OPTIMIZING B2B SALES

The Essential Guide to
the B2B Sales Process




UNDERSTANDING THE BASICS

What is the B2B Sales Process?

The B2B sales process is a structured approach businesses use to guide potential clients from initial
interest to final purchase. It involves several stages, from identifying prospects to nurturing relationships,
and ultimately closing deals. The average length of a B2B sales cycle is 84 days, with each step designed to
build trust, address client needs, and demonstrate the value of your solution.

| The average length of a B2B sales cycle is 84 days.

TABLE OF CONTENTS

B2B Sales Process vs. B2C Sales Process. . . .. 3

Optimizing Your Sales Process .............. 4

Benefits of Outsourcing Sales Processes. . ...




KEY DISTINCTIONS
B2B vs. B2C Sales Processes

While both B2B and B2C sales aim to convert prospects into customers,

they differin key ways:

B2B SALES PROCESS:

P Collaborative Decision-Making:
Involves multiple stakeholders and longer
approval processes.

> Extended Sales Cycle:
Typically longer, with several stages
of engagement.

P High-Stakes Transactions:
Often larger, involving high-value deals.

P Relationship-Driven Focus:
Prioritizes long-term partnerships and ongoing
client relationships.

P Tailored Solutions:
Solutions are often customized to meet
specific business needs.

THE SALES JOURNEY

Steps of the B2B Sales Process

The B2B sales process typically follows these steps:

1. Prospecting: Identifying potential clients who
fit your ideal customer profile.

2. Qualification: Assessing whether these prospects
have the need, budget, and authority to purchase.

3. Needs Analysis: Engaging with prospects to understand

their challenges and goals.

4. Presentation: Offering tailored solutions that align
with the prospect’s needs.

5. Handling Objections: Addressingany concerns
or hesitations that may arise.

6. Closing: Finalizing the deal and securing a
commitment from the client.

7. Follow-Up: Maintaining the relationship and ensuring
client satisfaction post-sale.

B2C SALES PROCESS:

P Individual Decision-Making:
Usually involves a single decision-maker with
quicker decisions.
P Quick Sales Cycle:
Shorter, often involving impulse buys or
fast transactions.
P> Low-Stakes Purchases:
Generally smaller, with lower-value purchases.
P Transactional Focus:
Focuses onone-time sales or short-term
customer relationships.
» Standardized Products:
Products and services are typically uniform,
with less customization.



OPTIMIZATION STRATEGIES
Fine-Tuning Your B2B Sales Process

Fine-tuning your B2B sales process involves reqular assessment and adjustment to improve efficiency and effectiveness.
As an Abstrakt best practice, we start by analyzing data from each stage to identify bottlenecks or areas for improvement.
By regularly updating your sales techniques and training our team on the latest industry trends and tools, Abstrakt ensures
that your value proposition remains clear and compelling throughout the process. Also, seek feedback from your clients
torefine your approach and better meet their needs. This continuous improvement is our key to staying competitive in the
B2B landscape and securing our client’s results.

Buyers typically complete 57-70% of their
research before reaching out to a sales team,
giving them considerable influence at this stage.

Understanding this, you can adjust your sales process to be
more informative and reassuring. At Abstrakt, we specialize
in customizing your messaging to align with buyers’ needs,
helping you engage effectively at this stage.

SPEEDING UP
Ways to Shorten the
B2B Sales Process

Shortening the B2B sales process can lead to quicker results and increased revenue.
By implementing these strategies, you can reduce the time it takes to move prospects from interest to decision.

P Leverage Automation: Use CRM tools to automate P Set Clear Timelines: Establish deadlines for each stage
routine tasks and keep the process moving. to keep prospects on track.

P OQualify Leads Early: Focus on leads that are most P Use Pre-Approved Proposals: Have ready-made
likely to convert to avoid wasting time. proposals that can be quickly customized and sent out.

P Streamline Communication: Maintain clear and
concise communication to prevent delays.




CALLING IN THE EXPERTS

The Benefits of
Outsourcing Sales Processes

| 50% of sales time is wasted on unproductive prospecting.

The B2B sales process is the backbone of successful business growth. But
with the help of lead generation experts like Abstrakt Marketing Group, you
can better support your sales team'’s efforts.

» Purposeful Prospecting:
With tiered levels of qualifying leads, your business can find prospects
with aligned qualifications for your sales.

P Better Market Research:
Abstraktis anindustry leaderin best practices for market research,
offering information that doesn’t exist anywhere else.

P Increased Selling Efforts:
By outsourcing your prospecting, your sales team can focus on what
they do best-preparing for and nailing their pitch meetings.

P Superior Lead Nurturing:
With our lead nurture processes, Abstrakt generates 46% of your
appointments throughout the buying cycle.

CALLING IN THE EXPERTS

Master the B2B Sales
Process for Success

The B2B sales process is the backbone of successful business
growth. By understandingits intricacies, fine-tuning your
approach, and employing strategies to shorten the cycle, you
can enhance your sales performance and build lasting client
relationships. Abstrakt Marketing Group is here to support you
in mastering your B2B sales process. Ready to take your sales
to the next level? Let’s connect.




