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Using technology to facilitate communication, collaboration, & connection

How to Sell Successfully 
in 
the FOURTH INDUSTRIAL REVOLUTION
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A revolution is happening. 
Use it to your advantage.

You may have only seen the term “Fourth Industrial 
Revolution” a few times, but you already understand 
what it means: the cloud, artificial intelligence, 
automation, social media, and smartphones are 
changing how we relate to each other and the 
world around us. In the midst of these technological 
changes, people still value personal connection and 
sales will remain fundamentally relationship-driven. 
Connecting with the people involved in the buyer 
journey –especially the buyer– will be more helpful 
than ever. Those connections can be better formed 
and nurtured by directly and indirectly incorporating 
technology that facilitates communication, 
collaboration, and connection.

a s  a l l  t h e s e  t r e n d s  h a p p e n ,
the winners will  be those who are able
to participate fully in innovation-driven 
ecosystems by providing new ideas, 
business models, products & services.

Relationships, not robots

In the Fourth Industrial Revolution, buyers are more 
educated than ever, and their expectation of the 
customer experience is changing. Channel partners 
are increasingly contributing to sales success and 
want better collaboration. Millennials are an ever-
larger share of the workforce and bring with them new 
opportunities for growth. These people are all your 
customers and teammates, and connecting with them 
in meaningful ways is important.

As technology evolves, you can take advantage of new 
solutions that help facilitate everyone’s success by 
connecting your team and giving them the tools to 
succeed together.

The goal remains the same: you want as many people 
using your product or service as possible, and you 
want them to be happy doing so. You can ensure this 
happens by expanding your skills and integrating new 
tools while keeping in mind that true growth relies on 
your ability to form and build relationships.

— Klaus Schwab, author 
The Fourth Industrial Revolution

Our goal is to help you further 
understand & embrace 

the demands of these 
relationships, & the 

technologies necessary 
to nurture & 

maintain them.Introduction
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Give your customers 
a great experience

Customers are changing — they ’re more educated 
and more demanding

Buyers have evolved along with technology. Social media has given people the 
opportunity to communicate transparently about products and services—and the 
people who sell them. Web companies are collecting, organizing, and presenting 
data in ways that liberate information from the gatekeepers of yesterday and 
placing that data in the hands of consumers, allowing them to make informed 
decisions for themselves. The result is educated buyers who can independently 
determine what products or services they want and are empowered to pursue the 
price they are willing to pay.

The most educated buyer can still use 
your help

Zillow’s impact on real estate is a great example of 
how technology is impacting sales. Prior to Zillow, 
home prices, comps, and historical sales data 
represented asymmetrical information controlled by 
real estate agents. Zillow has disrupted that control, 
sharing information with buyers that increases 
their power in the sales relationship. In response, 
real estate agents have had to expand their role 
to remain successful by offering personalized, 
consultative experiences to their customers. 

For real estate agents, this means sharing their 
experience to help buyers make the best decision 
and overcome any obstacles to their satisfaction. For 
instance, agents have a great opportunity to help 
address issues by sharing their network of trusted 
contractors who can address any issue a client may 
face in selling or buying a home. 

Building a relationship that lasts

Giving your customers an excellent experience is 
an important factor in their decision to choose your 
product or service. There are some easy ways to deliver 
that experience to make sure that customers walk 
away happy—and come back. 

e d u c a t e d  &  d e m a n d i n g  b u y e r s  have never been 
par t of the sales dynamic — and the fact they dominate 
the space now is a game changer,  to say the least .

— Graham Hawkins, CEO & founder 
SalesTribe

p a r t  0 1
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Experience is (most) 
important to customers

A 2018 Medallia/Ipsos 
survey of more than 

8,000 consumers across 
the US, UK, France, and 

Germany showed that 
customer experience 

is the most important 
reason for choosing 

which brand to purchase.
 

% %
of customers chose 
brands because of a 
positive experience

of customers avoided 
brands because of a 
negative experience

https://www.prnewswire.com/news-releases/research-shows-customer-experience-top-reason-consumers-choose-a-brand-300669115.html
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What customers want 
from salespeople
the sales executive council in Washington, D.C. recently conducted a survey asking 
customers what qualities they looked for in salespeople. 

Offers unique 
and valuable 
perspectives on the 
market

Helps me navigate 
alternatives

Educates me on 
new issues and 
outcomes

Shows me how 
to avoid potential 
landmines

Provides ongoing 
advice or 
consultation

SU
CC

ESSFU
L 

SA
LESPEO

PLE

understand the problems customers are aware of — 
and some they aren’t. They use experience to present 
innovative solutions & new ways of thinking.

demonstrate how what they provide can 
uniquely help a customer’s pain points.

differentiate themselves by offering proactive 
insight that helps customers maximize ROI.

prepare with data to answer any question 
& point out pitfalls before they happen.

offer options, which opens up dialog & 
empowers customers.

help customers understand how to use technology 
relevant to purchase or purchasing decisions.

use their creativity & responsiveness to 
solve problems for their customers.

take time to personally connect through 
phone calls, emails, & possibly social media.

https://www.resourcefulselling.com/customers-want/
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Help 
your 
channel 
partners 
help 
you

The nature of sales is changing —
channel partnerships are more 
important than ever

Channel sales involving a third party, such as resellers, 
system integrators, independent reps, agents, 
licensed distributors, franchisees, and freelancers, are 
rising. This growth is expected to continue, partially 
because channel partners are motivated by the ability 
to sell products or services that align with their values, 
and companies profit from their resulting productivity. 

Making partners feel that they are an integral part 
of your company’s success is an excellent goal. By 
sharing resources and nurturing your relationship, 
you help them reflect your company’s value to end 
users. Your connection with channel partners, though 
mutually beneficial, makes them your company’s 
customers. Ideally, you can establish an exchange 
with them that fosters your ability to succeed together 
while also helping them establish a relationship with 
your customer.

Link your organizations

Although channel partners are not directly linked 
to your organization, they still benefit from similar 
consideration and treatment. You can offer a 
great benefit to all involved by taking the time to 
demonstrate that you are interested in their well-
being. Making sure that the lines of communication 
are open between your company’s reps and theirs 
gives partners the opportunity to give feedback on 
what features or upgrades their prospects want. 
This communication allows partners to participate in 
shaping a future that is best for them and you. It is 
important for partners to trust that there is alignment 
between your company’s success and their profitability.

Given the siloed nature of channel partnerships, 
your effort in linking your organizations can be 
instrumental in developing a stable and reliable 
relationship. Sharing your assets, information, and 
technology with them helps everyone succeed. 
Curating opportunities to use teleconferencing to 
maintain contact, as well as scheduled offsites, builds 
a personal connection that ensures continued success.

t h e  r i g h t  c h a n n e l  p a r t n e r s
have the market knowledge, distribution 
channels, sales expertise, & customer 
relationships to successfully sell your 
products and/or services

— Seth Jacobsen, VP Sales and Marketing 
LogicBay

p a r t  0 2
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take the time to understand how your 
best partners position your product and 
give them relevant marketing materials for 
support. Have your product specialists and 
engineers explain unique features that 
differentiate your offering.

worktogether

set up meetings for your partners 
to interact with marketing and 
manufacturing teams, so they can educate 
them and offer talking points. Listen to 
what features, products, and advertising 
they notice customers are responding to.

shareinformation
invite your top channel partners to 
an event and address important topics. 
Expect honesty and build trust as you 
create a mutually beneficial path forward. 
Keep it focused and end the session with 
commitments for promotional plans, 
support systems, and a schedule of actions. 

hostretreats

buy ads from relevant digital outlets. 
Ensure your brand is showing up in 
search results. Create assets the compel 
customers to trade their information. Use 
this information to deliver qualified leads 
that will enable your partners to succeed.

deliverleads

How to make the most of your 
relationships with channel partners
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Welcome millennials 
to your organization

The workforce is changing — 
millennials can increase your success

Millennials are now the predominant generation in the 
workforce and will continue to be so for some time. 
They are a talented group who have a tremendous 
amount to offer a company, both as employees and 
as links to an increasingly millennial-dominated 
customer base. 

Due to some of the financial conditions they face—
student loan debt, housing shortages, and uncertain 
futures—they are cautious about their career choices. 
For millennials, sales can be a threatening profession. 
Traditional commission-based models deny them a 
security they feel is important. Also, misconceptions 
about how automation will impact salespeople, and the 
competitive nature of the business, increase their sense 
of concern about choosing to enter a sales position.

Offer a sense of purpose

Also, as with buyers, millennial employees are 
evolving and their wants and needs are changing. 
They want a work-life blend, not balance, where 
their work and personal lives are in harmony, and 
they have control over their time and schedules. 
Millennials want to learn, contribute, and advance 
quickly to further their development. They value 
analytical skills, relationship-building, and 
technology, so careers that offer these opportunities 
rank favorably among them. Your ability to reframe 
sales as a dynamic profession that utilizes and 
rewards their skills will help them understand the 
profession’s evolution from traditional stereotypes. 

Demonstrating that sales is an engaging, 
relationship-driven, and tech-savvy industry is 
important. Giving millennials a glimpse of how 
purposeful and beneficial sales can be for them, and 
their customers, will help you attract and retain their 
considerable talents as employees and co-workers. 

w i t h o u t  s a l e s  p r o f e s s i o n a l s 
i n  t h e  m i l l e n n i a l  d e m o g r a p h i c , 
companies are unable to tap into their 
target buyers. — Jennifer McFarlane, 

Human Resources Consultant

p a r t  0 3



11

Millennials 
are now a third 

of the workforce

29

35

33

25

02

Milllennials

Post-
Milllennials

Boomers

Silent/
Greatest

Gen Xers

20

50

05
1994

20
17

Note: Labor force includes 
those ages 16 and older who 
are working or looking for 
work. Annual averages shown. 
Source: Pew Research Center 
analysis of monthly 1994 
and 2017 Current Population 
Survey (IPUMS).

http://www.pewresearch.
org/fact-tank/2018/04/11/
millennials-largest-
generation-us-labor-force/

percentage of the u.s. labor force 
generations 
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ensure  your company offers a 
diverse, inclusive environment that 
supports them.

POSITIVE
WORK CULTURE

allow  for creativity and freedom to 
follow their intuition when helping 
customers.

keep  multiple paths to advancement 
consistently clear & attainable.

show your company’s empathy for 
customers & interest in helping them. 

give them the opportunity to meet 
goals on their terms & judge based 
on the outcome.

trust  that they will manage their 
time, workload, & skills effectively.

provide  compensation alternatives 
that favor base pay over commission.

W
ha

t 
m
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en

ni
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s
w
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t

INCREASED 
RESPONSIBILITY

ADVANCEMENT 
OPPORTUNITIES

PURPOSE-DRIVEN 
WORK

 JOB FLEXIBILITY

AUTONOMY

FINANCIAL 
STABILITY
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Use AI to help 
salespeople focus

p a r t  0 4

Technology is changing — 
AI and automation are altering what 
your team can know and do

According to Gartner, Inc, global business value 
derived from artificial intelligence is projected to 
total $1.2 trillion in 2018 (a 70% increase from 2017) 
and is forecast to reach $3.9 trillion in 2022. HubSpot 
research indicates that salespeople currently spend 
a significant portion of their day on tasks that can 
easily be automated with Artificial Intelligence (AI). 
This technology will revolutionize much of what is 
now considered sales—but cannot replace the human 
relationships at its core.

Take time to learn about technology

You can improve the future sales success of your 
organization by helping ensure technology is 
efficiently and effectively adopted. AI, when used as 
part of a consolidated toolset, can revolutionize your 
team’s performance and results. You can keep your 
company competitive by encouraging the integration 
of automation that eliminates time-consuming, 
manual processes. AI can handle tasks including 
contract generation and execution, profitability 
determination, and gathering and presenting 
information, thereby allowing salespeople to focus 
on what matters most: building and nurturing 
relationships with clients.

Using the power of AI to automate tasks and share 
real-time critical data from any device or location will 
help your sales teams work faster, smarter, and more 
cohesively. It’s likely that many of the tools you’re 
currently using incorporate elements of AI. Taking 
the time to make sure that the AI and tools already in 
place can easily integrate with one another can save 
your team time, money, and frustration.

Be an early adopter

The technology of the Fourth Industrial Revolution 
can have a significant and positive impact on the 
day-to-day work lives of your team. You can help by 
staying informed and involved about what features 
are available, and how your team can best incorporate 
them in their work.

T h e  b e s t  s a l e s p e o p l e  wil l  embrace AI and 
automate their  l ives to spend more time closing

— Chris Fago, cloud security specialist,
RedLock

https://www.gartner.com/newsroom/id/3872933
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How salespeople 
spend their day

30%

21%

17%

17%

12%

12%

11%

11%

Tasks that can be automated 

Reading industry 
news/research reports 

to learn new tips

Training

Scheduling meetings

Attending internal 
meetings or check-ins

Prospecting/
researching leads

Data entry

Writing emails

Selling (on the phone, 
in person, etc.)

Salespeople spend much of their day on tasks that can be automated

Base: 420 sales professionals in the US, UK, and Ireland
Source: HubSpot Sales Survey Q1, 2017

https://research.hubspot.com/charts/average-sales-day
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How AI 
can help 

salespeople 
focus on 

customers

https://hbr.org/2018/07/how-ai-is-changing-sales

05
Focus attention on the deals most likely to 
close & the salespeople assigned to them.

Managing for 
performance

04
Accurately predict future revenue cycles to 
effectively manage resources & inventory.

Forecasting

03
Identify which customers are more likely to buy 
a new product or update one they already own.

Up-selling &
cross-selling

02
Determine what discounts will help win a 
deal & when to offer them.

Price 
optimization

01
Rank the leads in your pipeline by their 
chances of closing, based on customer history.

Lead 
scoring
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Keep your remote 
co-workers connected
p a r t  0 5

t h e  t e c h n o l o g y  i s  h e r e ;
it’s never been easier to communicate & 
collaborate with people anywhere, any time

— Jason Fried & David Heinemeier Hansson,
authors of “Remote: Office Not Required”

Update your team — 
Best practices for building a 
connected sales team

To varying degrees, salespeople have spent time 
traveling to visit customers for decades. The Fourth 
Industrial Revolution is making remote work easier 
(and more popular) than ever. Mobile devices and cloud 
software that allow video calling, as well as the reporting and 
sharing of information, have practically eliminated the need for 
a centralized office. Connecting your remote workforce offers them, 
and your company, several advantages.

Many members of your team feel empowered by the autonomy of remote 
work and the opportunity to manage themselves, and their time, more efficiently. 
Offering the option of remote work means an employee can ensure they are 
performing at their peak by scheduling work around pain points such as commute 
times, personal events, and the occasional rough day. Your company can benefit from this 
focus and increased productivity, as well as lower overhead costs.

To make sure your remote workforce is at its best, use technologies that will allow effective 
communication between anyone in the organization—especially through video. Offer structured virtual 
interactions that build the trust helpful for engagement, retention, and productivity. Make sure your team 
feels connected across any distance.

Stay connected to freelancers 

A 2017 Upwork study shows the majority of the U.S. workforce will be freelancing 
by 2027. How your company welcomes, enables, and educates freelancers 

will have a powerful impact on their performance. Do your best to know 
how the right applications and devices can give your increasingly 

decentralized teams the infrastructure, boundaries, and support 
necessary to succeed. Research indicates that employees 

prefer the flexibility to choose their preferred solutions 
in remote work situations. While this maximizes their 

productivity, it also requires your adoption of a 
robust set of options that integrate across an 

enterprise to make that growth possible. 

https://www.upwork.com/press/2017/10/17/freelancing-in-america-2017/
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Trends in remote work

remote work

140%
SINCE  2005 

HAS GROWN BY

4.3 MILLION 
EMPLOYEES
(3.2% of the workforce) 
now work remotely at least half the time

OF THE U.S. 
workforce  
holds a job that 

can de done 
remotely

& approximately 20-25% 
works remotely with 

some frequency

of the US WORKFORCE 
would like to work 

remotely at least part-time

of remote work allows 
for an optimal balance 

of concentration & 
collaboration  

DAYS
a WEEK

Fortune 1000 companies around the globe are revamping their spaces to accomodate 
mobile employees who are not at their desk 50-60% of the time.

https://globalworkplaceanalytics.com/telecommuting-statistics
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Keeping your team connected

keep everyone on the same page — or dashboard
Be transparent with goals and reporting to show your team’s 
progress toward their objectives, solutions, & new ways of thinking.

stay in touch 
Provide recurring team & one-on-one calls so everyone is aware 
of what’s going on.

be there for your team 
Get to know team members so you can coach & mentor them as 
they grow & improve.

provide a place to share 
Use online platforms for teams to exchange information, best 
practices, & successes each day.

meet in person
Schedule in-person team meetings at least once a year that 
energize, educate, & connect.

01
02
03
04
05

https://criteriaforsuccess.com/managing-remote-sales-teams/
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Offer the tools that 
work for your team

Update your tools — build a toolset 
that connects, removes friction, and 
scales easily

Channel partners. Employees. Freelancers. With so 
many people working for your company from so many 
places, it’s important to offer solutions that keep them 
connected across the enterprise. It’s also important 
to offer tools that make their work easier so they can 
focus on connecting with customers.

Empower workers how they want to be 
empowered

There are many choices available for accomplishing 
each task involved in sales, with some workers being 
open to a company’s preferences and others wanting 
to use what they have found works best for them. 
While some companies provide their employees with 
stock technology, a more successful tactic is to allow 
your third-party resellers, freelancers, and the team at 
headquarters to use the devices and applications they 
prefer. Accommodating everyone is possible with a 
robust and flexible set of tools. 

Make “bring your own” possible

Many professionals have rich careers that span 
multiple companies. Along their journey, they acquire 
tools and methods that allow them to work with 
maximum efficiency. For them, taking time to switch 
operating systems or transfer information between 
apps can be time-consuming and frustrating. Partner 
with IT to make sure you’re offering your team cloud 
software services that integrate with their preferred 
tools and are compatible with any device.

Whatever services and devices you choose to make 
available for people to use as they work, communicate, 
and share information together, there are some 
functionalities you are well-served to provide. As you 
review solutions, consider how your team can improve 
by utilizing cloud-based tools that allow processes to 
be automated and information to be quickly captured, 
digitized, and shared among them. Think about how 
these tools can be integrated for even better results. 
Providing these possibilities from onboarding forward 
will help reduce time spent away from customers and 
increase time making sales.

s a l e s  t e a m s  h a v e  e v o l v e d 
to be to co-equal members of a team 
sharing lead data, using automation to 
stay in touch, & using CRMs to manage 
activities & reporting.

— John McTigue, sales & marketing stack advisor, 
The MarTech Whisperer

p a r t  0 6
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The importance of 
letting people BYOA/BYOD

Apps/cloud services

Computer

Mobile Device

High-performing companies allow or tolerate “bring your own” behavior 

https://hbr.org/2016/05/tracking-the-trends-in-bringing-our-own-devices-to-work

0% 25% 50% 75% 100%

High-performing companies

All companies

Officially allowed Not officially allowed but tolerated
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The “bring your own” functions 
that power teams

keeps information accessible & shareable 
by anyone, from anywhere, at anytime.

cloud-based saas

saves time & makes the formulaic 
tasks of sales effortless & efficient.

automated processes

provides easy access to important customer 
information that helps close deals faster.

integration with other tools, 
including crm & linkedin

lets salespeople quickly store information 
from others, or themselves, to be used later.

information capture 
& digitization

establishes repeatable, easy-to-use steps for 
reliably converting prospects to customers.

process development

Enables salespeople to connect with customers 
& clients using relevant personal information.

relationship building 

takes the pressure & risk out of situations where 
data signal may be lost or unattainable during 

online/offline capability

helps new team members get off to a positive, 
informed start that is consistent with their peers.

formalized onboarding 

eliminates clutter & the risk of losing important 
details due to disorganization or relocation.

single source of truth

https://hbr.org/2016/05/tracking-the-trends-in-bringing-our-own-devices-to-work
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It ’s all about relationships

Your ability to build relationships with the technologies 
that define the Fourth Industrial Revolution will play a 
vital role in establishing and maintaining a connection 
between your sales leaders, buyers, employees, 
and channel partners. Keeping your team linked to 
each other –and the customer– anytime and from 
anywhere is incredibly valuable. Learning how to 
use data so your team can better understand their 
customers helps provide meaningful personalized 
experiences. Offering a robust toolkit so that your 
team and customers can connect on their preferred 
apps and devices across the enterprise increases the 
chance for success.

A revolution upsets once-proven models and 
strategies, but understanding and adapting to what 
works now and being able to scale for the future will 
give your team an advantage over the competition. 

All these technological advancements, and their ability 
to shape a positive outcome for your organization, are 
important. But keep in mind that what truly motivates 
people is feeling like they are valued. Take the time 
to connect with buyers and the people in your sales 
ecosystem. Ask them questions, have conversations 
with them, and get to know them. This will help you 
build the one success that technology alone cannot 
provide: a trusted relationship.

people buy from people they like.
People retain from people 
they trust!
— Graham Hawkins, CEO & founder,

SalesTribe

Conclusion
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