investment across technological solutions

*The survey was graded on a scale ranging from 1 to 100.
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1. T6i wu céc kénh ban hang

2. M& rong hé théng phan phéi

3. Do lvong va danh gia hiéu qua
clia kénh ban hang

4. Quan ly wu dai (offering)

5. Quan ly danh muc san pham va

dich vu
1.Xac dinh 2. Quan Iy chan 3. Danh gia trdi 4. Gidi quyét 6. T4 chirc ké hoach tuyén ban
phan khuc dung vatradi  nghiém khach  yéu cau cua hang (beat plan)
khach hang  nghiém khach hang khach hang
hang
Dw bao nhu cau & Lap ké Quan ly khach hang chu chot Quan tri hiéu qua

hoat dong
cua doi ngii kinh
Quan ly khach Hoach dinh doanh
hang tiém nang chién lwgc khach
hang chi chot

g 610

hoach kinh doanh

Dy bao va quan ly
40d nhu cau

Quan ly chién lwoc
(5y24e B tiép can thi treong
(GTM)

Sgﬁ%g’aﬁﬁ hoi Quan tri hiéu qua
hoat dong & Phat
trién chién lwoc

6d khuyén khich ban
hang

Phat trién déi tac phan phéi Céng nghé hé tro

38d

38d 32d

Quy trinh quan ly tich Quan ly va t6i wu hoa hiéu
hop cac doi tac phan qua hoat dong cua doi tac
phoi phan phoi

‘ Mtrc do tich hop cac giai
Mtrc d6 dau tw cdng nghé phap céng nghé

*Khéo sét duoc chdm diém duwa theo thang diém ter 1 dén 100.
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