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In many ways, the CIO’s role has changed dramatically in the past few years as more cloud-
based technology has come online in sales, marketing, and customer service departments. 

The traditional role of ensuring technology is deployed on time and on budget has been 
expanded to include creating value from investments in CRM technologies and related 
infrastructure. 

Join us in this month’s installment and share your perspective on how CIOs can partner 
with their counterparts in sales, marketing, and service to derive more value from 
customer-facing technologies. 
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