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The B2B sales landscape has always been
widespread, with field sales representatives
traveling across the country, meeting clients,
prospects, and working at conferences. Sales
representatives are used to being coached
one-on-one by the sales manager and
having regular teambuilding exercises that
strengthened the team. In short, sales
representatives are used to meeting and
connecting with people every day. Then

the pandemic covid-19 hit, and the entire
sales model had to change to no in-person
contact and a declining economy.

The B2B sales team was forced to drastically
change the way they work and move about
in the world, the office moved home, and all
meetings are held online. Some companies
have even been forced to close. Sales leaders
needed to adapt the way the team is selling
since customer needs, habits, and economics
are changing. The B2B sales landscape

will be completely different from what it
was before the pandemic. Companies are
reducing spend, interaction through digital
channels is becoming essential, and sales
have moved from in-person meetings to
videoconference, phone calls, and web sales.
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MOVING TOWARDS
A DIGITAL WORLD

Companies will realize that there is no need for big office spaces because it is
more likely that work will be done remotely once the pandemic is over. Instead
of permanent office locations, meetings will occur in restaurants, community
meeting spaces, or meeting rooms in coworking spaces.

We will also see a decline in travel; instead of sales reps going out in the field,
they can communicate with their customers via video conference calls. Time
spent on travel is saved and can be used for more customer interactions.
Businesses will also become more environmentally aware and start
purchasing locally. Essential travel will be close to none.

Sales have become a digital experience during the pandemic, and it is likely
to stay that way once it is over. Virtual meetings, telephone calls, and webinars
are the new routine, and in the future virtual reality, technologies can be a
standard tool for presenting your product to the customer.
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COMMERCIAL EXCELLENCE
POST COVID

We have developed a new Sales Operating Model that will help companies transition into
the new normal and change the way B2B sales are working post-covid-19.

G Market understanding — how has the market moved, and what do the competitors do?
e Customer Targeting — how do you target your customers and prospects?

e Go-to-Market Strategy — is your go-to-market strategy adopted to the new normal?

o Commercial organization — do you have the right commercial organization?

e Ways of working — the ways of working have changed as an effect of covid-19.

e Sales Management — do you have the right capabilities to manage a sales team digitally?

0 Sales enablers — are you equipped with the right tools, systems, and methods to
become effective and efficient?

Q Performance — do you have the right targets, incentives, and KPIs to drive sales digitally?
The right targets and incentives can have a positive impact on sales.
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If you want to learn more about our

new sales model and how we can
help your company transition into
the new normal, feel free to reach
out to us at Hanei Consulting Group.

ABOUT US

We are a team of independent professionals from diverse backgrounds who want to make
consulting simple. We have extensive experience from strategy- and technology consulting
firms, start-ups, and corporations, where we have solved problems in 50+ countries — from
start-ups to Fortune 500 companies. We are the architects of your growth.
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