
Sales 2.0 for the Real World

Sales Leader Series ςTeleBriefing#4

October 19, 2009

http://www.outsourcing.com/
http://www.3forward.com/


Sales Leader Series ςFall 2009

Escaping Pipeline Purgatory - click to view Sept, 17 2009

Creating Qualified Opportunities (Not Just Leads)  - click to view September 24, 2009

Sales Readiness for 2010 ςclick to view October 1, 2009

2.0 Sales Tools for the Real World - clickto view October 19, 2009

Outsourcing Buyers Panel:άtǊƻǾƛŘŜǊǎΣ ²Ƙȅ ²Ŝ όwŜŀƭƭȅύ .ǳȅέ
- clickto register

October27, 2009

Sales Leaders Dream Team - clickto register November5, 2009

Q4 State of the Outsourcing Industry ςBuyersViewpoint
- clickto register

November 19, 2009
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http://3forward.com/events/escaping-pipeline-purgatory/
http://3forward.com/events/escaping-pipeline-purgatory/
http://3forward.com/events/creating-qualified-opportunities-sales-leader-telebriefing-2/
http://3forward.com/events/sales-readiness-for-2010-sales-leader-telebriefing-3/
https://www2.gotomeeting.com/register/393518202
https://www2.gotomeeting.com/register/372529755
https://www2.gotomeeting.com/register/372529755
https://www2.gotomeeting.com/register/372529755
https://www2.gotomeeting.com/register/372529755
https://www2.gotomeeting.com/register/362123827
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387
https://www2.gotomeeting.com/register/708712387


Frank Casale
CEO and Founder,
The Outsourcing Institute

Dan Hudson
President, Co-Founder
3forward

Matt Smith
EVP, Co-Founder
3forward
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Sales Leader Series: Hosts and Sponsors

http://www.linkedin.com/pub/frank-casale/14/722/29
http://www.outsourcing.com/
http://www.linkedin.com/in/danhudson3forward
http://www.3forward.com/
http://www.linkedin.com/in/mattsmith3forward
http://www.3forward.com/
http://www.linkedin.com/in/danhudson3forward
http://www.linkedin.com/pub/frank-casale/14/722/29
http://www.linkedin.com/in/mattsmith3forward


Jennifer Carmichael
Marketing Manager
Tenet Healthcare Corporation

Scott Ellis
Partner
BlackBoxTechnologies
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Sales 2.0 Real World Guest Panel

http://www.linkedin.com/pub/jennifer-carmichael/7/b1a/965
http://www.linkedin.com/in/vsellis
http://www.linkedin.com/pub/frank-casale/14/722/29
http://www.linkedin.com/in/mattsmith3forward


Sales 2.0 ςThe Components
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New buyer 
behavior

Web 2.0 
technologies

Marketing 
ƻǿƴǎ Ψ¢ƻǇ ƻŦ 
ǘƘŜ CǳƴƴŜƭΩ

Sales owns 
ΨtǊƻǇƻǎŜ ǘƻ 
/ƭƻǎŜΩ

Shared goals 
and metrics



Sales 2.0 ςThe Hype
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Sales 2.0 is a seismic shift in Sales and Marketing

Sales 2.0 removes overhead and inefficiencies

Sales 2.0 is a new set of strategic processes where goals are aligned

Sales 2.0 makes it easier to find someone and provide specific solutions

In Sales 2.0 everyone sells

Sales 2.0 is low-priced tools and easy-to-use



Sales 2.0 ςThe Pressure
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Get fans, bunches of them, as fast as possible

Tweet something (valuable) every hour

Link with everyone 

Join groups, host groups, interact with groups

Blog about it ςtwo to three times a week

wŜŀŘ ŜǾŜǊȅƻƴŜ ŜƭǎŜΩǎ ōƭƻƎ ςand comment 

Host webinars and events

Post your videos, share your slides

Redo the website and SEO it



Sales 2.0 ςThe Reality
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ωExpect it to accelerate

The buyer process has changed

ωAnd remains Sales Processdriven

Sales is still largely more people than technology

ω5ƻƴΩǘ ŜȄǇŜŎǘ tƭǳƎ ŀƴŘ tƭŀȅ

Awesome tools are appearing daily

ωShare some quota

Marketing is back at the table

ωResource commitment is not

Tools cost is minimal



Sales 2.0 ςThe Challenges ςPart 1
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Five reasons corporations are failing at social media
http://www.socialmediatoday.com/SMC/132126

1. ¢ƘŜȅ ŎŀƴΩǘ ǘŀƭƪ ŀōƻǳǘ ŀƴȅǘƘƛƴƎ ōǊƻŀŘŜǊ ǘƘŀƴ ǘƘŜƛǊ ƻǿƴ 
products

2. ¢ƘŜȅ ƭƛǎǘŜƴ ǘƻ ŎǳǎǘƻƳŜǊǎ ōǳǘ ŘƻƴΩǘ ǘŀƪŜ ŀƴȅ ŀŎǘƛƻƴ

3. ¢ƘŜȅ ŀǊŜƴΩǘ ŎŀƭƛōǊŀǘŜŘ ƛƴǘŜǊƴŀƭƭȅ ǿƛǘƘ ǘƘŜ ǘŜŎƘƴƻƭƻƎȅ

4. ¢ƘŜȅΩǊŜ ƴƻǘ ŦǊŀƳƛƴƎ Ǌƛǎƪ ŀŎŎǳǊŀǘŜƭȅ

5. ¢ƘŜƛǊ ƛƴǘŜǊƴŀƭ ŎǳƭǘǳǊŜ ƛǎƴΩǘ ŀƭƛƎƴŜŘ ŦƻǊ ǎƻŎƛŀƭ ƳŜŘƛŀ ǎǳŎŎŜǎǎ

/ƻƳƳŜƴǘŜŘ ƻƴŜ ǊŜŀŘŜǊΥ  ά¢ƻƻ Ƴŀƴȅ ŎƻƳǇŀƴƛŜǎ ǿŀƴǘ ŀ Ƨǳǎǘ-
add-water solution and expect that if they create a presence 
ƻƴ ǎƻŎƛŀƭ ƳŜŘƛŀ ǎƛǘŜǎ ŀ ŎƻƳƳǳƴƛǘȅ ǿƛƭƭ ƛƴǎǘŀƴǘƭȅ ŦƻƭƭƻǿΦέ

http://www.socialmediatoday.com/SMC/132126


Sales 2.0 ςThe Challenges ςPart 2
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