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B2B MARKETING
AFTER COVID-19
What Changes?
1. Shifting business models
Adaptability – remains the key to survival.
Therefore, B2B organizations which showcase
quick adaptability are the only ones that will
succeed in staying afloat over the long phase.
2. Revenue marketing will become more
important
It is possible that even more so than before
coronavirus, the C-suite will place a greater
focus on B2B marketing to deliver noteworthy
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contributions to B2B sales pipeline and
revenue.
3. Technological automation and robotics will
come to the fore
Moving forward, we will witness an increase in
the acquisition of AI and cloud-based solutions
not only in large B2B organizations but also in
small and medium scale enterprises.
4. Your B2B Tech market spending will
transform
The flourishing trend towards remote working
has boosted business spending on remote
operations software. 44% of Marketing and
36% of IT support departments, for example,
will have their software budgets reduced.
5. Hyper-personalized communication &
interaction will be a game-changer

WHAT
CHANGES

A one-size-fits-all approach will fail in the near
future. And so, hand-tailored research for
individual clients must be done. B2B
organizations must focus on putting the
identity at the center of the consumer strategy.
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B2B MARKETING
AFTER COVID-19
What Doesn't Change?
1. Digital marketing will still be your savior
Digital marketing can not only help in boosting
online sales but also enticing leads to visit you
in person once they reopen.
2. Your emphasis on building B2B Customer
Relationship
Healthy business-to-business customer
relationships will still be a sure shot solution
for you to lead to top line growth, stability to
manage disruption, and overall sustainability
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as a B2B organization.
3. Sharing your brand as authentically as
possible
By allowing your B2B marketing content to be
as authentic as possible, you allow your
audience to fully apprehend the company
they’ll be working with. Transparency, which
goes hand-in-hand with authenticity, will allow
your clients to trust your brand more quickly.
4. The importance of Experiential Marketing
The 20’s is going to be the decade of
experiential marketing in B2B :brand
experience, employee experience and client
experience. More B2B organizations will
comprehend the importance of the ‘right’
experience in sustaining their leadership
position.
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5. The era of live events
Even in this digital world, our desire for faceto-face interaction and real social affiliation is
not expected to change. B2B revenue and
marketing budget growth will also be a vital
driver.
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B2B SALES AFTER
COVID-19
What Changes?
1. Get proactive with client outreach
Further, get more proactive at asking for
referrals from existing clients. Ask everyone in
your sales team to brainstorm and make lists
of potential leads from their own professional
and personal networks.
2. Revisit your cold sales leads
Whatever the situation is, it’s a good idea to
revisit your list of long-term sales leads and
check in with the “cold” prospects, even the
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ones that might not have seemed like high
priority leads 6 months ago.
3. The gradual shift to a virtual sales model
When researching products, clients’ preference
for digitally enabled sales interactions has
jumped significantly, with suppliers’ mobile
apps and social media or online communities
showing their steepest increase since 2019.
4. Your adaption to dynamic environment
It seems like the entire world is shifting wildly
from one day to the next, and it’s true that now
more than ever, the only constant is change.
Be prepared as your prospects’ needs will
change. Make sure you can adapt your sales
strategies accordingly.
5. Empathy will be the need of the hour
During uncertain times, compassion means
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having greater empathy and flexibility. Trust
and loyalty is built and tested at the time of
crisis. The more empathetic we are as sales
leaders in our organizations, the more willing
your clients will be to show up and respond.
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B2B SALES AFTER
COVID-19
What Doesn't Change?
1. Adoption of cloud-based CRM
CRMs are a key priority for enabling your
business strategy as 92% of B2B sales
professionals cited. However, there’s been a
recent development in the CRM world during
the pandemic that’s changing the B2B selling
process: cloud-based CRM platforms.
2. The advent of Big Data
Companies have a ton of information that they
just don’t know what to do with. But with the
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right tools, you can help you collect, analyze,
and apply your data
3. Social selling is still the growing trend
Aside from the social platforms themselves,
the latest social selling tools will offer a variety
of features to inform and simplify your social
selling efforts even after COVID times
4. B2B sales reps are still the most integral
part of the buying process
B2B buyers don’t actually want an “off-the
shelf” product. All they want is a
comprehensive, customized solution that is
tailored to meet their needs. Because of this,
the sales rep of today is more valuable than
ever.
5. The growth of Account-based selling (ABS)
Amidst pandemic, ABS teams are now made
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of 4 primary roles: An account executive, a B2B
sales development representative, a marketer,
and a support representative. ABS is
responsible for 75% larger deals. Using the
ABS system, B2B companies have reported
a 150% growth in client lifetime value.
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We will curate a personalized Sales and
Marketing Strategic plan that will help
grow your business in the
post-pandemic world. As well as useful
tools and tips to manage your
sales and marketing team remotely

