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THE EVOLUTION OF THE
B2B CUSTOMER

The Dramatic Shift In The B2B Buyer

The buyer kas changed more in 1he past 10 years thar the past L0B. Wil Dre inflis of Socisl media a0 dgnal
patorrns, buyers re mote equinped 1o mEks Snarter buying deckions. Long gore 4re the days where enid calling ahd
trachiticnal taeties wbrm the enly uray they caules larn bt Shi ehallangus They ans o contral sy Hew s yo
dhaslig with this dramatie i the R0 wedd?

The Modern Buying Journey

The buying Journey is no longer a lineer path.
Instead there are curves, U ard btz
hioughout various phases of the saes ccle.
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The Biggest Challenges

How does a salesperson meet the modern buyer?

[ Evolving The Sales Role |

Farracter research prodicts that 1,000,000 ssios jobs will be ooeoleta by 2020, In arderto sdapt, sshes organaanons
must adopt processes skills and technolegies that align with the madern buyer,

of salespeaple befieve that their rle
J it be raccally difterent in 5 years

Sakes and marketing keeders must come up with & plan 1o Tl essting sakessecple end scquire new telent to bring
amote erviched skill set. B2 piganizations with Ughtly sligred maikerng and sales achieved 24% faster revenue
Erawth aret 279 faster proft growth see 2 ifnssyear perkd, Y

[ Learning MNew Sales Competencies J

Alttough there & en saperent digital 1hift, Buyers sill went 8 penonsl relatichip with sales. There is an
OOOOTILANILY 0 FEDODT YOUE Sa1Es TEam L mest the mooer huyer, BUT whs are the shills saks professionst should
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