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B2B Selling and Buying Has Changed Forever

Leah Arnold - 1st ° '
o Helping leaders transform customer & employee experiences H I Ro n .

na

Leah Arnold
We're back!! After some needed time off, we are back with another

#VirtualCoffee #LeahrningTogether ! This time, | met with the one and only
Mary Shea, PhD who leads research for B2B sales and marketing leaders.

Mary discussed her observations from the social/physically distant world we
are living in, and how we are having deeper and more meaningful connections
as buyers & sellers.

We also get a sneak into her 2021 Predictions research, and other research
she is conducting including Women in Sales (can't wait for that)! Additionally,
if you would like to participate in her upcoming research and qualify, there is a
like to a survey you can take in the comments.

You don't want to miss this one!

#b2bsales #b2bbuyer #salesenablement #predictions2021 #forrester

Source: Leah Arnold
LinkedIn and Vidyard



B2B Buyer Preferences And COVID Collide

How highly each factor will influence changes in your GTM strategy?

Uncertain economic environment due to Covid-19 18%

Changing buying preferences

13%

Customer need for hyperspecialized solutions

10%

Digitally oriented and self-directed buyers

9 Q
>~ o

Increasing importance of partner ecosystems

Increasing focus on remote selling channel

8%

Slowing decision cycles 7%

Shift to digital commerce options based on Covid-19

Buyers preference for choosing their own route

Note: Not all responses shown
Base: 240 responses from sales and channel professionals

Source: Forrester’s Q2 2020 B2B Channel and Sales Survey
© 2020 Forrester. Reproduction Prohibited.



Sellers Must Quickly Adapt

Create and share
videos

Interact in an
omnichannel manner

Embrace internal and

Tap into positive
external collaboration

emotions

Engage in active Cull data to gain
listening insights

© 2020 Forrester. Reproduction Prohibited.



[Let’s Double Click Into Seller Attributes

What are the top three most important attributes you look for in a B2B seller?

Has strong active listening skills

Has good problem-solving capabilities

Leads with insights

Is a good communicator

Is digitally adept [ NEREEEEEEENNN 7 %o

Embraces collaboration

Has experience selling a similar product line

Is highly competitive | EENEGEGEGEE 6%

Is trustworthy

Leads with empathy | N 59

Has an executive presence

Has an optimistic mindset

|s data savvy

Has emotional agility

Has strong psychological resilience [l 1%
Exudes confidence [ 0%

13%
13%

1%
1%

Base: 236 responses from sales professionals

Source: Forrester’s Q2 2020 B2B Channel and Sales Survey
© 2020 Forrester. Reproduction Prohibited.



Succeeding In a COVID And
Beyond World




Every organization will
need the ability to
remote everything at a
moments notice.”

— Satya Nadella, CEO Microsoft

Source: “The Democratization of B2B Sales,” Forrester Research, Inc. August 3, 2020

© 2020 Forrester. Reproduction Prohibited.



WFH Will Extend
Indefinitely

of workers who are
currently remote hope they will be
able to continue to WFH more often
even after the crisis 1s over.

Source: Forrester's Q2 2020 US PandemicEX Survey 2
Future Onsite Sales Meetings Will Come At A Premium

© 2020 Forrester. Reproduction Prohibited.

January 2020

Unrelated to the COVID-19
pandemic, Microsoft announced
its commitment to being carbon
negative by 2030

March 2020

42% of C-suite execs surveyed by
West Monroe said the current
market crisis would fundamentally
alter the long-term approach of
their organization to remote work.

May 2020

48% of global purchase
influencers that we surveyed said
their organization would
permanently maintain a higher
rate of full-time remote employees.

Facebook CEO Mark Zuckerberg
announced that in a recent
employee survey, 20% of
employees stated they were
extremely or very interested in
moving to full-time remote work.

Twitter CEO Jack Dorsey
announced that all employees
may work remotely forever if they
choose to.

February 2020

Even before the worst of the COVID-10
crisis hit, Twitter CEO Jack Dorsey
announced on an earnings call that
Twitter would begin building support
resources to attract and hire remote
workers.

April 2020

50% of US workers surveyed by
Forrester stated that they were afraid to
go back to work due to the COVID-19
pandemic.

June 2020

54% of CFOs surveyed by PwC stated
that they plan to make remote work a
permanent option after the COVID-19
pandemic.



https://www.forrester.com/fn/0JYAlvcHRtBZ11wwzxVXW

Sales LLeaders Prioritize Automation and Al

We plan to make deeper investments in tools with automation and Al that:

Automatically capture and upload buyers' and sellers' activities into

our CRM. 22%

Make recommendations to sellers on the next best action to take 17%
with a buyer. 0
Aggregate internal and external seller data and recommend best

0
actions/channels to take/utilize. 7%

Aggregate internal (customer only) seller data and recommend best

0
actions/channels for sellers to take. 7%

Guide and help our sellers address in-the-moment buyers
questions/comments.

16%

Make recommendations to sales managers on the next best

(o)
coaching action to take with a rep. 1%

Base: 145 responses from sales professionals

Source: Forrester’s Q2 2020 B2B Channel and Sales Survey
© 2020 Forrester. Reproduction Prohibited.



Sales Engagement Delivers Many Benefits

For which of the following reasons did you procure a Sales Engagement solution?

Toincrease seller/sales productivity - | 2

To increase our top-line sales bookings

To benefit from automatic data capture to our CRM

To build more pipeline

To assist with sales digital transformation

To provide sellers with a more user friendly experience versus CRM
To enable managers to have a better mechanism for coaching

To drive better alignment between marketing and sales

To help our sellers adapt to modern buyers and buying motions

To get better buyer and seller data
To encourage sellers to engage in an omnichannel fashion
To address the needs of our buyers

To get access to Al functionality like “next best action” recommendations...

Note: Not all responses shown. Multiple responses accepted.
Base: 182 reference customer responses from 22 customer references
Source: Forrester Wave™: Sales Engagement, Q3 2020 Customer Reference Survey

© 2020 Forrester. Reproduction Prohibited.



Extend Sales Tech To The
Entire Revenue Team

of B2B sales leaders have

reinvested cost savings from
reduced head in sales technologies.

of sales engagement

customers plan to extend licenses to
more revenue team members.

Base: 83 responses from B2B sales professionals and leaders
Source: Forrester's Q2 2020 B2B Channel and Sales Survey

Base: 22 customer references
Source: Forrester Wave™: Sales Engagement, Q3 2020 Customer Reference Survey

© 2020 Forrester. Reproduction Prohibited.

71 Additional People

People who contacted Marissa also
contacted these people.

Natalie Young e 9

VP of IT - EMEA
Groupon

Add to Play

Barry Doyle
Sales Manager

Groupon

Add to Play

"] Vernon Andrews
VP of Marketing
Groupon

Reason for Rating

CANCEL

Source: XANT

S Tasks

= € Call Marissa
nannnnnnn
Marissa Abbott
Sales Manager

Groupon
2:34 PM, PST

PLAY

COLD CALLPLAY ~

Call Marissa
DUE TODAY

Additional people found

mar.abbott57@gmail.com

Looking forward to our next conversation

Hey Marissa,

ACTIVITY (2)

H |
VIEW INSIGHTS

Was browsing through Linkedin. Looks like you and | are both
in [industry] and we're both snowboarding fans. Have you ever
dreamed of having an industry conference at a ski resort?

A» 023 Q2DA
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