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INTRODUCTION
For B2B companies, mastering sales
isn’t optional. Your approach to
marketing your product could make or
break the success of your business.
While there are many benefits
associated with B2B businesses such as
predictable recurring revenue, great
margins, and inbound leads, B2B sales
are challenging.

It takes a strong B2B sales strategy to
sell something to an industry where the
buying cycle is longer than usual.
The key challenge is sustaining and
growing in ever-changing marketing
trends, especially in the age of AI and
machine learning. You need to get
people to trust your product, help them
sign up to see the value, and then
eventually convert them
into customers.
In this eBook, you will find the keys to
master B2B sales and close more deals
like a pro.

CHAPTER ONE: WHERE TO BEGIN?

To begin with, it is important to focus on the ultimate goal of your
company - to cross the break-even point and achieve profit. To achieve
this goal, you will need to crack some big deals.
The bigger the deal, however, the longer the purchase cycle. Thus, you
need more leads and opportunities in your sales pipeline to hit your
numbers. To make it feasible, you need to set a B2B lead generation
process to generate qualified leads consistently.
How would you go about it? What are the ways that help you get there?
Let us focus on some valuable suggestions to consider while creating
lead generation strategies for B2B companies.
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SECTION 1:

State Who You
Are Clearly
The more you generalize the value
and benefits of the product or service
you provide, the more junk or
unqualified leads you will get. It is
important for you to project your
product or service clearly.
You may reach a wider audience using
generalized messaging, however, it will
hurt your conversion rate.
For instance, if you are posting
generalized messages on social media
to engage a wider audience, you might
get more engagement. However, you
will not only end up diluting your brand,
but it will also leave the audience
confused about your offering.
Rather than seeking a wider audience,
it is good to focus on a specific buyer
persona and engage them with relevant
information.
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SECTION 2:

Use Gated Content
Educating prospects should be the
primary focus of much of your B2B
marketing strategy, but to realize the
full benefits of this strategy you will
need to generate leads, and that means
gated content.

content. You cannot ask the prospects
for their contact details without
providing a compelling content offer.
The prospect should feel there is
enough value to provide their contact
details.

Gating content is one of the most
useful business strategies for acquiring
contact information from potential
buyers. However, it is harder to get
prospects to engage with gated
content, as the content has to be
interesting enough to warrant the
exchange of their contact info.

The best thing to use is premium
content like case studies, eBooks, and
webinars. The value of this content is
much higher and more engaging than a
simple blog post which gives prospects
the motivation to trade their
information for access to the content.

Given that, you need to understand the
type of content you should use as gated
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SECTION 3:

Oﬀer Product
Trials
Businesses often offer free
consultations, audits, assessments, or
demos to woo buyers. However, one of
the most effective lead generation and
qualification strategies is to offer free
trials or freemium offerings.
If your offering lends itself to it, a
product trial is probably the best lead
generation technique. It is useful to
gain the customer’s trust in your
product. You can either offer a basic
model by locking advanced features or
offer a full version of your product for
limited days.
It must be noted that through product
testing, companies can quickly gain
their customer’s trust in them.

SECTION 4:

Focus on Repeat
Business
Hitting your numbers doesn’t
necessarily mean generating new leads
and nurturing them to new acquisitions.
While selling to B2B companies can be
challenging, creating opportunities for
repeat business from your existing
accounts can help you hit your growth
goals while minimizing effort.
Remember it is always easier and
cheaper to retain and upsell an existing
customer than to nurture and convert a
new one. As Gartner points out, for the
average B2B company, a full 80% of all
future revenue will come from just a
fraction (20%) of your current
customers.
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SECTION 5:

Execute Email
Marketing the
Right Way
Email marketing is going to be an
essential piece of virtually every B2B
company. While countless articles have
been written on the death of email, it
still remains the best channel for
reaching prospects and initiating
conversations.
And yet, this tactic is often
underestimated by B2B companies. B2B
marketers often use a spray and pray
approach, sending bulk cold emails
using inaccurate data or sending emails
without knowing if the recipient is a
decision-maker. It is important to study
your recipients, collect enough
company information, and share a
personalized email that will generate
engagement and responses.
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To make the most out of your email
marketing strategy, B2B businesses
often partner with a reliable B2B
data vendor to save time and reach
their target audience as effectively
as possible. We go a step further and
make it easier for B2B companies by
providing the technographic and
ﬁrmographic data along with the
contact details of decision-makers
needed to effectively execute your
email marketing strategy.
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CHAPTER TWO: THE BIGGEST B2B
SALES CHALLENGES FOR THE MODERN
SALES REPS

The efficiency and effectiveness of your sales team directly impacts the
success of your company. In the face of fierce competition, B2B
companies often fear that their SDRs are unable to convey a compelling
brand story that will set themselves apart.
To counteract this problem, sales leaders need to find ways to identify
possible problems and deploy solutions quickly.
With that in mind, here are the top 10 most common challenges
your sales team is likely to be facing.

JUMP TO SECTION
1. Long Sales Cycles Are Reducing Effectiveness
2. Not Enough Inbound Web Leads to Support
Sales Efforts
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5. Internal Disagreement About New Processes
6. The Sales Process Falters After the Demo
7. Referral Business Is Low Despite
Satisfied Customers
8. Leads Lack Budget or Authority
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PROBLEM 1:

Long Sales Cycles
Are Reducing
Eﬀectiveness
For many enterprises, the sales cycle is
getting longer. There are many reasons
for this, but primarily, the biggest
challenge is the dependencies on a
greater number of stakeholders for
agreement.

SOLUTION
While you cannot force prospects to
make quick decisions, you can make
sure that your brand stays at the top of
mind throughout the decision-making
process. Set a follow-up process just to
keep the prospect engaged without
pushing them to buy your product,
no matter how long it takes.
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Also, the more of the decision makers
you can target earlier in the sales cycle
the quicker things will move. For
instance if you know legal,
procurement, or some other
department will have to sign off before
the deal is finalized ask for
introductions to those stakeholders
are made as early as possible.
RETURN TO TOP OF SECTION

PROBLEM 2:

Not Enough
Inbound Web
Leads to Support
Sales Eﬀorts
Inbound website leads should not
supply your entire sales funnel, but
they should be a vital component of it.
Your website can make things easier
for your sales reps. A prospect who has
consumed content on your website
and then contacted you is already
highly qualified. This can help you
create a consistent sales pipeline.

SOLUTION
Go through your website and try to analyze the gaps in your sales and marketing
content. Make sure your web content synchronizes with your buyer personas.
Simultaneously, you can partner with a reliable B2B data partner to reach
prospects faster and keep sales reps motivated.
TO TABLE OF CONTENTS
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PROBLEM 3:

Lack of Brand
Reputation & Trust
You need to make sure that you have
enough sales and marketing material on
and off the web in place to do a lot of
the heavy lifting for you.
Before talking to you, a prospect will
explore your brand visibility, content,
case studies, and more to judge your
brand reputation. If the materials
available leave them noncommittal or
closed off, that becomes a massive
hurdle for your sales team.

SOLUTION
Drive your content strategy in the right direction. Monitor the content
performance to get an idea of what types of content are more shareable and
engaging. Are articles optimized to help users easily search them? Is your brand
active in developing its thought leadership credentials on sites like LinkedIn? If
not, fix those issues - pronto.
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PROBLEM 4:

You're Spending
Too Much Time
on Unqualiﬁed
Prospects
Sales reps spend almost one-fourth of
their time chasing unqualified prospects
due to inaccurate prospect data. This
can have a massive demotivating effect
on your sales reps, which can
detrimentally impact your sales pipeline
and ultimately your numbers.

SOLUTION
Use accurate data to ensure that your
SDRs are spending their time nurturing
the right prospects that meet your SQL
and MQL criteria. Using a data platform
for prospecting will work wonders for
your sales team.
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SalesIntel gives you access to an
enormous set of accurate B2B data that
includes direct dials of key decisionmakers. Additionally, you can
integrate SaleIntel with your CRM,
allowing you to download prospect
data straight to your CRM.
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PROBLEM 5:

Internal
Disagreement
About New
Processes
Every time you update your sales
processes, you will experience some
resistance from your sales team.
Change often makes sales reps
uncomfortable, especially people
who have been a part of your
company for a long time. This can
lead to a negative environment
among your peers.

SOLUTION
It is important to encourage your sales team to learn new tactics. Although it is
easier said than done, try to highlight the value that they will get out of your new
process or new tools instead of imposing the change on them. If a new tool can
help them achieve their number, you won’t see them resist the change.
TO TABLE OF CONTENTS
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PROBLEM 6:

The Sales Process
Falters After the
Demo
Selling a high-end technology to any
company usually requires a demo or
demos, either virtually or at the
client’s office. Most demos wind up
being feature pitches and fail to
convey how your product can help
your prospect solve their needs. As a
result, instead of presenting a ‘how it
will help you’ demo, you present a
‘how it works’ demo. A botched
demo leads to huge sales problems.

SOLUTION
You can train reps to demo properly by
developing their sales skills, showing
them how to deliver a demo that caters
to the client’s needs, or sitting in on the
demo when the accounts are big to
answer the prospects’ questions.
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Emphasize the importance of asking
questions and actively listening to the
prospect while on a demo. Often, the
most successful demos are those
where the prospect does the majority
of the talking. If you cannot make it to
the demo, make sure you follow-up
with the prospect once the sales rep
has delivered the demo.
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PROBLEM 7:

Referral Business
Is Low Despite
Satisﬁed Customers
Many B2B companies are dependent
on referral business as it can reduce your
customer acquisition costs and shorten the
buying cycle due to already built-up
rapport. However, there are situations
where referrals can fail to materialize even
if your existing customers are satisfied.

SOLUTION
Some customers don’t take action to
refer unless you trigger them to do so.
Find ways to offer them incentives such
as offering them discounts or freemium
service. Sometimes you need to tell
them what they will be rewarded with
if they suggest your brand to others.
Other times it’s as simple as just asking
them for a referral. Establish ahead of

time which customers are willing to be
references for you. Try to always have
a few customers within each market
segment and buyer persona you focus
on that you can go to. When a
customer has something nice to say ask
them to write that up as a review. Have
customers commit to case studies at
the time of closing so there is no
negotiating around the ask after
the deal is closed.
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PROBLEM 8:

Leads Lack Budget
or Authority
A common objection B2B sales
teams face are leads who cite lack of
budget or authority as excuses for
not committing . These stalled eals
can be extremely demotivating to
reps who have spent so much effort
to reach the final stage only to
discover their prospects really don’t
have the authority to make a final
purchase decision.

SOLUTION
Start by targeting the right DM’s from the beginning. Segment your ICP according
to parameters like company size, annual revenue, industry/vertical, technographic
profiles, etc. Keep your database clean, especially your list of sales qualified leads.
SalesIntel helps you filter your data according to firmographic, technographic,
buying intent, and more. This will allow your team to spend more time selling to
the right prospects.
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PROBLEM 9:

Your Team Is
Experiencing Sales
Anxiety
Sales anxiety is a major challenge
that often goes unnoticed. Sales reps
often experience a lot of pressure
when they are facing aggressive
quotas, especially while they
experience rejection on a regular
basis. The truth is that sales anxiety
can be extremely detrimental to your
business and is one of the biggest
unaddressed reasons for sales
turnover.

SOLUTION
You cannot get rid of sales anxiety by asking your reps to get over it. Help your
reps feel better prepared for rejection and support them on a human level. Most of
all, be careful to balance quotas so that they are aggressive but obtainable.
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PROBLEM 10:

Prospecting Eﬀorts
Are Falling Short
Unfortunately, whole initiatives can
go to waste if your team isn't getting
in contact with the right kinds of
prospects. You should tailor your
efforts to reach the right audience
and forget about reaching out to
contacts who are not decisionmakers by pretargeting right
prospects.

SOLUTION
Sales reps need prospecting tools to streamline the process of finding and
engaging with the right potential leads. Also, they should have the data they need
about prospects to identify where potential leads' watering holes are.
Given all these challenges, B2B sales can be incredibly hard. Long sales cycles,
tough lead generation and fierce competition mean that in order to survive, you
need to identify the ways to create a better and stronger sales pipeline.
TO TABLE OF CONTENTS
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CHAPTER THREE: HOW TO BUILD A
FULL-PROOF B2B SALES STRATEGY?

So, what is the first thing that occurs to you when you start
brainstorming about your B2B sales strategy?
Target Audience? Plan? Resources? Tools? Investment? ROI?
There are different components associated with a B2B sales strategy. It
is important to learn different strategies and choose the right
combination to construct a game plan that will create a clear lead
conversion path for you.
But before we move to the different sales strategies that you can use to
boost your sales, let’s first understand the different types of sales
strategies based on the goals that B2B companies use.

JUMP TO SECTION
#1: Sales Strategies for Generating New Leads
#2: Sales Strategies for Repeat Business
#3 Sales Strategies for Lead Conversion
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STRATEGY 1:

Sales Strategies
for Generating
New Leads
The best way to maintain consistent
revenue generation and grow clientele
for B2B businesses is reaching
untapped audiences.
Selling tactics are very critical, as a lead
database usually degrades by about
22.5% each year. This means
salespeople need to look for ways to
tap into new prospects and get them
into the sales funnel.
It takes time to identify and reach new
leads. This is where SalesIntel helps you
with accurate B2B data that includes
the contact information of your
prospects along with additional
company information like demographic
and technographic data.
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STRATEGY 2:

Sales Strategies for
Repeat Business
This is a no-brainer. This type of
strategy focuses on generating repeat
business from your existing customers.
While this may seem easy, it still needs a
well-organized approach as existing
customers often create a new list of
terms and conditions when becoming
repeat business.
Cross-sells and upsells are all a part of
this approach. The advantage is that the
customer already knows and has trust
in your product or service.
Thus, repeat customers are more likely
to buy from you, compared to the leads
who are just checking out your website
or exploring your product.

TO TABLE OF CONTENTS

RETURN TO TOP OF SECTION

STRATEGY 3:

Sales Strategies for
Lead Conversion
Sales strategies focus on improving
the lead-to-customer conversion rate.
This type of strategy needs teamwork
between marketing and sales teams.
While the marketing team needs to
generate qualified leads, the sales team
needs to capitalize on the opportunities
created by the marketing team.
The key is to optimize your sales
process and get better at giving
presentations, handling objections,
lead-nurturing, and more.
Now that you have a goal to start with,
let’s look at the B2B sales strategies that
you can consider to boost your sales.

JUMP TO SECTION
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STRATEGY 3:

1. Sales & Marketing
Winning Together
When sales and marketing departments
are on the same page, it results in more
leads and revenue.
While the sales team needs to acquire
new customers to ensure steady
revenue growth, the marketing team
needs to support them with qualified
lead generation.
While social media may appear to be a
marketing-specific activity, it can be a
very powerful tool for sales teams to
identify potential customers and
engage with them.
The sales team can help the social
media marketing team to identify ideal
customers and challenges they face,
which can be useful while drafting the
ads and social posts. Conversely the
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marketing team can help identify key
conversations and targets that appear
on social media and pass those to sales
people to reach out to.
Generating leads from your website
using SEO tactics to fill the sales
pipeline is another great way to
boost sales.
Both teams can collaborate to create a
content marketing strategy. Sales reps
often talk to the prospects daily and
understand their challenges. Such
inputs can help the marketing team to
produce content around those
challenges to create more engagement.

RETURN TO TOP OF SECTION

STRATEGY 3:

2. Prepare Before
You Approach Your
Audience
Use the time leading up to a
presentation to explore and appreciate
the specific functionality or solutions
a lead is searching for while
evaluating a solution.
You can analyze the social media
profiles of your prospects, and review
their activity data (if available) in
your CRM.
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For instance, If you sell software, you
might even test its ratings on platforms
like G2 Crowd. You can do it simply by
searching for “[prospect name] + G2
Crowd” to get a better understanding of
their current needs.
Another way is to use SalesIntel which
allows you to get additional
technographic information to
understand the tools and technologies
they are already using.
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STRATEGY 3:

3. Create a
Follow-Up Plan
Creating a follow-up plan might sound
like another simple selling tactic, but
after the first touch, half of all
salespeople don't follow-up with the
lead. As a result, you might miss a good
opportunity to close a deal.
Now consider the amount of revenue
that is lost in this way. Nearly 80% of
companies need a sales rep to make at
least 5 follow-ups. Not only that, many
sales reps believe it takes about eight
follow-ups to connect with a prospect.

seen as a valued customer. Moreover,
since decision-makers are busy, a quick
and brief email follow-up is a good way
to get their attention.
If you use a CRM, you can automate
your follow up-emails so that you can
easily set them up to deliver at set
intervals. Even better is to set reminders
for follow up so that you can customize
your messaging instead of relying on
generic automated messages.

Following up with a lead after the first
approach is typically a good move.
Being consistent tells the lead they are
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STRATEGY 3:

4. Develop a LeadNurturing Plan
If your prospects are not ready to buy
today, that doesn’t mean they will never
buy. Instead, if you approach them
today, there are possibilities that they
will start brainstorming about your
product or service.
You risk losing a lot of your future
business unless you have a plan to
nurture those leads and help them
make up their minds about buying.
Here's where a plan to nurture
leads helps.
Developing a nurturing strategy
helps you sell these leads by warming
them up.
So how do you run a lead-nurturing
program?The key is building a steady
stream of value-add content to keep
them interested and engaged.
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STRATEGY 3:

5. Account-Based
Marketing
Your prospect or lead quality
determines how good you will be
at the sale.

For instance, if you are an accounting
SaaS service provider, who will be your
target audience?

One common mistake is to think of
every industry as a target market. And
so instead of having segments of leads
from the various industries that you
serve, you end up with a homogeneous
database with leads from every industry
that you cater for.

All the companies that need SaaS
services?

The problem with this approach is that
you can’t do honest and personalized
selling at scale.
What you need to do is identify the
select few industries you serve
particularly well and take an
account-based marketing approach.
This approach will help you to finetune your sales strategies just for
that industry.
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No.
There are SaaS service providers with a
particular offering, say, hiring solutions
and there are SaaS service providers
who offer CRM services. Thus, wasting
your efforts on all SaaS businesses will
not work. As a result, you need an
account-based marketing approach.
SalesIntel has been a preferred B2B
data provider for account-based teams.
With a wide range of filters, SalesIntel
helps you to work on specific accounts
that match your marketing and sales
criteria.
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STRATEGY 3:

6. Use Tools to
Boost Your Sales
Process
Sales automation systems allow your
company to standardize your activities,
from creating new leads, scoring,
conversion criteria, to reporting and
performance evaluation. Sales
automation software can provide you
with the reports you need within
minutes, rather than hours.
Sales automation software can speed
up sales cycle monitoring and help you
achieve your goals. Another advantage
of sales automation software is that
you will gain visibility into the sales
team's activities.
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STRATEGY 3:

7. Identify the
Opportunity for
Repeat Business
While existing customers of an
organization are responsible for its
profits, they are taken for granted by
many businesses.

But since a salesperson is always one
of a client's first interactions with a
product, they often feel good about
hearing "non-sales" stuff from them.

Rather than trying to expand on and
maintain the business-client
relationship with existing clients, sales
professionals are chasing new leads
that are far easier to sell to.

Salespeople can keep them warm for
learning about new deals or plans by
keeping in touch in unselfish ways like
just sharing a positive article or sending
out a quick personalized letter.

It is essential to maintain and win their
loyalty to improve the revenue from
current customers.
A good way to do that is to keep
checking in with salespeople and find
out if they need help with something.
The duty in many businesses rests
mainly with the customer service team.
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STRATEGY 3:

8. Ask for Referrals
You will be shocked to learn that about
91% of consumers are open to giving
referrals, but just 11% of salespeople
are actively seeking referrals.
Additionally, 84% of B2B executives
launch their buying journey based on a
referral — meaning, not finding referrals
is a major wasted sales opportunity.
It's much easier to obtain referrals
because you are already linked to the
decision-maker and someone they
trust has already suggested your
name to them.
To seek referrals, ask your reps to send
all closed customers a request for
referrals in a follow-up note.
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STRATEGY 3:

9. Focus on Sales
Experience
throughout the
Buyer's Journey
Do you know the sales experience throughout
the buyer’s journey? Do you know why you
lose a qualified lead after coming a long way?
Most people think about pricing. But lead
qualification is also key. You need to study the
potential of the lead to pay before nurturing
them.
Many potential accounts look at the value and
experience you offer during the buying
process. Most deals are lost due to a bad
selling experience throughout the sales
process.
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It is important to create a winning sales
experience. To start with, you should try to
understand the following points first:
» What are their key challenges, pain
points, motivations, and fears?
» What influences their decisions?
» Do they prefer communication
over calls or emails? Respect
their preference.
» Their convenient time to
contact them.
» What type of content or information
do they need to make the decision?
You can also offer a better buyer experience
by encouraging your sales reps via healthy
competition or gamification. Give them the
best sales tools (such as lead platforms like
SaleIntel, a CRM, and other productivity
tools), and generous incentives.
You can start with free B2B data tools like
RevDriver which helps you get the contact
and company details of your prospects while
visiting their Linkedin profile or
company page.
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STRATEGY 3:

10. Set a Feedback
Process for Lost
Leads
Every lost lead is an opportunity to
analyze and improve your sales
process. However, SDRs often avoid
following up on lost deals.

them a survey to ask which service
provider they've been with and why,
and what should be changed with the
selling cycle.

As a result, they lose the opportunity
to find loose strings in their selling
processes.

In this way, you’ll learn about all the
leaks in your sales process. You also
never know when that feedback may
give you an opportunity to adjust your
pitch and still advance the deal

Of course, there are times when it's
just not a good idea, but more often
than not there are legitimate reasons
when leads don't convert.
Ideally, once a lead turns you down,
you should follow up to learn the
reason for not choosing you. Give
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STRATEGY 3:

11. Use Video
Video is in high-demand from
consumers. Learning and
educational content alone drives
over a billion views a day on
YouTube. Sharing informational
videos makes your outreach more
enticing to prospects. You can also
share your corporate videos to
capture the prospect’s attention.

STRATEGY 3:

12. Go Social
Let’s get to use statistics that will
encourage you to add social media in
your sales strategy.
» 82% of prospects are okay with
being reached out to via social
networks.
» About 73% of prospects engage
with a vendor on social media.
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Not only that, sales reps who regularly
use social media outperform those
that don't.
When it comes to social sales, the only
caveat is that your posts need to be
truthful and personalized— otherwise,
you risk looking disingenuous or even
creepy. So, use sales socially but
with caution.
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CHAPTER FOUR: USE LINKEDIN LIKE A PRO

Facebook or LinkedIn, which is better?

higher chances of closing. However,

There has always been a question mark

getting connected to your prospect can

about using Facebook or LinkedIn for

be a tough task.

marketers and salespeople. Most digital

Thus, LinkedIn is the de facto social

marketing professionals prefer both

media site of choice for B2B lead

platforms for B2B lead generation,

generation, offering you the power to

although the intent of both platforms is

discover and reach B2B buyers. And yet,

distinct.

one cannot just optimize your company
page with some basic details, send out a

While Facebook is often used to hang out

few invitations to connect, and expect

and stay connected with friends and

the magic to happen.

family, LinkedIn provides the best social
media network platform for business

Your LinkedIn lead generation strategy

purposes. Leads generated through

needs a lot more than that. After all, it is

LinkedIn are often qualified and have

rife with opportunities to connect with
real potential buyers for your business
and create meaningful relationships.

JUMP TO SECTION
1. Identifying Opportunities
2. Why InMail Alone Rarely Works?
3. Tried and Tested Ways to Reach
Your Prospect Faster
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SECTION 1:

Identifying Opportunities
According to a LinkedIn report:
» There are over 630 million
business professionals on
LinkedIn.
» 100 million of those users
are active daily.
» 63 million LinkedIn users
are professionals with
purchasing power.
Most importantly, LinkedIn is
the most-used social media
platform amongst Fortune 500
companies. This opens up a lot
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of opportunities for sales as
your target audience is already
on one common platform.
Still, there are a few companies
that doubt the ability to
generate leads from LinkedIn.
That's probably because:
1. They haven’t gotten
good responses to
connection requests.
2. They relied completely
on InMails.

RETURN TO TOP OF SECTION

SECTION 2:

Why InMail Alone
Rarely Works?
Though LinkedIn offers the
feature of InMailing your
prospects to start the
conversation, you have a limit to
how many InMails you can send
unless you’re paying for
LinkedIn Navigator.
The following are just a few
reasons why you should not
solely rely on InMail as a “first
touch” when prospecting:
1. You cannot determine the
open rate

If you are crafting and
re-crafting InMails that are not
seen, you are wasting your
productive time.
Supplementing your InMail
strategy with tools that can
help you export the contact
information from LinkedIn of
your prospect (explained in the
latter part of this article) and
reach them using emails or over
the phone is a great way to
supercharge LinkedIn B2B
generation.

2. There’s a limit to sending
InMails
3. InMails are expensive once
you reach the Free limit
4. InMails don't facilitate
following-up well enough

TO TABLE OF CONTENTS

RETURN TO TOP OF SECTION

SECTION 3:

Tried and Tested Ways to
Reach Your Prospect Faster
While LinkedIn is an expensive platform for paid marketing
campaigns, there are other ways to reach your prospects faster.
Here’s how you can do it.

1. Share Newsworthy Content Daily
Try posting daily updates, newsworthy
and original content as a part of
your LinkedIn B2B generation
strategy. 94% of B2B marketers on
social media use LinkedIn to publish
content. However, make sure you
promote your content with
supporting statistics to create
authority.
Clients and prospects are always
keen to know your company’s
progress, work-culture, processes,
team, new acquisitions, etc. You can
choose one valuable piece of
content and promote it in different
content formats daily such as
videos, articles, short posts,
infographics, etc. to keep it quick
and easy.
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Publishing articles can benefit you in
many ways such as:
» Your content can reach millions
as it gets shared with your
connections and followers in
their news feeds and
notifications.
» Users can start following you if
you are offering valuable content.
This is the best way to convey to
your ideal clients that you are an
industry expert who understands
their pain and has the solution
they need.
» You can also share industryspecific tips, news, and statistics,
and ask them to sign up for more
industry-specific content.
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SECTION 3: Tried and Tested Ways to Reach Your Prospect Faster

2. Join Groups Where Your Customers Hang Out
LinkedIn has a huge user database.
Identify and join the groups where
your potential audience is active.
Focus on a small number of groups to
start with. Read the posts from the
group members, acknowledge them
with your views and inputs, post some

useful information that will help the
group members, etc.
The aim should be to build your
network as people are willing to
accept the connection requests of
people they know. They can even
make a referral for you in the groups
that they are part of.

3. Use Tools to Reach Decision-Makers (The
Quickest of All)
While prospecting on LinkedIn is a
big deal, it doesn’t stop there! With
over 40 million decision-makers
on LinkedIn, and limited InMail
bandwidth, using a supplementary
tool to reach your prospects faster is
key. Instead of waiting for your
prospects’ to reply, get their contact
details using data tools and reach out
to them using email and calls.
The RevDriver chrome extension
allows you to access and export
contact details of ANY prospect on
and off LinkedIn directly to your CRM
irrespective of whether you are
connected with them or not. You can
access the data including emails and
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direct dials at the click of a button,
making it simpler for you to reach
them directly.
Once you have their contact details,
you can reach them through email
and then open the conversation by
referring to a LinkedIn post published
by your prospect, noting a shared
connection, or making reference to
an interesting part of their
professional background. This will
create engagement and increase the
possibilities of getting a response
from them.
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CHAPTER FIVE: BEST SALES TOOLS TO
BOOST YOUR B2B SALES

Selling is all about hitting the numbers consistently. However, today,
how quickly you get to your numbers is more important.
To skyrocket the numbers, sales reps make use of various sales tools
available in the market. Some of them are free while others are paid but all bring in enormous value to the sales process.
Investing in a random sales tool is a waste of time, money and effort. We
have listed the 10 best sales tools you must be acquainted with to boost
your B2B sales.

JUMP TO SECTION
1. Identifying the Right Tools
2. 10 Best Category-based sales tools for B2B
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SECTION 1:

Identifying the Right Tools
Now that you know how beneficial sales tools are, you need to focus on
implementing the right ones. The market has a wide spectrum of sales tools with
different functionalities; you need to pick the ones that fit best.
It is important to understand your requirements, which tools your competitors are
using, and what’s trending when it comes to sales tools.
To make it easier for you, we have come up with a list of the 10 best sales tools for
your team to improve work efficiency and productivity.
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SECTION 2:

Best Category-based
Sales Tools for B2B
Sales tools serve different purposes. They enable sales professionals to understand
the chances of prospects to convert into potential clients, the right time to reach
the prospects, and how to keep them engaged throughout the buying process.
Let’s learn more about the categories and respective tools in detail.
1. CRM Software
2. Marketing Automation Software
3. Sales Intelligence and Prospecting
4. Sales Acceleration Software
5. Sales Analytics Software
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6. Sales Gamification
7. Video Conferencing Software
8. Account-Based Marketing Software
9. E-Signature and Document Tracking
10. Customer Service Software
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CATEGORY 1:

CRM Software
CRM is the first and most essential
investment that a company makes for
the sales team. According to LinkedIn’s
State of Sales 2018, CRM adoption by
companies has grown 113% since 2016
and by 2018, 64% of sales professionals
used CRM applications.
CRM often becomes the hub that the rest
of your tech stack connects to. You can
integrate your website, social media,
telephone calls, chat, emails and various
marketing content into the CRM. Due to
its flexibility, CRM can benefit any
business - from a startup to large
enterprises.
Choosing the right CRM is a tough task
for businesses. Choose the one that
offers the simplest yet most effective user
experience and gives you the most
efficient UI/UX.
There are two most popular and reliable
CRMs for B2B businesses - Hubspot and
Salesforce. Both CRMs have a lot of
features making it easier for the sales reps
to track the lead status.
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HERE’S A LIST OF
TOP 10 CRMs:

SECTION 2: Best Category-based Sales Tools for B2B

CATEGORY 2:

Marketing
Automation
Software
While CRM is often the first sales
technology investment made by
businesses, marketing automation is the
next tool that modern sales teams need.
Marketing automation software helps
companies to streamline their marketing
processes and refine their marketing
strategy based on data and performance.
True to its name, marketing automation
automates daily tasks such as emails,
social media posting, and lead
generation activities.
While marketing professionals are the
primary users of the marketing
automation tools, it is equally important
for the sales team as it helps the sales
reps to streamline the sales process,
identify hot buttons prospects are
interested in, and score and qualify leads
to prioritize.
Here’s a list of tools that will help you
generate leads, close deals, and manage
your sales pipeline on auto-pilot.
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HERE’S A LIST OF TOP 10
MARKETING AUTOMATION
SOFTWARES:

SECTION 2: Best Category-based Sales Tools for B2B

CATEGORY 3:

Sales Intelligence & Prospecting
Sales intelligence encompasses a wide
spectrum of technologies that provide contact
information as well as additional information
on prospects. It also helps sales professionals
to monitor and track information on a
prospects’ business.
Prospecting tools are now becoming
an integral part of the sales process as more
than 40% of salespeople say prospecting is the
most challenging part of the sales process.
Sales prospecting software allows sales reps
to conduct targeted searches for prospects
using a specific set of real-time data-points.
These data points include ﬁrmographics,
technographics, direct dials, etc.
Sales intelligence helps salespeople know
precisely who they should be talking with,
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what they should be talking about, and when
they should reach out to them. All relevant
information must be in front of them when
they’re having that conversation.
In short, sales prospecting tools help the sales
reps to save time and replace the previously
manual process of locating the relevant
insights you need with automation. You can
trust these tools for accuracy. They will give
you a complete overview of every prospect.
SalesIntel provides millions of accurate B2B
data with the most direct-dials in the industry.
In addition to the contact details of the
decision-maker, you can access the
technographic and firmographic data of the
companies to support your prospecting.
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HERE’S A LIST OF MOST PREFERRED PROSPECTING TOOLS:
Your Partner in Growth

SECTION 2: Best Category-based Sales Tools for B2B

CATEGORY 4:

Sales Acceleration
Software
Sales acceleration helps to speed up the sales process
by automating repetitive and administrative tasks. It
aims to speed up sales by automating administrative
tasks and streamlining the sales process.
If engaging prospects using traditional methods is not
yielding the results, businesses are happy to invest in
sales acceleration tools. It includes email tracking
software, analytics tools, outbound sales dialers, sales
coaching tools, etc. People consider sales acceleration
as a broader term for all the tools that help B2B sales
reps spend more time chasing and nurturing qualified
leads. As a result, it is tough to identify the one that suits
your requirement.
SalesLoft and Outreach are the two sales acceleration
tools that are gaining traction by B2B businesses.
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CATEGORY 5:

Sales Analytics
Software
Sales analytics software is useful for
effectively tracking, evaluating, and
improving sales productivity and
performance. The tools are helpful for
forecasting sales based on things like
activity levels, engagement, etc..
Tools like these are essential, especially in
this age where data is considered a
primary ingredient for building a
marketing and sales strategy. These tools
help to avoid human errors while
gathering data manually and entering it in
spreadsheets. They can also help you
identify trends and insights that may have
not been apparent otherwise.
Sales analytics software gives you a
systematic and customized
representation of the reports that you
can access in one place. In the age of big
data, sales analytics has become an
important part of every sales report.
Here are top 10 analytics and reporting
tools that allow you to monitor and
analyze your key sales metrics based on
your preference.
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HERE’S A LIST OF
TOP 10 SALES ANALYTICS
SOFTWARE:
These tools oﬀer a wide variety of customizable
data visualization options and dashboard layouts.

SECTION 2: Best Category-based Sales Tools for B2B

CATEGORY 6:

Sales Gamiﬁcation
Sales gamification is trending from the
last couple of years. It allows sales
managers to choose the performance
metrics for their sales reps. The tools
provide performance rankings for
employees by evaluating the KPI’s
against the metrics set by the managers.
Some tools display real-time scores of
employees based on the data from the
CRM to keep the competition interesting
and healthy.
Some tools also allow more complex
team games and one-on-one challenges
for individual skills and performance
goals.
It might be possible that you are already
using sales gamification. If not, give it a
try as it will boost motivation and sales
performance to get the most from
sales teams.
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HERE’S A LIST OF TOP 10
GAMIFICATION TOOLS
FOR YOU:
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CATEGORY 7:

Video Conferencing Software
As businesses try to cut down on expenses
in the sales process, one of the major
contributors to expenses is travel for meetings
and demos at client sites. As a result,
businesses are turning to video conferences
for running online meetings to demo and/or
share their offerings. This trend has only
accelerated in the days of COVID-19.

With the recent epidemic of Covid-19, most
events, conferences, and business travel have
been called off globally. As a necessary
alternative, businesses are turning to video
conferencing solutions.

Along with the cost-cutting benefits, video
conferencing also helps to reduce the
communication hiccups with remote teams,
clients, or other stakeholders.

With so many free and paid tools available
for video conferencing, finding the right one
for your needs can be both time consuming
and stressful.
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Some tools also offer screen sharing and audio
recording features for better user experience.
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TOP 10 VIDEO CONFERENCING TOOLS FOR B2B BUSINESSES:
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CATEGORY 8:

Account-Based Marketing Software
Account-based marketing (ABM) has helped
B2B businesses to take an account-specific
approach and build scalable, personalized
sales and marketing campaigns. Additionally,
it also measures the results against a set of
key performance indicators.
To succeed with an account-based marketing
strategy, you need to back your marketing
strategy with a prospecting tool that will
give you accurate data.

better categorize and evaluate leads and
move them further along the sales process.
SalesIntel helps you develop your ideal
customer profile using a powerful
combination of firmographic, technographic
and behavioral data points across the US, UK,
Australia, and Canada.
If you stick to the basics and have the right
B2B data, the essence of Account-Based
Marketing is nothing to fear.

With a clearly defined target audience and
data, sales and marketing departments can
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TOP 10 ACCOUNT-BASED MARKETING (ABM) TOOLS:
Your Partner in Growth
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CATEGORY 9:

E-Signature &
Document
Tracking
For those who are not aware of this type
of tool, e-signature and document
tracking tools are replacing traditional
pen and paper.
These tools help users to securely collect
signatures on sales contracts, project
charters, and proposals.
The market has started to see more
e-signature and document tracking
solutions deployed for sales teams.
These tools can also be useful for
sending out sales and marketing
collateral.
Docsketch is a popular E-Signature tool
that also tracks and maintains an audit
trail of all the important activities related
to your documents.
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HERE’S A LIST OF TOP
DOCUMENT TRACKING
SOFTWARES:
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CATEGORY 10:

Customer Service Software
Lastly, you need a tool to ensure the best and
convenient after-sales service.
Customer service tools ensure smooth
inbound and outbound communication across
multiple channels and resolve issues.
Tools for help desk, live chat, social customer
service, and ticket management are elements
of this category of software.

Chatbots are becoming increasingly popular
these days as they aim to qualify new leads
and book new meetings for salespeople while
serving double duty as a support channel.
There are hundreds of different customer
service software solutions available to choose
from. They vary by scale, industry, platform
type, compatibility, and features. So, you can
start with the free ones.

To improve customer experience, most
vendors include features such as call-routing,
auto-attendance, and case management.
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10 BEST CUSTOMER SERVICES SOFTWARE:
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FINAL THOUGHTS
"The secret of getting ahead is getting started." - Mark Twain
In the present age, persuasive selling isn’t grounded in pushy tactics or
being “salesy.” It’s about being an empathetic conversation partner and
expert advisor. Product knowledge, prospect research, and relationship
building are the foundations of winning a deal.
Getting the right start is important. However, at the end of the day you
can test out all of the world's sales strategies and tools, but the real
experience will teach to increase your close rate.

How SalesIntel Can Help?
We understand that there's no
substitute for emailing your leads,
picking up the phone, and having
conversations with your prospects.
SalesIntel works as a catalyst in your
sales process. From segmenting and
prospecting to accurate
technographic data and highest
number of direct dials in the industry.
SalesIntel gives you access to the
contact details of a huge set of
decision-makers from different
industries. We go beyond basic
contact info by offering you
technographic and firmographic data.

Our B2B data goes through a
re-verification process every 90 days.
So, what you get is accurate data.
That’s our data promise!
If you need data on a specific industry
or contact that’s not already in our
database, reach us and we can help
you with a free research-ondemand option for our clients. So,
just submit your request and we’ll
find the data for you.

