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@ The old model for sales
success no longer applies

3THINGS WE KNOW...
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@ The old model for sales
success no longer applies




@ The old model for sales
success no longer applies

Q' . @ Professional Selling has
P = changed forever

«w{\- /
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? @ Buyers only want to do business
& with sales people they believe

-~ -

understand their business
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.IT'S DIFFERENT THAN
SALES ACUMEN
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9 SALES ACUMEN: BUSINESS ACUMEN:
= = Tenacity = Financial literacy
s = Overcome objections = Domain expertise
= Persuader = Meaningful analysis skills
C " Intuitive = Business language
e 3 " Exemplary follow-up-er = Critical thinking / causality
b = Closer * Keen understanding of how
- = Just plain all around business operates
) nice person = Understanding “the business
of their business”
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LET’S THINK
ABOUT THIS...
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Why iIs business acumen
arguably the most important
attribute a sales person can
possess?

v' Consultative

v" Your products and services are seldom
THE differentiator

v Confidence to navigate across functions,
cover multiple stakeholders, and to
establish credibility throughout the
landscape of the deal



Just how powerful IS
BUSINESS ACUMEN

FOR SALES
PROFESSIONALS?
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

1. “Business acumen” proved
to be one of the most important
drivers of sales success at
HubSpot
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

2. At HubSpot, the best-trained
salespeople have experienced

the day-to-day job of thelir
potential customers.
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

3. Re-think your sales methodology
and qualifying matrix to better
embed business acumen In

the process.
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

4. HubSpot's hiring formula to
maximize business acumen
success

HubSppt | §7 PARARIGN



BUSINESS ACUMEN FOR
SALES PROFESSIONALS

5. My experience as a buyer.
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

6. | believe there are opportunities to
align the entire front office
organization around the buyer
persona, rather than territories, to
maximize the organizations
effectiveness on business acumen.
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PRE-2012
FUNCTIONAL DRIVEN APPROACH

Generate inbound leads Convert leads to customers Make customers successful

= Campaigns focused = Persona-specific sales » Product-specific services
on Mary and Erin processes process

= Weekly Marketing = Weekly Sales status = Weekly services status
status meetings meetings meetings

= Targeting company-wide = Targeting person-specific = Targeting product-specific
lead goals revenue goals customer success goals

50,00 leads per month 400 customers per month
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2012 PERSONA DRIVEN APPROACH

Owner Ollie Team Marketing Mary Team Enterprise Erin Team
(I-100 employees) (100-2,000 employees) (2,000+ employees)
Group Sales & On-Boarding 1-to-1 Sales & On-Boarding Multi-Level Sales & On Boarding
Ollie Mary Erin
Marketln Marketln Marketln
Ollie Services Ollle Sales Mary Services Mary Sales Erin Services Erin Sales

N 2 W 2 W

» Replaced marketing, sales, and services meetings with buyer persona meetings
= Re-organized seating around cross-functional buyer persona teams
= Customized marketing SLA, sales effectiveness, and customer success metrics to persona
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BUSINESS ACUMEN FOR
SALES PROFESSIONALS

7. Maximizing the business acumen
of your salespeople also enables
them to be digital thought leaders,
attracting prospects on their own
and raising their authority with
buyers.
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HubSpot CRM

Business Acumen Say goodbye to manual Take back your inbox with
sales training and tasks and confusing tools that make email
simulations for today’s features. Say hello to better for everyone,
selling environment. HubSpot CRM. including salespeople.
paradigmleaning.com hubspot.com/sales getsidekick.com
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All proceeds go to:

BuUILD

www.build.org

REMINDER:

First 50 participants that signed

in LIVE to the webcast will receive
a copy of Mark’s book!
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