Predictive
Sales
Im B2B
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10.4% Meeting in person with customers

9.4% Connecting virtually with customers

28%

Selling

9.0% Preparation and planning 8.7% Prospecting

9.4% Generating quotes/ 72‘%}
proposals and gaining approvals

"""""""""""""""""""" Non-selling 8.8% Internal meetings and trainings

-------------------------------------------

8.8% Manually entering customer
and sales information

8.3% Downtime

QUELLE: SALESFORCE.COM
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WIR LIEBEN KUNDEN

BESTANDSKUNDEN

INSIDE SALES

‘ .
OUTSOURCING
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EINFACHE
GESPRACHSVORBEREITUNG
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SIMPLY. SELL. MORE. KOMMT
VORBEI!
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