State of the sales industry

Percentage of global business buyers who agree with the following

| want the same experience as when
I'm buying for myself

It’s easier than ever to take my business elsewhere

| seek salespeople who act as trusted advisers

My standards for how companies interact
with me are higher than ever

| expect vendors to personalise
engagement to my needs

| feel more empowered than ever, am in control
of my relationships with companies

EVOLUTION

Long gone are the days of product
catalogues and random cold calls;
sellers now have to know their
prospects in fine detail, personalise
offers and prove measurable
return on investment. Heightened
competition, longer sales cycles,
and increasingly disparaging
prospects have all combined to
permanently disrupt how B2B sales
professionals operate
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Selling has gone virtual

Percentage of sales professionals who spend
more or less time on the following compared with 2015

‘ Increased

Stayed the same ‘ Decreased

In front of a screen
(computer, tablet
or mobile)

39% FLMA

Connecting virtually with
customers/prospects
(Hangouts, Skype, email)

32% SNV

Salesforce 2018

Meeting in person
with customers/
prospects

Most popular sales
technologies

Percentage of sales professionals
who use the following

o1 /™

Sales reporting/analytics

687

02 7/

Account and contact management

65%

03 7

0%

Sales cycles are increasing

How the length of sales cycles have increased in the past 12 months

2% 277%

Significantly shorter Significantly
longer
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SiriusDecisions 2018
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‘ Preferred

909%

of C-level executives claim they never
respond to traditional means of B2B
selling such as phone calls and emails

Salesforce 2017

57%

of buyers use social media to assess new
tools and technologies

61%

of B2B transactions start online

Social Voicemalil
media

Accenture 2017

50%

How buyers prefer to be contacted and how sellers actually connect

Text
message

LinkedIn Exhibit

60% /0% 80% 0% 100%

Presentation or Direct Phone call Email
speech mail

RAIN Group 2018

Customer relationship
management (CRM) system

58%

04

Sales forecasting tools

567%

05

Sales coaching
and training solution

547

06

Email/CRM integration
51%

07

Compensation/
incentive management

497

08 7

Sales prospecting tools

47%

09 7

Competitive intelligence

47%

10 £

Mobile sales apps
for employees

46% RAIN Group 2018
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