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State of the Union
A Digital Sales Disruption

The Digital Buyer
The Digital Technology
The Digital Seller

The Digital Organizatio ‘



The Digital Buyer

15% 90% 57%

of today's B2B B2B buyers are 57%

towards making a
purchase before
engaging sales.

of B2B buyers now
Use social media to buyers never

research vendors. respond to cold
outreach.

IDC Voaniard CEB

Review

-

82% 57%

of buyers chose a

of buyers viewed vendor that provided
at least five pieces content to navigate
of content from each stage of tghe
the winning buying cycle
vendor.
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The Digital Technology
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Inside Sales Landscape

Intemet Email

Voice

Chat/messaging
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Social

o) (16
maniC I} O
%0

-NECORE|[-
OEEOd0-!
CNERECHE~

@-

=
Bl -8

OB~
@oce-

B R

=
aab Sl
<

B
mmm~
L R

LY B
U“.@'”EX
: - EEEE e

0@

Q2kdas

MI Dﬂm
S a“..

'l | | e

o ([l g

=1 N0

v

]
EFMFQOQ

~HA-

| mMEPO=mQ -

=@
Ol

-@mE

o] 2] ¥ mmm %Biié@«wwm ”]-“'“aﬁ%a@.fvﬁ$m T
ProwS M- e nllE 6 [ EBN s A.H:Re W=
—SEO-= -8 @o =0 BMB- 0 SEESL-TH: ¢ BDEG. 4
@-ijﬁdﬂ%50ﬂﬁ@x Semeary | | B =] @) I L @) e ] WY i
WDk ~HEAs | [@=2 -l -2 GAll|l—-BR - |lo 87 <
oo u:B=Ee@= |lceus=" ﬁ*—ngf BEEG~07|[Eo -
Fg%m S !:" ;’v ! r ~ ' et m:::g;grr:b’em - :_' 2 | . ‘a . ++ % vlsuallutlon ‘M‘"g@ F;r::l;rcttl?: @ l:t::a'yt:}gn
M- ECEEEE- |- -0-8_ M- ~-0 -BlF--|--—eN-5-
Ul s> con: smuE|s-c5ole ||=oB-BE- |[Ee=f -
maﬁaegg::em :‘6; ‘“ Onboarding & training Coaching & appraisal Incentives & commissions Territory & quota management

CC: BY. Nicolas Do Kouchikowsky, Jan 2016

& AA-ISP

Ec29




The Digital Technology

Texting

Instant
Messaging /...

Live Video

Screen Sharing

TOP CHALLENGES OF
THE INSIDE SALES Twitter
INDUSTRY 2017

RESEARCH BY

@anisp 3k Linkedin

AA-ISP Top Challenges Facebook
Research - 2017

Instagram
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"The internet is the most disru force I've
seen in my lifetime. Sales functi
undergoing a massive transformati
sheer necessity. The reason they're }i
transforming, is in direct response to the fact
that the buyer is transforming. It's-a case of

sales essentialism; adapt to suVi

out of

n

- Jill Rowl

Social Sellin artup Advi
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The Digital Seller

THE MosT POPULAR PLATFORMS

LinkedIn reigns supreme as the number 1 platform for social sellers followed by Twitter.

% 8.6%

84.1% HB.6%
of Social Sellers utilize Linkedin, of Social Sellers
the highest among the social use Twitter
networking sites measured.

THE SoCIAL SELLING TEAM

SOCIAL SELLING ADOPTION WILL CONTINUE TO INCREASE:
% 7 q H n/ of companies report an increase in their sales team
B II using Social Selling in the next 12 months.

REVENUE GROWTH

63.4% of Social Sellers report an increase in their company’s sales revenue versus only
41.2% of non-Social Sellers.

g I E3.4°

SELLERS 53 I'I A’
ELLEHS I'I] 2 Al

61% of organizations that are actively engaged in Social Selling report a significant positive

impact on their sales revenue growth. Despite this, not many organizations have fully
implemented Social Selling into their sales process.
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Digital Marketing Institute — Dublin,
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The Digital Seller

Use of Video in the Sales Process

Yes, frequenthy

Yes,
occasionally

Ho

Ho, but we
plan to int...

0%  10% 20% 30% 40% 0% G0% 0% a0% 90% 100%
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The Digital Seller- Bob's Top 10 Tips

e Social Presence

 Thought leadership

* Pre-Call Research

 Multi communications

* Video savvy

* Deposits before withdrawals
e App friendly

* Personalized

e Listens more than speaks
e #10




The Digital Organization

Team (Inside
Sales & Fiel...

Dizcrete
(Inside Sale...

Hybrid (Works
primarily...

TOP CHALLENGES OF
THE INSIDE SALES Char_mel!l]istrih
INDUSTRY 2017 ution (Sells...

Q.\‘\JSYIJSSE!«F{CH BY

Business or
Sales...

AA-ISP Top Challenges

Research - 2017

Inbound

Support/Sales

0%  10% 20% 30% 40% a0% G0% FO% a30% 0% 100%
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The Digital Organization

 Embraces Digital

e Leads by Example

bbbb

* Social/Digital Training

' f»

 Technology Enabled

* People Focused







Addendum




Inside Sales Market Size Study risidendlen o

InsideSales.com & ZoomlInfo 3% zoominfo,

Currently 14 million

sales people 15,437,000
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2017 Inside Sales Top Challenges
Research Study

TOP CHALLENGES OF
THE INSIDE SALES
INDUSTRY 2017

RESEARCH BY
@ AA-ISP

https://www.aa-isp.org/development/693
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