
94% of B2B buyers 
conduct online research 

during the buying process and can consume it at 
anytime, anywhere and anyway they want.

A C C O R D I N G  T O  A N  A C C E N T U R E  S T U D Y . . .

As a sales rep that makes 
your job more di�cult. s 

You’re now in a position to learn new ways to adapt to 
buyers’ expectations; become more educated about their 
businesses and specific problems; and connect with them 

through channels they prefer and find most effective.
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How sales experts are 
winning today

Connecting with prospects is getting more and more challenging. 
Buyers are more educated, have higher expectations and are in 

complete control.

Connect with today’s buyer on 
channels they find most e�ective

For hunters, researching new prospects is often LinkedIn. 

LinkedIn

80% of high-growth 
sales development 
organizations rely on a 
multi-touch sales strategy 

While each channel has its strengths, it’s important 
to note that, if used in a silo, their effectiveness is 
significantly diminished. The whole is truly greater 
than the sum of its parts. 

I N  F A C T . . .

to hit their goals. If you are not connecting with buyers via 
multiple channels, you are missing out on opportunities 
to engage them at the right time, with the right message, 
through the channel they prefer. And the sellers who do 
that from one platform are a step ahead of the competition.

of top-performing salespeople 
say social media is an important 
part of their sales approach.90%
The average click-through 
rate of LinkedIn InMails is 

14.69%

Hunters and closers still rely heavily on email. 

Email

Email is 
40 times more effective 
at landing new customers than 
Facebook and Twitter combined.

According to TOPO, the phone isn’t dead, it’s just used differently. 

Phone

of salespeople say 
the phone is the most effective 
sales tool at their disposal.40+% 

Texting is one of the most personal communication channels 
it shouldn’t come as a surprise that:

Texting:

of buyers want texting as part of 
the buying process. Texting has a 
98% open rate, compared to the 
dismal 22% average open rate of email.

97%  


