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Marketing and sales: integrated approach to customer value

V.V. Filonich, E.S. Zhuk

It is analyzed the scientific approach to the integration of the functions of marketing and
sales  in  the  company at  the  present  stage  of  economic  development  of  the  country,  found a
relationship between the level of integration of marketing and sales and the effectiveness of the
organizational culture, organizational design, management systems, communication technology and
infrastructure.
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