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How to improve your sales methodology with Artificial Intelligence

Welcome to our guide on "How to Improve Your Sales Methodology with Artificial Intelligence." In
today's business environment, effective sales strategies are crucial to ensure the success and growth of
any B2B company. Whether through traditional sales techniques such as cold calling and telemarketing
or using more modern tools like sales software, every aspect plays a crucial role in enhancing efficiency

and customer management.

This guide aims to shed light on these essential techniques and strategies, providing in-depth
knowledge that will help businesses in the sector optimize their sales process and ultimately increase

profitability.

Get ready to unravel the secrets of success in B2B sales and transform your current business strategies

into a sure path to success.
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A sales strategy is a set of planned and coherent actions that B2B sales teams execute to achieve

specific goals in direct sales and revenue generation for a business.

Unlike short-term tactics, this strategy involves a long-term approach and employs consistent
methods to achieve objectives while adapting to market trends, business goals, and sales team needs.
Ultimately, an effective sales strategy serves as a compass to guide the entire sales team toward

success in revenue generation and deal closure.

Often, we tend to confuse the sales strategy with the overall business strategy. However, when we talk
about a business strategy, we usually refer to a process that involves the implementation of
coordinated marketing and sales resources with the aim of satisfying customer needs in a profitable
manner. To develop an effective business strategy, the company must conduct a strategic analysis of
its environment, identify its strengths and weaknesses, establish goals and priorities, and create a
marketing and sales plan that enables them to achieve their objectives. It is a more general type of
strategy that typically focuses on brand positioning in the market, pricing policy, and improving

relationships with customers and partners.

It is crucial to differentiate between marketing strategies and sales strategies. While the former seeks
to increase product or service visibility, the latter focuses on closing the sale itself. Many
entrepreneurs invest most of their time in product development and creating a marketing plan,

neglecting the creation and optimization of a solid sales strategy.

A well-defined sales process is essential to provide clarity and focus to the sales team, enabling them
to seize opportunities and improve performance. In the absence of a sales process, the only metric
tracked would be the number of deals closed and their value, which can make it difficult to identify

the causes of fluctuations in the revenue generated by the sales team.
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1. Determine your sales objectives: Aligning revenue goals, company vision, and collaboration
between sales and marketing are key to achieving success and conveying an effective value

proposition.

2. Understand your target audience and create a buyer profile: Deep understanding of current
customers and creating a detailed buyer persona are crucial for increasing sales and identifying

suitable prospects.

3. Analyze your competition and differentiate yourself: SWOT analysis and positioning maps are key
tools for understanding market position, identifying strengths and weaknesses, leveraging

opportunities and threats, and finding the right market niche for business growth.

4. |dentify key touchpoints in your sales cycle and define the sales process: A structured sales process
converts prospects into paying customers, while a sales strategy provides the focus to achieve goals

and relies on templates, interviews, and objectives to improve organizational performance.

5. Determine your value proposition and craft your sales message: A clear value proposition,
embedded in your sales arguments, addressing customer needs, and highlighting identified market
gaps, is essential to differentiate yourself from the competition and make your message resonate

with the customer.

6. Create a lead scoring system: For an efficient sales strategy, it is crucial to have a lead scoring
system based on clear criteria, such as the BANT framework, to identify valuable opportunities and

disqualify prospects that do not meet the requirements, thus avoiding wasting time and resources.
7. Establish an evaluation and feedback process: Establishing a culture of experimentation,

measuring the right metrics, and setting quantifiable goals in the sales process are crucial to creating

an effective strategy and achieving business objectives.
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Knowing and applying the most effective strategies in the B2B sales funnel is crucial for improving
results. Each business is unique and requires the adaptation of sales techniques according to its

product, service, and customer type.

What B2B sales methodologies are most popular?

SPIN

SPIN Selling is a sales methodology that, as its acronym indicates, focuses on the following questions:

Situation

Problem

Implication

Need-payoff

The goal is to understand the needs of the potential client to quickly get to the core of the problem and
lay the groundwork for a long-term relationship. It is recommended to use SPIN Selling during the

discovery/qualification stage of the sales process.

Challenger

The Challenger sales methodology is based on adapting the sales process to the prospect's needs and
taking control of the conversation. It is suitable for companies with sales experience, but with the right

training, any sales representative can learn to become a Challenger.
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Solution selling

Solution selling focuses on helping prospects overcome a problem through the use of their product or

service. It is a methodology similar to SPIN that consists of six steps:

Prepare

Diagnose

Qualify

Educate

Resolve

Close

During the process, specific questions are asked to get to the core of the prospect's problem, and
statistics, case studies, and customer results are used to show how their solution can solve it. This

methodology can be easily implemented and requires a more consultative approach.

Sandler

The Sandler sales methodology positions the salesperson as a consultant and gives them control of the

process. It consists of seven stages:

e Bondingand rapport
e Up-front contracts
e Pain

e Budget

e Decision

e Fulfillment

e Post-sale

In the pain stage, the salesperson asks critical questions to identify the prospect's pain points. In the
budget stage, the prospect is asked about a defined budget. If it aligns with the sales offering, the deal
progresses. In the fulfillment stage, the sale is closed, and it is ensured that all decision-makers are

satisfied with the solution.

The objective is to treat the salesperson and the prospect as equals and reach a mutually beneficial

conclusion.
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Conceptual selling

Conceptual selling, also known as the Miller Heiman sales process, addresses the idea that people don't
buy products or services but rather buy based on the solution they offer. The process is based on
listening to the potential customer and understanding their perception of the product through questions

in five categories:

Confirmation

New information

Attitude

Commitment

Basic issue

It is a widely used technique in SaaS and B2B sales, considered one of the best methodologies for

managing key accounts and high-value transactions with multiple decision-makers.

e |

SNAP

The SNAP methodology is based on four principles:

Keep it simple

Be valuable

Align

Raise priorities

It is suitable for companies selling in a competitive market and focusing on transactional B2B sales. It
enables fast, precise, and efficient operations. The technique is particularly useful for products that
require minimal customization and focuses on making the sales process as simple as possible for the

customer.
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NEAT

NEAT selling is a sales methodology for SaaS that combines the BANT and ANUM methodologies. It is
based on the customer's need, the economic impact of the solution, the access to authority, and the
timeline for decision-making. This methodology is best suited for fast-moving B2B SaaS companies with

undefined sales cycles.

Collaborative selling

The collaborative selling technique is an approach in which the customer seeks a personalized product
or service that fits their specific needs. This technique is effective for selling highly customizable products

or services, such as custom-developed software.

It involves establishing a long-term relationship with the customer to understand their needs and tailor
the product to their requirements. It is about working together to create a product or service that meets

the customer's needs.

AIDA

AIDA is a sales strategy that consists of 4 steps:

Capture the customer's attention (A)

Generate interest in the product or service (1)

Create desire for the product or service (D)

Lead the customer to take action (A)
The idea is to address the customer's pain point to capture their attention, then demonstrate how the

problem can be solved and provide details to spark desire for the product or service, and finally, guide

the customer to take action.
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MEDDIC

MEDDIC is a methodology that allows for a simple yet deep qualification of a sales deal. This
methodology focuses on keeping salespeople alert and focused on what is important throughout the
evolution of the deal. It is especially suitable for sales departments that require multi-party commitment

and complex solutions to meet customer needs.

The mentioned methodologies vary in focus and applicability, but they all aim to establish strong
relationships with customers, solve their problems, and retain them in the long term. Choosing the right
strategy depends on the characteristics of the company and its target audience. Understanding the
customer, adapting to their needs, and providing effective solutions are key aspects in achieving

successful B2B sales.

Inbound sales

Inbound sales methodology consists of attracting potential customers with personalized messages that
motivate them to engage with the company. Inbound sales reps analyze the prospects' persona and

guide them towards making a purchase.

The methodology consists of four steps:

|dentify the customers

Connect with them through personalized messaging

Explore their goals and challenges

Advise them on the sales solution

This methodology is suitable for organizations with marketing resources and experience in reaching

decision-makers. However, it may not be recommended for startups or companies with limited budgets.
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Outbound sales

Outbound sales involve the seller initiating interaction with a potential buyer through cold calls, emails,

or other prospecting activities, unlike inbound sales where the buyer initiates the conversation.

This technique is executed through the following actions:

Prospecting to identify potential customers

Cold outreach and prospect qualification

Product demonstration

Closing the deal

A significant advantage of outbound sales over inbound sales is that it allows sales representatives to

directly target potential customers and close deals with decision-makers, thus shortening the sales cycle.

B2B telephone sales

For any B2B sales technique, applying telephone sales is essential. These types of interactions, which can
arise from both inbound and outbound channels, are crucial in B2B or B2C sales strategies with high-
value transactions, as they facilitate prospect qualification and help build trust with decision-makers
through relevant questioning and multiple interactions before the customer feels comfortable making a

decision. In the B2B realm, the two most commonly used types of calls are discovery calls and cold calls.

» Discovery Call: A Discovery Call involves making an initial phone contact with a potential customer
who is interested in our product or service, focusing on identifying their needs rather than making an

immediate sale.
e Cold Calling: Cold Calling is an unsolicited phone call to a potential customer who is not familiar with

us. The objective is to introduce our product or service and generate interest to move forward in the

sales funnel.
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Sales software can greatly help streamline the sales cycle. B2B sales software, also known as Software as

a Service (SaaS), are cloud-based applications that companies use to perform a variety of functions.

Specifically, sales software facilitates the daily workflow of the sales department by providing tools for
automation and increased productivity. In addition to Customer Relationship Management (CRM), these
solutions also offer resources for prospecting, lead generation, and quote generation. Sales professionals
who use these digital tools are often more successful than those who do not, as automation allows them

to progress through the sales process quickly and efficiently, resulting in a better customer experience.
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In this realm, employing software that combines Business Intelligence (BI) and Artificial Intelligence (Al)
allows companies to transform overwhelming data into valuable insights. Bl is responsible for collecting

and analyzing data, while Al utilizes it to gain deep insights about consumers.

Within this context, business intelligence, combining Bl and Al, aims to transform the data collected by a
company into actionable insights for informed decision-making. With this information, the company can
provide support services or training to close more sales and improve their business. Moreover, business
intelligence is not limited to marketing and sales but can also assist in decision-making across other

areas of the company.
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Business intelligence enables the collection and management of massive data to make informed
business decisions, with its maximum potential realized when combined with Al. An example is Upbe,
which employs conversational Al and machine learning to analyze calls and gather valuable customer
insights, allowing companies to enhance their customer experience and take their business to the next
level. The combination of Bl and Al is crucial for harnessing the full potential of the information age and

not missing out on all the advantages it offers.
Closing rates for meetings and demos with clients can increase by up to 60%

Upbe allows you to evaluate and improve the efficiency of your sales development representatives
(SDRs) and account executives (AEs). It provides insights into their handling of sales conversations and
the use of sales techniques, supporting their development to increase the likelihood of securing more

demos or meetings with potential clients.
Reduction of the adaptation time of SDR and AE in more than 40%

Upbe is a tool that optimizes the performance of your sales team. By analyzing meetings or product
demonstrations, it allows you to identify and eliminate bad practices while promoting and expanding
good practices, thereby shortening the sales cycle. The effectiveness of this tool translates into a
significant improvement in the development of SDRs and AEs, enabling more effective demonstrations in

less time.
Training your team with objectivity and criteria

Upbe gives you the opportunity to identify the most effective narrative to present your product to
potential clients. It allows you to explore what your optimal message is and how your customers
appreciate the value of your product through that message. By analyzing the most successful
communication strategies, Upbe assists you in conducting more fruitful product demonstrations or

meetings, thus facilitating progress in the sales cycle.
A healthy and prioritized pipeline

Detecting critical events in potential customers and engaging with the right people are essential factors
in the sales cycle. How account executives manage these interactions can make a significant difference.
Understanding this stage comprehensively is crucial to developing a healthy and prioritized sales funnel
that is more likely to generate successful sales. Upbe is designed to provide assistance in this vital

aspect.

Requesting a demo of Upbe can be the first step towards implementing this powerful combination of

business intelligence in your company.
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Thank you!

More information at upbe.ai
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