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"Recent data shows that we have vaulted five
years forward in consumer and business digital
adoption in a matter of around eight weeks"

Source: 'The COVID-19 recovery will be digital’, May 14
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Source: McKinsey Digital

The shocking reality: Everything really has changed.
We explore sales team resilience in a blog post.



https://www.collierpickard.co.uk/crmblog/five-actions-to-boost-your-sales-organisations-resilience/
https://www.mckinsey.com/business-functions/mckinsey-digital/our-insights/the-covid-19-recovery-will-be-digital-a-plan-for-the-first-90-days

Things were changing before Covid-19

e Buyer survey: 3-to-1

“OIESIE 0L e Self-educate v. Engage sales

e 70% of B2B buyers

Forrester 2019 | Prefer to buy online

e 85% of business interactions
e Buyers prefer no human contact

Gartner 2020




Now B2B selling needs an overhaul

McKinsey 2020

Buyers say sellers must
demonstrate 3 things

Expertise




We need to measure outcomes from new style meetings

Sales Buyer
Was b.ESt Collateral
practice requested?
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D!nk SalesMatik is the right tool for the job

You hold all sales and marketing collateral in SalesMatik portfolios.
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DInk SalesMatik has four components

Portfolios. SalesMatik App. Account Hub. Analytics.

| *  Welcome
Evi Van Winckel

CORPORATE NEWS RECENTLY VIEWED

Newsletter March ‘19 read more > ¥ ¥ Kertolin eDetailer in library
Super Demo , The road to View
success (08/10/19)
dink support_platform in
library 4. Commercial View
(07/10/19)

NEW CONTENT
Engage. Prove. Close. read more = EB_BenchmarkTool in library
SAVE ACCORDING BY sofie (09/10/19) View
) ) )

= Test_bubblechart in library
Sofie (09/10/19) View
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DInk SalesMatik is the right tool for the job

Run sales meetings using the SalesMatik app.
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Face-to-face when you can. Teams and Zoom most often.



Start measuring and build best practice knowledge

The app records all corporate material and pitch decks used in meetings.
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Transform pitches into dialogue

Collect quantities, volumes, preferences, other data.
Using pick lists, ratings, open questions. Calculate results.

All built in PowerPoint using simple toolbar functions.
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Survey Creation Actions
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SalesMatik Account Hub delivers collateral to clients

Single pages. Whole documents. Web page links. Pricing calculators.
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SalesMatik measures customer downloads and views

Build customer engagement metrics. Understand collateral effectiveness.
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Understand how well your team is doing

And make the right adjustments at the right times.
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Help your sales team transition to new methods

High

COMMITMENT

Low

STAGES FOR BUILDING PERSONAL
COMMITMENT TO CHANGE

Personal
Understanding
Individuals understand how

General Understanding ¢ Proect Implementation

Willing to Accept
Individuals understand and
are willing to acquire skills
required to adopt the

Ownership
Individuals make the
Project their own and

create innovative ways
to use and improve

Buy-In

This isthe way work is
done -the new status
quo

Project

Awafgness Individuals are aware of FTIDACLS Ry 2 Ul 10D
r::\?év;m?aarlg benefits, basic scope and
about Project concepts of Project
Status Quo TIME Vision



Collier Pickard has 25 years experience to help you

The psychology of behaviour change is explored in our Insights blog.

BEHAVIOUR
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Source: Dr Kelly Ann Schmidtke at Manchester Met Uni

SOCIAL

The way we do things
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https://www.collierpickard.co.uk/crmblog/checklist-for-improving-user-adoption-in-crm/

Map SalesMatik metrics to your goals

Strategy .

Betor |\

Top level
business goals
and the vision
of how the
business
engages with
customers

A

The detail:
what needs to
happen to
deliver each
part of the
strategy

A

MEASUREMENT, KPIs, MILESTONES

Day to day jobs
performed by
everyone to
support the
tactical plans

System assists
people in the

completion of
day to day jobs

FASTER BETTER

A

16



SalesMatik insights help you continuously improve

Portfolios

SalesMatik
app
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Work together: Qur formula for success

e, Sales

effectiveness

Your top
level goals

Marketing
insights

Collier
Pickard | outcomes
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