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Good afternoon

The world of B2B Sales has changed forever. 

We hear more and more that buyers have developed a negative view of sales. 

We are also constantly hearing about the ever evolving scope of marketing and the impending obsolescence of sales. 

So I ask you – is the future of sales bleak or bright?
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77% of buyers don’t believe sales understands their business and don’t think they can help. 

As a salesperson myself, that’s an alarming percentage. 

What is contributing to this perception that sales isn’t adding enough value? 

We see some macro trends explain why this perception is forming:
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Buyers find it more productive to spend their time online and less time with sales people. 

Forrester: 68% of B2B Buyers find going online superior to interacting with a sales person. Up from 53% in 2015!
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Buyer expectations have risen, and conventional sales tactics are no longer as effective. 

The digital revolution has resulted in the complete merger of personal and professional experiences and thus expectations.


Companies like Netflix, Amazon delivering highly personalized experiences – which are raising the expectations of our buyers, even in the B2B world 
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Automation and AI are disrupting the economy and making sales jobs disappear. 

Forrester (2015) 22% of sales roles are going to disappear within 4 years & Gartner believe that by 2020 85% of B2B transactions will occur without any human intervention.

Big data analytics as a skill has seen a 10X increase from 2014-2017 and is the fastest growing skill on LinkedIn. 

Jobs listings for AI & machine learning requirements have increased 234% year over year. 

Will sales be a victim of this trend?
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Based on these trends  future of sales does indeed look bleak!

But is this the full story? What if buyers really do want, even need sales

LinkedIn has unique data that shows how the sales profession is growing and evolving. �[Click] In many examples, not only is the future of sales not bleak but it may actually be bright!

the demand for sales skills on LinkedIn is in fact growing and even more exciting for us sales folks it is moving from transactional to strategic 
�
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When we consider the customer relationship continuum - where the salesperson moves from vendor through to strategic business advisor – 

and overlay LinkedIn data we can see that the sales professionals that are now most in demand have a more strategic skill set, rather than transactional sales skills. 
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Let’s look at 3 of these stages, and how in demand by recruiters the salespeople that represent each stage:

Transactional: Salespeople at this stage have the most common sales skills: sales, account management, business development and sales management
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Transactional skills are much more common to find  - up to 49% of sales pro's on LinkedIn have these skills tagged on their profiles. 
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Functional: More advanced skills like solution selling, consulting, consultative selling, networking, relationship building 
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These skills are 1.8 times more in demand compared to transactional skills.

Functional skills are a bit less easy to find and only 11% of the LinkedIn population are tagged with these skills. 
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Strategic: The most strategic skills like complex sales, business alliances or partner management 
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These skills are 3x more in demand than the most common sales skills 

The most difficult to find and most in demand are the Strategic skills - only few have and its rare to find (up to 1.5%). 
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This data should give us a lot of reason for optimism. 

Successful sales organizations are capitalizing on the evolution in sales, harnessing the power of technology to separate themselves from the rest of the pack by moving their sales professionals from a transactional relationship to a more strategic consultative sale. 
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The key message though is that sales needs to continue to evolve!

Similar to how a marketer’s skill set has developed along with the evolution of the marketing tech stack, 

sales need to develop their skills to keep up with the ever growing suite of sales products & processes. �
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 What’s really going on here?  Why are companies accelerating the hiring of sales reps and why is the profile of the most sought after rep changing?  

Well Sales is transforming. �
At LinkedIn we’ve identified three underlying trends driving this transformation in top performing companies: 

1. Convergence of sales and marketing
2. Leveraging Automation to accelerate B2B sales 
3. Personalization at scale
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Trend #2: AI and Automation will do 3 things for salespeople:
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1. Free up Time by doing repetitive tasks : Freeing up a salesperson’s time is now a prerequisite for any quality sales tool, ���This is something that small and large companies can agree on
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CSO Insights suggest only 40% time is spent selling, the rest is on admin and training. Automation can free up a sales person time to do what they are great at - being strategic business advisors to their clients!
�
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2. Improve Rep Productivity �
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&~ CANCEL Q, [Search by keywords or boolean
(EE, Product Marketing Manager - Director, information technology and service

E Solar Panel Company - technology, San Francisco Bay Area

E information technology and services, San Francisco Bay Area, 100 - 500 employees

S VP of Sales - Director

« Lauren Holmes - 3rd
Senior Manager of Marketing at Company

John Smith - 2nd
¥ VP of Product Design at Company

TRY THESE SEARCHES

A ] {& e

Search for Leads Search for Accounts More likely to respond Recent Job Changes

based on sales preferences based on sales preferences from saved leads from saved leads

View Results View Results View Results View Results

SEARCH TIPS

« Target the right people by seniority, geography, function, and
more



Presenter
Presentation Notes
2. Improve rep prospecting productivity: 

We’ve conducted research to look into the productivity & effectiveness gains that users of Sales Navigator experience, which are enabled by automation. 
 

We compared the behaviour of Sales Navigator and non-SN users within same company. The average user benefits from SN automation by: 
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1.  Finding 4.5x more decision makers in their target audience
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2.  Engaging with 5x more decision makers in their target audience
�
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3.  Connecting with 2.1x more decision makers in their target audience
�
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3. Learn about prospects and give rep’s new valuable automated insights: Freeing up a salesperson’s time is now a prerequisite for any quality sales tool, ���
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Trustway Corporation
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Which is why LinkedIn Sales Navigator provides automated alerts on important changes in your leads and accounts. 

How do these automated alerts work in practice? 
�


Nitesh Aggarwal
AVP, Sales
Effectiveness
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We all know TECH Sales is complex and each phase requires us to connect to different stakeholders at different points in time.

 I wanted to share the impact of the results we have seen with Infosys here and how its helped them automate insights and move through the sales cycle with LinkedIn Sales Navigator

Who shared the  “$450 million of our pipeline was influenced by social selling with LinkedIn Sales Navigator. It has really changed the game for our sales team." 

I have found that each Sales phase requires us to connect with a new set of contacts, “It’s beautiful and compelling how Sales Navigator helps us reach those different individuals at different points in time, depending on our needs.” – Says Nitesh Aggarwal
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Close: The Bright Future of Sales
�Hopefully by now you agree: 

The future of sales is bright. Sales are not in fact becoming obsolete or less relevant. Strategic sales people are more indispensable to their buyers than ever before. But we need to give them the capacity to make this transformation through automation
��


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28

